


managing 
! SOR Turn IP www.businesstoday.in — 
‘in About 
ess E 
4 esh Ambani. 
EhdJainis" ' 
"WMrastructure 
tin the making. ~ 


3 Modi ] — QE 


‘Wid — Whento 
A COUETTE 
MER structured | | 


x MES 


E59 products. 
| 
l i j 


m. 4 
d 
l 


3 Street 


Bia 

«et crash 

; cing firms 
i jobs. 


ishing on NÑ 
// 





fc Nightmare 


the economy x 
Ing, retail borrowers | 
eginning to default. | 


BMW 


ues 


+ 
š 





Sheer 
www.bmw.in Driving Plea 


—————— 


e x 





special pigments embedded into the leather seats and steering wheel that reflect direct sunlight, keeping the seat surface and 


jo 











The.coolest convertible. In more ways than one. 


At BMW we are committed to giving you the best driving experience with or without a top. Our Sun-Reflective Technology contair 
steering wheel upto 25 degrees cooler than a regular convertible seat. It's an industry first and another idea you ll only find at BN 


i BMW. With leadership comes responsibility. 


For more information visit www.bmw.in. 
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The services described in this advertisement are provided by Deutsche Bank AG-or by its subsidiaries and/or affiliates in accordance with appropriate local legislation and regulation. 
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From The Editor 


IFE AT WORK OR LIFE AFTER WORK? WHAT IS MORE 

important for you? Till the early 1990s, answering 

that question would have been easy. People went 
to live in places where they found jobs, less concerned 
about the quality of life. Not today. Though jobs are still 
the prime mover of people, for an increasing number of 
middle class Indians, the quality of life is becoming as im- 
portant as the quality of work. And as life and work be- 
come more intertwined, businesses and people flock 
to cities that cater most appealingly to both. 

Looked at from this perspective, Mumbai’s stability 
at the top of the BT ranking of Best Cities for Business 
will come as a surprise. But as Assistant Editor T.V. 
Mahalingam argues in his profile of India’s commercial 
capital (The Sun Hasn’t Set, Not Yet, page 104) it is, 
perhaps, because Mumbai’s draw as the creator of 
jobs is still stronger than its drawback as one of the 
toughest cities to live in. But as other cities catch up with 
Mumbai in job creation, especially in service sector jobs, 
Mumbai’s historical advantage will no longer be able to 
keep it at the top. Unless, of course, somebody dusts off 
Finance Minister P. Chidamba- 
ram’s 2006 proposal of turning 
Mumbai into a Shanghai and 
see if it wasn’t all a pipe dream. 

Strangely, one man who 
could have some answers is 
Anand Jain, Chairman of Jai 
Corp., but best known as one of 
Mukesh Ambani’s most trusted 
aides. He is not only a member 
of Maharashtra government’s 
Empowered Committee for 
Transformation of Mumbai, but is also at the helm of 
building two new cities from scratch, as Special Economic 
Zones, in the vicinity of Mumbai. So far, people have 
heard a lot of Jain, but almost nothing from him—at least 
not directly. Senior Editor Virendra Verma brings you the 
man and a first-hand account of his mission to develop 
urban infrastructure. 

For more than a year now, a debate has been raging 
on whether and how much the us subprime crisis will im- 
pact the Indian economy. But nobody had given a seri- 
ous thought to the possibility of India having its own ver- 
sion of the crisis. Perhaps somebody should have. As 
Associate Editor Anand Adhikari details in his story 
(Sitting on a Time Bomb, page 134), a combination of 
wealth erosion, rising inflation and serial hikes in inter- 
est rates has led to an increase in delinquencies in auto, 
personal and credit card loan repayments. This has 
shaken several non-banking financial companies, some 
of which are backed by leading financial conglomerates. 
Thankfully, the risks are restricted to a few institutions 
and do not endanger the entire financial system—at 


least not for the time being. 
K Z Sate 
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Commitment is the Key 

THE COVER STORY, INDIA (0 75— 
Prabalad's Plan (Br, August 24), was a fit- 
ting tribute to those who believe in 
themselves, think differently and have 
leadership acumen. As a country, India 
can hope to become a leader only by cul- 
tivating and fostering essential leadership 
attributes. That calls for rejigging our ed- 
ucation system and improving gover- 
nance. We can make a big leap in science 
and technology only if there's a strong 
commitment towards improving our 
education system. 


R.K. SUDAN, through e-mail 
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Inclusive Development 

INDIA @ 75—PRAHALAD’S PLAN (BT, 
August 24) was incisive and well 
brought out. I fully agree with the 
Prahalad’s line of thinking that in 
spite of its rich natural resources 
and its abundance of talent, India 
has missed the bus on several occa- 


sions in the past largely on account - 


of faulty planning and lopsided 
priorities. In recent years, thanks to 
the large pool of human talent and 
people's ingenuity, we have been 
able to achieve around 8 per cent 
growth even in the face of obvious 
odds. But, as Prahalad argues so 
emphatically, our new-found 
growth and achievements will not 
sound convincing if we fail to pass 
on the fruits of development and 
progress to India's masses. The 
great thing about Prahalad is that 
while pointing out serious lacunae 
in our system, he never for a 
moment sounds like a doomsayer. 
Without scaring anyone, he drives 
home the point that we shouldn't 
get carried away by our laurels of 
the past few years. 

SRINIVASAN UMASHANKAR, through e-mail 


Inspiring Vision 

INDIA (275—PRAHALAD'S PLAN (BT, 
August 24) captures the wise pro- 
fessor's grand vision and the 
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action agenda needed to realise 
India’s potential. Prahalad deserves 
kudos for patriotically attempting 
to endow us with a vision that in- 
spires us to believe that India can, 
must, and will win. Prahalad’s plan 
identifies avenues that need tweaking 
by specialists. Revisiting company 
laws, simplifying and reforming 
labour laws, affordable education 
for all, integrated infrastructure, 
recognition of creative innovation, 
rooting out corruption and ethical 
governance will provide the enabling 
environment for success. 

Again, mass education is the 
master key that can reform the 
value-system completely and alter 
the youth’s mindset. The youth 
need meaningful encouragement 
for its imagination, thought process, 
skills and talent. India needs to 
come out of the grip of self-im- 
posed limitations and accept na- 
tional cohesiveness for the realisa- 
tion of India@75 as envisaged. 

B. RAJASEKARAN, through e-mail 


The Reforms Agenda 

YOUR EDITORIAL PENSION PROMISE (BT, 
August 24), rightly rapped the Left’s 
rigid stance towards the UPA gov- 
ernment’s reforms plans. With the 
Left gone, the government has done 
well to kick-start the reforms process 


once again. Pension reforms signify 
this new approach of the govern- 
ment, which has done the right thing 
by allowing private players like 
Reliance, HSBC and ICICI to manage 
pension funds. One only hopes that 
other critical reforms in education, 
banking, etc. will also see the light of 
day. As far as the BJP’s opposition to 
reforms is concerned, the party 
seems to be playing into the hands of 
the Left. Let’s hope that better sense 
prevails and the BJP weighs the pros 
and cons of reforms before blindly 
opposing it. 
BAL GOVIND, through e-mail 


Stamping Out Child Labour 
YOUR ARTICLE ON CHILD LABOUR 
(Tirupur’s Nemesis, BT, August 10) 
was very informative and will help 
in creating awareness and sensi- 
tising people to the need for root- 
ing out this scourge in India. As 
the Project Director of Sports 
Goods Foundation of India (SGFI), 
which is funded by the sports in- 
dustry, we have been working 
since 1998 to identify and reha- 
bilitate child labour in the sporting 
goods industry (mainly children 
stitching footballs). 

RAVI PUREWAL, through e-mail 
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Drive Select, only in the The new sedan. 


Ihe futuristic new Audi A4 features Audi Drive Select, which helps you switch it 
between 3 driving modes - 'dynamic', 'auto' and ‘comfort - to better suit the road and 
your mood. While quattro”, our permanent all-wheel drive technology, ensures that you 
do it with great confidence. Equipped with Multimedia Interface (MMI), 14-speaker Bang 
& Olufsen stereo, fine leather seats, Rear Seat Entertainment (RSE), Rear View Camera, 
3-Zone air-conditioning and more, its interiors too have taken a great leap forward. 
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Authorised Dealers: 

Audi Bangalore 080-28521548, 0-9740031204 
Audi Delhi 011-40510300, 0-9999917415 

Audi Hyderabad 040-23324545, O. 9959700007 
Audi Pune 020-41004747, 0-9970007040 


Audi Chandigarh 0172-3068911, O 9876429103 
Audi Gurgaon 01 24-4510200, 0-9958592 168 
Audi Mumbai Central 022-67441111, 0-981 9090000 





bt company index 


Organisations in this issue are indexed to the first page of each section/article in which they are mentioned. 


MEME T ULQ k Gw takuna 23 170 
Co 700 BETTE SO 168 
ABN Amro Asset Management... - 
OM —IÜÜÁ 
(7^ — PR en eT E 
m C50 uu aaa wwpaupakuwasiaayakiiusqasaisasiyayqa 170 
) REP u ——oá——— 134 
Al Oula Development Company ................... a... 72 
MED... cic suatu 138 
ERR LaL ss much aniio ee eee 54,142 
MOO OAJ. u lu a ka asss ae 166 
Qiu a MEME 12 
Apollo Health and Lifestyle L8J......................................... 190 
NM RR u, S SQ I RIA GR DM aqasha 92 
Apple Inc 





jaj Auto i 
edi Development Agency APEN E E 190 
Bangalore International Airport Limited .............. a... 80 
ee ene ne ee 158 
BENE mh eamdem iid edi Roc E DERE E 
BE MD: uuu uw k assupunasqpuayassusswsusqqyausqsqa 166 
Brie DOM... ea u. uuu. ..Q....... 112 
EEE IRE TR Ie i 
00 o ——-————-»——————————S— e"—! 168 
Mur TM mem — eT—P; 190 
0107 VARR TEE E SPHERE: 134 
Bombay indi Nn CB Lodi incid Piste 104 
EE TTT eee 23 
0, Z Z POM PR TUN 23,54,72 
a EE 
Cap me vtr EH DPI E 
OS 200 ZT Susu Aaa awakusqa 
` 1 MENOR E E E O E RE, 
Charlemagne Cspital.......................................... 

Cholamandalam DBS | eee 
Cool o N kasa 
a a a 
I eee ERES JT 
ON NING LLorem dili icit ili AME nac bri 
DAE u Z Su E aa qaa aoaaa 
a T T N AE E NENE l ad i 
Carevill M cL Se ee 142 
Cognizant Technology Solutions. .................................................. 92 
OS SGS SOES innia SSS asawa 158 
aca 23,54,134,162 
Cb OMNE, dca pipEiiic iub esso niteat dici aoi 112 
BEN ul pisi a 23 
ET MASS SUMMO AOT DE 92 
UU CU ia i A A iaaa PERDE, 192 
Dairy Farm International TRPIN ENNE SIRE 
MER V O ari a kapas qawas 86 
EAEE ET Moe G end T EE EN 134 
———'——e— 23 
Delhi Metro Rail Corporation Ltd............................ ar 
e Ksa Vosa. u. u... uu... .... E 
DSPM 255 poo NERONE RP 166 
SPS DA 8a.......... .................. ............... 158 
N AE E EE M 23 
oí EE E E A A EE. HI EIN AIT A 168 
O OT UU uU l I AIEA 142 
DAMEN S i a a 162 
| uy y u SE a 112 
ji aaa PRIEST RORIS 128 
I PENE a s Sa qta qupuy ee 86 
NS u DR RS ER 23 
(000 fad E DERI a TE eon cree 168 
W iyo U OMIT POI PROP NP NUES 23 
SERS arene ney T PEE ERT 54 

OCR IEE ON EIA HM EAA ET 86 
ea UL u N E E EO 190 
oj U l igh E ORTE OO SOE ET 148 
qo TA PE EE IEE EE Y L ALN EOE EA, 92 
RR k E T E AEN EEA AAAA 23 
WW AE NORE HERREN 112 
hee India Credit Company ..................... aa E^ 
Future O7 o0 Maso nollem re HUN qq quM, 12 
drm M QUU REM RE RE E E E 108,116 
^de euis EEIE E inb beri pica iia 


14 BUSINESS TODAY SEPTEMBER 7 2008 












eae dividi acia di Ue c RR M als dd 86,98,170 
DEDE NE. u uu l; asas tia 92 
s. oo MEET PET. 2 
DEED S uapa iR Iiis 23 
Co]  —— ——— asaaeaiahaashan H 
| EEE EAN: 23 
coU ku a 128 
TNL UU. u T S 92 
IG is isn tdv etim splen qd platea s" 
LLL LORE RATE UNS: 5 
Hanani Business Sebonl .....Uu uu sssaaausawanasqasasasyas - 
HCL CO MG an eee ee 190 
ORO. UU  ———Á 190 
(oQ Mem——"———— PR 168 
ae P req 112 
Eee 23,54,92,192 
— ien Rd EA E S K 
Inis CR COI AN waq qa wa uya 104 
BC sical ini elicited 134,168,170 
HSBC Securities & Capital Markets................................................. 23 
HSBC Asset Management Company....................... aa... 142 
WISE: uQ S uuu E S suwa AHADN 72 
HYS Doaa SACOS scine 23 
I niii ———— mattis: 92 
REE Reve SO PN ee perte 170 
W TVI, u u u; EE 23,54,98 
gc] o —— —— s 54 
WS RW yaa RR RE. 23 
WIESPET Pang MINIMA Lar l Sa 128 
WIB GIO KAWSAQ JLI aa aaa stis 128 
WISE Financial Sus. ................................... 23,134 
Indian Council of Research in International Economic Relations ......23 
Qo door Nina pipa. 23,80,98 
050 HMM ENTIENDEN TTREMINS INIM. 23 
International Energy MaR0y....... u uU l s 23 
IjIDLUU aqa a a 181 
do Re erate rect emer ren 124 
OBP Iy yw deanna TU 
|| —— 
Jones Á Lone MSN], wu aaa imis eed 92, t" 
JP on E kapaswakakakiwaqa EM p~ 
indes Rail Nirman (Engineers) ......................... San saa 162 
Karnataka Urban Infrastructure & Finance Corporation ......... ......... 80 
dp o po Z u L uQ t A aa ES 54 
WWP noises 166 
Kinetics Motors Company bp... LLL MM 54 
No SPO u A E Sus i 
Camp a Neen pe m —— 
MWER Wl ECRIRE CR RA REOR ERROR RR p 
Msc c — He eT 2 
Krishi Jomi Rakhha Committee..................................... 178 
olo App aR. u... UU... u... .............: 148 
FU Y mee TP eS 142 
Lemon Tree Amarante Beach Resort ............................................... 23 
LB RIRKA sS puasa uya RI usaq ud 72 
| RL suyo R han n paspa sananpa nt 168 
ORI. T Z ususqa yao maT orem eT E 54 
iq. 0 qo L. u uU LULU U u saa 112 
Lucknow Industrial Development Authority ..................................... 2 
DO BRONCE RC 112 
Macquarie Capital Securities India ............................. 142 
Mahindra & Mahindra ............... susu iahuskiaasapusunauta 54 
MANIA ANa [Ip LLL AAA A aao 


ME QE oL E E E ESS EAE EEE E E TEE 92 
IN T E MN EE A 142 

EAEI N EE ee AAA T 170,190 
MP m Industrial Development Corporation ............................... E 
Municipal Corporation of Dt... 
Narayana Group of Coles... 
LO LLL IES 
National Airline Corporation of India................................................ 3 
National Council for Applied Economic Research...23,72,108,112,116 
National Thermal Power Corp........................ nmn 86 
MEE Loa ee AEC PORCINE eT dien nd mE 











Nielsen Company 
MN. ue 
Nokia .... 
SRR erred Res. Hose OTE. 5A 
TE DL. eni Sistecar o EE 170 
Organization of the Petroleum Exporting Countries .......................... 23 
OPW Denk of Cama l, oaa 168 
a" Industrial Infrastructure Development Corporation ............... +. 
R Sw EE MERI TR o SLE PT quis asas l 
Pan i a PER 
,. » —ÁÁ— € ———M 181 
PhD Chamber of Commerce and Industry...................................... 112 
Qo m——————————— 138 
qo ————————— X 170 
30 I ENNIO RR RIT RR 138 
PING Wealth Management........................ n 168 
y] E OU L S — a 86 
Pine Falli usa akwa a 162 
Provident Housing Management Company..................................... 190 
FURENT LLL S aa esa wasan 190 
PUR o ESPPROBENINPRMEQRUNCIERIRC RUIN HEN LACE 54 
PIU ES CUI sons ssi apiid 54 
teo endis AS ORCI ap A E empto 190 
NEM Zaa ET is penis 23,54,128 
MMC NAP PRENSA. 
(00750. ee ne a IUE IEEE 
Reliance Communications 
ROE nee T E VE Sa NIS. 
Reliance Infratel 
Wu Waw SQ Sa ee MN 
PIPAS ER U iisas, 
Religare Aegon Asset Management....................................... 142,168 
<a and Interior Area Development Programme....................... - 
S u u 0 ss il 2 
ante Bank of India VU ME AE NEPRO ^ 
Rond Das dE CAN L UL cest 142 
RPG o EMINOERCMUSOROENSNESE DOLHDERSCSRTLIORIENISERCTNDHAN 138 
Oe] NEEE AE SENIIUL REACHES 2 
oo ooo MANAANPINERD OU TERSRCNT UNUM IERONE. 23 
Satyam Computer Services ................................. 98,182,190 
Securities and Exchange Board C mem us n 54 
SSO PPS Uu uu. u... ............. u. 178 
[2 ————— —""—BÀ 54 
RN oor DM NER CRM a cac TE NT 54 
D. occidit deabelibielinideicdt ai EE aab 80,92 
208 7o o7 "WIL" 
so] Wee UCec——— ÀÀM 
colo NORD UC IET 
Society for Elimination of Rural Poveriy......................................... 
Society of Indian Automobile Manufacturers 
Southern Gujarat Chamber of Commerce ..................................... 
RN eT LO) or PH: 
NISN: u my aaa E T E T A RM iodin didi 
S KS d O. U uU U u ULU UU U. u... u: 
Sri Chaithanya Educational Institutions ......................................... 
Standard ebd DOR, uz uu uu u. u  . u uu... 
State Bank of India ASPERIS 23,128,134, 10 
A r Te T e PN MP PR NEEE? 168 
Tami Nadu Deckdeiy BOMI issc 92 
Tamil Nadu Public Works Department .................................-. 92 
TW 7 EICRNABERIEMNEDIOR MUI MOD 168 
Tate Consultancy SOBE aunis inara 72 
Tata 0 MINORE REHTRPE TERERPPE PS, 54 
[1 7 mc TE qud qaa 23 
| ^ oc MERECE US Put 178 
p op o E A DIS A PEPPER. 98 
ee S eee Ie E S MC n TH 23,98 
Tue DEB ad a i 134 
| o. EE ee rN le RE" Tc ee ee 54 
(o1. ANE acs SPECTER INS E nee ee as 23 
m jo RR — 23,148 


23 


162 

23 

54,148 

142 

72 

72 

72 

UTI 168 
VA TOch Nass eei uqu Aqa OSwsSs, 112 
NUM SORU. epee a 162 
|_| Tu uuu te serene pasas T 112 
ee erent sec RN PU 185 
Vere MOM uoo ipi DE n ial a iai a Sasa 54 
E EI ee Mt Nd EISSES oet 54 
Vende DOMBDEE Lacer mita UL UU UU S ioo 108 
Wal ME sitirans 54 
WS: osa S O au E A MUT 23 
|. TO T EST TE S 23,98 
nd ; TEON u u Tasa 23 
^ A EEAO LAA AS NEM E E ENE E 104,182 

Wedd Trade Opasan icanon 23 
M FRING aasian aaas aaa wa qas 54 


FEED YOUR RISK 
APPETIT 


Don't let risks stop your export business 
from going further. ECGC gives you the confidence 
to challenge the limits of achievement. 
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Insurance is the subject matter of solicitation. F C G C 


You focus on exports. We cover the risks. 


Export Credit Guarantee Corporation of India Ltd. 
(A Government of India Enterprise ) 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India. 
Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 Toll-free: 1-800-224500 * e-mail: npGecgc.in * Visit us at: www. ecgc.in 


Mumbai: (022) 2657 2740 * Chennai: (044) 2849 1013 * Bangalore: (080) 2558 9775 * Kolkata: (033) 2282 2218 * Delhi: (011) 4150 6406 
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Municipal Mess 


T'S A FAIRLY COMMON SCENE NO MATTER WHAT PART OF 
L [India you are in: it rains for a few hours and 
the city comes to a grinding halt. Waterlogged and pot- 
holed roads hold up traffic, backing up cars for miles. 
Narrow streets in neighbourhoods get clogged, and if 
the water doesn’t get into your living room, there’s good 
chance that the road-corner garbage dump has been 
washed up to your doorstep. The point: urban gover- 
nance in India is in a shambles and the debate over it has 
been focussed, justifiably but impractically for the 
common man, on structural changes. How about, in- 
stead, building public pressure on what the munici- 
palities are supposed to do anyway—which is to keep 
the city drainage system unclogged, clean roads and 
neighbourhoods, ensure water in taps and run schools 
and hospitals for the poor people. 

By now, we know what’s wrong with our munic- 
ipalities. Apart from being largely corrupt and sclerotic, 
they are caught up in a maze of rules and regulations 
that blur responsibilities. For example, state govern- 
ments often have authority that supersedes that of the 
municipality, and politicians and bureaucrats often use 
that to their advantage. Most municipalities are also 
broke. They just don’t have the money needed to cre- 
ate the sort of infrastructure their growing cities 
need. For example, in Haryana’s so-called “Millen- 
nium City”, few of the fancy apartments that sell 
for a few crores of rupees have municipal water con- 
nections. Most of them make do with groundwater, 
which is fast depleting. The city of high-rises also has 
just a few fire tenders, and street lighting is scarce. The 
irony is that the state has earned thousands of crores 











Worli-Bandra sea link: Crucial to the growth of Mumbai 


of rupees from the real estate boom that has taken 
place in Gurgaon. 

Yet, India’s municipalities don’t have to wait for 
sweeping changes in their existing structures to start do- 
ing their everyday work. They have enough power 
and funds already to do that. Take Surat, for example. 
Arguably one of the best-run municipalities in the 
country, the Surat municipality (the oldest in the coun- 
try), has created a city development plan that looks as 
far ahead as 2031. It is already upgrading its infra- 
structure keeping in mind the growth in population in 
the years ahead. Why can’t other municipalities follow 
Surat’s example? After all, what’s required is a hard- 
charging municipal commissioner who can rally the sup- 
port not just of his political masters in the state but also 
other stakeholders in his or her city. Unless the mu- 
nicipalities learn to work within their systemic con- 
straints, there’s little hope for our cities. 
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Time to work in tandem: So, no more TRAI vs DoT 
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Give TRAI More Powers 


HIS IS FAST BEGINNING TO RESEMBLE A PUNCH AND 

Judy show. The Department of Telecomm- 
unications (DoT) and the Telecom Regulatory Authority 
of India (TRAN), theoretically at least, are supposed to 
work in tandem to govern, improve and regulate tele- 
com and allied services in the country. But just look at 
their track records—these two bodies spend more time 
fighting wars to protect, or increase, their turfs, than on 
managing the sizzling growth in the country’s tele- 
com industry. This only serves to hold back the sector. 

Over the last month alone, they have locked 
horns over fees for renewing the licences of existing 
operators, over number portability and over the bids 
for 3G licences. The origin of the obvious animus that 
exists between DoT and TRAI is not difficult to fathom. 
The former—which is required to set the policy 
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guidelines that govern “telegraph, telephone, wireless, 
data, facsimile and telematic services and other like 
forms of communications”—has long been used to 
treating the telecommunications space as its captive 
turf. So, it is reluctant to cede any authority to the reg- 
ulator, whom it views as an interloper. TRAI, on the 
other hand, has to “ensure that the interests of con- 
sumers are protected and, at the same time, has to nur- 
ture conditions for the growth of telecommunica- 
tions, broadcasting and cable services in a manner and 
at a pace that will enable India to play a leading role 
in the emerging global information society”. It is, 
thus, evident that the root of their conflict lies in 
the blurred demarcation between their roles. In the ab- 
sence of a consensus on interpreting the rules, such turf 
wars become inevitable. 

The way out, obviously, is to clearly define the 
roles of both DoT and TRAI. Then, the latter must be 


given far greater authority than it now enjoys. In 
the us, for example, the Federal Communications 
Commission (FCC) is an independent body with a 
clearly defined writ. Even in India, other regula- 
tors—like the Reserve Bank of India for the banking 
and non-banking financial services sectors and the 
Securities and Exchange Board of India for stock 
market-related issues—are independent of and can is- 
sue directions to the administrative departments 
whose domains they regulate. 

That is the kind of authority that TRAI needs to 
have to be able to fulfill its mandate. But the gov- 
ernment, and the politicians and bureaucrats who 
run it, obviously, have other ideas. How else can 
one explain this duality of authority in a sector so crit- 
ical to India’s growth? Our appeal to the govern- 
ment: cut the red tape and do the right thing. It’s too 
important an issue to ignore. 














Invest More in Sports 


HAT IF MICHAEL PHELPS WERE AN INDIAN CITIZEN? 
Ví Just imagine the hysteria he would generate on 
his arrival back from Beijing. Abhinav Bindra merely 
touched the tip of the iceberg when he clinched the gold 
in the Men's 10-metre air rifle event at the 2008 
Beijing Olympics. But please note that his success did 
not come out of the blue. His training cost about Rs 10 
crore—and it is only his father's ample financial means 
that let him build an air-conditioned personal shooting 
range at his Zirakpur farm house near Chandigarh. It's 
also this financial means that allowed him to hire the 
services of a Swiss coach and live unhindered in Europe 
in pursuit of an individual gold. 

That should be an eye-opener for Indian sports as- 
sociations, most of which are run by grossly unfit politi- 
cians and power brokers more keen on protecting their 
turfs and distributing patronage than on enhancing the 
abysmal standards of our sports infrastructure. Consider 
this: of the total Rs 1,111.81 crore sanctioned as budget 
for the Ministry of Youth Affairs and Sports for 2008- 
09, which includes capital outlay for education, art 
and culture as well, Rs 624 crore is the allocation for the 
2010 Commonwealth Games to be hosted in New 
Delhi. That leaves less than Rs 500 crore for improving 
sports infrastructure in the rest of the country. Our 
harebrained programme of picking out Olympic-level 
sportspersons through the Special Area Games Scheme, 
started in 1985—to identify population groups and re- 
gions where natural talent and aptitude for a particular 
sport exists—have not yielded the desired results as is ev- 
ident from the repeated failures of our tribal archers at 
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Abhinav Bindra strikes gold: Will more Indians follow suit? 


the Olympics and other international meets. 

It's not that talent does not exist, but talent alone is 
not enough to win the day at events where the difference 
between a medal and an also-ran status is often one-hun- 
dredths of a second or a few millimeters. Indian runner 
Anil Kumar's personal best of 10.21 seconds for the 100- 
metre dash wouldn't even qualify him for the semifinals 
of the event at the Olympics, where, in the finals, six of 
the eight sprinters recorded times of sub-10 seconds. 
Technological inputs, which cost a neat packet, are as im- 
perative as the personal skills of individuals. Phelps' 
Speedo swimsuit boasts inputs from NASA scientists. If 
India has to harvest more Abhinav Bindras, it can't 
just depend on the personal wealth of the sportspersons, 
most of whom are people of modest means. Until 
India's sports bodies learn to back native talent with a fi- 
nancial savvy and world-class facilities and infrastructure, 
India's medals cupboard will continue to remain bare. 8 
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The exquisitely designed, German engineered Jetta. Prestige standard. 


Building a car like this is serious business. And consistently improving a near perfect design ove 
the last 29 years is by no means easy. Now we are proud to bring this engineering marvel to Indi 


It's got everything you would desire from a car. Now isn't that reason enough to smile? 





° 1.9L TDI 77 kW (105 PS) diesel engine * 6-speed automatic DSG gearbox with paddle shi 
° Steering wheel with controls for multi-function display and audio system * "Climatron 
e Rain sensor * Anti-theft warning system * "Coming home" and "leaving home" function * A] 


are not available in all versions. 





Multi-function steering wheel with gear shift paddles 


[his multi-function steering wheel lets you control the display and the RCD 500 audio system. With the paddle shift function on 
the steering wheel, changing gears will now be at your fingertips, literally. 


6-speed automatic DSG gearbox 


Experience the perfect combination of manual and automatic transmission with the DSG gearbox. Shift gears without any interruption 
of power flow and shift them with absolute ease. Truly, nothing but the DSG gearbox can guarantee a smooth & economical drive. 


8 airbags 


The greatest importance is attached to your protection with new generation safety features like airbags 
for the driver and front passenger, curtain airbags, and side airbags at front and at rear. 

Electronic Stabilisation Programme (ESP), Anti-lock Braking System (ABS) and Traction Control System 
(ASR) stabilise the car by braking individual wheels and preventing wheel lock. 


The exquisitely designed, German engineered Jetta. 
Prestige standard. 





Volkswagen. Das Auto. 














Authorised dealers: Bangalore - Elite Motors: (080) 25743225 / 27, 9972922144; Chandigarh - Genuss Motors: 9915752640, 
9915011608; Delhi / NCR - DD Autoworld: (011) 46664666, 9873919004-10; Kashyap Group: (0120) 2462601-5, 
(011) 26848377 / 78; Hyderabad - Orion Motors: 9704455011, 9701670008; Ludhiana - Prestige Motors: 9780199999, 
9988886645 / 48; Mumbai - Presidential Cars: (022) 24364801-6, 9930250733. 
Opening shortly at Ahmedabad, Chennai, Cochin, Jaipur, Kolkata and Pune. 
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Falling crude prices will make life easier ——— 
for oil marketing companies. RISHI JOSHI WILL THE GOVERNMENT 


SERIOUSLY PURSUE DIS- 
INVESTMENTS, NOW 
THAT THE LEFT HAS LOST 
ITS VETO? 


Maybe. Chandrajit Banerjee, 
Director General, Cll 

We would like to think that the 
disinvestment agenda is alive for 
the government. Given the eco- 
nomic situation today, the timing 
is ripe for the government to 
make positive movements 
towards disinvestment. 
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Oil prices: Will it cool down to comfortable levels? 


tially. At the time of going to press, crude was trading at about $113 

(Rs 4,859) per barrel. This should come as a relief for oil marketing 
companies (OMCs) in India whose under-recoveries had been mounting 
exponentially. But more on that later. First, a closer look at why crude 
prices have eased sharply over the last month. 

The International Energy Agency (IEA) has pointed out that the tight 
global demand and supply scenario, which drove crude prices to 
record highs, is easing as higher prices and slower economic growth 
in developed countries checks oil demand. “The slowdown in demand, 
which is fuelled partially by high oil prices, is becoming increas- 
ingly evident,” IEA has said in a report. 

In a separate report, the Us Energy Department’s Information 


F INALLY, CRUDE PRICES ARE SHOWING SIGNS OF COOLING OFF SUBSTAN- 
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SATISH KAUSHIK 


Administration lowered its outlook for oil prices, citing slower 
demand growth and rising production capacity. Crude oil prices are 
expected to average $119 (Rs 5,117) per barrel this year, the EIA said 
in an August forecast, down from its July forecast of $127 (Rs 
5,461) per barrel. The forecast for next year is also optimistic. It 
expects prices to average $124 (Rs 5,332) per barrel, down from its 
July forecast of $133 (Rs 5,719) per barrel. 

“A combination of slower US and global oil consumption growth, 
increased production of crude oil and natural gas in the Organization 
of the Petroleum Exporting Countries (OPEC) and higher non-OPEC 
supplies raise the prospects of an increase in surplus capacity,” the 


agency said in its report. 


In India, rating agency CRISIL is even more optimistic. It expects 
crude to fall to $85 (Rs 3,655) by the end of 2008-09. Says Sudhir 





Simmering Down 
Prices are falling due to reduced 
consumption demand 
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Nair, Head of Research, 
CRISIL: “Today, the biggest 
factor pushing prices down is 
the slowdown in consump- 
tion demand. This pressure 
will increase if the economic 
slowdown in the West lasts 
longer than expected.” 

So, what does it mean for 
India? Falling prices will ease 
the burden on OMCs, but they 
will continue to bleed. 
Consider this: after factor- 
ing in the recent fuel price 
hike and the duty cuts, the 
under-recoveries of the oil 
marketing companies were 
expected to be a staggering 
Rs 2 lakh crore, assuming 
average crude prices of $125 
(Rs 5,375) per barrel 
through 2008-09. The 
government estimates that 
for every dollar drop in 
prices, these losses will be 
pared by about Rs 3,000 
crore. Oil companies will be- 


gin to break even only if crude prices fall to $65 (Rs 2795) per bar- 
rel, which appears to be an extremely remote possibility. Small 
wonder then, that Petroleum Minister Murli Deora has already said 
that there is “no scope for a decrease in domestic fuel prices”. 

However, what it does mean is that even if crude prices stabilise 
at $110 (Rs 4,730) levels now, the initial bailout package an- 
nounced for the OMCs of Rs 1.6 lakh crore will take care of the un- 
der-recoveries this financial year. Says Ballabh Modani, Analyst, Enam 
Securities: “The government is unlikely to be required to come out 
with another bailout package for OMCs as was being feared by 
most analysts when crude was threatening to breach the $150 (Rs 
6450) levels.” This can only be good news for a central government 
that has been fighting a losing battle against inflation. 
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Q&A 


“Global M&As Will 
Push IFRS” 


ANFRED HANNICH, GLOBAL HEAD 

of Accounting Advisory Services, 
KPMG, was in India, to meet top com- 
panies on the adoption of the 
International Financial Reporting 
Standards (IFRS) by April 1, 2011. He 
spoke to BT’s Suman Layak on the 
subject. Excerpts: 


China is adopting the IFRS standards from 
2008. Do Indian companies face a 
disadvantage due to the three-year delay? 
What China has is IFRS with a local 
flavour. Global investors really don’t 
know how similar it is to modern IFRS. 
Indian companies will face a 
disadvantage only compared to 
Australian or European companies 
who have moved faster towards it. 


Please explain the salient features of IFRS. 
Under US GAAP, only net income and 
equity are reconciled. But IFRS brings 
about a change in accounting philoso- 
phy. Apart from restating profits, even 
contracts and executive remuneration 
can get affected. 


RBI and the I-T department have not yet 
approved IFRS. How critical is this? 
The main reason Indian companies 
filed Us GAAP was that they had to file 
their accounts with the SEC. Similarly, 
the need to raise capital in foreign mar- 
kets will goad companies into adopting 
IFRS. There will be issues, but with 
modern software, it's possible to re- 
port to shareholders and investors with 
IFRS and to the income tax department 
under the country's tax laws. 
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Entertainment Goes Mobile 


NTERTAINMENT-THEMED WEBSITES ARE MOST POPULAR WITH MOBILE 

Internet users in Brazil, Russia, India and China (BRIC), according to a 
global survey by The Nielsen Company. The trend stands in stark contrast 
to the Us and European markets, where information and news draw the 
most mobile Internet browsers. According to the survey, entertainment, 
gaming and music websites rank among the top five categories visited in 
all four BRIC countries, but do not have a place among the top US and 
European rankings. In the US, entertainment, music, and games rank 
eighth, ninth, and tenth, respectively. One reason why people in the Us and 
Europe don’t rely on mobile Internet for entertainment is that users 
have access to other sources of entertainment through a large distribution 
infrastructure, says Jeff Herrmann, vP of Mobile Media at Nielsen, 
adding: “Devices like iPods, too, meet consumers’ entertainment needs.” 


K.R. BALASUBRAMANYAM 





THE TOP CATEGORIES 
Users in BRIC nations frequently use their mobile phones to access sports and entertainment. 

Brazil Russia India China 
Tops - Enirmnt 34 — Games38 — Entmnt55 E-mail65 — E-mail46 
Categories A Musc27— Search29 — Emal33 — Games36 — Weaherdl Search 25 
(96 of “I Entrmnt25 — E-mail24 — Entrmnt. 21 Music 31 Search 29 News/ 24 
Mobile ‘E Games18 — Music24 Music 18 News 26 News26 ^ Weather 24 
Internet Games 24 Sports 15 Business City Guides Sports 22 
Users) Movies tied 12 18 24 


Entrmnt: Entertainment All figures in per cent 





India Still ‘Incredible’ 


£. SLOWDOWN IN THE WEST MAY BE WORRYING ECONOMISTS SILLY. 
High inflation and terrorism in India may have our politicians in a flap. 
But guess which group isn’t bothered about any of this? Foreign tourists; 
contrary to perception, arrivals till July this calendar year have risen 
10.6 per cent to 3.15 million. “At the most, foreign tourist arrivals have seen 
a 3 per cent dip due to terrorism-related threats,” says Manish Dayya, 
General Manager, Lemon Tree Amarante Beach Resort in Goa. Even the 

political potboiler currently 


NUMBERS DON'T LIE being played out in Jammu & 
Tourist arrivals into India are growing at a Kashmir seems to have 
impacted only that state. “I 


healthy clip 
= mman don’t think it will have much 

Tourist š of impact on inbound 

dick tourism," says Manav Thadani, 
391,93] MD, HVS Hospitality Services, a 









EU L' n 
541478 146 pitality consultancy. 
384.203 g6 Thadani feels that any down- 
300,840 86 turn, if it does come about, 
340,159 96 will owe its genesis more to a 


ly 429 456 14 
Total 3,148,866 10.6 


* Figures in per cent 


general economic slowdown 
than to any political events. 
TEJEESH N.S. BEHL 
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CARS SALES HIT 





DAY AFTER THE SOCIETY OF INDIAN 

Automobile Manufacturers 
(SIAM) released monthly sales 
and production figures, the coun- 
try's largest car maker, Maruti- 
Suzuki (MSIL), issued a release 
pointing out that some data was 
wrong. But despite that, there - 
has been a perceptible drop in 


. automobile sales, pointing to the 
fact that the increase in car loan 


rates have begun to pinch. 

From rack rates of about 13 
per cent last year, the average 
auto loan is now available at 16- 
17 per cent. However, car makers 
have tried to work around this 
issue by launching more "basic" 
models and offering more 
incentives to car buyers. 

The figures released by SIAM, 
which will be revised soon, 
showed car sales in July 2008 
slowing to 87,824 units against 
89,250 in July 2007, a drop of 
about 1.6 per cent. Even if the re- 
vised figures from MSIL result in 
this figure being revised upwards, 
that will not change the fact that 
the biggest drop occurred in the 
Executive segment, in which the 
company has no presence. 

-= However, market dynamics 
are also playing a role here. Toyota 
is launching Corolla's replace- 
ment, the Altis, on September 5 
and is ramping down the current 
model. This has also eaten into ` 
sales of Corolla's biggest rival and 
market leader Honda Civic, which 
declined to 548 units during the 
first quarter from 1,385 units. 

KUSHAN MITRA 


How can-you power a 
planet hungry for electricity 
without damaging it? | 


The Siemens answer: Efficient energy supply. 


Our innovations efficiently generate and distribute the power 
we need while at the same time drastically reducing CO2 emissions. 
www.siemens.com/answers 
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3G Is Coming, Sort of... 


F YOU CATCH A FLIGHT 

from India and head east 
for five or six hours, you 
will find yourself in coun- 
tries where people do very 
strange things with their mo- 
bile devices. Even though 
Steve Jobs hypes up the 
iPhone 3G in the us, such a 
device would be seen as an- 
cient in Japan and Korea, 
the two most hyper-evolved 
mobile markets in the world. 
But then, others argue that 
those two countries use different 
communication systems. So, a bit 
closer to home, one can travel to 
Hong Kong where the Global 
System for Mobile (GSM) communi- 
cation is the dominant standard. 

And here, 3G has dramatically 
changed the environment. People 
can easily watch streaming televi- 
sion on their mobile phones, thanks 
to the city's mobile operators 
installing High-Speed Downlink 
Packet Access (HSDPA) networks. 
Data-cards, which one can attach 
to the USB port of a computer, can 
receive high-definition streaming 
movies that users can pause and 
restart anytime. 

So, will all this also happen in 
India? It's unlikely, at least in the im- 
mediate future. Mobile operators 
admit that the first spurt of 3G usage 
will come from “power users", sub- 
scribers who already own HSDPA- 
capable handsets such as the Nokia 
N96 and iPhone 3G and subscribe 
to existing data networks. However, 
unlimited data subscription plans 
already cost upwards of Rs 500 per 
month on all mobile networks. With 
the government hoping to milk the 
3G auctions for all that they are 
worth, such data plans on 3G 
systems can easily cost in excess of 
Rs 1,500 per month. 

Data-cards will also be a major 
driver of 3G penetration at least in 
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3G Gizmo: One can watch streaming 
movies on the mobile phone 





HOW WILL THE 





3G AUCTIONS WORK? 


Everything you wanted to know but didn't 
know who to ask. 


m Only companies that already hold a 
Universal Access Service Licence 
(UASL) can take part. 

m New entrants can participate in the 3G 
auction only if they fork out Rs 1,650 
crore for a UASL. 

m Government will auction four licences in 
20 of the country's 22 telecom circles; 
the fifth licence will go to BSNL. 

m |n Delhi and Mumbai, there are only 
three 3G slots each; one will go to MTNL. 

m Reserve price for an all-India auction 
set at Rs 2,200 crore. 

m Spectrum is scarce, particularly in Delhi 
and Mumbai; so bids for an all-India 
licence may cross Rs 10,000 crore. 


the early months, but prices are ex- 
pected to be fairly high. Their 
appeal, thus, will be limited to 
only a small sliver of the potential 
market. Mobile operators unani- 
mously agree that the biggest 
driver for 3G in India will not be 
data, but voice. Networks that run 
on HSDPA technology are approxi- 
mately 10 times more efficient 
than existing 2G networks that op- 
erate on Enhanced Data rates for 
GSM Evolution (EDGE) technology 
in cities like Delhi and Mumbai. 


"3G devices are already 
available at the $25-30 
(Rs 1,075-1,290) price 
point; this should help 
3G penetration," says a 
spokesperson for Airtel, 
the country's largest 
mobile operator. 

The evolutionary 
chart for mobile technol- 
ogy, which is looking at 
Long-Term Evolution 
(LTE) networks, will be 
several times more 
efficient than HSDPA networks. 

The reason why data will not 
be a killer application in India just 
yet is not because people do not 
want to use data, but a clear lack 
of useful and easy-to-use 
applications. There are several ap- 
plications in the mobile payments 
space in India right now, but most 
of them can be painful to use. 

Data from TRAI indicates that 
more and more people are access- 
ing the worldwide web from their 
mobile devices in India, but still 
only visit a small number of web- 
sites. Both applications and mobile 
devices will need to evolve if 3G is 
to take-off in India. 

There are contentions that 
Mobile TV will be one potential 
killer application on 3G, but stream- 
ing TV is a wasteful use of painfully 
scarce 3G bandwidth and radio fre- 
quencies. There is also the issue 
of royalty payments and the de- 
ployment of a return path system, 
which will allow users to interact 
with TV on the mobile. However, if 
Mobile Tv does take off, it will 
spawn a whole new generation of 
Mobile Tv film-makers. “Mobile 
data consumption will spawn a 
whole host of new and innovative 
services. It will be fascinating to 
watch," says Google India 
Managing Director, Shailesh Rao. 
KUSHAN MITRA 
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Rates Are Rising; So? 


HE NUMBERS ARE STARING US IN THE FACE. RBI'S DATA FOR NON-FOOD BANK 
credit for the 12-month period ending May 2008, clearly points to 
a holding back of personal consumption in view of rising interest rates. 
The growth in the personal loans segment has slowed to 15.9 per cent 
compared to 23.9 per cent in the year-ago period. Home loan borrowers, 


Wh he Trend? too, are shying away from the 
at's the Trend: 


market; growth in this previously 
No clear trendline emerges from data for non-food sizzling segment has decelerated 
credit offtake over the last five quarters. 


to 13.8 per cent compared to 21.6 
per cent earlier. 

Bankers, however, dismiss this 
trend as a short-term blip and 
forecast a strong recovery going 
forward. V. Vaidyanathan, Executive 
Director (Retail & Rural), icici Bank, 
says: "Even if we assume a GDP 
growth of 7-8 per cent, there will 
have to be strong demand in all sectors of the economy." 

Rising rates, however, are not good news for the corporate sector as its 
interest cost has risen 1-2 per cent over the past year. But corporate 
borrowings haven't yet witnessed any substantial decline. *The upward 
movement in interest rates is now close to levels where it can get capped," 
says Gagan Banga, CEO, Indiabulls Financial Services. 

ANAND ADHIKARI 








July-Sept. '07 
Oct.-Dec.'07 
Jan.-Mar. '08 


Source: RBI 


Figures are bank credit to industry in Rs crore; 





IT Hiring in Slow Motion 


FTER YEARS OF RAPID HIRING, THE IT INDUSTRY IS FINALLY BEING HIT BY THE 

slowdown blues. With its main market, the us, grappling with a slow- 
down, and its focus market, financial services, in turmoil, companies 
across the board are going slow on recruitments. Infosys Technologies will 
hire just 25,000 people this year, compared to over 35,000 last year, 
while industry leader TCS, too, expects recruitments to be muted. “There has 
been a lot of back-ended recruitment in the last quarter, so our overall hir- 
ing was negative," says Wipro's HR Head Pratik Kumar. The company made 
a net addition of only 108 people in Q1, 2008-09 compared to 5,225 in the 
corresponding quarter last year. He adds that companies will now also tweak 


other metrics such as bench strength and step up 
SLAMMING 
THE BRAKES | 


non-linear initiatives. Says Kris Lakshmikanth, 
CEO and MD, The Headhunters: “Reduced hiring 
Hiring is expected to 
soften in the IT industry — 
Jm Hiring in 


by Tier 1 Indian IT players may benefit large 
MNCs such as Accenture and Cap Gemini who 
are looking to quickly ramp up their India head- 
count. And starting salaries have stagnated or are 
a shade lower at campuses.” That means IT — nei 
companies are moving from smooth (and seem- 
ingly non-stop hiring schedules) to more 
erratic and project-based plans. 

RAHUL SACHITANAND 
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IN DEBT 





QUITY IS PASSÉ AND DEBT IS BACK 

on the radars of investors. 
Following the sharp fall in share 
prices, investors are now focussing 
on protecting their capital. Result: 
fixed deposits (FDs) and fixed 
maturity plans (FMPs) floated by 
mutual funds are in demand. 

FDs are also the need of the 
hour for banks. Over the last 
few months, RBI has increased 
the cash reserve ratio, in several 
tranches, to 9 per cent. This is 
sucking out liquidity from the 
banking system. Banks will 
require long-term deposits to 
overcome this. 


Rising Popularity 
Time deposits with scheduled commercial 
banks are rising... 


28,62,489 


a 
sn 


Figures are outstanding time deposits 
in Rs crore 


..As are FMPs 
31, Jan 2008: Rs 69,452 crore 


Source: RBI 





31, July 2008: Rs 80,808 crore 





Figures are assets under management of FMPs 
Source: Value Research 


FMPs of MFs are also in de- 
mand not only because they give 
good returns but also because 
they are tax-efficient. "FDs are 
taxed at 33 per cent while FMPs 
with dividend options are taxed at 
14 per cent," says Hemant 
Rustagi, CEO, Wiseinvest 
Advisors. One-year FMP returns 
are 10.6-10.7 per cent and, may 
go up to 11-12 per cent. In com- 
parison, one-year FD returns are 
10 per cent at the most. The in- 
come tax of 33 per cent reduces 
the post-tax returns further. 

VIRENDRA VERMA 
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Thankfully, the Onam bonus 


is around the corner, 


Be it a much longed-for washing machine, an upgrade to a car 
or an exchange with the latest model of TV, Keralites look forward to 
Onam to fulfil their wishes. For Onam is when Keralites - wallets laden 
with annual bonus - merrily indulge their passion for shopping. 


This year, Onam falls on 12 September. And the shopping 
spree starts by the first week of August. 


I 





Malayala £> Manorama 


Nobody delivers Kerala bette 
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Doha Round: Undead, but Not Quite Alive 
x ELIVE 1 _ 
JEVE LOPUEN] 


S EFFORTS BEGIN TO SALVAGE A 
deal from the Doha Round of 
WTO trade talks, experts say the 
first task is to break the deadlock 
around farm safeguards that were 
the stumbling block in the latest, 
unsuccessful round of negotiations 
in Geneva recently. Within a fort- 
night of the failure of those talks, 
WTO Director General Pascal Lamy, 
on a visit to India, said it was still 
possible to conclude negotiations by 
the end of this year. “The talks, 
now in their seventh year, were 
near an agreement on 90 per cent 
of the agenda, especially in the core 
areas of agriculture and industrial 
goods," said Lamy who will visit 
Washington soon in order to as- 
sess the political mood there. 
Pointing out the pluses, Lamy 
said that the deal will result in 
worldwide duty cuts of $150 billion 
(Rs 6,45,000 crore) a year of which 
two-thirds are expected from the 
rich nations. *This will help devel- 
oping nations to gain market ac- 
cess," said Lamy. He also warned 
that if the wro talks don't result in 
a deal, US agricultural subsidies 
could see a sharp jump to over $48 
billion (Rs 2,06,400 crore) a year 
from a ceiling of $14.5 billion (Rs 
62,350 crore), which the Bush ad- 
ministration had offered at the 
Geneva Mini-Ministerial Meeting. 
However, not many people 
concur with Lamy. Says Rajeev 
Kumar, Director, Indian Council of 
Research in International Economic 
Relations (ICRIER), without mincing 
words: *Lamy is talking through his 
hat. I don't see any sort of agree- 
ment happening between India and 
the US as elections are due in both 
countries in the next few months 
and neither of them wants to lose out 
on the confidence of their people." 
Adds Rajesh Chadha, Chief 
Economist, National Council for 
Applied Economic Research (NCAER): 
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DEAL BASICS 


Is the Doha Round dead? No one can be 
sure at this point. 





m Developing countries like India and 
China want safeguards to let them 
raise tariffs to protect their farmers 
from a flood of subsidised imports 


m The US thinks safeguards will allow 
developing countries to hike tariffs 
in response to normal trade growth, 
rather than a sudden surge of imports 
m With the November presidential 
election looming, the US is not 
expected to make any concessions 


m With elections around the corner in 
India, Delhi, too, will not budge 


“There is a broad consensus on how 
to open up trade in industrial goods. 
However, agriculture has become 
the lynchpin of the agenda for both 
developing and developed countries. 
The deal has entered a make-or- 
break phase where any further delays 
may prove to be corrosive for the 
global economy.” 

Experts think Lamy’s visit is an- 
other attempt to evolve a consensus 
between the rich and the poor na- 
tions on the thorny issues of cutting 
agricultural subsidies and industrial 
tariffs. The negotiations collapsed in 





CHAIRMAN 


Geneva over disagreements between 
the us and India over a Special 
Safeguard Mechanism (SSM), which 
is designed to protect farmers in 
the developing world against surges 
in cut-price imports of cotton and 
rice. The Us refused to agree to 
India’s proposal that developing 
nations should be allowed to hike 
duties by 25 per cent on farm 
products if imports surged 15 per 
cent, and insisted that additional 
duties should be imposed only if 
imports surged 40 per cent. 

Chadha feels the rich countries 
should compromise on certain 
agenda points and work out some 
formula to protect the livelihoods of 
millions of subsistence farmers in de- 
veloping countries such as India 
and China. “The future of the Doha 
Round is not clear at this stage. 
What is clear is that we must 
continue to bolster the multilateral 
trading system. If the deal goes 
through within the prescribed time, 
it will be a win-win situation for 
everyone,” he adds. 

Whether the Doha Round 
concludes by the end of the year is 
not certain, but Lamy’s visit to 
India clearly shows that the WTO 
talks are not dead. 

MANU KAUSHIK 
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Where Have M&As, PE Deals Gone? 


HIS IS YET ANOTHER TREND 

REversal on Deal Street. After 
going through the roof for almost 
five years in a row, corporate India 
is showing signs of winding down on 
mergers and acquisitions (M&A) ac- 
tivity, according to a recent report by 
advisory firm Grant Thornton India. 

Not only have the number of 
deals plunged significantly, the size of 
individual M&A deals have also seen 
a sharp decline. The total number of 
M&A deals during the first seven 
months of 2008 stood at 315, with 
an announced value of $18.10 billion 
(Rs 77,830 crore) against 394 deals 
and $44.91 billion (Rs 1,93,113 
crore) during the corresponding pe- 
riod in 2007, says the report. 

July was the worst month for 
M&A this year. Only 43 deals worth 
$583.95 million (Rs 2,511 crore) 
were struck. June, however, wit- 
nessed 51 deals worth $5.35 bil- 
lion (Rs 23,005 crore), helped by 
the Ranbaxy-Daiichi Sankyo, Spice 
Communications-Idea Cellular and 
Intergen-GMR Infrastructure deals. 

Says C.G. Srividya, Partner, 
Special Advisory Services, Grant 
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There have been 
fewer M&A and PE 
deals this year. 


18.1* 


1.14* 





IPO's 
lB Size* 93 Number 
Figures for the January-July 2008 


= M&Adeals PE investment 
* In $ billion 





Thornton: *We need to wait for an- 
other 2-3 months for a clearer picture 
to emerge. If the monthly average 
value of M&A deals continues to at 
sub-billion dollar levels, then it will be 
a worrying sign. In volume terms, the 
picture is a little better. 

Though the number has fallen, 
deals are still taking place albeit 
with smaller ticket sizes." 
Incidentally, last year, there were 
more cross-border deals than dom- 
estic M&As. And within this univ- 
erse, there was more outbound 
M&A activity than vice versa. 





Meanwhile, PE activity has also 
slowed down—only 29 deals were 
announced in July with a value of 
$650 million (Rs 2,795 crore). In 
June, however, 24 deals worth 
$1.15 billion (Rs 4,945 crore) were 
struck. This takes the total number 
of PE deals during the first seven 
months of 2008 to 215, with an 
announced value of $7.74 billion 
(Rs 33,282 crore) against 224 deals 
worth $9.52 billion (Rs 40,936 
crore) during the corresponding 
period last year, says the report. 

MANU KAUSHIK 





Gold Glitters to Deceive 


FTER HITTING A PEAK OF 
Aion (Rs 40,472.50) per 
troy ounce in the international mar- 
kets on March 17, gold prices have 
fallen about 20 per cent to $817.75 
(Rs 34,345.50) on August 12. The 
yellow metal usually moves in 
tandem with crude oil as a rise in 
the price of the latter signals 
inflation against which gold has 
always been a traditional hedge. 

But despite the fall, bullion 
traders don’t think Indian con- 
sumers, by far the biggest buyers 
of gold in the world, will jump to 
buy the yellow metal any time soon. 
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Incidentally, the gold-buying sea- 
son in India begins in September, 
but orders start flowing in from 
July and August. 

Harish Galipelli, Head, 
Research Karvy Comtrade, says 
the ongoing correction in gold 
prices will continue for some more 
time. He reckons that if prices 
breach $800 (Rs 33,600) levels, 
they may fall further to $755 (Rs 
31,710) levels. 

“However, despite this, we re- 
main bullish on gold over the long 
term,” he says. 

K.R. BALASUBRAMANYAM 


Falling Demand 
Soaring prices have dampened India’s 
appetite for gold. 


PERIOD CONSUMER DEMAND 


Source: GFMS 





Figures in tonnes. 


What Goes up... 


Gold prices have fallen after 
soaring to near-record highs 


ab 


Feb 15, '08 Aug 15, '08 
Prices in $ per ounce Source: www.kitco.com 
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SUCCESS IS ABOUT BELIEF AND PASSION IN WHAT YOU DO" 


Dr. Khater Massaad, Advisor to H.H. The Crown Prince & Deputy Ruler of 
Ras Al Khaimah (U.A.E) and CEO of RAK Investment Authority. 


"The students of [FIM Business School are extremely fortunate to have access to the best- 
in-class infrastructure and support systems, academic ambience, faculty, pedagogic systems 
and processes. Students who have leveraged IFIM's resources are likely to be the best." 


To recruit from a breed of go-getters, visit www.ifimbschool.com 


IFIM 


BUSINESS SCHOOL 


GET AHEAD 


Jur PGDM, PGDM-IB and PhD Programmes are accredited and approved by the AICTE, NBA, AIU and Ministry of HRD (GOT) 
Vorld-class Infrastructure . Highly Qualified Faculty . 100% Placements . Ranked 26th amongst 1,400 Business Schools in India - Outlook 05 


IFIM, (Opp. Infosys Campus Gate # 4), # 8P & 9P KIADB Industrial Area, Electronics City 1st Phase, Bangalore 560 100 
Tel: +91-080-41432888 Fax: +91-080-41432844 e-mail: placements@ifimbschool.com www.ifimbschool.com 
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TOP OF 
oy Your Kids a Hamleys Toy 


What is Hamleys? It’s the world’s most 
famous toy retailer and was estab- 
lished 5y Cornish William Hamley in 
London in 1760. 


So, why are we talking about it? Reliance 
Retail has entered into an exclusive fran- 
chise arrangement with Hamleys to bring 


its toys to India. 


Why is it so special? The Rs 2,500- 

crore Indian toy industry is dominated by 

unorganised players and has poor safety 

standards. MNCs like Disney and Mattel 

account for a miniscule percentage of the 

market. Hamleys follows European qual- 
ity standards and so, will usher in much higher standards in India. 


What's in it for you? You will soon get to buy your kids toys conforming to 
global standards at a store near you. Hamleys has one of the widest vari- 
ety of toys—at different price points—in the world. 


VIRENDRA VERMA 


Speedo LZR 


What is it? It is Michael Phelps’ best friend. 


Huh? As Michael Phelps began his odyssey 
to become the greatest Olympian of all 
time, he was helped immeasurably by this 
new swimming costume from Speedo. 
Swimwear can't help shave seconds, can it? 
Well, the Speedo LzR can. Designed by the 
British company that brought you the tights 
that some men wear to flaunt their "as- 
sets", this swimsuit was created in collab- 
oration with NASA scientists to sculpt Speedo's 
Pulse material. In the six months that LzR has 
been around, over 100 world records have 
been smashed by swimmers wearing it. 


How do they do it? The uzR has no seams; it is ultrasonically stitched together 
and mimics the surface of fish. Its fit is so snug that it can take 20-30 minutes 
just to get into one. 


Wow, how much does it cost? An LZR will set you back $500 (Rs 21,500)— 
a lot for a swimming costume. 





KUSHAN MITRA 
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FDI INFLOWS 
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STATUS: $3.93 billion (Rs 16,563 
crore) in May 2008. 

IMPACT: FDI inflows into India 
touched $19.56 billion (Rs 78,989 


. crore) in the first five months of 


Rising Steadily 


. FDI inflows have maintained a healthy trend. 





Figures in $ billion; Source: Ministry of Commerce and Industry. 


- 2008-09, 91 per cent more than in 
. the corresponding period last year. - 
India is targeting FDI inflows of $35 
- billion (Rs 1,50,500 crore) during 

. 2008-09. This will ensure that the 
hs wheels of the economy keep run- 

_ hing, despite the slowdown. 


IPOs 


STATUS: Rs 16,569.70 raised via 32 


IPOs (till July 31, 2008) 


_ IMPACT: Though the absolute figures 
look good, they hide the fact that the 
weakening economy and volatile stock 


Half a Story 


The figures may look good 
miey hide esr 





Wu. e 








market conditions have resulted in ; 
the IPO pipeline almost dryi ing up. - 
This is bad. news for several compa- - 
nies that were looking to tap this 


market for funds. It will be bad for the 
economy as the capital expenditure 
plans of these companies will get se- 


 riously impacted. 


COMPILED BY MANU KAUSHIK 








Maytas Properties is the world's first propery development compan | M 


to receive ISO 9001: 2000, ISO 14001:2004, OHSAS 18001: 1999, AY TAS 


and SA 8000: 2001 certifications simultaneously. PROPERTIES 


simply reliable 





less travel 
more leisure 


Presenting smart workspaces for IT/ITES at Maytas Hill County SEZ, Hyderabad. 





Designed to meet LEED Gold standards, the SEZ 
offers an integrated live-work-play solution. This 
cuts down the commuting time and reduces the 
costs. The buildings further make maximum use of 
natural light. To keep the workspace brighter and 


lower the energy consumption. Just 10 minutes 





from Kukatpally, in Hyderabad. 


70% lush green spaces 1 Efficient traffic management I High building efficiency | Modular floor plates -15K to 120K Sft 


Maytas Hill County SEZ 


Work smart. Live well. 


Ohri's Atom, Madhapur, Hyderabad - 81. Ph: +91-40-40409824, +91-9000222333. 
Email: sez@maytas.in www.maytasproperties.com 
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P-WATCH 


A bird’s eye view of what’s hot and what’s 


not on the government's policy radar. 





REPRIEVE FOR EXPORTERS 


HERE MIGHT BE SOME CAUSE FOR CHEER FOR 
Tl With the rupee depreciating steadily 
against the dollar in recent months, the government 
had declared that it was all set to withdraw the sops it 
had extended to exporters last year. But now, the 
Commerce Ministry is doing a rethink. Says a senior 
bureaucrat: *We feel that we should continue with 
the special benefits in view of rising interest rates and input costs. We 
will seek the formal approval of the Cabinet." The sops given to 
exporters included enhanced duty drawbacks and DEPB rates. 

RISHI JOSHI 


LIBERAL NORMS FOR PRIVATE PFs 


MORE AUTONOMY FOR HE INVESTMENT GUIDELINES FOR 
PRIVATE PFs private provident funds are being 
reworked. The revised norms are more 


m Can invest a higher propor- ^ liberal and allow a higher proportion of 
tion of funds in shares and their corpus to be invested in stock mar- 
corporate debt kets and corporate debt. Private PFs can 

m Will ensure greater flexibility "OW Put 15 per cent of their corpus in 
while making investment shares, up from the present limit of 5 per 
decisions cent. What’s more, they can also invest up 

- to 40 per cent of their corpus in corporate 
debt paper, up sharply from the current 
limit of 5 per cent. The new guidelines will 
come into effect from April 1, 2009. The 
objective is to give greater flexibility to private PFs to generate higher 
returns while at the same time adding more depth to the stock and 
corporate debt markets. 








m New norms to be effective 
from April 1, 2009 


RJ 


WRANGLING OVER NUMBER PORTABILITY 


RAI AND DOT HAVE CROSSED SWORDS ONCE AGAIN. THIS TIME, IT’S 
aon mobile number portability (MNP), which will allow con- 
sumers to retain the same number but switch operators. TRAI feels 
that if number portability is introduced under the present format, it 
will result in consumers paying higher tariffs while quality of services 
may also deteriorate. 

In essence, TRAI is arguing against the decision of the government 
to select two centralised agencies to implement MNP. This, it feels, 
will increase costs of telecom service providers and, in turn, make 
MNP costlier to the end-consumer. 

But will TRAI’s opposition make DOT fall in line? Watch this space. 

RJ 
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NACILIN DIRE STRAITS 








THE NATIONAL AIRLINE CORPORATION 
of India (NACIL), formed after 
the merger of Air India with 


Indian Airlines, is bleeding and, 


we hear, things are going from 
bad to worse. Recently, the CVC 


. questioned the viability of an 


agreement that NACIL signed © 
with courier company GATI for 
domestic air-freight. The airline 
has cancelled a host of flights to 
Europe and the US to combat 
declining passenger numbers. 
And now, with Jet Airways en- 
tering the lucrative India-Dubai 
route, Air India is drastically cut- 
ting fares. Clearly trying times for 
the PSU. 

KUSHAN MITRA 


INFLATION WORRIES 

RISING INFLATION CONTINUES TO 
concern North Block. Despite 
RBI's intervention, officials feel 
monetary measures will take 
at least six months to have 
some impact. While they have ` 
heaved a sigh of relief at the 
softening of crude prices, there ` 
are now fresh worries about 
the impact of the patchy mon- 
soons this year. Says a senior 
bureaucrat; "It appears that the 
monsoons so far have not been 
well distributed. We are con- 
cerned that it may take its toll 
on the kharif crop and stoke 
inflation." Clearly, an unsettling 
prospect for the UPA adminis- © 
tration in the run- up to the © 
general elections next year 








Leverage our 
data network 
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RISING ENERGY CONSUMPTION 
REQUIRES INTELLIGENT METERING 


Since developing India’s first digital electricity meter in 
1986, Secure Meters has been delivering world-class 
metering solutions to electricity suppliers, industries 
and homes. 





The end-to-end communication capabilities in our 
intelligent metering solutions have been enabling 
transparency and accuracy in the entire electricity 
supply-chain. 


This has saved time and money for both the electricity 
suppliers and users at all levels. 


Tel: +91-294-2492300-04 | energy@securemeters.com | www.securemeters.com 
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ABHINAV BINDRA 


million (Rs 430 crore): The amount o! 
money Rupert Murdoch's News Corp plans to 
invest in India over the next year to start six 
regional television channels 


: The number of cellphone models Finnish giant 
Nokia currently offers in India 


: [he total number of M&A transactions 
in India in the first half of 2008 as compared to 
663 in the corresponding period last year 


: [he number of companies listed on Indian 
stock exchanges, compared to about 2,000 in China 





Abhinav Bindra: Shooting star 

ASH REWARDS ARE POURING IN FROM EVERYWHERE FOR : The number of cyber cafes in India 
India's new shooting champion Abhinav Bindra, | 

who struck gold for the country at the Beijing crore: [he amount of money 

Olympics. From individual business tycoons such as BSNL has set aside for capital expenditure during 

Laxmi Niwas Mittal, Chairman, Arcelor Mittal, an- 2008-09 

nouncing a reward of Rs 1.5 crore, to his sponsor i | 

Samsung India already having announced a reward d million tonnes: The amount of crude 

of Rs 20 lakh, Mammon is showering his choicest OÏ! Imported by India in 2007-08, of which 73.74 

blessings on this 25-year-old. “Abhinav Bindra has Per cent came from West Asia 

brought a lot of pride to the country. Our association 

with him goes back to the 2004 Olympics, when we ) million: The cost of the lab that China has set 

thought he held promise. But certainly, now thathe UP to conduct the drug screening programme at the 

has won, we think that many other brands will bein- Beijing Olympic Sports Centre 

terested in him," says R. Zutshi, Deputy MD, l 

Samsung india. J billion (Rs 25.8 lakh crore): Amount o! 
Already, there's widespread speculation about money India ieie pna > Sera, T 

how the Olympic gold will impact his potential  POWE! Capacity by INS GICCNCIY Cemand 

and value a asy a Eus “We aa have which is likely to treble to 335,000 MW by then 


too many heroes in the country. So, the hype over 
his achievement will work for him. Over the long f per cent: The growth in direct tax collections 
term, though, he has to perform consistently to during the April-July period of the current financial 
remain in the limelight. The onus of taking his year. Direct tax revenues during the period were 
image forward now rests entirely on him,” says at Rs 71,648 crore 
Rohit Ohri, Managing Partner, JWT. i 

For now, though, estimates of this brand value : The number of apartments that Delhi 
have gone through the roof. “Over the short term, he Development Authority (DDA) ) will build and sell 
should easily get three to five deals at Rs 1.5-2 crore — under its Housing Scheme 08 compared to — 
per endorsement. But the halo effect of his Olympic reed a It sold In its previous scheme, launchec 
victory will not last beyond two years. | see a com- i 
pany like Hero Honda getting interested as it typically 
associates itself with champions. But the challenge 
for Bindra will be to stay relevant beyond that. How 
he shapes up as a personality will determine his long- N: | 
term future on the endorsement circuit,” says Anirban billion: The amount spent by China 


Das Blah, CEO, Globosport. on the Olympic Games in Beijing 
d5sying 200g 


SHAMNI PANDE 


per cent: Projected share of Indian software 
and BPO companies in the global pie by 2015 
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Messaging — Open beats the iPhone on that count. It also 
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ternet and My Content 


tar events for today 
Nokia N96 


Nokia s latest and greatest phone, the 
N96, has 24-gigabytes of storage and 


has a far better camera and easier 
e-mail synchronisation. The N96 allows 
users to view Digital Video Broadcast- 
| Handheld (DVB-H) signals for mobile 

| TV. Then, Nokia Maps, which it offers, 
P is the only such service to offer live 
turn-by-turn navigation in India, which 
the iPhone will not. Okay, it doesn't have 
a touch screen. But that apart, this is 
the iPhone 3G’s strongest competitor. 


The Apple iPhone 3G is coming on the Airtel 
and Vodafone networks soon. As th st 
hyped-up gadget on the planet arrives "m. 
on Indian stores, we take a look at some 
gadgets that get less media attention, but 
ZEE are, nonetheless equally capable as, and 
BlackBerry Bold | .* Ë sometimes better than, the iPhone. KUSHAN MITRA 


” 


The BlackBerry Bold takes a bit of “Wg 
the BlackBerry Curve's looks and 
adds them to the power of the 

BlackBerry 8800 and then some. 
This device, like the Curve and the 
8800, also features a full hard 

keyboard. It will still maintain the 
BlackBerry proposition of brilliantly 
easy e-mail. That said, BlackBerry 
Is looking at launching several 


AVAILABLE: 







Welcome 






other devices in the coming few PRICE: "- 
months, including, it is rumoured, 
a full touch screen device. (expected) 


Forex Reserves in Emerging Asia 
Have Asian economies, including India, built up reserves of foreign exchange far bigger than their needs? Not really, says an IMF 
Working Paper that suggests that on the contrary, higher reserves can reduce the borrowing costs for most of Asia. 







Reserves, 1990-2007 Foreign Reserves Levels: 
300- HongKong mm India 1,500 - China Optimal vs Actual 
Indonesia Korea — in per cent of GDP — Above optimal 
250- — am Malaysia The Philippines | Optimal 2007 2006 — since 
ay Singapore = Taiwan POC — TE China 28 4 040 204 
g Thailand f "n Hong Kong 66 75 70 3 2001 
z / š India 16 22 20 2003 
s 5 Indonesia G 4di T1 bud 
& S 59 - Korea 26 28 2 2004 
Malaysia y+: 9 53 1998 


The Philippines 24 22 17 ---- 
Singapore 102 98 103  --- 

~ enun) Taiwan POC 43 n 13 200 
2006 1990 2006 Thailand 2 7 2 2005 
Taiwan POC stands for Taiwan Province of China Source: IMF World Economic Outlook; and Fund Staff calculations 



















HTC Touch Diamond 


If you are among those who like Windows 
on your phone, this device from 
Taiwanese manufacturer HTC is by far 
the best device on that platform. Thanks 
to its operating system, it is really easy 
to configure with your e-mail, particularly 
in a large corporate environment. HTC 
has also smoothened out Windows' 
rough edges by making the TouchFlo 
interface on top of Windows, which 
makes this device surprisingly easy to 
use, though it has nothing to ` 
match the iPhone's ‘soft’ .— 
touch screen keyboard. ~ 


Len 


“The growing importance of India, to the world 
and to Dow Jones and News Corporation, is 
obvious to all of us. What the world needs is a 
trusted means of measuring this country's 
development, an index that can be used by 
investors around the world to track the progress 
of Indian companies and the Indian economy” 
Rupert Murdoch, Chairman, NewsCorp, to CNBC 





“Lamy has taken it (WTO talks) to the last 


mile—it is for everybody to run this last mile” 
Kamal Nath, Commerce Minister, in Gulf News 


“The trick is having a healthy ego. A healthy 

ego is when you are self-confident enough to 
be comfortable with who you are. You don’t 

have to prove who you are” 

Jack Welch, Former Chairman and CEO, GE, in Financial Times 


“For a long time after Independence, we were 
trying to solve the employment problem. Now 
we're trying to solve the employability problem” 
Vijay Thadani, Head, Confederation of Indian Industry’s Committee on 


Samsu ng Instinct Education, in Newsweek 


This is the only device from the Samsung line- “The earth’s crust has enough material to 
up that is currently not available in India, even supply all the oil needed but the earth’s 


though it is possibly the best mobile device ever atmosphere may not be in a position to 
from the Korean electronics major. The screen absorb all the emissions” 


IS d IPhone-ish and the touch screen T" Christof Ruhl, Group Chief Economist and Vice President, British 
intuitive. The Instinct has a host of cool features, FACH da The Mes Ascot 


including GPS. The in-built full-HTML web 


browser is as good as that on the iPhone. We à ; 
are told that Samsung will launch this phone To think more clearly about what should 


in India soon, so we will wait and watch. be done, we have to ask what should keep 
us awake at night” 
Amartya Sen, Nobel Prize-winning economist, in Business Standard 


“The India story remains a good one. Expe- 
rience suggests that a time of maximum bearish- 


ness represents a good buying opportunity” 


Tarun Kataria, Chairman, HSBC Securities & Capital Markets, in 
BusinessWeek Online 


“When we started Infosys in 1981, we decided 
to become the most respected company rather 
than merely focus on becoming a 

profitable company. If you want your people 
to sacrifice, then you need to sacrifice first” 


N.R. Narayana Murthy, Non-executive Chairman c Chief Mentor o 
Infosys Technologies, to Agencies 
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MOBILISED: By 
India Inc., $22.3 bil- 
lion in loans so far 
this year, 18 per cent 
more than what it had 
raised over the same 
period last year. Led 
by Tata Motors' $3-billion loan for the 
Jaguar-Land Rover acquisition, the 
third-largest Indian loan on record, 
India Inc. raised $22.3 billion against 
$18.9 billion in the year ago period, 
says global consultancy firm Dealogic. 





EMERGED: Facebook, the most pop- 
ular social networking site in the world, 
with 132 million visitors in June, over- 
taking MySpace. Facebook's visitor 
growth has outpaced MySpace's by 
153 per cent on an annualised basis. 
Other social networks showing strong 
global growth include Hi5 (100 per 
cent), Friendster (50 per cent), Orkut 
(41 per cent), and Bebo (32 per cent). 


PROJECTED: To remain in double 
digits, inflation, currently ruling at 
more than 12 per cent, till the end of 
this year. The fiscal measures initiated 
by the government are expected to 
yield results only by December, says 
a report by Dun & Bradstreet. 


JUST WONDERING ... 


HAT HAPPENED TO PURNENDU 

Chatterjee's plans of buying a 
majority stake in Haldia Petrochemicals 
(HPL). Well, the prize continues to 
elude Chatterjee. His battle with the 
West Bengal government to wrest con- 
trol of the company is now being fought 
in the Supreme Court. In dispute is 


the majority shareholding in the com 
pany. There is no clarity on the shareholding of any of the promoters of HPL. 
“As per records of the Registrar of Companies, WBIDC holds 51.67 per cent 


of the paid-up share capital of HPL,” 





REJECTED: By the Indian govern- 
ment, French banking major Societe 
Generale’s (SocGen) proposal for a 
35:65 joint venture with SBI for cus- 
todial and depository services after 
RBI raised concerns over the securi- 
ties scam in Europe that cost SocGen 
$7 billion early this year. 


CLEARED: By the Public-Private 
Partnership Appraisal Committee, 10 
National Highway projects worth an 
estimated Rs 10,507 crore. These 
projects are located in eight states: 
Maharashtra, Tamil Nadu, Bihar, 
Kerala, Goa, Andhra Pradesh, UP 
and Uttarakhand. 


LAPSED: The reg- 
ulatory approvals for 
the Anil Ambani- 
owned Reliance 
Infratel’s planned 
Rs 6,000-crore IPO. 
The buzz is that the 
company has shelved 
its plans for now in 
the wake of the weak secondary mar- 
ket conditions. The issue may be re- 
vived if market conditions improve, al- 
though there is no clarity on any 
timeframe yet. 


Seen 
EAM 


e 4 


says A.K. Chattopadhyay, Head 


(Legal), Vice President and Deputy Company Secretary, HPL, who declines 
to disclose any other details about shareholding, citing the sub-judice nature 
of the case. In September 2007, the Calcutta High Court had set aside an ear 
ller order by the Company Law Board that directed the WBIDC to sell its stake 
to The Chatterjee Group (owned by Chatterjee) and exit the venture. 
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KAPIL BAJAJ 





AAJTAK'S DREAM 





Aaj Tak's Abhisar Sharma (right) 
with the NT Award 


INDI NEWS CHANNEL AAJ TAK, 
H the TV Today Group's flag- 
ship news channel, un- 
derlined its status as India’s most 
popular news channel by winning 
the Best Hindi News Channel 
Award at the NT Awards on 
August 14. 

TV Today Network Chairman 
& Managing Director Aroon Purie 
was conferred the Lifetime 
Achievement award for his con- 
tribution to television news at the 
Same ceremony. 

Aaj Tak also won three other 
awards—Best Auto Show (Hindi) 
for Chakke Pe Chakka, Best 
Promo For a News Show for Aap 
Ka Budget and Best Investigative 
Programme (Hindi) for Tehelka 
Aaj Tak Operation Kalank. 

Speaking on the occasion, 
Purie said: “News is my passion 
and | am delighted to win the NT 
Award for Lifetime Achievement...” 

“This is an extraordinary 
achievement for Aaj Tak. Winning 
yet another ‘Best News Channel 
Award’ reflects Aaj Tak’s leadership 
position and the faith that viewers 
and the industry have reposed in 
us. Not only have we consistently 
won awards for being the best 
news channel, but also, we have 
done this in the face of ever- 
increasing competition,” said 
G. Krishnan, CEO, TV Today. 

^ MANU KAUSHIK 
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THE BT 50 INDEX | | 
ZEHN Im Managing Global Supply Chains 


Supply chain risk is rising sharply on the back of greater complexity of products and 
services, higher energy prices and increasing financial volatility, among other factors, 
but relatively few companies are acting on these challenges, according to the findings 
of a McKinsey & Co. survey of 273 senior executives from around the world. 


What's shaping strategy? 


Which of the following factors, if any, currently have the 
most influence over your supply chain strategy? 


% of respondents,' n— 273 Total Europe China, India & North 
Latin America? America 


sing complexity of roducts/services am; o s O 35 
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On the human network, people everywhere are experiencing a new 


kind of day. Encyclopedias update themselves every minute 
appear wherever there's a screen handy. Welcome to a plac 
wikis, collaborative applications and social networks are mat 
smarter, better and faster. Welcome to a network where any!! 
possible. Because when we re together, we are more power 


we ever could be apart. The story continues at cisco.in/numannetwork 


welcome to abroad 
the human network. CISCO 
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CREATING A 
SUSTAINABLE AND 
SECURE FUTURE 


The Agro-Forestry Potential 


Chairman Y. C. Deveshwar’s speech at 
ITC's 97th Annual General Meeting, 30th July, 2008 











| have great pleasure in welcoming you to the 97th Annual General 
Meeting of your Company. 

As we gather today, | draw immense satisfaction that your 
Company's unwavering commitment to contribute to the pursuit of 
a more sustainable future for our nation has earned it a special place 
of pride amongst the most admired and trusted corporations in the 
country. 

Your Company's robust corporate strategy to create a new portfolio of 
businesses of the future continues to build a strong foundation to drive new 
dimensions of growth in the years to come. A relentless mission to build a 
world-class Indian institution continues to inspire us to achieve leadership 
and excellence in every business we are engaged in. 

| am therefore happy to share with you yet another year of impressive 
performance across all our businesses, with a healthy topline growth and 
high quality earnings. This performance is even more satisfying given the 
impact of the incubation costs of the new FMCG businesses including the 
recently launched personal care portfolio, the upfront costs of the long term 
rural marketing initiatives, the gestation costs of fresh investments in several 
of our businesses and a severe tax regime. 


FINANCIAL PERFORMANCE 


Gross Turnover for the year grew by 10.796 to Rs. 21,355.94 crores. Net 
Turnover at Rs. 13,947.53 crores grew by 14.796 driven bv a robust 48.696 
growth in the non-cigarette FMCG businesses, and a healthy performance by 
the Hotels and Paperboards, Paper & Packaging segments. The non-cigarette 
portfolio now accounts for 52.4% of the Company's Net Turnover. 
Pre-tax profits increased by 16.496 to Rs. 4571.77 crores, while Post-tax profit 
at Rs. 3120.10 crores registered a growth of 15.696. As is customary, | 
also share a snapshot of your Company's financial performance since 1996. 











(Figures in Rs. Crores) 


ITC : Financial Highlights 1996-2008 





Market Capitalisation 
As at 31st March 


The ITC Group's contribution to foreign exchange earnings over the 
last decade amounts to nearly US $ 3.2 billion, of which agri exports 
constitute 60%. Earnings from agri exports are an indicator of your 
Company's contribution to the rural economy by effectively linking small 
farmers with international markets. 





Over the years, your Company has reinforced its core strengths by building 
new competencies that efficiently serve the emerging needs of a fast paced 
economy. Supported by substantial investments in cutting edge 
technology, outstanding talent, and Research & Development, your 
Company has created several trusted brands that enhance the quality 
of life of the discerning consumer. Deep farmer relationships and 
proven expertise in productivity enhancing agri interventions have 
added new dimensions to your Company's capability profile. | can say 
with confidence that your Company has nurtured internal synergies that 
constitute a world-class competitive force, capable of sustaining its position 
at the forefront of India's corporate sector. 








ENVIRONMENTAL 


AND SOCIAL PERFORMANCE 


In the past, | have shared with you the abiding vision that inspires 
us to create sustainable stakeholder wealth and enlarge our 
contribution to the Indian society. This commitment goes far beyond 
the market to create simultaneously financial, environmental and 
social capital for the nation. It is for this reason that your Company 
measures its accomplishments not only in terms of financial results, but also 
by the impact it has consciously engendered to augment societal value. The 
Triple Bottom Line approach to creating economic, environmental 
and social capital unleashes strong multipliers that contribute to 
making national progress more inclusive and sustainable. 

You, the shareholders, can draw immense pride from the fact that ITC is 
today an acknowledged exemplar in Triple Bottom Line Performance. A few 
months ago, | had the privilege of receiving, from the hands of the 
Prime Minister, a prestigious award from an industry Chamber that 
acknowledged your Company's unique contribution in creating societal capital. 
Leading organisations across the world have presented awards and accolades 
to acclaim the leadership your Company is providing to the cause of sustainable 
and inclusive development. 








In a testimony that exemplifies your Company's environmental and social 
contribution, for six years in a row, it has achieved the status of being a 
water positive corporation, generating fresh water harvesting potential 
over 3 times its consumption. Your Company has also been a carbon positive 
Company for the last 3 consecutive years, sequestering almost twice 
the carbon emitted from its operations. Stringent environmental processes 
have enabled your Company to recycle almost 100% of the solid waste 
generated from a number of its plants. ITC continues to be the only 
company in the world, of its size and diversity, to have achieved these 
three vital environmental milestones. 

In addition, your Company's businesses have spurred value chains that 
today provide livelihood opportunities for over 5 million people, 
many of whom represent the poorest, particularly in rural India. 

Your Company's unwavering commitment to the cause of Sustainability 
finds yet another expression in the voluntary publication of its annual 
Sustainability Report with independent third party verification. ITC's 2008 
Sustainability Report, the fifth in the series, and prepared in accordance with 
the 63 guidelines of the Global Reporting Initiative will be released shortly. 
This year, ITC joined the United Nations Global Compact, the world's 
largest global corporate citizenship initiative. You are already aware 
that ITC contributes to capacity building for a larger fraternity of sustainable 
businesses through the co-creation of the CII-ITC Centre for Excellence in 
Sustainable Development. The Centre has achieved significant success in 
the short period since its inception. 


Your Company will continue to embrace sustainable practices across al! 
its business units. ITC’s employees are committed to supporting sustainability 
as their contribution to fostering inclusive growth in the country 


REALISING THE INDIAN DREAM 





In recent years, India has experienced an unprecedented economic 
resurgence. The nation has witnessed a structural shift in GDP growth, fuelled 
largely by new investments and the growth of the value enhancing services 
sector. Globally, India commands a new respect today and Is increasingly 
being seen as part of a new axis of economic power in the world 





Indeed, there are reasons to believe in the Indian Dream. Early 
India joined the ranks of 12 countries with a Trillion Dollar GDP 
terms. Predictions by several expert groups indicate that real GDP 
at a compound rate of 6 to 996 over the next two decades, implying a size 
of the economy that would range between US $ 3 trillion and US $ 5 trillion 
by 2025. By this time, India's population is expected to grow to 1 4 billion 
More than 6796 of this population, accounting for nearly 940 million people 
will be in the productive working age — a demographic dividend that can 
significantly drive growth. India will continue to be a young country, unlike 
many others, with 4296 of the people being below 25. 

In a recent report, the McKinsey Global Institute predicts average household 
disposable income to almost triple by 2025, registering a higher growth than 
what was achieved in the past 20 years. The Report also estimates that 
India's middle class will reach 41% of its population and grow to 583 million 
people. Indeed, these could signal enormous opportunities for private enterprise 
and trigger new impulses for sustaining a higher growth trajectory 

Yet, the greatest concern is that all of this may remain only a distant 
dream. The path to realising a new paradigm of high growth is strewn with 
several fundamental challenges. These can seriously undermine the growth 
process and derail the pace of progress in the coming years. Unless we take 
impactful strides in resolving these challenges through focussed policy 
intervention and radical innovation, we stand the unfortunate prospect of 
undoing many of the gains made so far. 


CHALLENGES TO SUSTAINING GROWTH 


To my mind, the core issues that threaten future development arise from 
the following challenges. 

e First, the challenge of Inclusive Growth and Sustainable Livelihoods. 

e Second, the challenge of ensuring Energy Security. 

e Third, the challenge of ramping up Agricultural growth and 
ensuring Food Security, and 

e Finally, the challenge of Environmental Security and Climate 
Change. 
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The convergence of demand for food, fuel, feed and fibre will lead to 
an unprecedented pressure on resources including land, water, and other 
natural capital like forests. Meeting this demand in an economically 
viable, socially inclusive and environmentally sustainable manner is 
the greatest challenge that confronts us today. Unless we find solutions 
to these multiple challenges, we stand the risk of not only perpetuating social 
discontent and consequent unrest, but also of rendering future growth 
unsustainable. 

Over many decades, the world has pursued a growth model primarily 
based on the exploitation of precious natural resources without any material 
effort to conserve and replenish. This approach has only passed on an 
avoidable cost to future generations, putting their economic security at a 
significant risk. 

Market forces, as they stand today, do not adequately reward 
longer term objectives of building a sustainable economy. A more 
enduring solution will emerge only when policy makers and market 
participants assign a larger priority to promoting economic activity 
in a way that does not compromise the interest of the future for short- 
term gains of the present. 

Challenges of this magnitude cannot be addressed by any solitary section 
of society. It is obvious that innovative public-private-people partnerships 
will have to be forged to make a meaningful difference in respect of these 
larger issues. Corporates, on their part, are uniquely placed to play a 
constructive role in this process. Positioned, as they are, in the frontline of 
engagement with civil society, corporates have the wherewithal, including 
the more crucial managerial resources, to deliver social projects 
efficiently at a lower incremental cost. Your Company's own experience 
bears this out. Inspired by the opportunity to contribute to a more 
secure and sustainable future, your Company has structured innovative 
business models that leverage its brands, technological capability, 
agri-sourcing strengths and an unmatched trade distribution network 
to create unique opportunities for sustainable livelihoods. 

| must emphasise here that ITC's conscious strategy to invest in developing 
societal capital on a scale implemented so far, entails costs that constitute 
a drag on the financial bottom line in the short-term. However, | strongly 
believe that by doing so, we are putting in place a strong foundation for the 
future, which will ensure the longer term sustainability and profitability of 
your Company. A short-term focus would possibly yield immediate incremental 
financial gains, but would not provide insulation against longer term challenges. 
It is my belief that the shareholders of ITC would, over time, greatly 
benefit from the support and trust of the communities we are helping 
to transform through our larger Triple Bottom Line initiatives. 


These core issues of food, energy, sustainable livelihood and environmental 
security are the primary challenges. However, there are other challenges too — 
the provision of physical and social infrastructure, such as for education, 
healthcare and last mile connectivity for rural India. While all these 
Issues need to be resolved, what is needed is a greater focus on innovative 
measures that will bring a quantum impact on the lives of the poor. 

While a multiplicity of initiatives need to be pursued to address these 
diverse challenges, | would like to take this opportunity today to highlight 
and share with you one example of such a sustainable model of growth 
which can have a far reaching beneficial impact on poverty alleviation through 
large scale livelihood creation, and simultaneously address the issues of 
environmental and energy security. 


CREATING A SUSTAINABLE 
AND SECURE FUTURE 


The Agro-Forestry Potential 





Apart from food processing value chain based agricultural growth, 
one of the most powerful means of bringing about transformational 
change in rural India lies in the relatively untapped agro-forestry 
sector, and in its allied areas across the entire wood-based value 
chain. 

The multitude of benefits that social and farm forestry can bring about 
can best be understood from ITC's experience in fashioning an effective 
social and farm forestry based business strategy to manage its Paper & 
Paperboards business. 

ITC's Experience in Social & Farm Forestry 

Several years ago, ITC was confronted with a significant challenge in its 
Paperboards business primarily due to lack of scale for want of cost effective 
access to fibre. In the new regime of reduced import duties, ITC had the 
easier option to import wood pulp and carry on a "business as usual" scenario. 
However, your Company chose to take on the more difficult route of mobilising 
marginal farmers and tribals to plant trees on their private wastelands. This 





strategy implied longer gestation, substantial investment and considerable 
management attention in managing uncertainty and risk. However, it enabled 
poor and marginalised farmers to convert their wastelands to pulpwood 
plantations, creating a sustained source of income for themselves. 

Your Company invested in extensive R & D to create clonal saplings which 
would be disease resistant and grow much faster in relatively harsher 
conditions. These saplings have made the growing of pulpwood species 
on degraded wastelands a sustainable livelihood option, and 
consequently a life-changing proposition for marginal farmers and 
tribals in the economic vicinity of the mill. 
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Your Company is a willing buyer of such produce, whilst the growers are 
free to sell to the highest bidder in the open market. Today, this programme 
covers over 80,000 hectares and has provided over 35 million mandays 
of employment. This approach has also brought with it a multiplicity of 
additional benefits — creation of a green cover for carbon sequestration, 
ground water recharge, regeneration of biomass and the nurturing of depleted 
soils. The green cover created has also enabled your Company to 
achieve a unique distinction of being a carbon positive company for 
3 consecutive years. 





aene 

It is immensely satisfying that your Company's conscious strategy to shed 
reliance on cheaper imports and instead invest in longer term benefits of 
promoting plantations, has yielded so many positive results. A business 
which was nearly sick a decade ago, is today not only a world-class producer 
of environmentally friendly, state-of-the-art elemental chlorine free paper 
& paperboard — the only one of its kind in India — but is also a significant 
contributor to the larger cause of sustainable livelihoods and environmental 
security. 

Multiple Applications of Agro-Forestry 

The paper and pulp industry, however, is only one application of wood- 
based industries, and barely uses 496 of the total wood consumed in India. 
Trees provide an invaluable renewable resource that lends itself to 
multiple commercial applications and are therefore a major potential 
source of livelihood creation. In addition, the agro-forestry value 
chain has the rare distinction of being able to contribute to augmenting 
energy capacity and ecological wealth besides supporting the core 
needs of food and housing. As the primary resource for paper based 
industry, it supports the spread of education, so crucial for developing 
economies like ours. With increasing population, rising incomes and consequent 
demand for energy, education and housing including home lifestyle products, 
the wood-based value chain is well poised not only as a profitable economic 
activity but also as a catalyst sector that promotes sustainability and inclusive 
growth. 

Forestry represents the second-largest land use in India after agriculture, 
but contributes merely 196 of GDP. This points to the dormant potential of 
this sector. China's experience also shows what can be unleashed by 
developing a competitive wood-based industry. According to a Study by the 
Center for International Forestry Research (CIFOR) and others, Chinese exports 
of Forest Products, in a span of just 8 years preceding 2005, rose from 
US $ 3.6 billion to US $ 17.2 billion, and in specific products like plywood, 
the increase was as much as ten-fold, making China one of the world's 
largest exporters. The United States and European Union were the main 
buyers with imports increasing 700 to 90096. 
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A concerted effort to promote wood plantations in degraded 
wastelands in India could potentially change the fortunes of small 
and marginal farmers and consequently the opportunities in Rural 
India. Degraded wastelands in the country are estimated at 60 million 
hectares by the Planning Commission, out of which 33 million hectares 
constitute degraded forest lands. By converting these wastelands into 
productive and renewable agro-forestry resources, strong economic multipliers 
can be unleashed to significantly mitigate the challenges of livelihood, energy 
and environmental security. Let me briefly outline some of these multiple 
possibilities. 
€ As a source of renewable and carbon-neutral biomass energy, agro- 
forestry can generate 1000 MW of power from a plantation of half a million 
hectares. This has the potential to substantially reduce the dependence on 
carbon generating fossil-fuel based energy. Specially suited for distributed 
energy systems in rural India, power generated from biomass can either 
meet the needs of smaller rural communities or be fed into the grid. 
Renewable plantations in 10 million hectares can produce 
as much as 20,000 MW of power, almost one-fourth of the total 
capacity addition proposed in the 11th Five Year Plan from conventional 
sources. 
€ Given the major environmental advantage of wood as a carbon 
sink, greater usage of wood in housing is a better alternative than the 
use of cement and steel which have much larger ecologica! footprints 
By 2010-12, more than 500 million sq.ft. of space is expected to be built in 
India, mostly in urban areas. Even a limited use of wood for door and window 
frames, flooring, wooden cabinets etc would mean a demand for wood 
products valued at US $ 3 billion. With greater usage of wood as a 
predominant material for housing, in rural and urban areas, this 
potential can increase exponentially. 

@ The wood-based industry is growing rapidly with increasing 
demand for furniture, housing construction material, packaging, 
agricultural implements, sports goods, plywood, veneer, matches, 
and so on. The Indian furniture market is estimated at US $ 8 billion, and 
today employs around 3,00,000 people. Wooden home furniture is the largest 
segment. Imports of furniture are growing at a fast clip with a rate as high 
as 60%. Total wood-based import for various uses today is already over 
US $ 1 billion. Depending on the regeneration of wood and the changing 
demand profile, India is likely to face a wood deficit of 20 to 70 million cubic 
metres by 2020. Certainly, the case for agro-forestry is obvious 
€ Trees are also a valuable source of bio-chemicals. The cellulose part 
of the structure, used primarily for pulp and paper, represents only 
20 to 30% of the total, and the balance can be a valuable resource for extraction 
of bio-chemicals with wide applications from food to medicine. Non- Timber 





Forest Produce, also lends itself to medicinal and herbal applications, 
and Is a very important source of sustenance for forest dependent population. 
It is estimated that over 75% of forest export revenue comes from these sources. 
€ The societal benefits of agro-forestry outweigh that of many other sectors. 
One of the most important is in its role as an instrument of climate 
change mitigation. Potentially, by greening even 10 million hectares of 
degraded forest lands, nearly 500 million MT of carbon dioxide can be 
sequestered. This implies a compensatory sequestration for as much as 500 
million MWh of electricity generated from fossil-fuels. Plantations also 
contribute to other ecological benefits in terms of arresting top soil erosion, 
and enabling greater ground water recharge. 

«€ In addition, the livelihood creation potential of agro-forestry makes 
it an extremely important investment option for the country. For example, 
in wood pulp based plantations, every hectare of plantation creates 
approximately 450 person days of employment. Extrapolating this to cover 
the degraded forest lands estimated at 33 million hectares implies a potential 
of nearly 15,000 million mandays of employment. Taken together, the 
wood-based value chain, including plantations, has the potential to 
create sustainable livelihoods for nearly 100 million people. 





@ In addition, creation of forests and natural parks has been known to boost 
eco-tourism and innovative initiatives here could also make it a source of 
sustainable livelihoods. Agro-forestry also supports a number of handicrafts, 
including wooden jewellery and gift items, potentially another revenue stream 
in appropriate areas. 

The Prime Minister's Council on Climate Change recently unveiled its 
National Action Plan. As part of the 8 Missions announced, the National 
Mission for a Green India envisages the afforestation of 
6 million hectares to enhance forest and tree cover to 33%. The Mission will 
be taken up on degraded forest lands with an initial corpus of Rs. 6000 crores. 
This is indeed a very welcome initiative. | understand that the Ministry of 
Environment and Forests had earlier estimated that nearly Rs. 70,000 crores 
would be necessary to enhance the tree cover to targeted dimensions. Given 
the massive investment requirements, larger corporate participation 
in renewable agro-forestry can not only multiply the initiative launched 
by the Prime Minister significantly, but with the right policy support, 
create tremendous value across the entire spectrum of the wood- 
based value chains. 





Recognising these growth impulses, and the convergence of opportunity in 
meeting environmental, livelihood and energy security challenges, how can 
we ensure a conducive policy environment that will encourage agro-forestry 
programmes as also corporate involvement in this area? 


The Policy Framework 
Let me briefly touch upon some of these important policy imperatives. 


) Plantations, by their very nature, imply long gestation periods before they 
yield adequate returns on investment. For example, maturing of teak wood 
could take as long as a quarter century, while many other forms would need 
a growing-harvesting cycle of 5 to 10 years. Therefore, policy support 
and financing mechanisms will necessarily have to be longer term 
oriented. What is equally important is to protect such policies from any 
adverse mid-course changes that could impact the very viability of these 
long term projects. 

3 The spirit of extant legislation in this sector is geared primarily to 
curtail the felling of trees, as opposed to facilitating the growing of 
renewable forests. Appropriate legislation that supports additional 
afforestation for commercial purposes would go a long way in realising the 
fullest potential of this sector in terms of sustainable livelihood creation and 
commercially supported forest cover formation. 

J Customs Duty on most wood imports is presently at 5%, despite a bound 
rate of 4096 committed at the WTO. This does not encourage investment in 
agro-forestry in India. Tariff policy to promote agro-forestry will have 
to enable a larger corporate involvement in assisting farmers with 
R & D, extension services and linkages to markets. The direction of the 
current tariff policy, with lower applicable rates, is to make imported wood 
more attractive than the felling of trees in Indian forests. However, such a 
policy prevents livelihood creation in the country and "exports" that potential 
to the countries selling these products. Similarly, the environmental benefits 
that result from growing such plantations accrue to those countries. 
_) To enable larger corporate involvement in renewable agro-forestry, 
and to promote linkages for commercial application, Industry must 
be permitted to use degraded forest land for afforestation. Such land 
would need to be offered on long lease at nominal terms to make agro- 
forestry a viable option for creating sustainable livelihoods. Concessional 
lease could be linked to commitments from industry relating to community 
involvement, employment generation over a time period, and ensuring 
availability of fuel wood. This would require enabling amendments to be 
made in the Forest Conservation Act, 1980 and the related Rules. Policies 
would also need to be devised to promote industrial plantations in the 
economic vicinity of mills through ownership, lease, contract farming or 
sustainable models of social farm forestry. This would require amendments 
to certain State laws relating to land use. 
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J It would be desirable to extend to agro-forestry all the benefits applicable 
to agriculture, so that farmers can be encouraged to cultivate their private 
wastelands with equivalent benefits like concessional power, unrestricted 
movement of such produce, and so on. In order to support farmer investment, 
institutional credit needs to be provided in the form of long term loans, 
depending on the species being planted. Such loans should qualify as priority 
sector lending by banks and financial institutions. 
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(J Research & Development for the evolution of improved wood species 
need to be promoted through a weighted deduction of expenses for income 
tax purposes, at par with the infrastructure sector, given the wider ramifications 
of this sector on sustainable growth. Tax and other fiscal incentives would 
also need to be extended to promote wood-based products as also to locate 
industry near plantations in rural India. 

Q The National Action Plan on Climate Change has suggested, in its Mission 
for Enhanced Energy Efficiency, a market based mechanism that would certify 
energy savings that could be eventually traded. In a similar fashion, to 
promote the use of biomass energy from agro-forestry, the differential in 
cost of generation between biomass energy and the least cost generation 
from fossil-fuel based energy sources could also be reimbursed in the form 
of “energy credits”, which can then be traded. Needless to state that an 
appropriate regulatory framework would be required to mandate purchase 
of energy credits by polluting industries. 

| would like to emphasise here once again that it is not only 
important to create the right policy environment, but also to ensure 
its longer term orientation, given the nature of investment and the 
long gestation in the agro-forestry sector. It is on this crucial policy 
foundation that the entire wood-based value chain can be built to support 
the nation's quest for sustainable means of growth. 

It is critical that we engage in finding new means and policy initiatives 
to support greater corporate participation in agro-forestry. Corporations must 
be enabled to build capacity, bring innovation and provide quality services 
to rural areas. It is only then that the goal of accelerating growth in the 
relatively marginalised rural sector can be realised in a manner that is 
equitable and sustainable. 


Chairman s Statement 


Your Company's own experience clearly bears this out. Substantial 
investments in R&D have been made over the years by your Company 
to remarkably improve quality and productivity in its agro-forestry 
operations, directly creating considerable benefits for the marginalised 


farmers. Such investments would need to be made on an even larger scale 
to tap the full potential of the agro-forestry strategy that | have outlined in 
this communication. Committed corporates like ITC would be willing to go 
the extra mile with the required investments in R&D, people and processes 


given a supportive climate with appropriate policies and incentives to nurture 
public-private partnership models. 


ENSURING A LIFE OF DIGNITY 


Transformational change for any country is primarily about improving the 
quality of life of its people and providing them a secure future. Sustainable 
development and inclusive growth are approaches to achieving that 
superordinate goal. | have today attempted to show through one example 
that it is possible to fashion innovative growth models that leverage inherent 


strengths to unleash economic multipliers which in turn can impar! 


disproportionate benefits to large populations. With policy support and 
corporate involvement, these benefits can be scaled up enormously with 
attendant impact on poverty alleviation. Such models have the potential to 
drive a process of fundamental transformation in India. 





Your Company indeed takes pride in being able to shape an 
opportunity to lead by example in achieving exemplary standards in 
corporate citizenship. It is this pride and sense of fulfilment that 
encourage our outstanding human capital to strive harder, in the face 
of all adversity, to bring more glory to this organisation. On their behalf, 
| look forward to your continued support and encouragement, as 
always. 





M EN 


ITC Limited 


Enduring value 


This is the complete text of Chairman Y. C. Deveshwar's speech. The ‘video on demand’ of the speech can be viewed at 
www. itcportal.com For a booklet of the speech, please write to the 
Corporate Communications Department, ITC Limited, Virginia House, 37 J. L. Nehru Road, Kolkata 700 071 or e-mail to ccd@itc.in 





FMCG » Hotels ° Paperboards & Packaging ° Agri Business * Information Technology 





Current 


Wholesale Interest 


Tesco is the latest global retailing giant to announce India plans. SUMAN LAYAK 


FTER WAL-MART, IT’S THE 

turn of another global 

retailing giant to dip its 

toes into the domestic 

market. So far foreign 
chains that have set up shop in India 
include Metro of Germany, Dairy 
Farm International of Germany, 
Shoprite of South Africa and Spar of 
The Netherlands. Last fortnight, it 
was the turn of Tesco to announce 
Its India plans. 

Indeed, foreign retail majors are 
girding their cummerbunds firmly 
around their loins for the India play. 
They're looking at various entry 
strategies that will factor in the re- 
strictions on international players— 
currently foreign direct investment 
(FDI) is permitted only for single- 
brand retailing. Whilst cash and 
carry (or wholesale) seems to be a 
popular way to begin, sourcing is 
also another big attraction for the 
global giants. India is the second 
most favourite sourcing destination 
for global retailers, according to a 
PricewaterhouseCoopers study. 

Tesco announced its India en- 
try through a 100 per cent cash- 
and-carry venture and a tie-up with 
Tata group company Trent Ltd for 
supplying know-how for its chain of 
hypermarkets, called Star Bazaars. A 
Bharti- Wal-Mart spokesperson told 
Business Today that the Bharti- 
Wal-Mart joint venture is ready to 
launch its first cash-and-carry store 
in early 2009. And last fortnight, 
British supply chain specialist 
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. Based on a PwC study on global retailers' presence in emerging. markets 


Wincanton announced a joint ven- 
ture with Reliance Retail to service 
the latter's supply chain. 

Says Philip Clarke, Director, 
International Division, Tesco: *We 
have made no secret of our wish to 
enter and have had a team here for 
three years studying the market." 


He adds that the company currently 
has no plans for front-end retail yet, 
simply because it isn't permitted to 
do so. “Retail is what we do best. 
However, we respect the laws in 
every market we operate in," adds 
Clarke. Trent Managing Director 
Noel Tata says the arrangement 
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with Tesco will allow it access to 
technology and knowledge of re- 
tail operations that it has gained 
over the years and Trent will also be 
the first customer of Tesco’s Cash & 
Carry business in India. 

Tesco will invest £60 million in 
setting up three cash & carry hubs in 
India in the next two years. The 
company has a hub-and-spoke plan 
whereby the three hubs will be con- 
nected to smaller cash & carry stores 
located closer to major markets. 
Interestingly, while Tesco plans to go 
down the chain with smaller cash & 
carry stores, the Bharti- Wal-Mart 
joint venture is working up the other 
direction and has already set up a 
distribution centre in Chandigarh. 
The Bharti- Wal-Mart spokesperson 
says: “We have already opened a 
distribution centre at Banur near 
Chandigarh and we expect to open 
similar distribution centres each 
catering to facilities located within a 
distance of 100-150 km. These dis- 
tribution centres will service both 
the cash-and-carry stores as well as 
large retailers like Bharti Retail.” 

Tesco’s Clarke says that India 
will also be a major sourcing hub for 
the company. He recalls how the 
first product that carried the brand 
name Tesco was Indian tea way 
back in 1924. Clarke adds that even- 
tually the company will work with 
suppliers in India and help them 
become global suppliers to not just 
Tesco but other retail companies 
too. Echoing the views on the Indian 
potential for supplying to the globe, 
the Bharti Wal-Mart spokesperson 
says: “Since 2005, we (Wal-Mart) 
have been sourcing $400-440 
million worth of goods per annum 
from India. We believe that the 
scope for procuring from India for 
our global operations is huge.” 

It’s still early days for the global 
retail majors, none of which has a 
fully rolled out pan-India presence 
yet. But for that to happen would 
appear to be only a matter of time— 
and a matter of a few policy changes. 


Rosy Outlook 


A Bangalore exporter of cut roses rides high on the Olympics. 


EMEMBER HOW THE CHINESE 

demand for iron ore turned 
mine owners of Bellary district in 
Karnataka into plane owners? 
There is a similar Olympic spin to 
Bangalore’s cut flowers business. 
The cut roses of one such com- 
pany, Karuturi Global Limited 
(KGL), are being grabbed at a pre- 
mium in global markets. “A flower 
is a product that reacts to events 
such as Olympics and we have 
benefited in the last two to three 
weeks. Our roses are quoting 25 
per cent higher than the prices 
quoted around this time of the 
year,” says Ramakrishna Karuturi, 
Managing Director, KGL. 

Just as Bangalore is India’s 
leader in software exports, 
Karuturi is the global leader in 
cut rose production. From a four 
hectare rose farm in Bangalore in 
1994, the company has moved 
to manage 220 hectares of rose 
farms in Ethiopia, Kenya and 
India, three low-cost production 
centres. It is adding 450 more 
hectares—all in Ethiopia—to its 
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floriculture basket. This year, 


Karuturi will produce 650 mil- 
lion stems and targets 1 billion 
by 2010. That’s not an impossible 
feat in a $64-billion (Rs 2.7 lakh 
crore) industry, that’s growing 
annually at 10-12.5 per cent. 
What took KGL to global 


SWEET SCENT OF MOOLAH 





KGL's Karuturi: Windfall gains 


heights was a strategic acquisition 
it made last year. The Kenya-based 
Sher Agencies, a cut rose major, 
was six times the size of KGL, but 
Karuturi bought it over for $60 
million (Rs 240 crore). He now 
has big plans for Ethiopia. The 
company plans to grow sugar, ce- 
reals, vegetables and palm. 
Agriculture is Ethiopia’s mainstay, 
accounting for 47 per cent of GDP 
and 85 per cent of employment. 
As of now, floriculture makes 
up 97 per cent of Karuturi’s top 
line. But the company is deter- 
mined to skew that ratio by going 
far beyond roses. The product 
portfolio is being broadbased so 
that the company is de-risked from 
the sole business of floriculture. 
“We have a larger agriculture bas- 
ket to look at to protect our mar- 
gins as we grow,” Karuturi says. 
K.R. BALASUBRAMANYAM 


KGL's floriculture business is spread over three low-cost production centres. 


Current Varieties 
under stem 


cultivation (ha) ^ production (m) 


Country Acreage 


Exports (%) Export Regions 





India 10 ON. Intermediate 50 — West Asia, Russia, Japan, 
South-East Asia, Australia — 
Ethiopia 61 9? Hybrid Tees — 90 North America, EU, West 


Asia, South-East Asia, Australia 


Kenya 150 410 Sweethearts — 100 ^ North America, EU, Australia 


Source: Company, IDFC-SSKI Research 
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In Overdrive 


M&M eyes more auto segments, 
and more markets. 


AST FORTNIGHT, EVEN AS 

Mahindra & Mahindra (M&M) 
announced that it had formed a joint 
venture in China with a Chinese 
tractor major—this is the company’s 
second tractor venture in that coun- 
try—there was perhaps more ex- 
citement centred on its automobile 
arm, and the shape it promises to 
take. M&M may be in talks to buy out 
the Hummer brand from GM. On 
the other hand the company is being 
sued by Chrysler for allegedly copy- 
ing the design of Chrysler’s Jeep for 
the front grill of Mahindra’s Scorpio. 
This comes just as plans for launch- 
ing Scorpio in the us are being made. 
The company is likely to launch the 
Scorpio in the US through a Georgia- 
based distributor named Global 
Vehicles. The vehicle may be as- 
sembled in Ohio and re-branded as 
the Mahindra Appalachian. 

Chrysler and M&M are also 
locked in another battle over the 
brand Jeep in South Africa; the 
American major complained about 
the use of the word ‘jeep’ as a 
generic term by M&M in an advert. 
M&M had started off in 1945, man- 
ufacturing the Willy’s Jeep under 
licence. As recently as January this 
year, the Mahindras were reported 
to be in talks with Chrysler for buy- 
ing out the Jeep manufacturing unit. 
That M&M has been on the prowl 
globally for auto assets became evi- 
dent when it joined the race to buy 
out the Jaguar-Land Rover com- 
bine, only to lose out to the Tatas. 
The Tatas are reportedly also in the 
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Capital Boost 


SEBI makes it easier for corporates to raise money. 


E MONEY JUST GOT 
easier for Indian corporates. 
Last fortnight, the Securities and 
Exchange Board of India (SEBI) re- 
laxed pricing norms for qualified 
institutional placements (QIPs). 
Such a preferential allotment can 
now be made on the basis of a 
two-week average price from the 
relevant date (the date when share- 
holders meet to approve the is- 
sue). The market regulator has 
also reduced the period to com- 
plete a rights issue by almost a 
third, from 109 days to 43 days. 

Before the amendment to the 
QIP norms, the floor price for such 
issues was the higher of the two: 
either the average of the weekly 
high and low of the closing price 
of stock in the two weeks pre- 
ceding the relevant date, or a sim- 





SEBI's Bhave: Global practices 


race for the Hummer. 

Says Pawan Goenka, President 
(Automotive Sector), M&M: “The 
first product that we will launch in 
the us will be a pick-up. We also 
plan to launch the Scorpio in the 
US in the second half of next year fol- 
lowed by other products.” While 
he refuses to comment on talks with 
GM about the Hummer, Goenka 
adds: “We are always open to ac- 
quisitions, and we always look out 
for possibilities.” Mahindra already 
sells tractors in the US market. 
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ilar average price over six months 
prior to this date. Now with the 
markets having lost nearly 28 per 
cent since January, investors would 
obviously prefer to pick up shares 
at current low levels than opt for 
airs at higher prices (those pre- 
vailing six months ago). Result? 
Since January, only six compa- 
nies raised Rs 3,397 crore through 
airs. In 2007, 17 companies had 
raised Rs 8,360 crore till July. 
“We noticed that advanced mar- 
kets across the globe are able to 
price such issues on the day the is- 
sue opens. We have kept the cur- 
rent market situation in the con- 
text, but the aim is to get closer to 
the international practice,” says 
C.B. Bhave, Chairman, SEBI. 
Many companies that had tem- 
porarily shelved plans of raising 
money through this route are likely 
to go ahead now. Yet, it may not 
be all hunky-dory. “This removes 
clear regulatory hurdles for com- 
panies to raise money. But it needs 
to be seen if the promoters will 
be willing to raise money at lower 
valuations,” says Girish Nadkarni, 
Executive Director, Avendus Cap- 
ital, a domestic investment bank. 
RACHNA MONGA 


Meanwhile, M&M has bought the 
assets of Kinetic Motor Company for 
Rs 110 crore to mark an entry into 
the two-wheeler segment. 
Mahindra may also choose to 
augment capacity inorganically, 
which has had punters on Dalal 
Street betting on M&M bidding for 
the assets of ailing two-wheeler com- 
pany LML. A Mahindra spokesperson 
refused to comment, but Mahindra’s 
auto game plan may well have some 
more surprises in store. 
SUMAN LAYAK 
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The iPhone you've been waiting for. 
Now avallable 


iPhone 3G 


The new iPhone is here. Widescreen iPod, Internet and phone. All in one super fast 3G device 


Available at select Airtel stores. 


For more information, log on to www.airtel.in/iphone3g 


Some features and services are not available in all areas. TM & © 2008 Apple Inc. All rights reserved. 
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iPhone 3G 


iPhone is a revolutionary mobile phone that allows you to make a call by simply tapping a name or number in your address book, 


Revolutionary Mobile Phone 


favourites list, or call list. It automatically syncs all your contacts from a PC, Mac or Internet service. And Visual Voicemail lets 


you select and listen to messages in whatever order you want - just like email. 


Great Widescreen iPod 


iPhone is a widescreen iPod with touch controls that shows off your content - including music, videos, podcasts and audiobooks - on a 
beautiful 3.5-inch display. Sync content from the iTunes library on your Mac or PC. Scroll through songs and playlists with the touch of 
a finger. Even browse your album artwork using Cover Flow. 


Internet in Your Pocket i 


iPhone uses fast 3G and Wi-Fi wireless connections to deliver rich HTML email, Maps with GPS and Safari - the most advanced web 
browser on a portable device. iPhone automatically syncs bookmarks from your PC or Mac and has Google and Yahoo! search built in. 
Since iPhone multitasks, you can even make a phone call while emailing a photo or surfing the web over a Wi-Fi or 3G connection. 


Maps with GPS 
Find your location, get directions and search for nearby businesses - all from your phone. Maps on iPhone 3G combines GPS, Wi-Fi 
and cell tower location technology to create the best map application on a mobile phone. 


iPhone at Work 
With support for Microsoft Exchange ActiveSync, iPhone delivers push email, calendar and contacts. And it uses enterprise - grade 
networking with Cisco IPSec VPN and WPA2 Enterprise support. So now the most revolutionary mobile device ever is also 


the ideal phone for business. 


Available at select Airtel stores. 


For more information, log on to www.airtel.in/iphone3g 


Some features and services are not available in all areas. TM & © 2008 Apple Inc. All rights reserved. 
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Spot-light 


Electronic spot exchanges are 
the flavour of the season. 


UTURES TRADING HAS COME UN- 

der fire from various quarters in 
recent times for pushing up prices of 
essential commodities. The criti- 
cism may or may not be justified— 
the debate is still on—but com- 
modity futures exchanges have 
already drawn up a game plan to 


National Spot Exchange (NSEL) and 
will start trading in a number of 
agricultural and non-agricultural 
commodities by the end of August. 
The latest to join the bandwagon 
is the Ahmedabad-based National 
Multi Commodity Exchange, which 
plans to set up a spot exchange for 
agricultural products, called the 
National Agriculture Produce 
Marketing Company of India 
(National APMC), along with Reliance 
Money in Gujarat and Rajasthan. 
The commodity exchanges ar- 
gue that an efficient spot market is 
imperative for a healthy and vi- 





Reliance Money's Bandhyopadhay: Seeks integration with the futures market 


deal with the situation. They are 
now gearing up to launch elec- 
tronic spot exchanges. Their con- 
tention is that it will lead to better 
price discovery. 

NCDEX, the second-largest 
commodity exchange in the country, 
was the first to commence spot trad- 
ing when it launched its 100 per 
cent subsidiary called NCDEX Spot 
Exchange in December 2007. This 
exchange, though, only permits trad- 
ing in sugar and steel. The Multi 
Commodity Exchange (MCX), the 
largest among the three commodity 
futures exchanges, has also launched 
its spot trading arm called the 


brant futures market. Indeed, unlike 
the stock markets, where the stock 
derivative prices are determined 
by the spot market price, this isn’t 
the case with commodities prices. 
The commodity pricing mechanism 
is still very unstructured and re- 
gion-specific. Says Sudip Bandhyo- 
padhay, CEO, Reliance Money: 
“The entire market can work effi- 
ciently if commodity spot prices 
are integrated fully with the fu- 
tures market.” 

In India, despite the absence of a 
uniform spot pricing mechanism 
for commodities, the futures market 
is huge. According to Forward 


Markets Commission data, the com 
modity exchanges recorded trad 
ing volumes of Rs 16.54 lakh crore 
during the April-July period. But 
analysts say the government may 
have jumped the gun by giving the 
go-ahead to futures trading without 
a structured spot market in place. 
“The government first introduced 
commodities futures without ad: 
dressing the problems of thi 
market, which is highly frag 
mented," points out G. Chandra 
shekhar, Associate Editor, Business 
Line (and an advisor to government 
on policy related issues) 

A spot commodities market, 
then, can revolutionise trading, par- 
ticularly in farm commodities. I: 
will allow farmers to deal directly 
with purchasers, without having to 
go to a mandi. The exchanges 
promise to reduce the intermedi 
aries between the farmer and the 
end-consumer, and help farmers 
find the best prices. But teething 
problems remain. Many states still 
have to amend the Agriculture 
Produce Marketing Committee 
(APMC) Act to give recognition to 
spot exchanges. Another obstacle is 
the unfamiliarity of farmers with 
the advantages of the new trading 
system. Clearly, a lot of spadework 
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still needs to be done to ensure 
that the venture is a success. 
RACHNA Mí 
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IPO Muddle 


BSNL's plans to list run into 
rough weather. 


ITH THE LEFT NO LONGER IN 
X the equation, the govern 
ment, perhaps, thought it was an 
opportune moment to push ahead 
with state-owned telecom major 
BSNL's proposed $10-billion 
(Rs 43,000-crore) IPO plans. 
However, it did not bargain tor 
the obdurate stonewalling trom 
the employees' union. 
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If the IPO does go ahead and 
the company does manage to raise 
Rs 43,000 crore by selling a 10 per 
cent stake, it will value the telco at 
Rs 4.3 lakh crore (around $100 
billion). It will also be India’s 
biggest IPO. Besides, it will catapult 
BSNL into the league of top telcos 
in the world, streets ahead of the 
competition in India, in terms of 
market cap. The market valuation 
of Bharti Airtel, the largest telco in 
the private sector, is just around 
$37 billion (Rs 1.59 lakh crore). 

BSNL is India’s largest telco both 
in revenues and subscribers. The 
psu has about 83 million customers 
(fixed line and mobile). But de- 
spite its reach, it has been steadily 
losing ground to private operators 
like Airtel, Vodafone and Reliance 
Communications, who are diving 
deeper into the market with a far 
more effective marketing and dis- 
tribution muscle. The company 
claims the IPO will help increase 
its network across the country and 
allow it to take on competition, 
especially in rural areas where 


BSNL’s Raja: Faces apprehensions 
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More the Merrier? 


TRAI recommends a nod for Mobile Virtual Network 
Operators (MVNOs), but grey areas remain. 


N A RECENT POLICY PAPER, TELE- 
E regulator Telecom 
Regulatory Authority of India 
(TRAI) sent a proposal to the 
Department of Telecom (DoT) 
with guidelines for permitting 
the operation of Mobile Virtual 
Network Operators (MVNO) in 
India. This issue has been de- 
bated intensely ever since Virgin 
Mobile launched under the Tata 
Indicom banner in January this 
year. While the Tatas claim that 
the Virgin Mobile service is a 

"sub-brand" under its banner, 
its rivals have shouted foul and 
have argued that Virgin Mobile 
isa MVNO. ` 

With TRAI’s proposals sug- 
gesting that the DoT permit MVNO 
services in India, the picture is 
getting slightly clearer. Grey areas, 
though, still remain. As an exec- 


utive from a large mobile net- 


work operator in India tells BT: 
“Why should we allow such a 
service?" And this is the nub of 
the matter. An MVNO will depend 
on existing Mobile Network 
Operators (MNO) to provide them 
bandwidth. TRA: regulations al- 
low MVNO players to exist both at 
the level of simple operations 
(where they outsource everything 
to the MNO) and more complex 
operations (where MVNO players 
can operate their own back-end 
systems). The MNO, though, will 
still own the radio signal to the 
cellular phone. Clearly, before 
large-scale MVNO operations be- 
come a reality, the first major 
problem is that of bandwidth. In 
lucrative mobile markets such as 
Delhi and Mumbai, mobile band- 
width is already extremely lim- 
ited. MVNO players, then, might 
have to target upcountry markets 
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TRAI’s Mishra: Some loose ends 


for business. The TRAI guidelines 
try to address this issue by giving 
MVNO players tremendous flexi- 
bility and allow them to tie up 
with different MNO players in dif- 
ferent circles. Thus, an MVNO 
could associate with Airtel in 
Delhi and Vodafone in Mumbai 
(though not two players in the 
same telecom circle). 

The second problem is simply 
one of MNO players not needing 
MVNO business. “Airtel reaches 
40,000 outlets in the country, it has 
tremendous marketing muscle; un- 
less an MVNO brings a great deal to 
the table, why would operators 
like Airtel or Reliance listen to 
them?” asks one industry observer. 
With the state-owned operators, 
Bharat Sanchar Nigam (BSNL) and 
Mahanagar Telecom Nigam 
(MTNL), expanding their networks, 
it will leave them with spare ca- 
pacity on both 2G and 3G spec- 
trums. Some expect the first MVNOs 
to operate on those networks. 

Of course, that depends 
on how DoT takes to TRAI’s 
suggestion. 

KUSHAN MITRA 
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private operators have so far shied 
away from launching operations. 
However, some reports say that 
the proceeds from the IPO will ac- 
tually accrue to the central gov- 
ernment’s kitty and help bridge its 
massive revenue deficit. 

The unions, however, do not 
want anything to do with it de- 
spite the government offering the 
350,000 BSNL employees stock op- 
tions (500 shares each at Rs 10). 
When BT contacted V.A.N 
Namboodri, Secretary General, 
BSNL Employees Union, one of four 
unions at the telecom company, 
he voiced apprehensions that even 
a small divestment could be the 
first step in the road to privatisa- 
tion. Says Namboodri: “When the 
government divested Videsh 
Sanchar Nigam Limited (VSNL) it 
said it would never privatise the 
company. Then, it sold it to the 
Tatas cheaply. Divesting a stake 
in BSNL will mean that the govern- 
ment will sell us to the highest 
bidder in a few years.” The union 
leaders have already petitioned the 
Prime Minister opposing the pro- 
posed divestment. Asserts 
Namboodri: “We are not taking 
any action now but in case the 
government goes ahead with the 
proposal, we'll go on strike.” 

For the moment, the govern- 
ment is avoiding a direct con- 
frontation with the employees' 
union and has not set a definite 
timeframe for the PO. However, 
analysts feel that the markets may 
not give BSNL the kind of aggressive 
valuation it is targeting. The com- 
pany is saddled with legacy systems 
and combative employee unions. 
Worse, it is grappling with sharply 
declining yields in its mainstay land- 
line business. All these factors com- 
bined may dampen investor senti- 
ment. Even replacing Priety Zinta 
with the hottest new starlet in town, 
Deepika Padukone, as its brand am- 
bassador may not help. 

KUSHAN MITRA 
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Plunge 


Avesthagen may have got its 
IPO timing wrong. 


SAW 


WO YEARS AFTER SHE FIRST PRO- 

posed to take her eight-year-old 
biotech company public, Villoo 
Morawalla Patell, Founder of Avesth- 
agen, now finally looks set to take the 
plunge and launch an IPO. Avesthagen 
expects to raise around Rs 800-1,200 
crore with this listing. Patell is ex- 
pected to use this funding to boost 
her branding and marketing pres- 
ence, especially overseas. According 
to company executives, the owner- 
promoters of the company, including 
Patell, have a 31 per cent stake in the 
company. Patell herself declined to 
detail specifics of the listing besides 
what is publicly available, citing “a 
silent period as part of the build-up to 
the public issue”. 

Industry watchers, however, ar- 
gue that this is hardly the best time 
for Avesthagen to consider a listing. 
For one, the benchmark BSE Sensex 
(as on August 14) is down 30.6 per 
cent from its January 10 peak of 
21,210. Then, most well-known 
stocks in biotech, pharma and Ir are 
trading at well below their 52-week 
highs. This muted market has al- 
ready prompted two public issues— 
by Mcx and Reliance Infratel—to 
get postponed or abandoned en- 
tirely. “This is not the best time to 
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consider a listing; investors are wary 
and becoming more conservative 
with their choices,” says the head 
of research at a Mumbai-based bro- 
kerage firm. According to data avail- 
able up to August 14, all the com- 
panies on the BSE Healthcare Index 
were trading at well below their 52- 
week highs. India's best-known 
biotech company, Biocon, closed 
on August 14 at Rs 398.1, down 
nearly 40 per cent from its one-year 
high of Rs 663.1. And recently-ac- 
quired pharma major Ranabaxy was 
down 18.57 per cent. Patell, though, 
is unfazed. *The market will recog- 
nise the value of our research," she 
told the media in Bangalore recently. 
Market watchers appear unim- 
pressed by her bravado. Says an an- 
alyst: “A company like MCX, which 
has a growing business and is prof- 
itable, has withdrawn its plans in 
this unsettled market. In contrast, 
Avesthagen is a gamble on the suc- 
cess of its future product pipeline." 

Patell, however, appears to have 
few options. She needs the fund- 
ing to sustain the rapid growth of 
her company. Avesthagen recently 
signed a deal with the Indian 
Council of Medical Research to 
jointly develop nutraceuticals, while 
the firm already has an agri-biotech 
pipeline and is also developing 
plant-based bio-actives and bio-sim- 
ilar drugs. It will need funding else- 
where, too. It plans to set up a new 
manufacturing facility in Hyderabad 
for its bio-actives and bio-similars 
and also plans to ramp up its Good 
Earth health and wellness products. 

There may be other compelling 
reasons for listing as well. There 
are reports that a major investor 
in the company, ICICI Venture 
(which has about 20 per cent in 
the company), is looking to exit 
through the Ipo. 

All said and done, though, with 
the market still in the doldrums, 
Avesthagen seems to have got the 
timing of its public issue wrong. 

RAHUL SACHITANAND 
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Blues 


The residential realty market is 
in the midst of a downturn. 


HERE ARE UNMISTAKABLE SIGNS 
+ that the residential realty 
market is slowing down sharply. 
[n spite of a steep rise in costs of in- 
puts such as cement and steel, prices 
are significantly down from their 
highs. A study of the residential 
real estate market across seven cities 


in June and July 2008, by real estate 
consultancy and marketing com- 
pany Asipac Group, reveals a broad 
slowdown particularly in the non- 
luxury homes segment. 
Hyderabad has reported the 
severest pain. Apartment sales across 
geographies and price segments are 
down almost 60 per cent compared 
to the last year. Projects launched 
with fanfare last year have seen a 
spate of cancellations. 
Mid-segment homes in 
Mumbai, priced at Rs 1.2-3 crore, 
have also seen one of biggest price 
drops. In the sub-luxury segment 


Cracking the Whip 


NPAs force ICICI Bank to change its two-wheeler finance strategy. 


Ra INFLATION AND INTEREST 
rates have now started to hurt 
banks as well as borrowers in more 


ways than one. The country's. 


largest private sector bank, ICICI - 


Bank, has now declared that it 
will stop financing two-wheeler 
loans through the dealer network. 
“We are now shifting our two- 
wheeler business to our branches. 
This will save costs and provide 
better risk management." says V. 
Vaidyanathan, Executive Director, 
ICICI Bank. There are reports that 
the non-performing assets (NPAs) 


RACHIT GOSWAMI 


are mounting in this segment. The ` 


bank is the largest financier of. 


two-wheelers in the country. 
Analysts point out that NPAs 

have risen in this category over 

the past few years. According to 


Care Research, an independent 
rating agency, the gross NPAs On 


two-wheeler loans is expected to go 
up to 10.50 per cent this fiscal, 
up from 6 per cent in March 2007. 
Says Tarun Bhatia, Head, Financial 
Sector Ratings, CRISIL: “The re- 


paying capacity of the borrower 


tends to go down in a rising infla- 
tion scenario.” Bhatia says gross 
NPAs on two-wheeler loans will 
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ICICI's Kamath: Cutting out dealers 


have gone up from 5 per cent in 
2006 to 7-8 per cent this year. 

Two-wheeler dealers con- 
tacted by Business Today denied 
that the ICICI Bank decision would 
adversely impact their business. 
"There is no dearth of financial 
options. We are in talks with new 
financing companies such as 
Fullerton Money and Shriram 
Finance,” says a dealer in Mumbai. 
Analysts, though, don't rule 
out the possibility of other banks 
taking a cue from ICICI Bank and 
setting stringent norms for dis- 
bursing small-ticket loans. For cus- 
tomers, it's increasingly clear that 

the days of easy credit are over 
RACHNA MONGA 


UMESH GOSWAMI 





(Rs15,000-20,000 per sq. ft), prices 
were stable, with a few projects re- 
porting small increases of 5-8 per 
cent per annum. The upper mid- 
market segment (Rs 9,000-15,000 
per sq. ft) saw swings of -10 per 
cent to +10 per cent in different 
micro markets. Cancellations, hith- 
erto very rare in Mumbai, have 
also started taking place. 

In the National Capital Region, 
average prices are down 20-30 per 
cent compared to the peaks of 
2006. Average volumes for the six- 
month period since January were 
also down 25-65 per cent com- 


pared to 2006. 


Bangalore would probably have 
been no different from the rest of 
India but for the new international 
airport, which has altered its mar- 
ket dynamics. Upcoming projects 
on either side of Bellary Road, 
which leads to the airport, are quot- 
ing at higher prices. The rest of 
the city, especially areas close to the 
IT corridor, such as Whitefield and 
Marathalli, have flats quoting 10-18 
per cent lower than their 2006 
peaks. Some projects even have 
reported negative sales—where 
cancellations are higher than sales. 

The Asipac report shows the 
market in Chennai, too, is feeling 
the heat. Asipac Chairman and 
CEO Amit Bagaria, commenting on 
the study, warns: *Developers need 
to broaden their product offerings 
soon; else, they run the risk of 
losses and even bankruptcy, like in 
1996-97." Clearly, this slowdown is 
for real and things are unlikely to 
change overnight. 

K. R. BALASUBRAMANYAM 







ASUS recommends Windowsë@ for everyday computing 


* Up to 5 hours Computing 
The Eee PC™ 1000H is the ideal 
companion for the business traveller. 
With Wi-Fi 802.11n that's 6 times 
faster than Wi-Fi 802.11g and up to 
5 hours* of battery life, it offers reliable, 
non-stop Internet communication - 
no worries about lack of connectivity 
or running low on battery! Comfort is 
another big plus, with the 10” large 
screen and 92% standard keyboard 
for a comfortable viewing and typing 
experience. 


Asus CREE 


The Best Solution 


for Light Computing on-the-go 





Compact & Super Mobility 
At a mere 1.45 kg, the Eee PC™ is truly a mobile internet device 
for computing on-the-go. The Eee PC is so compact that it tucks 
away neatly into virtually any bag | choose to tote. 


Large Storage Space 

Thanks to my Eee PC™s roomy and fast 80GB SATA hard disk drive 
| can store all my important documents and presentations with 
ease. What's more, | can store all my music, movies and photos 
effortlessly on-the-go. 


Trot the globe in style 

Image is equally important in business. For the traveller who wa 

to strike the balance between substance and style, the Eee PC™ come: 
in timeless styles that are as enduring as its scratch resistant casing 
Stunning in sleek black and pearl white, it makes a great impression 
"Configuration is subjected to model type as much as it means business. Now that's making a statement 





For more information please visit www.eeepc.in or Call Toll Free No. 1800-2090-365 

West Reg.: Mumbai - Paresh Misty 09833412424, Pune - Abhijit Hole 09822879939, Ahmedabad - Ashish 09979228902, Gujrat - Parimal Kananee 09879590482, 
Nagpur - Ciba Swapnil Pathak 09372165696, Indore - Ritesh Singh 09300930028, North Reg.: Delhi - Nishant Sagar 09871285353, Jaipur - Puneet Singhal 
09351512248, Chandigarh - Bishan Manhas 09872846911, Lucknow - Sunil Mishra 09305624455, East Reg.: Kolkata - Suprokash Pal 09331278976, 
Bhubaneshwar - Sarbjeet Singh 09937019942, Guwahati - Subhasish Chakraborty 09954088121, South Reg.: Bangalore - Srinath P. V. 09901305180, 
Coimbatore - Santosh K. 09944900446, Hyderabad - Afsar Ali Khan 09703076786, Cochin - Shiraz Basheer 09895180957. 
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No-frills 
Fitness 


Snap Fitness wants to add a new 
dimension to health clubs in India. 


OST CEOS THIS WRITER MEETS 
Mia to turn up for interviews 
in formal suits, with dark ties and 
gleaming shoes. But when we meet 
Peter Taunton, CEO of Snap Fitness, 
a developer of no-frills fitness chains, 
change is in the air. The tanned and 
fit Taunton is in a cobalt blue T- 
shirt with khakis and, from the looks 
of things, he takes fitness very seri- 
ously. Over the last couple of 
decades, Taunton has played rac- 
quetball professionally (rising as high 
as #2 in the Us) and run six large “big 
box” fitness centres across the US. 

In his latest venture, Taunton 
wants to turn the multi-billion 
dollar fitness industry in the Us on its 
head with his innovation, Snap 
Fitness. Over the last three years, he 
has opened 1,600 fitness centres, 
which don’t have any of the trap- 
pings offered by large competitors; 
there is no juice bar, climbing wall 
or sauna and steam room. Instead, 
these centres (Snap has 1,600 loca- 
tions and is adding 3-5 new ones 
every week) will offer barebones 
24-hour access to the latest fitness 
equipment, with a smattering of in- 
structors to keep watch. 

According to Taunton, his cen- 
tres are around 2,000-3,000 sq. ft in 
size, compared to his big box ri- 
vals who can run facilities that can 
be as large as 20,000 sq. ft and op- 
erate across multiple floors. “Most 
of our 400,000-plus members don’t 
have to commute more than two 
miles to reach a gym,” he boasts. 
“They just want to get in, get out 
and get on with life.” To enable 
this, Taunton provides smart card 
access to his units and members 
can use gyms anywhere in the coun- 
try and, indeed, globally. 

After expanding his chain to 
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Snap Fitness’ Taunton: Lean and convenient is beautiful 


Canada, Taunton is now looking 
to make inroads into the Indian 
market and hopes a combination 
of low costs and rapid expansion 
will make his chain competitive. 
Snap’s membership fees are around 
$30-40 per month, compared to 
$50-75 charged by larger (and more 


- feature-rich) rivals and Taunton ex- 


pects to keep this cost differential 
here, too. “The Indian market can 
support 500-1,000 units," Taunton 
says. Snap operates on a franchisee 
model to keep costs low. 

For the moment, Taunton plans 
to start with gyms in Mumbai and 
Bangalore, before expanding into 
other cities. “Fitness is getting a lot 
more attention in India, especially 
with the rise of new-age lifestyle dis- 
eases in the last few years," he says. 
Large fitness chains such as Gold's 
Gym have been on a national roll 
out, while home-grown players such 
as Fitness One are also looking to 
cash in on this fad. Then, Snap may 
also tie up with large corporates 
looking to set up in-house gyms, 
especially for those operating in 
24x7 industries such as BPO, which 
require round-the-clock workout 
access. “There is a massive gap be- 
tween luxury fitness chains and rus- 
tic, barebones gyms in India that 
we want to occupy,” says Taunton. 

Before he can do that, Taunton 
faces several immediate challenges in 
India. Taunton himself admits that 
spiralling real estate and rental costs 
could be a dampener to his business. 
"Rentals have doubled or even 
tripled in some places; we'll have to 
be flexible on locations and look 
to minimise the impact from these 


changes," he says. Then, many cities 
may not legally permit his gyms to 
stay open all night. It is a grey area 
in Bangalore, for example, where 
“curfew” is 11.30 p.m. “We do 
have similar problems in some cities 
and we're compelled to shut for a 
few hours and we'll need to find a 
way past the problem here, too," he 
adds. Finally (and perhaps most 
critically), a critical shortage of train- 
ers and managers to run his gyms 
could yet play spoilsport with 
Taunton's ambitious plans. 

RAHUL SACHITANAND 





of Growth 


GVK BIO is aiming for leader- 
ship in full-service CRO space. 


ALL IT THE SIX-YEAR-ITCH. SET 
de in 2002 by GVK scion G.V. 
Sanjay Reddy, GVK Biosciences (GVK 
BIO in quick-speak) is now talking 
leadership and on ways to get there 
quickly. At the moment, it sees itself 
as one of the leading contract re- 
search organisations from Asia in 
terms of bandwidth of service of- 
ferings (from drug discovery and 
development to manufacturing), 
number of people (1,300) and rev- 
enues. [t won't share the revenue 
numbers (it enjoys the privately- 
held tag) but they should be sub- 
stantial. Here's why: GVK BIO has just 
crossed 100 clients and works for 
over 15 of the world's 20 largest 
pharma companies. Headed by D. 
S. Brar, former CEO of Ranbaxy, 
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the company has attracted Rs 100 
crore from leading private invest- 
ment firm Sequoia Capital. GVK 
BIO is planning a capital expendi- 
ture of $50 million (Rs 215 crore) 
over the next three years. Recently, 
it got strategy guru Tarun Khanna 
to join its board. Khanna, as BT 
readers would know, is the Jorge 
Paulo Lemann Professor at the 
Harvard Business School, where 
he has been a member of the 
Strategy Group since 1993. *We 
have moved from a start-up stage 
into a sustained growth phase and 
are now looking at leadership. For 
this, we need to look long-term," 
says Manni Kantipudi, President, 
GVK BIO. 

Starting July this year, it has 
started work on building a strat- 





egy leading up to 2012. Kantipudi 
is hopeful of having the roadmap 
ready by October, in consultation 
with Khanna. *We were thinking 
year-to-year; now we need to think 
at least three years from now, and 
plan our budgets and resources ac- 


, 


cordingly," says Kantipudi, who 
joined GVK in May last year after 15 
years with Intel. 

GVK BIO's pace of growth is im- 
pressive. Kantipudi reveals that it 
posted a 50 per cent revenue 
growth year-on-year last year, on 
top of an 80 per cent growth in 
the previous year. That is after a 
100 per cent growth in the year 


Creative Itch 


Multiplex owners want to start making films. 


F YOU CAN SHOW FILMS, WHY NOT 

make them—that seems to be 
the thinking amongst a clutch of 
multiplex owners. After the Delhi- 
based PVR Cinemas and the south- 
based Pyramid Saimira Group, it is 
the turn of the Mumbai-based 
Fame India Ltd (FIL), the erstwhile 
Shringar Cinemas, one of the old- 
est film distributors in India, to 
foray into film production. The 
company will be setting up a sub- 
sidiary for this venture and invest 


Rs 25 crore initially. Says Shravan _ 


Shroff, Managing Director, FIL: 
“We have realised there are more 
ways of earning revenues than just 
theatrical revenues. With so much 
of exhibition space, we decided to 
create our Own content, instead of 
just buying from other producers.” 
Shroff adds that FIL is looking at its 
own productions as well as co-pro- 
ductions with other producers. The 
company is believed to have al- 
ready initiated talks with several 
leading actors and their produc- 
tion houses. FIL will look at making 
films in the range of Rs 4-12 crore. 

PVR and Pyramid Saimira have 
similar plans. “PVR aims to become 
a fully integrated film and enter- 
tainment company with interests 
across the entire value chain in- 
cluding production, distribution 
and exhibition. The expansion into 
the production and distribution 
business through pvr Pictures will 


before that. Now, “on a larger 
base,” the president is hopeful of 
closing the current year with “a 
growth in the high 30s.” 

Of all its clients, its most-talked 
engagement is with Wyeth, with 
which it apparently has a $40-mil- 
lion deal. GVK BIO has a research 
agreement with Wyeth Pharma- 
ceuticals, a division of Wyeth, to dis- 
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Fame's Shroff: Hitting the Big Screen 





create further synergy for the group 
by leveraging its exhibition circuit. 
It will also help to make rvn 
Pictures a significant player in the 
content space," explains Sanjeev 
Kumar Bijli, CEO, PVR Pictures. P.S. 
Saminathan, Managing Director, 
Pyramid Saimira Group, points out 
that Pyramid Saimira Production 
International, the film production 
arm, plans to produce a total of 
52. films this year. Acccording to 
Saminathan, Pyramid Saimira be- 
lieves in scale and speed of execu- 
tion. He draws a parallel with the 
retail business. “Just as retailers 
have their own private labels we 
want to have our own private labels 
as well. We have 900 screens across 
the country and we need products 
to showcase on these screens. We 
will have a bank of films and create 
a library so that we are able to 
showcase them as and when there 
is a need," adds Saminathan. 
ANUSHA SUBRAMANIAN 


cover drug candidates focussed on 
pre-defined discovery targets. The 
company will be responsible for 
identifying drug candidates, which 
will be transferred to Wyeth to ad- 
vance these compounds towards 
clinical studies. Under the agree- 
ment, GVK BIO will receive an initial 
payment and will be eligible for 
success-based milestone payments; 
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the company has set up a “built-to- 
suit” research centre for Wyeth 
Pharmaceuticals in Hyderabad. 
Other than pharma and biotech 
companies, GVK offers services to 
universities and to scientific jour- 
nals. The company’s vision is two- 
pronged. One, establish a leader- 
ship position in its core business 
area of discovery services; that’s 
apart from offering new and inte- 
grated services to emerge as a pre- 
ferred supplier of contract services 
(of collaborative research and phase 
I clinical trials). 
E. KUMAR SHARMA 
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Mobile Magic 
India's R&D and market will play 
a key role in Google's next wave. 


CROSS A FEW POCKETS IN 

Hyderabad, Internet search gi- 
ant Google is looking to re-tool the 
way people access information on 
the Internet. While most people 
use PCs to “Google” their search 
requirements, Google is trialing a 
new voice-based search technique 
that, it hopes, will help spread its 
dominance into the mobile phone 
market. Google today gets almost all 
its $5.37 billion in revenues (for 
the quarter ended June 30, 2008) 
from PC-based Internet search, but is 
keen to latch onto the fast-growing 
mobile phone market, too. 
However, the problem is just 10-20 
per cent of all cell phones sold in 
emerging markets such as India are 
data-enabled and an even smaller 
fraction of this number are used to 
trawl the web. To find a way 
around this problem, Google India 
researchers have devised (and are 
now testing) Call Google, which 
allows users to use a voice search on 
the Internet, rather than a keyboard 
or keypad to enter their search. 
“We believe the mobile market can 
be a billion-dollar business,” says 
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Dipchand “Deep” Nishar, Director 
Product Management, Google, who 
started the firm’s mobile foray 
earlier this year. 

To expand its presence on (and 
from) mobile phones, Google has 
tied up with some of the largest op- 
erators and handset makers in 
emerging markets, including Airtel, 
KDDI, DocoMo, Vodafone, Nokia 
and Samsung. “We want to be in 
every phone and a key part of the 
mobile ecosystem,” says Nishar. 
Indian engineers are also playing a 
key role in the operation of Android, 
an open source mobile start-up, 
which Google acquired in August 


headed in the right direction. 
Rather than mine existing tech- 
nologies and markets, Nishar says 
Google is looking at a hybrid of its 
own search with mobile phone 
technology to improve its pres- 
ence in the market. “For example, 
this could be in the form of taking 
a photograph of a product’s bar- 
code with your phone camera, us- 
ing mobile Google search to find 
where and at what prices this prod- 
uct is available and making it avail- 
able on your phone in real time,” 
he explains. Nishar, an IIT- 
Kharagpur grad, has gone from 
riding in trucks (when he was de- 





Google’s Nishar: Gunning for a billion-dollar business 


2005, for an undisclosed amount. 
“There is minimal interoperability 
among other mobile platforms 
(Windows Mobile and Symbian) 
and that would hinder the use of 
Google across operators and de- 
vices,” he adds. Google, however, 
hasn’t had it all its way on this front. 
Over the last couple of weeks, the 
Internet has been swirling with dis- 
sent from the developer commu- 
nity over the slow development of 
Google’s plans on this platform. 
Then handset market leader Nokia 
acquired Symbian, an Android 
rival, to compete with Google. 
Nishar argues that there are around 
1,700 applets and thousands of de- 
velopers, and this movement is 


signing real-time operating systems 
for truck engines at Cummins) to 
working with consulting giant 
McKinsey, and then to Google, 
where he was tasked with running 
the company’s mobile business. 
“We were a three-person unit 
when we started off and we now 
believe it can be our next billion- 
dollar business,” says Nishar. 
Rather than developed markets, 
Google may find that its fortunes 
lie in emerging economies, where 
mobile phone sales are skyrocket- 
ing. For example, in Asia Pacific, 
mobile phone sales are expected to 
grow nearly 18 per cent to reach 
472.5 million units in 2008. 
RAHUL SACHITANAND 
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Mumbai 


ICTURE THIS: BY 2020, 
Mumbai and its extended 
suburbs are a dizzying 
maze of flyovers and ex- 
pressways that go on and 
on. Entwined around skyscrapers 
whose terraces hang hidden in the 
clouds, the concrete jungle may not 
be pretty, but it never fails to elicit 
gasps dripping with awe from the 
thousands of immigrants who (still) 
troop into the country’s financial 
capital every day. Visitors to the 
megacity can’t help but marvel at 
the smooth and orderly flow of 
traffic through the labyrinths of six- 
and eight-lane roads and ramps that 
start at Colaba in the south, snake 





over the Arabian sea, and end some 
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Delhi 


100 km off Greater Mumbai limits, 
well into what was a rural, agrarian 
Konkan pasture only a decade ago. 

If the traffic's moving smoothly, 
it’s not just because of the countless 
wide and runway-like roads that 
meander across the Mumbai land- 
scape, almost like random strokes of 
a painter’s brush. The traffic’s hum- 
ming without a glitch also because 
there isn’t much of it on the road. 
That’s because few are keen to drive 
their cars out on these endless tar- 
macs of immaculately laid-out thor- 
oughfares. Few are keen to drive be- 
cause few are willing to shell out a 
small fortune for petrol and diesel. 
Crude oil, the commodity whose 
supply woefully outstrips demand in 


4 3 


Chennai 





Hyderabad 


2020, has crossed $300 a barrel, 
and is still rising. Electric trains, 
buses and even the humble cycle 
have become the average 
Mumbaikars’ vehicles of prefer- 
ence. And thank heavens somebody 
had the good sense to build those el- 
evated sky walks, which ensure that 
walking in the midst of steel and ce- 
ment is still a pleasure. 

Sounds like one of Nostradamus’ 
doomsday prophecies? Perhaps, but 
it’s an eventuality worth losing a 
few days sleep over. After all, when 
much of the initial phase of infra- 
structure creation began a few years 
ago (or some 15 years before 2020), 
oil prices were ensconced in the 
sub-$30 per barrel region. If there 
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Kolkata 


was a scramble to make the big 
cities a moveable feast with fly- 
overs, it was on the assumption that 
affordability of fuel wouldn’t be- 
come an issue. Hindsight is, of 
course, a wonderful thing, but then 
that’s why foresight, though rarer, is 
brilliant. What if spiralling oil 
prices—coupled with ancillary in- 
flationary pressures around con- 
sumers—makes driving a luxury 
that’s increasingly elusive, and the 
wonderful flyovers and express- 
ways just shortsighted marvels of 
fanciful engineering? 

One could argue that infra- 
structure creation is a necessity, and 


the Us has progressed as far as they 
have on the back of a frenetic build- 


_ Ahmedabad 


Pune 


up of road connectivity. True, but 
the only difference is that when 
such construction activity was under 
way in the West, supply of oil out- 
stripped the demand for it. Unlike 
the situation today. 

It’s against such a backdrop that 
Business Today’s Best Cities for 
Business may not remain that way 
for too long. They just can’t. By 
2020, perhaps it will be time for a 
few newly-created special economic 
zones (SEZs)—a la Shenzhen and 
Pudong in China, although that 
may not be a model that is to be fol- 
lowed blindly, either—to creep up 
on the Best Cities list, along with a 
few names that are neglected rural 
outposts today. In fact, with 


Surat Kanpur 


Mumbai clambering to the top of 
the list with almost mindless mo- 
notony, the Best Cities for Business 
makes lesser and lesser sense year af- 
ter year. Till the stock exchanges, 
banks, financial institutions and 
headquarters of India’s biggest cor- 
porations continue to reside in 
Mumbai, few businesses worth their 
balance sheets would consider ven- 
turing away from the commercial 
capital; never mind that it’s rot- 
ting at the seams. If someone can 
create such alternatives from 
scratch, one has a substitute to 
Mumbai. It does, indeed, make 
more sense to build mint-new cities 
than to improve connectivity to 
the decaying ones. 8 
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T IS HALF PAST NINE IN THE 
evening at Fun Republic, a 
mall, across the river Gomti 
in Lucknow and already time 
for ‘official’ closure, but some 
latecomers still rush in to snag those 
last minute purchases. Azhar Javed, 
30, from Bareilly is in no rush. He 
has been here with his wife, Rubina, 
for the past few hours. It is their 
wedding anniversary. Javed, a main- 
tenance engineer with state-owned 
telecom company, BSNL, is well- 
travelled, having worked in Delhi 
and Dubai. However, for now, 
Lucknow is the most convenient 
place to stay. “There has been a 
huge change in the city over the 
last few years. The metro culture 
has.started coming in here in every 
way,” says Javed, adding that the 
city now has all the amenities of the 
big cities. “Except the metro,” 
chimes in his wife. If all goes ac- 
cording to plan, then that too will 
arrive in Lucknow soon after the 
malls and the multiplexes. 
Another man who chose a UP 
city—Kanpur—over Mumbai three- 
and-a-half years ago despite his 
wife’s reservations is S. Kumar. He 
heads operations at a local tannery 
in Unnao, off Kanpur. His reasons, 
though, are completely different. 
“My son was in the final years of 
his school education and Kanpur is LUCKNO \ X / (X. KANPUR 
the only city after Kota that pro- 


vides excellent coaching institutes, " 


š in iB 
he says. The move paid off and 
Kumar's son is now well placed in 
a professional institute. 


If this population of free-floating 
professionals is an accurate barom- 


eter of the attractiveness of cities, Despite negative perceptions about law and 
then surely it is spring ume fer the order and poor infrastructure, two cities from 


top cities in Uttar Pradesh—Kanpur 


and Lucknow. And —À too, Uttar Pradesh—Kanpur and Lucknow-—rise 
ae eae à Sage Tur Duae buoyed by positive consumer and investor 


ness as evident from their grow- 


ing visibility at the Lucknow air- sentiment. Do they denote a glimmer of 


port. This writer found two teams 


of shoe importers—one from Italy NOPE for the rest of UP? sHALINI s. DAGAR 


and the other from Denmark—on 
her flight back to Delhi. 





The changing face: First the metro 
culture, now Lucknow awaits the metro 


PHOTOGRAPHS BY AMIT KUMAR 
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FACT FILE 


Lucknow 
AREA: 143 sq. km 
POPULATION: 2.24 million (200 


MAIN INDUSTRIES: Cement, 
vegetable oils, jute, brassware 
sugar production, textiles, 
leather and footwear, distilleries 
and breweries, glassware 


AVERAGE HOUSEHOLD INCOME 
Rs 2.80 lakh per annum 


RENTS (COMMERCIAL): 
Rs 17-28 per sq. ft 


PEAK POWER DEMAND: 800 MM 
PEAK POWER SUPPLY: 800 MW 
PEAK DEFICIT: None 


POWER TARIFFS DOMESTIC: For 
first 100 units, Rs 1.90 per KWh 
Rs 2.50 per KWh thereafter 


POWER TARIFFS COMMERCIA 
Rs 4.30 per KWh 


POWER TARIFFS PUBLIC LAMPS: 
Rs 3.70-4.10 per KWh 


TOTAL WATER SUPPLY: 
450 million litres per day 


PER CAPITA WATER SUPPLY (CITY 
150 litres per day 


PUBLIC TRANSPORT: Buses, taxis, 
autorickshaws 
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Does it surprise anyone, then, 
that Kanpur rose a decisive two 
places in the BT-Synovate survey 
over its rank last year, while 
Lucknow gained a notch? Quietly, 
almost unnoticed, these cities are 
announcing a new trend—it is of UP 
cities being viable investment desti- 
nations on the back of their low 
cost structures, rising affluence and 
a vibrant and diversified base of 
businesses. According to a recent 
NCAER-Future Capital report, both 


ecosystem of small and medium en- 
terprises that form the backbone of 
the economy. The government, too, 
seems to be getting its act together 
(see Industrial Corridor Picking up 
Steam). Add to it the incremental 
improvements in infrastructure such 
as flyovers and lifestyle options such 
as mushrooming residential and 
commercial complexes and mod- 
ern retail outlets. “There is a huge 
transformation in Kanpur with the 
expansion of the middle class, which 


Mushrooming residential and commercial 
complexes: Kanpur's seeing it all 


the cities have been qualified as the 
new “boomtowns” of India (see 
page 116). Sitting placidly on the 
banks of the Ganges and the Gomti, 
Kanpur and Lucknow, respectively, 
(indeed UP as a whole), have seen 
the rest of India race ahead for far 
too long. 


Inherent Advantages 
For Kanpur, originally known as 
Manchester of the East, the im- 
provement over last year is signifi- 
cant with most votes coming from 
CEOs and industrialists, the spouses 
of executives and B-school students. 
The region between Kanpur and 
Lucknow with its base of small and 
medium enterprises in the leather, 
chemicals, plastics and electronics 
segments, offers unique business op- 
portunities. The region between the 
two cities accounts for a major 
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is emphasising on education and on 
careers in the service sector," says 
Sanjay G. Dhande, Director, IIT 
Kanpur, who came to Kanpur as a 
student and has made it home for 
the past 37 years. 

Yasho V. Verma, Director 
(Human Resources and Manage- 
ment Strategy) at consumer elec- 
tronics major LG India, who traces 
his roots to Lucknow, says that 
there was always a lot of money 
with the consumers in the region, 
but the improvement in the con- 
sumer confidence has come from 
the host of new service-related in- 
dustries setting up base in the state. 
Read: financial services, tourism- 
related and other services. 

The same is true of the state's 
political capital, Lucknow, which 
often boasts of infrastructure supe- 
rior to Kanpur in every way. Nearly 


FACT FILE 


Kanpur 
AREA: 260 sq. km 


POPULATION: 2.51 million (2001) 


MAIN INDUSTRIES: Leather 
products, textiles, fertilisers & 
chemicals, hosiery, soaps & 
detergents, electrical goods, etc. 


AVERAGE HOUSEHOLD INCOME: 

Rs 1.59 lakh per annum 

RENTS (COMMERCIAL): 
UptoRs30persq.ft — 
PEAK POWER DEMAND: 499 MW 
PEAK POWER SUPPLY: 290 MW 
POWER SURPLUS/ DEFICIT: 205 MW 


POWER TARIFFS DOMESTIC: For 
first 100 units, Rs 1.90 per KWh; 
Rs 2.50 per KWh thereafter — 
POWER TARIFFS COMMERCIAL: 

RS 4.20 per EAN wr. 
POWER TARIFFS PUBLIC LAMPS: 

Rs 3.70-4.10 per KWh 


TOTAL WATER SUPPLY: 
385 million litres per day = 


PER CAPITA WATER SUPPLY (CITY): 
92 litres per day 


tempos, autorickshaws 


all the big, organised real estate de- 
velopers—the Sahara Group, 
Unitech, Ansals, among others— 
have a presence in the city. DLF an- 
nounced a project in Lucknow last 
month. Compared to major met- 
ros, housing is still affordable, and 
that translates into a lower cost of 
living. “Lucknow has most of the 
amenities of a metro and yet re- 
tains the distinctive charm of a co- 
hesive and harmonious town," says 
Jayant Krishna, Principal 
Consultant, Tata Consultancy 
Services (TCS), and President, 
Lucknow Management Association. 

Tata Consultancy Services' 
global delivery centre in Lucknow is 
500-people-strong and an upcoming 
facility will increase head count to 
3,000 over the next year. “We have 
had a long association with the city 
and have found the going to be 


_ First thing to remember, 
we were here second. 


| 





very encouraging. We have low 
attrition, high employee satisfac- 
tion and a strong quality process 
rigour,” adds Krishna. In fact, a re- 
cent NASSCOM and AT Kearney study 
on attractiveness of 50 cities across 
India for setting up of IT-ITeS/BPO op- 
erations found Lucknow in the chal- 
lenger league—the category that 
follows the top seven destinations. 
Even now nearly 400-500 people 
every month are hired for IT/ITes 
sector from Lucknow alone. 

A formidable higher and tech- 
nical education infrastructure is one 
reason for the plentiful talent. up has 
16 general universities, three tech- 
nical universities, an Indian Institute 
of Information Technology and a 
large number of polytechnics, en- 
gineering institutes and industrial 


Lucknow's malls: 


RA r 
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____ Flyovers galore: There have 
gm been vast improvements in 


lucknow’s infrastructure 


= 
“Se 





training institutes. This is, of course, 
apart from the world famous Indian 
Institute of Technology at Kanpur 
and the Indian Institute of 
Management at Lucknow. 

Despite these inherent natural 
advantages, big-ticket investments 
still elude the state. “Lot of peo- 
ple want to do many things here. 
Yet, there has to be that one big 
investment in the knowledge sector 
before others can follow,” says Devi 
Singh, Director, iiM Lucknow, 
adding that it is a matter of per- 
ception more than anything else. 
What deters investors? Mostly it is 
perceptions about the law and order 
situation, a stifling bureaucratic- 
police culture with crumbling urban 
infrastructure and extremely poor 
connectivity. A Kanpur-based 


Sizing up UP 


@ India's most populous state with over 


- 16.4 per cent of the country's population. 
-= @Fourth-largest state, covering 9 per cent 


of the country’s geographical area. ——— 
@ Has a per capita income of Rs 13,262 
compared to the national average of 

Rs 25,716. 


@ Has a literacy rate of 56.27 per cent 
as against the national average of 
64.84 per cent. 


e Its installed power capacity is 9,225 
MW as compared to 19,820 MW of 
Maharashtra, — —— 1 
e Has no international airport or sea ports 
(the latter because it is landlocked). 


What works for 
Kanpur and 
Lucknow ... 


@ A thriving, diversified ecosystem of 
small and medium enterprises. Kanpur 
was earlier known as Manchester of 
the East. e 

@ Rising affluence leading to increasing 
consumption evident in mushrooming 
malls and multiplexes. 


@ Cost of living is still quite low relative 
to many other emerging urban centres. 


@ Perception about safety and law and 
order has improved with government's 
strong drive against lawlessness. 


@ These two districts show the highest 
enrollment for school-going children 
in Uttar Pradesh, — 


€ A huge education infrastructure by 


= Way of universities, academic 


institutions and training academies. - 


Jf e Townships with modern amenities 





š! are cropping up. 


| ...and what doesn't 


@ The perception that it is an 
industry-unfriendly state. 


ma 9 Negative perception about red tape, 
F corruption and crime. 


€ Lack of adequate infrastructure. 
€ Poor connectivity. 
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industrialist complains that the state 
government’s approach is negative 
for investments. “Tell me why has 
no major hotel chain come here?” 
he gripes. And this sentiment breeds 
a vicious self-perpetuating circle. 
However, the stability of the 
current government coupled with its 
strong drive on ensuring law and 
order seems to have helped as can 
be seen from the improvement in 
rankings of both Kanpur and 
Lucknow. “The law and order sit- 
uation has certainly improved 
throughout the state under the pres- 
ent regime, and that has boosted 
investor confidence,” says LG’s 
Verma. Government initiatives re- 
lated to specific industries like the 
leather technology park or the 
hosiery industrial park also could 
work wonders if the improvements 
stay the course. For instance, 
Mirza Tanners, one of the big em- 
ployers in the city, is investing 
Rs 150 crore in a new factory off 
Kanpur. Managing Director, Rashid 
Mirza, who moved to Delhi 
10 years ago, says: “I still believe in 
Kanpur. That is the reason we are 
continuing to invest in the area.” 
Incremental improvement in in- 
frastructure will help. For instance, 
residents take pride in the malls, 
multiplexes and the ocassional fly- 
overs. That props up business sen- 
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Shoe factories: Attracting shoe 
importers from across the'wortd 





| Industrial Cousin Picking up Steam 


qx up by the Mulayam Singh government for the development of the 

; industrial corridor between Lucknow and Kanpur, Lucknow Industrial 
Development Authority (LIDA) finally seems to have started attracting 

_ investors. International firms like Saudi Arabia-based Al Oula Development 
Company, UK-based London International Hospital and Indian companies — 
{ike Uppal and HCL are believed to have evinced interest. Currently, 2,000 - 
acres of land needed for the first phase of the project is being acquired. 

Š -HUDCO i is helping finance the project while Delhi-based School of 
Planning and Architecture is preparing the Master Plan for the area. 


timent, too. Plus, Kanpur munici- 
pality recently got itself rated as 
part of the reforms linked to the 
National Urban Renewal Mission. 

Then, there is the unbeatable 
advantage of these teeming towns' 
proximity to consumer markets. 
As S.K. Verma, Managing Director, 
Uttar Pradesh State Industrial 
Development Corporation, UPSIDC, 
says quite pragmatically: *The 


ride: World- 
Di ildings 


market is here with nearly a fifth of 
the country's population in the 
state. Whatever is made, wherever 
it is made, much of it will have to 
come here." 


Problems Remain 
This is not to say that the road to sal- 
vation for UP will be easy. As tr 
Kanpur's Dhande says, while the 
turnaround has happened at the 
level of the middle class family, it has 
not spread to the entire state. 
Political brinkmanship still domi- 
nates and demolition or recon- 
struction of memorials and the size 
of statues are major issues in the 
heat and dust of UP politics with 
real issues such as education and 
healthcare often taking a backseat. 
However, if there is one hope, it 
is the ambition of the current Chief 
Minister to lead the country as its 
Prime Minister. As one academi- 
cian says: "Anyone who can de- 
liver UP, cannot be denied the post 
of the Prime Minister." The moot 
question is whether the current 
regime will deliver Ur. m 








as easy as changing your 


NESTLÉ introduces NESVITA PR0-HEART 
Milk with Omega 3 that helps manage cholesterol: 


NESVITA PRO-HEART is your regular milk enriched with 
Omega 3 nutrients. Tasty and nutritious, NESVITA PR0-HEART 
is a healthy new way for you to look after those you love, 
day after day, every day! 


Your milk gets even better: 
Omega 3 is scientifically known to help 


manage cholesterol. |t is scientifically 
» known to help decrease LDL (the 'bad' side 
' of cholesterol) and 
increase HDL (the 'good' 
side of cholesterol) as AQ 


part of a balanced diet and healthy lifestyle. 


98% + EVA T 


"m friendly! 


Less fat Healthier fat 


== You can drink it plain or make tea, coffee, milkshakes, 
sa Sweets etc. 


G 
NUTRITION 
if’ / ! 






















Ly. af —— — 





W, Day, H 


bt cover story 


HEN BANGALORE'S 
software czars speak 
up on any issue, 
even local ones, 
their words echo in 
the national media. In May this 
year, many of them openly criti- 
cised the plan to shut down the old 
HAL airport and demanded that it be 
kept functional till the connectiv- 
ity Issues dogging the new Bangalore 
International Airport were sorted 
out. The government stuck to its 
guns on shutting down HAL (it was 
obliged to, under the terms of its 
contract with Bangalore Interna- 
tional Airport Limited, promoted 





by a Siemens-led consortium) but 
took prompt action on their com- 
plaint. The 33-km stretch from the 
Vidhana Soudha, the seat of power, 
to the new airport can now be cov- 
ered in an hour or even less, com- 
pared to 90-120 minutes earlier. 
This clout can be interpreted in 
any which way, depending on which 
side of the ideological divide one 
stands. Home to an estimated 
600,000 techies and about 1,900- 
big, medium and small rr companies, 
Bangalore is a dream destination 
for many young people aspiring for 
a career in its booming IT industry. 
However, many locals, left un- 


Back at #2 


M. Its infrastructure may be creaking at the seams, but a slew 
of recent improvements have ensured that India's "Silicon 
Valley’ is back among the top CITIES. K:R. BALASUBRAMANYAM 


touched by the software-fuelled 
prosperity, are chaffing at the in- 
vasion of “outsiders” into this one- 
time pensioner’s paradise and are 
struggling to cope with the rising 
prices they blame them for. But the 
fact remains that Bangalore is India’s 
premier software city, famous for its 
pubs, malls, multiplexes and lux- 
ury retail outlets. Says Angshik 
Chaudhury, Cisco’s Globalisation 
Director (Operations): “Bangalore is 
inclusive and non-aggressive with 
weather to die for.” 


Infrastructural Bottlenecks 
There’s a flip side to Bangalore’s 





Cutting commuting time: The widened road (Bellary Road) to Bangalore International Airport 


80 BUSINESS TODAY 


SEPTEMBER 7 


development as India’s window 
to the world. The city has out- 
grown its infrastructure. The new 
residential spaces and commercial 
hubs, being outside the city, take 
hours to reach, both due to nar- 
row roads and traffic congestion. 
That, however, will, change if the 
government has its way. A year- 
and-a-half ago, it notified the cre- 
ation of Greater Bangalore. At 
one stroke, that tripled the city’s 
area from 225 sq. km to 740 sq. 
km. Eight urban local bodies on 
the city’s periphery and 111 vil- 
lages of Bangalore Urban District 
are now part of Brihat Bangalore 


Mahanagara Palike (BBMP). 

The new Bangalore means new 
investments for creating and up- 
grading road and sewage infra- 
structure, providing piped water 
supply and augmenting transport 
services. Says Arvind Shrivastava, 
Managing Director, Karnataka 
Urban Infrastructure & Finance 
Corporation (KUIDFC), which as- 
sists urban agencies with planning, 
financing and expertise to develop 
infrastructure: “Bangalore requires 
Rs 24,000 crore for upgrading 
municipal services and another Rs 
42,000 crore to improve its trans- 
portation infrastructure.” 
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Promises to keep: The new 
Bangalore Airport 
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FACT FILE 


AREA: 740 sq. km 
POPULATION: 8 million 
ROADS: 1,500 km 


MAIN INDUSTRIES: Information 
Technology, Textiles, 
Automobiles 


PER CAPITA INCOME: 
About Rs 50,000 per annum 


RENTS (COMMERCIAL): 
Rs 70-200 per sq. ft/month 


PEAK POWER DEMAND: 6,700 MW 
PEAK POWER SUPPLY: 5,780 MM 
PEAK DEFICIT: 900 MW 


POWER TARIFFS DOMESTIC 
Rs 1.85-2.90 per unit 


POWER TARIFFS COMMERCIAL: 
Rs 5.05-6 per unit 


POWER TARIFFS INDUSTRIAL: 
Rs 3.30-4.05 per unit 


TOTAL WATER SUPPLY: 
950 million litres per day 


PER CAPITA WATER SUPPLY: 
147 litres per day 


PUBLIC TRANSPORT: BMTC buse 
1 lakh autorickshaws 
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DEEPAK G. PAWAR 


° Kiran Mazumdar-Shaw - 
: CMD/ Biocon | | 


“Growth has outpaced i infrastruc: 3 


: ture development, a gap that is - 





: being corrected ona war footing" um | : 





A Metro Rail project is already 
underway and will be in place by the 
end of 2011. The state government, 
headed by Chief Minister. B.S. 
Yeddyurappa, has provided Rs 700 
crore for the project this year, and al- 
located another Rs 1,800 crore for 
infrastructure development. 

Industry leaders are, for a 
change, happy with the govern- 
ment. “The city’s infrastructure has 
improved quite noticeably,” says S. 
‘Kris’ Gopalakrishnan, CEO & MD, 
Infosys Technologies, but notes that 
change has to take place faster to 
make a bigger impact. “The new 
airport is an improvement over the 
previous one, but again, connectiv- 
ity remains poor and needs to be 
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alakrishnan _ 
fosys Technologies 
i "The new airport is an improvement, n. 
: but again, connectivity remains poor — 
i and need to be improved” 


: MD & CEO/ 


improved,” he adds. 

Others are even more forth- 
right in their praise for the city. 
“Bangalore is, undoubtedly, India’s 
best city,” declares Kiran 
Mazumdar-Shaw, Chairman & 
Managing Director, Biocon. That 
claim will be more widely en- 
dorsed, however, only after its 
groaning infrastructure is fixed. 
“Bangalore’s growth has outpaced 
its infrastructure development, but 
we are correcting this gap on a 
war footing,” she says, adding: 
“We will have to remain content 
playing second fiddle (#2 rank) 
for a while but I am sure Bangalore 
will regain its premier status before 
long.” Cisco’s Chaudhury comes 





-= e Angshik Chaudhury 
= į Globalisation Director (Operations), Cisco 
-į "Multiple, self-sustaining — 

Í townships will make living i in 
"PUSH G convenient” qu 





up with a suggestion: *Multiple, 
self-sustaining townships will de- 
congest Bangalore and make living 
convenient and affordable." 

Apart from the road to the new 
airport, the government is working 
towards putting in place a high-speed 
rail link from the city to the airport. 
Besides, 10 flyovers and underpasses 
have been planned on the Outer 
Ring Road at a cost of Rs 350 crore. 
Multi-storey car parking facilities 
are also planned at 40 places in 
Bangalore under the public private- 
partnership model. 


Cost of Living An Issue 
There's another problem. Says 
Shrivastava: “About 40 per cent of 
the city's residents are poor, and 
about half this number (18 per cent) 
live in slums. Thus, housing for the 
poor at an affordable price has to be 
our mandate." 

But it isn't just the poor who 
face a problem. Several white-collar 
employees also find the cost of liv- 
ing in the city prohibitive. Petrol 
prices, at Rs 57.15 per litre, are the 
highest in the country. Real estate 
prices, which had zoomed 50-60 
per cent between 2002 and 2007, 
have moderated somewhat—prices 
have fallen 15-25 off their peak— 
but areas such as Koramangala, 
Bellary Road, Malleshwaram, pre- 
ferred by mid- to senior-level exec- 
utives, are still considered out of 
reach by most. 

Not surprisingly, the demand 
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for houses is down; and some 
projects have even reported “neg- 
ative sales"—cancellations are 
higher than sales. But millions of 
Bangaloreans live in rented ac- 
commodation and nurse hopes of 
owning home one day. Amit 
Bagaria, CEO of Asipac Group, a 
property marketing company, ex- 
plains the contradiction. “The flats 
have no takers because they are 
priced above the budgets of 
prospective buyers," he says. 


Still A Favourite 
In spite of complaints about creaking 
infrastructure, Bangalore's sheen 
has not waned. Every week, two or 
three new companies announce 
plans of setting up shop in the city. 
When, for instance, US networking 
giant Cisco was scouting for a loca- 
tion for its second global headquar- 
ters, Bangalore emerged as the ob- 
vious choice. Cisco's Globalisation 
Center Fast in the city is its largest 
outside the Us. As many as 140 Ir 
companies function out of the 
International Tech Park, Bangalore 
(ITPB), developed by Ascendas, an 
arm of the Singapore government. 
ITPB is expanding further to meet 
the rising demand for space from 
both new and existing firms. 
That's hardly surprising. At 
Rs 56,000 crore, software exports 
from Bangalore account for 37 per 
cent of India's total software ex- 
ports and its share is more than 
twice that of Hyderabad, the second- 
largest IT export centre in the coun- 
try. ^We have taken several initia- 
tives that require minimum incuba- 
tion before they yield results," says 
Ashok Kumar C. Manoli, Principal 
Secre-tary, IT & Biotechnology, 
Karnataka. In three months from 
now, the first phase of the 106-acre 
Biotechnology Park will open. 
Nevertheless, it may appear 
strange that the tech hub lacks a 
Wi-Fi network, though many indi- 
vidual campuses already have it. 
Manoli assures that that Bangalore 


84 BUSINESS TODAY SEPTEMBER 7 2008 


‘CM Will Review City's Progress’ 


Karnataka's Urban Development Minister S. Suresh Kumar has been ` 
in office for two-and-half months now. In this time, he has initiated 
consultations with civic heads to understand critical urban issues 

and find solutions. Kumar spoke to Business Today's K. R. 
Balasubramanyam on the government's plans for Bangalore. Excerpts: 





Investors regularly complain about the prob- 
lems they face in Bangalore. What is the 
government doing about them? 

Investors complain mainly about two 
issues—delays in government approvals 
and poor infrastructure. We are taking steps 
to make the approval process simple. As for 
infrastructure, the Chief Minister (B.S. 
Yeddyurappa) will shortly set up and per- 
sonally head a committee that will review all 
ongoing infrastructure projects every quarter 
and publish an action taken report. This 


will ensure that complaints regarding poor infrastructure are addressed 


properly in a time-bound manner. 


Where do you want to see Bangalore at the end of five years? 

In the last 10-15 years, Bangalore has grown exponentially. Our goal 
is to upgrade its infrastructure and make it the best city in India. We want 
to restore its old charm and make it liveable. 


What is the scope of fresh investments in Bangalore? 
It's massive. Apart from IT and biotechnology, investments are still 
coming into the garments and manufacturing sectors. 


How will the government fix the power shortage? 


We have planned projects within and outside Karnataka and will 
soon move towards becoming a power-surplus state. | 


Does the government have resources to execute infrastructure projects? 
These days, funds are not a problem. The will to perform is. And we have 


the will in ample measure. 


Your comments on Bangalore's rise in the BT rankings... 
It has come as a shot in the arm and increased our responsibility towards 


the city. 


will have a technology more ad- 
vanced than Wi-Fi soon. 


It’s Nanotechnology Next 

Bangalore is now looking to repli- 
cate its success in IT in the nan- 
otechnology space. The first step 
in this direction is the setting up 
of the Indian Institute of Nanotech- 
nology, which is expected to come 
in about two years “We have taken 
a number of measures to accelerate 
the growth of the nanotechnology 


sector on the lines of IT and 
biotech,” says Manoli. 

But before that happens, the au- 
thorities still need to fix the city’s in- 
frastructure. Here, the pessimism 
that pervaded through the corridors 
of India Inc. even a few months ago 
has been replaced with an optimism 
that Bangalore is once again a city on 
the move. That can only be good 
news for all the existing and new 
companies that have made, or want 
to call, Bangalore their home. m 
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face, but also evaluate existing counter-measures, train 
their staff and develop effective anti-fraud policies 
systems and controls. With an aim to provide greater 
protection against the threat of fraud and meet regulatory 
requirements, we use sophisticated data analytics to 

sift through large volumes of company information to 
test controls and highlight fraud ‘red-flags', trends 

and anomalies. 


For more information, please contact: 


Deepankar Sanwalka 
Executive Director - Forensic 
e-Mail: dsanwalka@kpmg.com 
Tel: +91 124 3074302 


or visit us at 
in.k«pmg.com 
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Capital Challenge 


No doubt the city's infrastructure is improving, but its 
satellite towns are still a mess and, worst of all, crime 
continues to be a serious problem. nisi Josu: 
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GETTING x 
A FACELIFT something the ordinary Delhiite is 


reconciled to. 
Not the most conducive busi 
ness environment, but then these 


: are not the only reasons why Delhi 
37 flyovers completed during the past la P ree : 
eight years. 16 more flyovers and rail lis, CHE eem m a 
over bridges (ROB) are under construc- survey of “Best Cities for Business 
tion to further ease traffic bottlenecks in India (it has been displaced by 
| rg Kn: Bangalore at the No. 2 slot while 
Mumbai continues to rule at No. 1). 
Its Achilles’ heel, CEOs say, continues 


The city is getting spruced up for the 
Commonwealth Games in 2010 


e Decongesting the highways: 


e Metro project on overdrive: 
Expected to be completed before 
Commonwealth Games. It would 


interconnect the entire National Capital to be its poor law and order situa- 
Region including Noida and Gurgaon. tion. Says Pramod Bhasin, President 
More than 400 km lines to crisscross the and CEO, Genpact, which is head- 
NCR. It would further take traffic quartered in Gurgaon, near Delhi: 
off the roads “Law and order is the biggest factor 
@ Leg up for power reforms: impacting the business sentiment 
A major thrust area. The city administra- in the national capital region (NCR). 
tion intends to spend over Rs 4,500 The safety of women, in particular, 


crore on energy during 2007-12 to 
make Delhi a power-surplus region 
soon. Efforts on for new power projects 


Is an issue." Something for the au- 
thorities to chew on. 


in the region besides paring transmis- Having said that, while law and 
sion and distribution losses order remains a grey area and a 
© Alrport gets a makeover: — ipo, resi p "hi 
A new terminal and runway are under qas DUE FORMEN cu SR 
construction at the Indira Gandhi when things seem to be looking 
International Airport and scheduled up for the capital. The city is get- 
for completion in 2010. This is expected ting a makeover with an eye on 
to increase capacity to 37 million the Commonwealth Games in 
pa qS a year 2010. If things go as planned, the 
e Hospitality industry booms: city's basic infrastructure will get a 
The NCR is expected to see an complete overhaul in another two 
estimated 27 new hotels, serviced years. Attempts are being made to 


apartments and mixed-use 
developments with approximately 4,900 
rooms in various categories over 

the next three to four years 


transform Delhi completely with 
the objective of making it a world 
class city by 2010. 





WvVINDnNÍV 


Game for the Games: Construction work is on at the Emaar- 
x . f. MGF Commonwealth Games villagesto house the athletes 

ELHI MAY BE THE CAPI- i — s aime cuu — s 
tal and the political ; | 
nerve centre of the 
country but its prob- 
lems are common- 
place in most other Indian cities. 
The recent sporadic monsoon 
showers that inundated the city and 
almost brought it to a standstill ex- 
posed the complete lack of civic 
governance. There are other tell- 
tale signs that the city's infrastruc- 
ture is stretched to the limit —power 
outages, potholed roads, traffic 
snarls and overcrowded airports is 
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Travel Super Highway 

Delhi over the next few years will 
have a significantly improved road 
and transport infrastructure (a six- 
lane section of National Highway 8 
connecting Delhi and Gurgaon is al- 
ready functional). More flyovers 
and underpasses will be constructed 
across Delhi to decongest traffic. 
Keeping in view the need for in- 
frastructure development in the 
capital ahead of the Games, the 
Municipal Corporation of Delhi 
has given its approval for construc- 
tion of six new flyovers. Work on 
the proposed flyovers would start 
within six months. This is in addi- 
tion to 37 flyovers that have been 
completed over the past eight years 
and 16 more flyovers and rail over 
bridges (ROB) are under construc- 
tion. In the coming few years, Delhi 
is expected to be a city with mini- 
mum red lights, which means that 
the traffic problem will be reduced 
to a great extent. Says Bhasin: 
“Certainly a lot of emphasis is being 
laid to rebuilding roads and decon- 
gesting them. A lot of the credit 
goes to Shiela Dixit who is an out- 
standing Chief Minister.” 

Then, primary facilities of trans- 
portation would improve for Delhi 
residents, with plans to expand 
the existing Metro Rail Service to 
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Sold 6n Metro: The 


MRT service is a hit 





VITAL STATS 


POPULATION: 15.5 million 

HOUSEHOLDS: 3.3 million 

AVERAGE FAMILY SIZE: 4.8 

SHARE OF NUCLEAR HOUSEHOLDS: 79.8(%) 


Rich and Flashy 


A large middle-class population that also 
believes in spending keeps Delhi ticking. 


INCOME BREAK-UP 


@ Average Household Income: 4,08,237 
(2007-08 estimates, expressed in 2004-05 INR) 


@ Annual Household Income Growth: 10.8 
(2005-08 average, %yoy) 


€ Spending Propensity*: 50.2 
Income distribution 
LOW INCOME: 3.8 
ASPIRANT : 24 
MIDDLE CLASS: 61.7 
HIGH INCOME: 10.5 


Asset Penetration 


(96 of total households) 
CAR 35 | AC 6.4 


BICYCLE 17.5 | REFRIGERATOR 82.5 
COLOURTV 76.4 | W. MACHINE 63.4 
DVD PLAYER 34.8 | MICROWAVE 4.3 
COMPUTER 10.8 | MOBILE PHONE 59.7 


*(Household consumption expenditure as a share 
of income, 96) 
Source: NCAER 





other parts of Delhi and NcR. The 
current 65-km-long Delhi Metro 
Rail's expansion plan calls for more 
than 400 km of lines to crisscross 
the city and extend to the suburbs 
of Noida and Gurgaon before the 
Commonwealth Games. Besides 
providing convenience of travelling 
within the city, Metro Rail offers 
better connectivity with the satel- 
lite twin cities of Gurgaon and 
Noida. It has the potential to be- 
come the “life line" of Delhi as 
people are slowly becoming de- 
pendent on the Metro for com- 
muting to different pockets of the 
city. Already the *Delhi Metro 
Project" has been recognised all 
over the world for its hi-tech rail 
and better equipped transport sys- 
tem. Says Chandrajit Banerjee, 
Director General, cu: “The metro 
would be instrumental in providing 
proper connectivity between all 
the major regions of the NCR." 
The city's international airport, 
too, is being spruced up. A massive 
expansion project is underway at 
the Indira Gandhi International 
Airport. À new terminal and runway 
are under construction and sched- 
uled for completion by 2010. This is 
expected to increase capacity to 37 
million passengers a year. More ter- 
minals and runways are planned 
thereafter, since the airport author- 
ities are expecting a capacity of 100 
million passengers a year by 2026. 


Power Back-up 

Power has emerged as another thrust 
area for the government. Capacity 
building on the electricity front is a 
priority concern for the city govern- 
ment, which intends to spend more 
than Rs 4,500 crore on energy dur- 
ing 2007-12, while in excess of Rs 
600 crore would be spent in the cur- 
rent financial year alone. Though 
the Commonwealth Games are to be 
held during October 2010, when 
the power demand is normally not 
very high, the government is taking 
no chances. The city's peak hour 
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ADMISSION INVITATION Beginning July 2009 





Post-Graduate Programme in 





Management (PGPM) 
+ 


Post-Graduate Programme in 


Human Resource Management (PGP-HR) 
in collaboration with National HRD Network 


* 


Post-Graduate Programme in 


International Management (PGP-IM) 
in collaboration with ESCP-EAP, France 


è 


National Management Programme (NMP) 





MDI - Ranked Consistently amongst TOP 4 B-schools in India 


Admission Procedure 

@ MDI uses CAT for short listing candidates for all the above 
programmes. 

@ Appear for the Common Admission Test (CAT) to be conducted by the 
IIMs on Sunday, 16" November, 2008. The last date for obtaining CAT 
bulletin from select Axis-Bank branches is 8^ August 2008 and from 
IIMs is 13^ August 2008. 

@ IMs have no role either in the selection process or in the conduct of 
the programme. 

€ Apply to MDI by filling in a separate application form for 
each programme. 

€ Foreign / NRI applicants can apply by submitting valid GMAT scores 
(taken not later than October 2008). NRI applicants residing in India 
during July-December 2008 will have to appear in CAT. 

€ Final selection will be based on the performance in the CAT / GMAT 
and subsequent group discussion/simulation exercise and 
personal interview. 


MDI Prospectus and Application form 

Available At: MDI Campus. Gurgaon or MDI Counter, Reception 
Lobby, IFCI Tower, 61, Nehru Place, New Delhi-110019 
(Tel. No. 26438471, 26434674). 

Select branches of Bank of Baroda (Please visit our website at 
www.mdi.ac.in for further information) 


Available from: 18" August - 12" November 2008 
Monday - Friday between 10:00 am — 5:00 pm 


Application Fee 


The MDI Prospectus and Application Forms are available on cash 
payment of Rs. 1600/- (including Application Processing Fee). Applicants 
wanting to obtain Application Form by post will have to send a crossed 
Demand Draft of Rs. 1,750/-. Foreign / NRI applicant can obtain the 
Application Form and bulletin by sending a Demand Draft of either 
US $100/- or Rs. 4,550/- or on cash payment of Rs. 4,500/- at MDI 
counter. The Demand Draft should be in favour of “Management! 
Development Institute" payable at New Delhi. Along with the 
demand draft, the applicants requesting for application forms by 
post should also send 2 self-adhesive stickers with their address 
and telephone numbers written thereon. The choice of programme 
should be written clearly on the envelope enclosing the demand draft 
Prospectus once sold will not be taken back. 


Eligibility 

Minimum of 3-year Bachelor's degree or equivalent in any discipline 
recognized by the Association of Indian Universities / AICTE as eligible 
for Post-Graduate Studies in Management. 

Candidates completing all requirements, for obtaining the Bachelor's 
degree by 30^ June 2009 can also apply subject to furnishing evidence to 
that effect latest by 1* October 2009. 

Additional requirement for NMP: Minimum 5 years of post qualification 
executive (Class | or Officer Grade) work experience is also required. 
The last date for receiving completed filled-in application forms: 
14" November 2008. 


For more information please log on to www.mdi.edu or www.mdi.ac.in 


MDI at a glance 


e 100% placement year after year 

e Average salary 2008 for PGPM, PGP-HR, PGPIM was 
Rs. 12.50, Rs. 11.29 & Rs. 11.88 lakhs respectively 

e Largest international exchange program in India 

e Two out of every three students completes a term abroad 

e 80 nationally & internationally acclaimed full time faculty 

e 40 acres of lush green Campus 

e Fully residential Campus 

e Strategically located in the corporate hub of India 

e Continuous mentoring by industry professionals 

e Largest School for Continuing Education in Managemen! 


For further information, please contact Admission Office: MANAGEMENT DEVELOPMENT INSTITUTE 
Phone: (0124) 4560800, 4013050-61, 2340153, 2340173 Fax: (0124) 2341189, 2342244 email: admissions@mdi.ac.in 


www.mdi.ac.in 


OTHER FLAGSHIP PROGRAMMES OF MDI 


* Post Graduate Diploma in Public Policy and Management 
* Post Graduate Programme in Energy Management 


* Fellow Programme & Executive Fellow Programme in 
Management (Equivalent to Ph.D in Management) 
* Executive Management Programme (Part-time) 








www.mdi.edu 
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demand is unlikely to cross the 
6,000-Mw mark in the near future. 
The authorities are now targeting 
7,000 MW power capacity over the 
next two years to have a comfortable 
surplus. The city will get power from 
the Damodar Valley Corp., National 
Thermal Power Corp., Dadri power 
plant, Jhajhar plant and the Pragati 
power plant that would stack up to 
over 4,000 Mw. The government 
intends to get another 1,800 MW 
from local sources in addition to the 
existing installed power generation 
capacity of 932 MW. 

It will also initiate certain cor- 
rective measures to streamline 
power supply. The transmission 
and distribution loss is being tack- 
led—it was around 49 per cent in 
2007-08 against the national figure 
of 30-31 per cent. The govern- 
ment is also looking at a couple 
of new projects from the Centre’s 
capacity addition programme for 
the 11th Plan period (2007-12). At 
the moment, the city stands to get 
750 MW from the upcoming power 
plant at Jhajhar in Haryana. 
Officials point out that while the 
central government had fixed the 
capacity addition of 78,577 Mw 
for the 11th Plan period, no project 
had been earmarked for Delhi and 
efforts are on to get some projects 
in the city-state territory. Says Amit 
Mitra, Secretary General, FICCI: 
"Over the last 15 years, the state 
has not been awarded a single 
power project and that's quite 
disappointing." 


Atithi Devo Bhava' 
The hospitality industry in Delhi 


and the National Capital Region 
(NCR), too, is slated to undergo a 
major revamp as the city gears up to 
host business tourists from across 
the globe in the face of large-scale in- 
vestments. Says Banerjee: “Clearly, 
it’s an important focus area if Delhi 
is to emerge as a business hub. We 
need more hotels in the city across 
categories from five-star to budget 
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Horizontal spread: Gurgaon is the new 
business hub, but infrastructure sucks 


Road to growth: A section of 
the Taj Expressway in Noida 
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hotels". The NCR is expected to see 
an estimated 27 new hotels, serviced 
apartments and mixed-use devel- 
opments with approximately 4,900 
rooms in various categories over 
the next 3-4 years. 

Delhi, then, analysts say, has the 
potential to emerge as India's most 
favoured investment destination 
over the next few years. More so, it's 
felt that with the inception of the 
NCR region, Delhi has been partly re- 
lieved of the burden of growing de- 
mands from corporate bodies and 
government establishments. The city 
needed more expansion and a better 








infrastructure to meet the demands 
of globalisation. However, with the 
development of satellite cities like 
Gurgaon and Noida, this problem 
was solved to a great extent. Says 
Mitra: “Unlike Mumbai, Delhi still 
has space available to expand in the 
NCR region, particularly along the 
Gangetic plain." 

However, despite the flurry of 
initiatives, there is one area where 
the capital still falls short: law and 
order, which appears be the biggest 
impediment in Delhi emerging as 
the best city for business in India. Are 
the authorities listening? m 
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Can It Cope? 


India's southern-most metro has been receiving lots of 
[T and auto industry investments. The big question: is 
the city capable of handling such explosive growth? 


N. MADHAVAN 
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HE NONDESCRIPT OFFICE 
in Chennai’s Egmore 
area that houses the 
Guidance Bureau, the 
single-window invest- 
ment facilitation office of the Tamil 
Nadu government, has never seen 
as much activity since its inception 
in the early 1990s as it has over 
the last 26 months. During this 
period, foreign direct investment 
worth Rs 25,683 crore has found 
its way into Tamil Nadu (mostly in 
and around Chennai). That apart, 
projects worth Rs 16,000 crore 


[Vu AVHS33 “9D 


FACT FILE 


AREA: 1,189 sq. km 
POPULATION: 7.5 million 


MAIN INDUSTRIES: Information 
Technology, ITES, Auto, Telecom 
Hardware 


PER CAPITA INCOME: 
Rs 21,885 per annum 


RENTS (COMMERCIAL): RS 60-90 
per sq. ft 


PEAK POWER DEMAND: 9,267 MW 
PEAK POWER SUPPLY: 8,800 MW 
POWER DEFICIT: 467 MW 


POWER TARIFFS DOMESTIC: 
Rs 1.85-2.90 per unit 


POWER TARIFFS COMMERCIAL: 
Rs 5.05-6.00 per unit 


POWER TARIFFS INDUSTRIAL: 
Rs 3.30-4.05 per unit 


TOTAL WATER SUPPLY: 950 million 
litres per day 


PER CAPITA WATER SUPPLY (CITY): 
147 litres per day 


PUBLIC TRANSPORT: Buses, 
Suburban Trains, Taxis and 
Autorickshaws 
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have been finalised and are awaiting 
official announcements. 

For M. Velmurugan, Director, 
Guidance Bureau, and his staff, it 
has been a period of extended office 
hours and lost weekends. *We close 


a minimum of one project worth at 
least Rs 400 crore every week," 
says Velmurugan, who is also the 
point-person for hard-selling Tamil 
Nadu as an investment destination. 

Among the big-ticket invest- 
ments his department has bagged 
are the Rs 4,500-crore Renault- 
Nissan car project, the Rs 3,000- 
crore Daimler-Hero commercial 
vehicle facility, Hyundai's Rs 4,000- 
crore second-phase expansion, 
Moser Baer's Rs 2,000-crore photo 
voltaic manufacturing plant, Apollo 
Tyres’ Rs 500-crore radial tyre plant 
and Nokia-Siemens’ Rs 300-crore 
telecommunications equipment 
manufacturing facility. 

But Velmurugan prefers to 
showcase the state of existing in 
vestments to highlight Chennai's 
competitive edge: Nokia's India op- 
erations, he says, began in January 
2006 with just over 500 employees. 
Today, its staff strength is 8,000 
(its vendors in the Nokia sEz employ 
another 15,000 people). In fact, 





Nokia’s Chennai facility has over- 
taken the one in China and is now 
its largest manufacturing facility in 
the world in terms of volume. 
Similarly, Hyundai, which started 
with a capacity of 100,000 cars in 
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1996, has expanded its output to 
630,000 cars and has designated 
its Chennai plant its global small 
car hub. “These expansions are a 
clear indicator of the extent of 
competitiveness Chennai offers to 
investors,” he says with more than 
a hint of pride. 


Inherent Strengths 


A strong educational system has 
been one of Tamil Nadu’s tradi- 
tional strengths. There are, ac- 
cording to Velmurugan, 333 en- 
gineering colleges, 230 polytech- 
nics and over 1,200 industrial 
training institutes churning out 
close to 300,000 technically qual- 
ified students every year. “Tamil 
Nadu produces 25 per cent of the 
country’s engineering graduates. 
Moreover, the work culture is 
very attractive. People here are 
eager to learn and have a higher 
sense of loyalty,” says R. Chand- 
rasekaran, Managing Director & 
President, Cognizant Technology 
Solutions, which houses about 35 
per cent of its 59,000-strong work- 
force in Chennai. 

“Chennai’s other strength is 
its connectivity to all parts of the 
country not just by rail, road and 
air but also through two major 
ports, Chennai and Ennore. The 
former, in fact, is India’s second- 
busiest container terminal. Also, 
undersea cables to Singapore (13.2 
terabits capacity) connect us to 
our mainframes and servers 
around the world,” says Michael 
Boneham, President & Managing 
Director, Ford India. Ford, which 
recently announced a $500-million 
(Rs 2,150 crore) programme to 
double its capacity and set up an 
engine manufacturing facility, was 
one of the first global automobile 
majors to zero in on Chennai. 

The city’s other advantage is 
its low rentals. “Though nearly 16 
million square feet (sq. ft) of office 
space has been absorbed in the 
city over the last three years, Grade 
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A office rentals in the central busi- 
ness district is just Rs 60-90 per sq. 
ft compared to Rs 350-600 per 
sq. ft in Mumbai,” points out 
Ramesh Nair, Managing Director, 
Jones Lang LaSalle Meghraj, a real 
estate consulting firm. 

Chennai scores on the “softer” 
side as well. “Our culture is more 
welcoming and people face fewer 
barriers when making friends,” 
says Ranjani Manian, Founder 
CEO, Global Adjustments, a relo- 
cation and cross-cultural training 
firm. “The city has excellent 
schools and medical facilities, the 
crime rate is low and there are no 
communal tensions,” she adds. 
Most importantly, the state gov- 
ernment is seen as investor-friendly 
and has been courting investments 
armed with a huge land bank in 
close proximity to Chennai. 


The Flip Side of Success 
The massive inflow of invest- 
ments and people has, however, 
begun to take a toll on Chennai’s 
infrastructure. Power consump- 
tion grew 16 per cent in 2007- 
08. This was accompanied by a 
fall in hydro-power generated by 
the Tamil Nadu Electricity Board 
(TNEB). Result: a shortfall of about 
467 MW. In 2008, for the first 
time in many years, the govern- 
ment announced power cuts for 
both residents and industries. 
This “regulated loadshedding” 
and industrial holidays have taken 
the sheen off Tamil Nadu’s claim 
of being a power-surplus state. 
“The shortfall in power supply is 
a temporary phenomenon. 
Inconsistent rains in recent weeks 
have hit hydro-power genera- 
tion. We are rapidly augment- 
ing capacity and will add about 
4,500 MW by 2011, making 
Chennai power-surplus once 
again,” says S. Kathiresan, 
Member, Accounts, TNEB. 

The rain gods may have 
played truant in recent times, but 
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they have been bountiful over the 
last couple of years. This has al- 
lowed the authorities to charge the 
reservoirs that currently supply 645 
million litres of water a day. But 
experts warn that the situation 
could deteriorate rapidly if the 
monsoons fail. “No long-term so- 
lution to the city’s water problem 
has been found. A desalination 
plant is coming up, but that is a 
bad remedy. Interlinking rivers is a 
good option but it is far from being 
accepted conceptually. In a way, 
we are going in a blind alley and 
there are no plans to stop this 
march,” warns C.S. Kuppuraj, for- 
mer Chief Engineer, Tamil Nadu 


Public Works Department. 
Chennai's infrastructure is also 
wilting. Traffic snarls are becoming 
more common despite the govern- 
ment investing heavily in widen- 
ing roads and on building flyovers 
and bypass roads. “Infrastructure 
will always be a challenge though it 
is not as bad as in other cities. It will 
always be in catch-up mode,” points 
out Cognizant’s Chandrasekaran. 
Also, residential rentals have 
steadily increased at 25 to 30 per 
cent per annum over the last three 
years blowing a gaping hole in the 
monthly budgets of middle class 
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Low office rentals: Grade A office 
+ rentals in the city still come cheap 


IT hub: Cognizant and other major IT 
powerhouses are located in the city 





residents and forcing many to re- 
locate to the suburbs. 


Time for Optimism 

Adds S. Muthiah, noted journalist 
and historian: “The city’s popula- 
tion has grown three times over 
the last 10 years but we have failed 
to move the population out of the 
city. Attempts to build townships 
closer to industrial clusters such as 
Gummidipoondi and Marai- 
malainagar, near Chennai, have 
failed.” The ever-increasing pop- 
ulation puts enormous stress on 
roads, schools and the water and 





power infrastructure. In fact, he 
has a rather radical solution to de- 
congest the city: move the political 
capital out of Chennai and turn 
the city into a business hub. 

The government, for its part, is 
now promoting Tier II cities such as 
Coimbatore and Madurai as in- 
vestment destinations for IT and 
ITES projects in order to ease the 
pressure on the state capital and 
has even been partially successful in 
its endeavour. 

But despite this, it is clear that 
Chennai’s infrastructure is starting 
to feel the pressure. Is there any 
danger, then, of the city going the 
Bangalore way? This is a genuine 
concern in the minds of many in 
Tamil Nadu. But people like 
Muthiah feel otherwise. “We are 
clearly heading that (Bangalore’s) 
way, but we may not actually get 
there as the state government is 
aware of the impending crisis. It 
has already initiated road, public 
transport and power projects to 
ensure that Chennai’s infrastruc- 
ture at least keeps pace with 
requirements,” he says. Given 
the projects on the ground and 
the stated aims of both the major 
political parties in the state, 
some of his optimism is, indeed, 
warranted. 8 
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six-lane thoroughfare, which links 
the city's rr hub with the airport, 
betrays no signs of the heavy 
downpour the night before. There 
are no potholes, and, therefore, 
no puddles, and no waterlogging. 
But singling out Jaydev Vihar 
for praise will be unfair. The story 
is no different across most parts 
of the city. 

That isn't the only blessing for 
residents of the city. They also en- 
joy one of the lowest power tariffs 
in the country and get adequate 
piped water each day. “Bhub- 
aneswar is the new star of the east,” 


on [atri es a 
crucial link road in © 
Bhubaneswar. This 





IY. Mohandas Pai, Director, 
Human Resources, 
Technologies. He should know, 


Infosys 


considering that his company and 
Satyam Computer Services have 
been the two IT companies to 
have remained invested in the city 
for 10 years. 


It’s Raining Investments 

They aren’t alone. Bhubaneswar is 
increasingly seen as an attractive 
city to a wide variety of potential 
investors. “Over the last three years, 
investors have committed invest- 
ments worth Rs 6,00,000 crore in 
Orissa,” says Naveen Patnaik, Chief 
Minister of the state, adding: “And 
the Mous that have been signed 
are not just steel plants but 
also for investments in 


the aluminium, IT, tourism, hospi- 
tality, healthcare and education sec- 
tors." South Korean steel major 
POSCO and the world's largest steel 
company, Arcelor Mittal, have each 
announced Rs 50,000-crore plans 
to set up 12-million-tonne steel 
plants in the state. Then, Tata Steel 
has committed investments of 
Rs 25,000 crore; it is setting up 

a 6 million-tonne steel plant 
at Kalinga Nagar, a 
port in Damra and 
plans a SEZ in 
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Big Players: The Infosys 
campus in Bhubaneswar 
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Bhubaneswar Roads: City roads are 
free of potholes and waterlogging 
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AREA: 135 sq. km 
POPULATION: 1.1 millior 
ROADS: 1,450 km 


MAIN INDUSTRIES: Mineral 


(steel, aluminium and | 
and education 


PER CAPITA INCOME: Rs 22,1 


per annum in 2004-05 


RENTS (COMMERCIAL): Rs 


per sq. ft 
PEAK POWER DEMAND: 


PEAK POWER SUPPLY: 13( 


POWER SURPLUS/DEFICIT 
deficit 


POWER TARIFFS DOMESTIC 


For first 100 units, Rs 1 


unit; next 100 units, Rs 2 


per unit; the next 100 | 
Rs 3.10 per unit 


POWER TARIFF COMMER 
Rs 3 per unit 


POWER TARIFF INDUSTRIAL 


Rs 3 per unit 


TOTAL WATER SUPPLY: 200 millior 


litres per day 


PER CAPITA WATER SUPPLY (C 


190 litres per day 


PUBLIC TRANSPORT: 
Autorickshaws 


bt, cover story 


Gopalpur. Naturally, a lot of their 
offices and other infrastructure will 
come up in Bhubaneswar. 

These are the headline- 
grabbing investment proposals. 
Even as the national media ago- 
nises over the excruciatingly slow 
progress of these projects, several 
other smaller investments are 
slowly transforming Bhubaneswar. 
Vishal K. Dev, Managing Director, 


Shops Ahoy: Only a few 
mails in the city 





IDCO (Orissa Industrial 
Infrastructure Development 
Corporation) and Director, 
Information Technology, in the 
state, points out that ICICI Bank is 
planning to set up its eastern re- 
gional hub, which will employ 
10,000 people, in the city. BPO 
powerhouse Genpact is also plan- 
ning a 5,000-seat call centre here 
that will become operational over 
the next 12 to 15 months. 
Then, software company 
MindTree is setting up its third 
campus, after Bangalore and 
Chennai, in Bhubaneswar. And IT 
majors like Tcs, Wipro and Satyam 
Computer Services plan to aggres- 
sively ramp up their existing oper- 
ations in the city. Dev adds that 
the number of IT units in the city 
has doubled over the last four years. 
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A Local Pub: Watering holes like 
Liquid are popular with the 
young in Bhubaneswar 


The Attractions 


Why are so many big 
names of the corporate 
world making a bee- 
line for Bhubaneswar? 
“It’s a planned city and 
offers a good standard 
of living,” says H.M. 
Nerurkar, Chief Op- 
erating Officer, Tata 
Steel. Adds Kasi Raju, 
coo, Care Hospitals: 
“Bhubaneswar is in the 
right growth corridor 
and has the potential 
to become a major hub 
for knowledge-based 
industries and also for 
manufacturing units. A 
major attraction is that 
costs are still relatively low in the 
region.” Care, a Hyderabad-based 
hospital group known for cardiac 
care, opened a 100-bed hospital 
in Bhubaneswar last year. It is in 
the process of acquiring five acres 
of land to set up a new 300-bed fa- 
cility that will be ready by 2010. 
This is just an example of how the 
healthcare infrastructure has im- 
proved in the city. It now has 
dozens of big and small private 
hospitals, many of them at par 
with the best in the country, com- 
pared to the situation a few years 
ago, when there were only gov- 
ernment hospitals. 

Educational infrastructure of a 
reasonably high quality has also 
sprung up. “Over the last year 
alone, 17 new engineering colleges 
have come up. Today, there are a 





total of 63 colleges that churn out 
20,000 engineers every year,” says 
IDCO’s Dev. 

“Pm happy that more compa- 
nies are coming in. One of the ma- 
jor reasons for attrition in 
Bhubaneswar is the absence of 
companies in which the spouses 
of our employees can work,” says 
Abhijit Sen, Associate Vice 
President, Divisional Manager and 
Centre Head, Bhubaneswar, for 
Infosys Technologies. Over the last 
three years, Infosys’s head count in 
the city has grown from 1,200 to 
more than 3,000. 


Law & Order 


The clincher, for many companies, 
is the peaceful law and order situ- 
ation in the city. “I can tell you 
that operations here have never 
been impacted because of any law 
and order problem,” says Sanjay 
Kumar Tripathy, Team Lead, 
Corporate Services, Satyam. 

But there’s more to a city than 
just a good law and order situation 
and free-flowing traffic. A big prob- 
lem is that entertainment options in 
Bhubaneswar fall way short of re- 
quirements. This is obviously a big 
put off for the young and the up- 
wardly mobile. There is still no 
multiplex in the city and only a 
handful of malls. 

But this may be about to 
change. Says Kishore Biyani, 
Founder CEO of Future Group, 
who already has two Big Bazaar 
stores and one Pantaloon outlet in 
the city: “I feel Bhubaneswar has all 
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the right ingredients for modern 
retail. It is a new city with a young 
population. As a growing centre, 
It Is generating wealth, which has to 
be consumed somewhere. I see this 
as a city with immense potential.” 

The yearning to consume is as 
apparent among the young here as 
elsewhere in the country. On a visit 
to Liquid, one of the few hip hang- 
outs in this still sleepy city, this 
correspondent found young exec- 
utives sipping Mojito and listening 
to popular Bollywood remixes at 11 
p. m., just like their counterparts in 
any other major city. 

Interestingly, the lack of many 
entertainment options has incre- 
ased the popularity of gyms. 
"Gyms are full every evening. 
After work, many of our young 
employees hit the gym, the swim- 
ming pool or the basketball courts, 
while some others have signed up 
for Salsa lessons," says Sen of 
Infosys. Since all of this is offered 
on campus, it is quite common to 
see employees hanging out in the 
campus after work. 

Then, there's another issue that 
the city will have to deal with as it 
grows—it has no public transport 
system to speak of. This will have to 
change fast if Chief Minister Naveen 
Patnaik has to realise his dream of 
turning his capital city into the best 
in India. But well-wishers advise 
caution. “Bhubaneswar should en- 
sure that it does not make the mis- 
takes that some other cities have 
made. It should plan ahead so that it 
is not overwhelmed by the growth 
that seems around the corner,” says 
Infosys’s Pai. “Bhubaneswar,” he 
adds, “needs to focus on thinking 
ahead and faster. It must build ca- 
pacities, enhance water supply, have 
ring roads and a good public trans- 
port system.” 

In short, the message to those 
at the helm in the city is quite 
unambiguous: the road is clear; 
use the dipper; it’s always good to 
be careful, but speed up. m 
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‘My Goal Is to Make Bhubaneswar 
the Best City for Business’ 


On a day full of back-to-back meetings, Orissa Chief Minister 
Naveen Patnaik took time out from his busy schedule and spoke to 
Business Today’s E. Kumar Sharma on why he thinks Bhubaneswar 
is the best city for business and what potential investors can expect 
from the state government. Excerpts: 


How attractive has Bhubaneswar be- 
come for business and what lies ahead? 
Over the last three years, multinational 
and Indian companies have committed 
investments worth Rs 6,00,000 crore in 
Orissa. We have signed MoUs for in- 
vestments in the steel, aluminium, IT, 
tourism, hospitality, health and education 
sectors. Naturally, a lot of their offices 
and other infrastructure will come up 
in Bhubaneswar. 





How much money have investors 
actually pumped in? 

Investments worth Rs 50,000 crore have already taken place and Rs 
3-lakh-crore investments are in the pipeline, a majority of it in the power 
and mineral-based sectors. 


Bhubaneswar faces the problem of poor air connectivity. Your comments? 
From very few flights even a year ago, we now have about 20 flights com- 
ing in from all corners of the country, including four or five from Delhi. This 
will increase as travel, tourism and business interests grow, and it is in- 
creasing. As | have told you, in one year alone it has gone up to 20 flights. 


How will Bhubaneswar deal with the exponential growth that many 
people predict for it? 

This month itself, IIT Kharagpur is preparing a masterplan for the 
twin cities of Bhubaneswar and Cuttack and the outlying areas. Cuttack 
is very close to Bhubaneswar. This is going to be a very detailed 
masterplan for both cities. 


What brief did you give it? 

Naturally, the idea is to make it convenient for people in every way, 
whether it is traffic or about where poor people live—it will be an 
up-to-date vision plan for the city. 


What is your vision for the city five years from now? 

Bhubaneswar is already seen as one of the cleanest cities in the coun- 
try. My vision is that it should be ecologically looked after, that pollu- 
tion levels should be as low as possible and that the traffic flow 
should remain good—both for the comfort of citizens and for investors. 
As long as Bhubaneswar remains ecologically correct, inviting and 
peaceful, investors will come and we want to attract them from a 
cross-section of industries. My goal is to make Bhubaneswar the best 
city in the country for business. 


For Patnaik's unabridged interview, log on to www.businesstoday.in 
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MUMBAI | 


The Sun Hasn't Set, 
Not Yet 


Mumbai might be the maximum city with most people 
surveyed voting for it as the best city to do business 


in, but it's among the toughest cities to live in. 
T.V. MAHALINGAM 
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UMBAI FROM THE 
air and Mumbai 
on the ground are 
poles apart. The 
breathtaking pic- 
ture on this page has a lot to do 
with a photographers eye for com- 
position, as well as illusions that 
distance can create. The reality on 
the ground couldn't be more dif- 
ferent. Tell anybody who lives in 
Mumbai that the city has been voted 
the best to do business in the coun- 
try (yet again), and the reaction is 
often acerbic sarcasm. “Maybe the 
best in the country, but perhaps 
the 100th or the 120th city in the 
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world... or even below,” says Percy 
Mistry, a former World Banker 
who headed the high-powered 
Expert Committee that penned a 
report on how Mumbai can be- 
come an international financial cen- 
tre. “The city has an air of ante- 
diluvian seediness... It's a gigantic 
pile of neglect," adds Mistry. 

One does not have to walk 
down the lanes of Dharavi (Asia's 
largest slum) or sample the odious 
stench of the Mithi river (which 
flows through parts of the city) to 
realise that. A 20-minute journey 
in a first-class compartment of a 
local train at any hour or an ener- 
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getic bout of puddle-hopping after 
the city's first rains anywhere is 
proof enough. “If people still think 
that the city is a good place to live 
or do business in, God save them," 
says Debi Goenka, a member of 
Bombay Environmental Action 
Group, a Mumbai-based NGo. 
Meantime, even as Mumbai's 
roads begin to look more and more 
like the moon's surface with every 
passing rainy day, at his weekly 
press conference, the city's Civic 
Chief, Jairaj Phatak, is in à mood for 
some Macbeth. “Life's but a walking 
shadow, a poor player who struts 
and frets his hour upon the stage 
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Several “mega projects” have been announced, but progress has been painfully slow: Projects like a sea 
link from the suburbs to the southern-most tip of Mumbai are going to be crucial for the city’s growth 


and is heard no more. It is a tale 
told by an idiot, full of sound and 
fury, signifying nothing,” gushes 
the Commissioner of the Municipal 
Corporation of Greater Mumbai 
(MCGM). The good Commissioner’s 
reason for quoting the Bard would 
have the best literature professors 
scratching their heads. It ostensi- 
bly has to do with yet another con- 
troversy that’s dividing the city 
across linguistic and regional lines. 
Phatak had reportedly said that 
more than half the patients in the 
city’s hospitals were “outsiders”, 
and were straining the city’s medical 
infrastructure. After taking a lot of 
flak for that statement, he suggested 
that the municipality would con- 
duct a survey to ascertain if that, 
indeed, was the case. 

Such controversies have become 
rather commonplace in the city and 
the city’s municipal corporation, 
more often than not, has been as- 
sociated with them. The MCGM’s 
recent edicts—just one of them: 
Everything, right from all official 
communication to name boards of 
shops should be in Marathi—have 
attracted attention for all the wrong 
reasons. “People should remember 
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that Mumbai is much more than 
Just the capital of the state of 
Maharashtra,” says Mistry. That 
statement is underscored by the fact 
that a third of the country’s direct 
tax collections comes from the city 
alone. The projected indirect tax 
collections from Mumbai stand at 
Rs 84,890 crore, as against 
Rs 64,899 crore collected in 2007- 
08. Mumbar's share in total indirect 
tax collections in the country is 
expected to be 27 per cent in the 
current fiscal. 

With such a massive contribu- 
tion to the country's exchequer, 
many believe that the city deserves 
better infrastructure and gover- 
nance. “Delhi has put in additional 
physical infrastructure like flyovers, 
metro rail....that's still not hap- 
pened in Mumbai," says Anuj Puri, 
Chairman & Country Head, Jones 
Lang LaSalle Meghraj. Although 
the state government has announced 
several "mega projects" in the past 
four years, progress has been 
painfully slow. Puri believes that 
projects like a sea link from the 
suburbs to the southern-most tip 
of Mumbai, upgradation of the 
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city's railway system and increas- 
ing connectivity with Navi Mumbai 
and beyond (where a couple of 
SEZs are slated to come up (see Meet 
Anand.Jain@ril.com, page 124) are 
going to be crucial for the city's 
growth. 

Another issue that plagues the 
city is accountability. The city's mu- 
nicipal body is ruled by a Shiv Sena- 
led alliance, the state government by 
the Congress. As a result, the two 
bodies often do not see eye to eye 
on most issues. Says Ajit 
Gulabchand, Chairman, Hcc 
(Hindustan Construction 
Company): “Unless cities and towns 
have their own autonomous gov- 
ernments, speedy urban infrastruc- 
ture development is unlikely to hap- 
pen.” HCC is constructing a much- 
delayed sea link between suburban 
and Central Mumbai. 

As Mumbai’s physical and social 
infrastructure continues to corrode 
away, the city continues to float on 
its reputation of a metropolis that 
gives breaks to dreamers and al- 
most anybody a second chance. 
And that’s something even a lack- 
adaisical government will have to 
work hard to damage. lB 


s Anuj Puri 
 Chairman/ Jones Lang LaSalle Meghraj 


"Delhi has put in additional 
: physical infrastructure... that's 
: Still not happened in Mumbai” 
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Moolah City 


Booming industries, a unique demographic make-up, 
the entrepreneurial skills of its populace, and a 
pot-pourri of cultures all contribute to make Surat 
the city with the highest average household income 
in the country. T.V. MAHALINGAM 
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No l@oking back: Surat 
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RECENT STUDY BY NATIONAL 
Council of Applied Eco- 
nomic Research (NCAER) 
and Roopa Purushoth- 
aman of Future Capital 
Research declares Surat as the city 
with the highest average household 
income (pegged at Rs 4.57 lakh) 
in the country. This might surprise 
many. But keen students of history 
are unlikely to be among them. For 
it’s in this city that the East India 
Company set up its business in India 
(in 1608) before expanding across 
the rest of the country. Warriors 
from neighbouring states periodi- 
cally sacked the city in that era. 
Today, Surat’s pole position 
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among India’s most prosperous 
cities can be attributed to its boom- 
ing industries, its demographic 
make-up, the entrepreneurial skills 
of its populace, its pot-pourri of 
cultures and support of the local 
government. The two key indus- 
tries in Surat—diamond cutting and 
polishing and textiles—form the 
backbone of the city’s economy. 
Close to Rs 45,000 crore worth of 
diamonds are cut, shaped, polished 
and exported from Surat. The dia- 
mond industry employs about 
5 lakh people in Surat. The 
Rs 45,000-crore textile industry, 


FACT FILE 


LOCATION: Southern Gujarat; 230 
km from Ahmedabad, 256 km 
from Mumbai 


INDUSTRIES: Diamond polishing, 
textiles 


LOCAL GOVERNMENT: Oldest 
municipality established in 1852 


POPULATION: Close to 45 lakh 
(including floating population) 


ANNUAL HOUSEHOLD INCOME 
(AHI): Rs 4.57 lakh 


PERCENTAGE OF POPULATION 
BELOW THE AGE OF 35: 73.8 


PERCENTAGE OF POPULATION 
LIVING IN SLUMS OR SLUM-LIKE 
DWELLINGS: 20 


SEX RATIO: 764:1,000 
LITERACY RATE: 83% 
DECADAL GROWTH RATE: 62.3% 


: = » 
° m f 
cm — 
~ = -— 
Ems ng o rna " 
ED 
cH 


The mall culture: Thirty-odd shopping complexes are coming up in Surat 
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on the other hand, employs about 
8 lakh people and accounts for 
20 per cent of India's total textile 
output. In all, more 
1 lakh looms, and 475 dveing and 
printing mills churn out 25 million 
metres of fabric a day. The city has 
over 60,000 wholesale fabri: 
trading shops. 

"Surat is geographically very 
well placed. It has been a port his- 
torically. The city is almost equi 
distant from Ahmedabad and 
Mumbai, the twin centres of com- 
merce in Western India," says 
Pravin Nanavati, a leading dia- 
mond merchant. The NCAER study 
also found out that nearly 33 lakh 
Surtis—74 per cent of the city’s 
population—were below 35 years 
of age. That has led to an expk SION 
of the consumer culture, which, 
in turn, has resulted in a mush- 
rooming of malls and other shop 
ping centres. “More than 28-odd 
shopping complexes are coming 
up. There is a construction boom 
going on,” says Gopal Goswami, a 
city-based entrepreneur who works 
on infrastructure projects. 

“About 16 lakh sq. feet of mall 
space is coming up by mid-next 
year in the Piplod Dumas area 
alone. The area will have 24 mult 
plex screens around the same time 
next year," says Kamlesh Patel, a 
Partner with Vrundavan Developers, 
which is constructing a mall called 
Imperial, which will have a built-up 
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e Kamlesh Patel, Partner, 
: Vrundavan Developers 


: "About 16 lakh sq. ft of mall 
; space is coming up by mid-next year 
: in the Piplod Dumas area alone” 





area of 4.85 lakh sq. ft. Over 72 na- 
tional and international players will 
have space in the mall. 

Surat’s success story is incom- 
plete without a word about its en- 
trepreneurial culture. “I am blessed 
to be in this city,” says Ajoy 
Bhattacharya, Honorary Secretary 
of the Southern Gujarat Chamber 
of Commerce. A Bengali by birth, 
Bhattacharya was raised in Madhya 
Pradesh but later moved to Surat. 





? Ajoy Bhattacha 
: The Southern Gujarat 
: "We, as industrialists, benchmark 
: ourselves against the best in the 

: world and we beat them" 





a, Hon. Secretary, 


"There is no city that can stand up 
to the attitude, the simplicity, the 
resilience and the happy-go-lucky 
attitude of the people of Surat. 
Bombs are found in the city and in 
a couple of hours people are eating 
paani puris at the galas," says 
Bhattacharya, who also believes 
that the city's welcoming attitude 
towards immigrants is also re- 
sponsible for its prosperity. 
Bhattacharya, a Ph.D in Economics, 


mber of Commerce 


Surat Story-2031 
Surat's municipality is among the best-run in the country. 
Here are the plans of Municipal Commissioner S. Aparna for the city. 


e Major push in areas of urban transport, 
including improving road network. 


@ Launched bus transport in August for the 
first time. Over 200 buses will ply on 45 
routes. At present, 45,000 passengers 
already use the service with 102 buses. 


@ A BRTS (bus rapid transit system) has 
been approved. Expected to be on the road 
by 2010, covering 2 lakh passengers. Phase 
| will cover 30 km at an investment of 
Rs 459 crore. 


@ Surat plans to upgrade transport infrastructure by 2031, with a 
proposed investment of Rs 10,000 crore. 


@ The corporation had developed a City Vision Plan in 2005. That was 
upgraded to a City Development Plan in 2006, with an investment outlay 
of Rs 7,483 crore for the next decade or so. That plan is being reworked 
and upgraded with a vision of developing the city infrastructure up to 
2031, assuming that the city will grow to a population of 85 lakh (from 
38 lakh-plus currently). 


@ The plan factors a whole lot of physical and social infrastructure 
investments like flyovers, roads, sewage treatment plants, roads, 
drainage systems, gardens and schools. 
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came to the city to teach at the lo- 
cal university but ended up setting 
up his own business there. In fact, 
Nanavati, Goswami and 
Bhattacharya were neither born 
nor raised in Surat. 

Proactive help from the state 
and local governments has helped 
Surat’s cause in no small measure. 
Its municipal corporation, the old- 
est in the country, is among the 
most professionally-run. Surat is 
among the few cities that is planning 
ahead, as far as 2031. “Surat’s pop- 
ulation has experienced a decadal 
growth of over 62 per cent over 
the last three decades. We expect 
the population to touch 85 lakh by 
2031. We have a City Development 
Plan in place to manage the growth 
of the city with an investment of Rs 
7,483 crore. Now, we are work- 
ing on a city plan to upgrade infra- 
structure keeping in mind the city’s 
population in 2031,” says Surat’s 
Municipal Commissioner S. Aparna. 

Above all, the city and its in- 
dustries aspire to achieve interna- 
tional standards rather than be 
happy with being the best in India. 
As Bhattacharya says: “Mumbai is 
no competition for us. Industries 
from Mumbai are moving to Surat. 
We, as industrialists, benchmark 
ourselves against the best in the 
world and we beat them. Recently, 
200 Surtis attended an exhibition of 
textiles machinery in China to ac- 
quaint themselves with the latest 
technologies. That’s an indicator 
of how we think.” m 


mu Different ways to celebrate. One symbol of success. 
bis:  Peusehe Ban. Deutsche Bank Platinum Credit Card. 


Now get away and unwind like never before. With Platinum Travel from Deutsche Bank 
Platinum Credit Card. Make the world your playground with complimentary 
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airlines. Also awaiting you is a host of unprecedented golf, dining, entertainment 
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opal: Jte city is 
attracting large:investments in 
manufacturing 


A Beautiful 
Little Boomtown 


Below the radar of the national media, Bhopal is 


industrialising rapidly and emerging as an increasingly 


important manufacturing hub. KAPIL BAJAJ 


OR A CITY THAT HAS SUFF- 

ered the world’s worst in- 

dustrial disaster, industry 

is again holding the prom- 

ise of jobs and economic 
development. Twenty-four years 
after leaking poisonous gas from a 
Union Carbide factory traumatised 
Bhopal, the capital of Madhya 
Pradesh is becoming the expand- 
ing urban hub of a region that is at- 
tracting large investments in 
manufacturing. 

A series of investors’ meets or- 
ganised by the state government, 
the latest of which was held in 
Gwalior in July 2008, has resulted 
in MoUs that promise investments 
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worth Rs 3,64,000 crore across MP. 

* Conservatively, even if 30 per 
cent of the Mous signed so far result 
in investments, we will see an inflow 
of Rs 1,09,200 crore, comparable to 
the state domestic product (SDP) of 
Rs 1,10,000 crore," says Praveen 
Garg, Managing Director, MP State 
Industrial Development Corporation. 

As a result, industrial areas like 
Mandideep and Budhni, which sur- 
round Bhopal, are attracting thou- 
sands of crores of rupees of invest- 
ments. Thousands of acres of land 
are being acquired in the 
Mandideep-Budhni belt to cater to 
the expansion of existing units and 
for greenfied projects. The area is al- 
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AREA: 308.14 sq. km 
POPULATION: 2.8 million 


MAIN INDUSTRIES: Power equipment & 
ancillaries, engineering, vegetable oil 
extraction, food processing, auto 
components, pharmaceuticals, textiles 


AVERAGE HOUSEHOLD INCOME: Rs 1,65,210 
POWER SURPLUS/DEFICIT: None 


PUBLIC TRANSPORT: Mini buses, 
autorickshaws 


Source: NCAER, state government 


ready home to companies like P&G, 
HEG, Fujitsu, Eicher Motors, Lupin, 
Crompton Greaves and vA Tech 
Hydro. And Bharat Heavy 
Electricals, the power equipment 
maker whose Bhopal unit was set up 
in 1956, is the pioneer of industri- 
alisation in the region. 
*Manufacturing in and around 
Bhopal accounts for Rs 8,000 crore 
of annual production, of which 50 
per cent is exported to developed 
markets like the Us, Japan and 
Europe," says Rajendra Kothari, 
Resident Director, PHD Chamber 
of Commerce and Industry. New in- 
vestments in Mandideep include 
those from textile major Vardhman 
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Group, which, last year, commis- 
sioned a 30,000-spindle yarn-mak- 
ing unit. It has also acquired over 
800 acres of land in Budhni to set 
up a composite spinning, weaving 
and processing unit as well as a co- 
generation power plant. 

Kothari says Bhopal and its sub- 
urbs are morphing into something 
like a “Greater Bhopal”, but the 
government, unfortunately, has not 
yet drawn up a holistic plan for the 
entire region. 


Advantage Bhopal 

“The greatest advantages of Bhopal 
and its suburbs are the easy avail- 
ability of power and peaceful in- 
dustrial relations,” says S.K. Tiwari, 
Senior Manager (Engineering), HEG, 
a large graphite electrode exporter, 
which is a part of the LNJ Bhilwara 
Group and one of the oldest 
denizens of Mandideep. 

Adds Sanjay Khandelwal, 
President of the Association of 
Industries, Mandideep: “Compared 
to other parts of India, Bhopal offers 
cheap land, excellent road and rail 
connectivity with almost all eco- 
nomically active parts of India, and 
skilled manpower.” Bhopal also has 
a sound educational infrastructure— 
it is home to the Barkatullah 
University, National Law Institute 
and the Indian Institute of Foreign 
Management. It also has at least 
20 engineering colleges, though the 
quality of technical manpower they 
churn out falls short of requirements. 

Bhopal’s central location and 
good connectivity prompted FMCG 
major P&G to shut down several of 
its plants in the country and make 
Mandideep its logistics hub in 1991. 
“That resulted in huge savings and 
proved that Bhopal could be an ex- 
cellent distribution hub for com- 
panies,” says Kothari. 

Rajesh Khare, President of 
Industries Association, Govindpura 
(an industrial area of Bhopal), says 
Madhya Pradesh offers arguably 
the cheapest land for industry in 
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: "Even 30 per cent of the MoUs 
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opere 
Martifacturing | in and around 
: Bhopal accounts for Rs 8,000 — 
4 crore of annual production” 


India. Result: large chunks of farm- 
land are being purchased by indus- 
try in and around Bhopal. The city 
has other advantages. Bhopal’s in- 
teresting topography, consisting of 
lakes and hills, segment the city into 
natural enclaves, and prevent it from 
degenerating into yet another ur- 
ban disaster a la many other Indian 
cities. It also has a mild climate, 
reasonably good infrastructure and 
is considered a peaceful and pleasant 
place to stay in, says M.N. Buch, 
former Chief Planner of Bhopal. 


Growing Consumption 

With a population of about 2.8 
million, an average annual house- 
hold income of Rs 1,65,210, and 
average annual household expen- 
diture of Rs 1,28,836, Bhopal has 
recently been designated a *boom- 
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town” by National Council of 
Applied Economic Research 
(NCAER). Others in the club include 
Surat, Kanpur, Jaipur, Lucknow, 
Nagpur and Coimbatore. 

Bhopal’s “spending propensity”, 
measured as the share of house- 
hold consumption expenditure in 
income, was found to be the highest 
of the 20 cities featured in the 
NCAER survey though its household 
income growth was the lowest. 

The evidence of rising income 
and consumption can be found in 
Bhopal’s buzzing marketplaces, 
restaurants, hotels and auto deal- 
erships. “A lot of consumption is be- 
ing driven by credit card and other 
loans,” says Khare. 


Bottlenecks 
Kothari of PHDCCI says Bhopal needs 
to upgrade services like transporta- 
tion and healthcare to support the 
surge in investments in manufac- 
turing. Mandideep's Inland 
Container Depot (ICD), which 
opened a few years ago, has yet to 
reach the economies of scale that 
will make it useful to the sur- 
rounding manufacturing units; the 
roads are also poorly maintained. 
Bhopal is also experiencing a 
lot of unauthorised or poorly 
planned development, rues Buch, 
the former urban planner, who also 
believes that the state government 
should encourage R&D-intensive, 
non-polluting industries such as IT 
and biotechnology. Khare, mean- 
while, fears that corruption in the 
government and rampant com- 
mercialisation are the greatest 
threats to the promise that Bhopal 
has of becoming a great city. 
These are issues that the cur- 
rent and future governments must 
address. For now, Bhopal is shed- 
ding the image of being a ‘babus’ 
city' (so called because of prepon- 
derance of government employees 
in its population) and donning 
the colours of city favoured by mod- 
ern business. M 
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I COLUMN 


_Urban Legends 
and Boomtowns 


RAJESH SHUKLA AND ROOPA PURUSHOTHAMAN 











UMBAI AND DELHI— 
part of the 5 million- 
plus-population group 
of urban centres we 
term ‘megacities—may be heavy- 
hitting markets overall, but for mar- 
keters and investors looking for 
expansion, there is now provocative 
data that sheds light on how smaller 
cities are clocking record growth 








per cent of car owners are middle 
class (defined as those having annual 
income between $6,000 and 
$30,000 at 2004-05 prices) in these 
cities. The middle class makes up for 
more than 60 per cent ownership of 
durables, while the aspirant group 
(with incomes between $3,000 and 
$6,000 at 2004-05 prices) edges 
out middle class in ownership share 


of TVs, DVDs, refrigerators, mobiles 
and motorcycles. 

Our “boomtowns” include 
Surat, Kanpur, Jaipur, Lucknow, 
Nagpur, Bhopal and Coimbatore. 
The cities we highlight are meant to 
be representative, and by no means 
exhaustive. Some might question 
missing cities such as Patna, Indore 
and Vadodara from the list. These 


shifts. Our recent report, a 
joint initiative by NCAER and 
Future Capital Research, titled 
The Next Urban Frontier: 
Twenty Cities to Watch, has at- 
tempted a more granular look 
behind the growth numbers of 
20 key cities (see Top 20 Cities: 
A Snapshot). 

As first step, we have sought 
to identify and track 20 key 
cities across three broad cate- 
gories: megacities, which are 
the largest cities in terms of pop- 
ulation and overall consumer 
markets; boomtowns, which 
stand out as the next set of big- 
population cities with high ex- 
penditure per household; and 
niche cities, which are smaller in 
terms of overall population but 
still hit well above their weight 
in spending per household. 

These 20 cities together ac- 
count for just under 10 per cent 
of India’s population, but gen- 
erate 31 per cent of disposable 
income and 21 per cent of total 
spending. We estimate that in 
2007-08, these cities fuelled just 
under $100 billion of con- 
sumption expenditure. Looking 
at income and ownership pat- 
terns, we find that roughly 70 
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TOP 20 CITIES: A SNAPSHOT 




















Boomtowns Population | Aver Avera | Share of 
20074 oar? me M (% 

(Estimates) of Income) 

Mumbai 203 459457 201140 | 56.2 
Delhi 15:5 408237 205008 498 
Kolkata — 13.8 | 287199 174951 | 3911 
Chennai — 69 | 332050 | 155286 | 539 
Bangalore — 6.6 | 300,678 | 164923 454 
Hyderabad 5.7 273353 | 149,251 | 454 
Ahmedabad 4.8 — 317856 134,479 | 577 
Pune — 54 | 210458, 126918 397 
Megacities 78.6 354,090 | 176,977 | 50 
Surat 4 431,201 | 190591 | 55.8 
Kanpur 27 159761 | 118,567 25.8 
Jaipur |^ 34 300,374 | 167,540 | 442 
Lucknow — 2.6 280,393 | 152,948 | 45.5 
Nagpur 2.5 = 182,871 | 407 
Bhopal 2.8 165210 | 128836 | 22 
Coimbatore 1.7 219846 | 152050 | 30.8 
Boomtowns 19.8 | 283,071 159407 | 437 
Faridabad 2.1 252,558 | 164457 | 34.9 
Amritsar 1.9 267,056 | 164540 38.4 
Ludhiana — 15 | 273211 | 134,187 | 50.9 
Chandigarh 14 — | 484775 | 212805 | 56.1 
Jalandhar 1.1 296651 229335 | 227 
Niche Cities 7.7 304265 | 174287 | 427 
All 20 Cities 106.1 | 338508 173718 487 


*|n Rs p.a. in '04-05 Source: NSHIE, NCAER/FCR analysis 
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cities are among the top in 
terms of population (they have 
larger populations than Bhopal 
and Coimbatore), but they just 
miss our cut in terms of spend- 
ing per household to make the 
original cut. So, in effect, we 
have stuck to an indicator that is 
relevant for businesses and pol- 
Icy makers—these towns are 
going through seismic shifts in 
terms of their income distribu- 
tion, with an income compo- 
sition similar to that seen in 
megacities in 2001-02. 

Of our 20 cities, household 
income in boomtowns appears 
to be growing the fastest but 
there is wide divergence in 
performance. The number of 
high-income households in 
boomtowns has grown 19 per 
cent annually since 2001-02, 
against 14 per cent in the 
megacities. Today, there are 
an estimated 90,000 high-in- 
come households and 1.2 mil- 
lion middle class households 
across the boomtowns. 

Boomtown households, on 
average, spend 13 per cent more 
than megacities on clothing. 
They also spend slightly more 
than megacities on education 


AN NUAL H0US E HOLD: 
INCOME GROWTH 





and recreation, and household and 
personal products. Of the three city 
groups, boomtowns allocate the 
least budget share to food spend 
and housing/utilities. On the other 
hand, boomtowns allocate the most 
of the three city groups to apparel; 
household/personal products; and 
transportation and communication. 
More than half (54 per cent) of 
boomtowns' unusual expenditure 
goes towards social spending, while 
28 per cent goes towards health. 

Among the boomtowns, Surat 
has nearly the population size of a 
megacity; it is the youngest city in 
the entire group (with over 64 per 
cent of the population below the 
age of 30); and the city's house- 
hold income growth tops our urban 
universe by a comfortable margin. 
The city is already a larger con- 
sumer market than Ahmedabad 
and Pune. In particular, Surat stands 
out in apparel spending. It is the 
largest apparel market after 
Mumbai, Delhi and Kolkata. 

As a group, boomtowns have 
the highest proportion of “over- 
stretched" households: more than 
a fifth of boomtown households 
spend more than their reported 
income, compared to 14 per cent 
in niche cities and 11 per cent 
in megacities. 

Coimbatore's attitude towards 
health stands out. Eighty-three per 
cent of Coimbatore households rank 
health security (access to health serv- 
ices) as the most important type of 
household security—above life se- 
curity and economic security—far 
above the rest of the cities. As a 
share of total expenditure, 
Coimbatore allocates the most out of 
all cities to health. This city, along 
with Kanpur, has the highest share 
of households who borrow for med- 
ical expenditure. Still, at just over 1 
. per cent, Coimbatore has low health 
insurance penetration. 

Boomtowns have the highest 
penetration of life insurance and 
loans outstanding. Nearly half (47 





Annual 2002.  2005- 2008- 
Growth Rate (%) — 0$ BE 1E 


Mumbai — 88 127 112 
Delhi — 74 108 95 
Kolkata — | 56 81 741 
Chennai — 73 106 94 
Bangalore — 78 113 3— 10 
Hyderabad 61 88 7.8 
Ahmedabad 98 141 125 
Pune 63 91 8 
MEGACITIES 75 11 98 
Surat — — !14 165 14.6 
Kanpur — 48 69 — 61 
Jaipur — 9 — 131 116 
Nagpur — 98 142 43126 
Bhopal .— 4 3157 54 
Coimbatore 54 77 69 
BOOMTOWNS 85 126 117 
Faridabad 64 93 82 
Amritsar 76 11 98 
Ludhiana — 78 113 10 
Chandigarh 74 107 95 
Jalandhar 68 98 87 
NICHE CMIES 73 105 — 93 
All20Cities 79 112 10.1 
Restofindia 61 89 79 
India 66 295 84 


Source: NSHIE, NCAER/FCR analysis 





per cent) of boomtown households 
report some type of life insurance 
coverage, while 18 per cent of 
households report outstanding loans. 
Of the 20 cities, Coimbatore re- 
ports the highest credit card pene- 
tration, while Nagpur reports the 
highest life insurance penetration. 

The above findings do not nec- 
essarily imply that investors have 
to rush to boomtowns at the ex- 
pense of megacities, which are by 
and large the big spenders in over- 
all consumption and expenditure. 
However, sectors heavily geared 
towards demographics—consumer 
durables, financial services, FMCG 
and apparel—may follow typical 
patterns where the boomtowns will 
be the next big pockets, and we see 
some early evidence of this in the 
household data. At the same time, 


(e 


more specialised consumer markets 
such as luxury goods, big-ticket 
durables, entertainment services and 
housing may find further inroads in 
niche cities. In other words— using 
traditional terminology of boom- 
towns as Tier H and niche cities as 
Tier II—5ome sectors could look to 
Tier HI first. Although niche cities 
may not appear as large as the pre- 
mier tier of cities on the surface, 
consumption patterns may evolve 
more quickly, creating deeper ad- 
dressable markets. 

The evolution of these boom- 
towns is a microcosm of the larger 
urbanisation story. On conserva- 
tive estimates, roughly 380 million 
people will be added to urban 
spaces over the next 40-odd vears— 
that's more than the entire popula- 
tion of the Us today. Thankfully, 
the country is in a position to pre- 
pare for oncoming demographic 
change. But, we need to move away 
from positioning this shift as an ur 
ban versus rural phenomenon. It is 
a costly mistake to address rural 
and urban development as distinct 
from—or even worse, competing 
against—one another. Urban de- 
mand could be one important, and 
largely overlooked, engine helping 
to drive the shift from farm to non- 
farm employment in rural India. It 
is well known that urban growth is 
a key driver for food production, 
but, even more generally, we need 
to expand innovative linkages ron- 
ning both ways between urban and 
rural growth. 

Qur research reinforces the 
theme that urban growth patterns 
are diverse and, therefore, no 
one can afford the assumption 
of a uniform "urban" India. On 
the policy front, we need to place 
urban development—particulariy 
infrastructure—squarely alongside 
rural priorities, recognising in part 
that both are interdependent. @ - 














Rajesh Shukla is Senior Fellow, NCAER and Roopa 
Purushothaman heads Future Capital Research. 
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Housing is top notch in Hyderabad 


Delhi drops to the third position, dragged 
down by skyrocketing real estate prices, high 
cost of living, poor law and order situation 
and perennial power shortage. 





Nagpur's dramatic fall to the 13th position 
from 10th last year is matched by the rise of 
Bhubaneswar as a place to do business in. 





Kanpur and Lucknow in Uttar Pradesh are the 
new ‘boomtowns’ thanks to their rising 
affluence and a diversified base 
of businesses. 


SPOUSES OF EXECUTIVES 
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HE FIRST TIME BUSINESS TODAY 

published its “Best Cities for 

Business” survey was in 1994. 
Since then, we have published seven 
of these surveys, including this one. 
Our research partner this year was 
once again Synovate, a global market 
research firm. Here’s how Business 
Today and Synovate went about 
the survey: 
The Objective: The rationale behind 
the survey has always been the same: 
to rate the top cities in terms of their 
business appeal. Broadly, we wanted 
to find out the quality of work life, 
the quality of social life and suitabil- 
ity for doing business. 
The Universe: The top 16 Indian 
cities—Mumbai, Bangalore, Delhi, 
Chennai, Hyderabad, Kolkata, 
Pune, Ahmedabad, Nagpur, Surat, 
Lucknow, Jaipur, Indore, Kanpur, 
Patna and Bhubaneswar—were 
identified for inclusion in the survey. 
Bhubaneswar is a new entrant. 
Respondents: The research was con- 
ducted among a select group of re- 
spondents picked from six differ- 
ent categories: CEOs and 
Industrialists; Self-employed 
Professionals; Senior Managers; 
Policy Makers (government officials 
and bureaucrats); Spouses of 
Executives; and B-school Students. 
A total of 1,609 respondents were 
polled. Synovate researchers con- 
ducted face-to-face interviews us- 
ing a structured question-naire. 
Respondents who refused to be 
available for face-to-face interviews 
were interviewed telephonically. 
The Parameters: To arrive at the per- 
ceptual score, 36 parameters were 
drawn up and grouped under four 
heads: Physical Infrastruc-ture, 
Social Infrastructure, Labour & 
Government Support and Market 
Potential. The parameters were as- 
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Chennai 275 26 48 101 34 33 33 


signed weights depending on their 
importance as rated by the respon- 
dents. To arrive at the Objective 
core, a master list of parameters 
was drawn up. From this list, 10 pa- 
rameters were culled for which sta- 
tistics on the states, districts and 
cities were available. 

The Scoring: The following method 
was used to arrive at the perceptual 
score: À net score was derived for 
every city under each parameter, 
All respondents voted to give a par- 
ticular rating to each city on each 
parameter. The ratings were on a 
10-point scale. Following this, each 
parameter was given a specific 
weightage based on the number of 
respondents who voted it to be im- 
portant or not important as far as its 
contribution to the overall attrac- 





DEMOGRAPHIC GROUP WEIGHTAGE 


o CEOs and Industrialists — @.25 
€) Self-employed Professionals 0.25 





Bia Senior Managers — — 0.15 
Policy Makers (government " 

7 officials and bureaucrats) — ° 0.15 
Spouses of Executives 0.10 
(Q Bschool Students 0.10 


The weightages were multiplied with the 
consolidated city scores to arrive at final rankings. 


tiveness of the city as a business 
destination is concerned. This gave 
the Perceptual Scores among each 
respondent category for all the pa- 
rameters. For the Objective Score, 
the available data for each particu- 
lar parameter was considered; for 
example, the total length of roads in 
a city, the presence or absence of 
airports. Some of the negative pa- 
rameters, such as crime rate and 
pollution were, however, assigned 
scores in a reverse order—a minus 
one for high and a plus one for 
low. The overall score for each city 
was arrived at by giving a weightage 
of 0.7 to the Perceptual Score and 
0.3 to the Objective Score. Finally, 
to come to the individual city score, 
the following weightages were mul- 
tiplied to the consolidated score: 
CEOs and Self-employed Professio- 
nals were assigned a weightage of 
0.25 each, Senior Managers and 
Policy Makers (government offi- 
cials and bureaucrats) 0.15 each 
and Spouses of Executives and B- 
school Students 0.10 each. 

The Synovate team comprised 
Rahul Varma, Research Director, 
Quantitative Research; Sachin 
Chaudhari, Associate Director, 
Quantitative Research; and Richa 
Bhooshan, Research Executive, 
Quantitative Research. 
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bt profile 


He studied in the same class as Mukesh Ambani, and is 
today a key stakeholder in the Reliance Group Chairman s 
Rs 2,24,866-crore grandiose blueprint of building megacities 
on the outskirts of Mumbai. The inside story of how Ambani s 
trusted lieutenant is attempting to make over a modest 
family business of plastics processing and textiles into an 


infrastructure Goliath. 
VIRENDRA VERMA 
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ABOUT THE MAN 


He started thinking big early. 
DATE OF BIRTH: January 14, 1957 


EDUCATION: Graduate from Bombay University; 
did a course in risk management from 


London Business School 





FATHER'S INDUSTRY OF CHOICE: Transport 
JAIN, THE ENTREPRENEUR WAS BORN IN: 


1985, at age 28 


HIS BUSINESSES OF CHOICE: Polypropylene and 
polyethylene woven products, steel sheets, yarn, etc. 


BIGGER CLAIM TO FAME: Mukesh Ambani's ‘strategic 


advisor’, who has played 
group s c 






MISSION: To posae world- class infrastructure for 
dà the Maharashtra government | 
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a key 'ole in 
apital Y arket transaction 


: vost tilia ae vene "I want to tak 
| — it Ane dco 






any of the 


m. à AND 


I s — M i 
^ 7 _ p ' 
PTT D 

"S DOR 





INVAASOD LIHOVM 


m HEY WERE BOTH BOI 
1957, one in January 
the other three m: 
later. They studied i 
same schoo 
beanie School in Mumbai) 


same class. Thereafter, they wen! 


own ways—one graduated fron 


Bombay University and the other ; 
Bachelor's degree in 
Engineering before pursuin; 
from Stanford University. But, the 
ways remained the best of friends 
also had the same mento 
Dhirubhai Ambani. 


One of the two friends is, of cours 
Mukesh Ambani, son of Dhirubhai, ar 


Chairman of the Reliance Grou 


Companies. The other is the less 


known Anand Jain. Whilst Amban 
on to find a place in his father's tex 


business in 1981—spearheading back 


ward integrations into polyest 
petrochemicals—Jain waited fo 


years before venturing out on his ov 
In 1985, Jain, whose father owned 


transport business, started Jai Co 
and began manufacturing plastic | 
containers. A year later, he was quic 
take advantage of partial delicensin 


the steel industry and set up a galvanised 


steel rolling unit; he also put up 


processing unit soon after. The similar 


ity in businesses with the Ambanis (pla 


tics and yarn)—albeit not in scale— 
visible, and Jain is quick to ackn: 





edge the role of Dhirubhai in his entr 


preneurial journey. “He taught me | 


to think big and out of the box,” says t! 


five feet, five inches tall Jain, sitting ii 
eighth floor office of Maker 


Nariman Point. Inevitably, 
Dhirubhai hangs on one of the 

Maker Chambers III is, 
cheek-by-jowl with Maker Chaml 


wall 


IV, which houses the headquarters o 


the Ambani flagship, Reliance Indust 
(RIL). Jai Corp.’s operations n 
been keeping Jain busy, but he has b 
as involved—if not more—wit! 

Reliance Group for many years n 


Jain has played a role in many | 


fund-raising exercises, and today is c 
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Jain's company, Jai Corp., will play 
a key role in building new cities. 
Project — Total Area (Acres) 
Mumbai SEZ 12,355 
Navi Mumbai SEZ 4942 — 


Rewas SEZ 








BEYOND MUMBAI 


3,761 





PROJECT 

Estimated Estimated 

Cost t 

(Rs crore) (Rs crore) 

MUMBAI SEZ _ 

16,032 10,688 
-NAVIMUMBAISEZ 


REWAS SEZ 


LE 
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UMESH GOSWAMI 


sidered one of Ambani’s trusted 
lieutenants (another is Manoj Modi, 
who is at the forefront of the 
group’s mega-gambit in organised 
retailing). The proximity to Ambani 
also explains Jain’s e-mail address 
(and the headline to this feature). 


Mukesh Ambani’s Point Man 
Today, Jain is Ambani's point man 
who is at the helm of an audacious 
Rs 37,430-crore infrastructure-cre- 
ation game plan, which includes 
building two new cities, in the guise 
of special economic zones (SEZs), 
from scratch. And that’s only the 
first phase of the project. Once ver- 
tical construction starts, the total 
investment could go up to a mind- 
boggling Rs 2,24,866 crore, which 
is almost two-thirds of RIL’s cur- 
rent market capitalisation. Jai Corp. 
is a 10 per cent stakeholder in most 
of these projects, which ensures 
that Jain's financial commitments 
are relatively insignificant. But from 
Jai Corp.’s perspective—which had 
sales and profits of Rs 438 crore 
and Rs 128 crore, respectively, in 
2007-08—these projects, if suc- 
cessfully executed, could propel 
this hitherto manufacturing also- 
ran into the elite league. 

More than his own company, 
however, Jain has the responsibility 
of translating Ambani's dream of 
creating cities that will be home to 
over a million people, and provide 
employment to over 2 million 
(Ambani is the lead investor in 


Anti-SEZ protestors: Jain 
haga tough road ahead 
N 


these projects, via privately-owned 
companies and not via RIL). That 
explains why Jain has also emerged 
as a key player amongst those who 
want to beef up Mumbai’s woe- 
fully inadequate infrastructure. 
After all, if Ambani’s SEZ projects 
have to become viable, connectivity 
to them from the mainland of 
Mumbai is an imperative. Jain is a 
member of the government of 
Maharashtra-created ‘Empowered 
Committee for Transformation of 
Mumbai into a World-class City’. 
Other members include industri- 
alists Anand Mahindra, Noel Tata 
and Jamshyd Godrej. 


Simplifying Travel 
Jain’s vision involves simplifying 
travel from greater Mumbai to the 
outskirts via a sea link and, more im- 
portantly, by using the waterfront 
more effectively. For instance, he 
travels to the SEZ sites—the Mumbai 
SEZ and the Navi Mumbai SEz—In a 
speedboat and reaches there from 
the southern-most tip of Mumbai in 
just 10-12 minutes (a journey by 
road would take a couple of hours). 
Even Mukesh Ambani and his fam- 
ily used the same mode of trans- 
port when travelling to the stadium 
in Navi Mumbai for the Indian 
Premier League matches. “If I can 
travel by speedboat, why cannot 
other people?” questions Jain, who 
expects this mode of transport to be 
opened to the public soon. 
Eventually, however, Jain fore- 









sees millions of people working and 
residing within these cities them- 
selves. He wants to attract the still- 
booming information technology 
sector to this region, and provide an 
attractive option to Bangalore and 
Hyderabad. The only way of doing 
this: by providing lower property 
prices (lower than those in Mumbai) 
and better Infrastructure than that 
prevails in Mumbai. The two SEZs 
will be spread over 17,000 acres— 
that's equivalent to the land mass 
between Colaba at the southern tip 
of Mumbai to Bandra in the sub- 
urbs—of which some 5,000 acres 
have yet to be acquired. Jain ac- 
knowledges that protests by local 
farmers haven’t made the task easy, 
but he’s prepared to struggle. That 
he already has 12,000 acres gives 
him the confidence to begin work 
on the land already acquired. 
Rumours of arm-twisting by Jain’s 
men to acquire land have some- 
what sullied his image. But Nikhil 
Gandhi, Chairman, SKIL Infra- 
structure, who is partner in the 
two SEZs, reckons “Jain is the most 
misunderstood man”. He says dur- 
ing the land acquisition process, 


v Townships: Jain is 
planning two off the 
Mumbai-Pune Expressway 






his main objective has been to en- 
sure long-term sustainability of 
the villagers in the area. “Anandji 
has taken this project only because 
he was convinced of its viability,” 


adds Gandhi. 


Jain’s Jai Corp. 

That Jain is Ambani’s lieutenant is 
quite clear, but that doesn’t mean he 
doesn’t have his own vision for his 
own company, Jai Corp. He is look- 
ing at developing real estate on the 
outskirts of the SEZs, along with in- 
dependent townships, as the area 
within the SEZs will not be enough 
to cater to housing needs. “Every 
person would need an average of 50 
square feet of office space and three 
times that for residential needs,” 
he explains. Jai Corp. is planning to 
develop two townships along the 
Mumbai-Pune Expressway, of 300 
acres each. It is also planning a 
township in Talegaon and one in 
Nasik. Of course, it’s quite likely 
that Ambani will also be an investor 
in many of such projects, includ- 
ing a port at Rewas (on the western 
coast), and a 2,000-Mw power plant 
near the SEZs. The power unit will 


NOT JUST SEZS 


Jain has a lot more in the pipeline. 


€ Townships in Nasik, Talegaon 
(near Pune), and off the 
Mumbai-Pune Expressway 


@ A step-down subsidiary has 
bought four islands in ‘The World’ 


project in Dubai 
@ Urban Infrastructure Fund with 
assets of Rs 3,300 crore 


@ Advises an off-shore real estate fund 
with assets of $550 million 





run on gas supplied by RIL. Some 
will see these developments as a 
backdoor entry by Mukesh Ambani 
into a business where his younger 
brother Anil is present—which may 
renege on the settlement agreed on 
by the two brothers that they will 
not intrude into each other’s busi- 
nesses. “The agreement is between 
the brothers and not with Jai 
Corp.,” quips Jain. 

Other than infrastructure, Jai 
Corp. has entered into financial 
services by setting up a real estate 
fund. The ‘Urban Infrastructure 
Fund’, which has Nikhil Meswani, 
Executive Director, RIL, as one of its 
advisory committee members, has a 
corpus of Rs 3,300 crore; it also 
advises a $550-million (around Rs 
2,250 crore) offshore fund. From 
this business, Jai Corp. will earn a 2 
per cent annual fee for the domestic 
fund and 1 per cent from the off 
shore fund every year till their ma- 
turity. In addition, the company will 
charge a 20 per cent fee at the time 
of maturity from the domestic fund. 

The Jai Corp. stock, for its part, 
has been shattering all records, ris- 
ing almost 2,800 times in the last 
two years, ostensibly on the back of 
the upside that lies in the com- 
pany’s new focus on infrastructure. 
Jain has used the opportunity to 
make the stock more liquid: he has 
increased the public holding by is- 
suing a bonus and splitting the 
share, in a bid to entice institu- 
tional investors. The company has 
a current market cap of Rs 7,000 
crore, and a P-E of 48 (based on 
2007-08 profits). The long jour 
ney to justify such valuations has 
only just begun. i 
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Ajay Piramal: Sky is the 
lit for the Chairman 
of Piramal Group 


BIG AMBITIONS 


Piramal wants to... 


LT 
: m : 


Ce SN me 


e Emerge as a $1 billion group 
in terms of revenues (excluding 
the funds) in 2008-09. 





Drugs, diagnostics, real estate, private 
equity and glass may seem a motley bunch 
of businesses, but it doesn't matter how 
diverse your portfolio is if you can emerge 
top dog. And it's leadership that 

Ajay Piramal is aiming fOr. SUMAN LAYAK 


N THE EARLY YEARS OF THE LAST 

century, Seth Piramal 

Chaturbhuj Makharia reached 

Bombay (now Mumbai) from 

Bagar in the Sekhawati re- 
gion of Rajasthan with Rs 50 in his 
pocket. Seth Piramal prospered in 
the trade of cotton, silk, silver, 
opium and other commodities; by 
1920, when he turned 28, he ac- 
quired Morarjee Mills. In the next 
decade, philanthropy took Piramal 
back to Bagar often, and converted 
the small village into a rich hamlet. 
At the time, access to water was an 
aspiration in Bagar. 

Today, the patriarch’s 23-year 
-old great-grandson Anand Piramal 
is back in Rajasthan after com- 
pleting his Economics degree from 
University of Pennsylvania in the 
US, heading the Piramal Group’s 
e-Swasthya pilot project. He is 
trying to meet another rural aspi- 
ration: access to modern medi- 
cine. Young Piramal is trying to 
take the best doctors and medi- 
cines to rural India using mobile 
phone technology. However, in 
this century, the canvas is bigger 
and Piramal also has pilots run- 


ning in Andhra Pradesh and Tamil 
Nadu. “We want to find a viable 
business model to meet this need,” 
says the son of Ajay Piramal, 
Chairman of the Rs 2,900- 
crore group whose operations span 
pharmaceutical manufacturing, 
new drug discovery & develop- 
ment, glass, real estate and 
private equity. 

Indeed, plenty about the Ajay 
Piramal Group today is about as- 
pirations (the group took shape 
two years ago after a settlement 
was reached to split the businesses 
between Ajay and Urvi Pirmal, the 
wife of Ajay’s elder brother, the 
late Ashok Piramal). The first goal 
is to emerge as the top pharma- 
ceuticals company in the Indian 
market by 2010. That would mean 
Piramal Healthcare, the company in 
question, will have to overtake 
Ranbaxy, Cipla and GsK India in the 
Indian market in two years. The 
next ambition is to launch a new 
drug out of India—something no 
Indian firm has been able to do so 


far. Piramal Life Sciences, which 


was recently carved out of the 
pharma business, hopes to take a 


ç 


THE PILLARS 
OF PIRAMAL 


Pharma, R&D, glass and real 
estate are the growth engines. 





Piramal Healthcare 
Fourth largest domestic formulations 
company and among top 10 global 
contract manufacturers. 


FINANCIALS: Sales of Rs 2,900 crore and 
EBITDA of Rs 540 crore for the year 
ended March 2008. 


Piramal Life Sciences 
Formed via demerger of the 
discovery & development division 
of Nicholas Piramal India. 
FINANCIALS: Market cap of Rs 650 crore. 


Piramal Glass 
Manufacturer of pharmaceutical and 
cosmetic glass packaging. 


FINANCIALS: Sales of Rs 465 crore and 
EBITDA of Rs 122 crore for the year 
ended March 2008. 


Piramal Capital 


Aiming for long-term capital 
appreciation through equity 
participation in real estate projects. 


FINANCIALS: Corpus of $482.5 million 
raised so far; 70 per cent of corpus 
of first two funds deployed; 

17 projects in hand. 


. Launch the first 
drug developed by 
_an Indian company. 


€ Become India's largest 
player in the domestic 
pharma market by 2010. 


@ Emerge as the 
country's largest 
fund house. 


€ Create the largest 
network of diagnostic 
centres in India. 
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Swati A. Piramal (L) and Anand Piramal: Swati says the group is "not perfect yet", and 
her son Anand is doing his bit in the Piramals’ quest for excellence 


molecule to market by 2010-11. 
Before that, the group wants to 
clock $1 billion (Rs 4,300 crore) in 
revenues in the pharmaceuticals 
and glass businesses in 2008-09. 
Finally, in 4-5 years, Piramal 
Capital wants to emerge as the 
largest fund house in the country 
with its targeted niche funds. 


Drugs and Research 

The biggest growth engine as of 
today is the domestic market- 
focussed pharmaceutical operations. 
Management consultancy McKinsey 
has forecast in a study that the do- 
mestic pharmaceuticals market will 
treble by 2015, to become a $20 bil- 
lion (Rs 86,000 crore) pie. “Seventy 


per cent of Indians do not have ac- ` 


cess to modern medicine. The 
growth prospects are huge,” says 
Ajay Piramal. “Piramal Healthcare 
will grow organically and through 
acquisitions,” he adds. Global ac- 
quisitions are also on the cards. The 
group wants to be among the 
top five contract manufacturers of 
bulk drugs in the world. Says 
Chief Financial Officer N. 
Santhanam: “It’s a favourable mar- 
ket for acquisition as global pharma 
industry faces pressure to reduce 
costs and shift manufacturing to 
low-cost countries.” 

On the research front, Piramal 
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Life Sciences is looking out for a 
strategic partner, but is in no hurry 
to find one. With six molecules in 
clinical trials and another 7-9 likely 
to join the queue by March 2009, 
the company is keen on finding the 
right partner. The dream to launch 
a drug out of India has led the com- 
pany to delve into ayurveda; an 
anti-cancer plant extract is in ad- 
vanced stages of phase-II clinical 





N. Santhanam, 


rr r Ar 5 f r 
CFO Piramal Gr JUD 





“It's a favourable market 
for acquisition as global 
pharma industry faces 
pressure to reduce costs” 


trials. It could be its first drug to be 
commercialised. A few more new 
chemical entities in the anti-cancer 
and the diabetes space from the 
Piramal stable are in clinical trials. 
The company also has a first-in-its- 
class antibiotic entering clinical tri- 
als early 2009. It is also doing phase 
I and phase II clinical trials for part- 
ners like Eli Lilly and Merck. Work 
for Lilly and Merck will provide 
the company with milestone pay- 
ments or revenues at stages of the 
trial (for example: Merck pays $170 
million or Rs 731 crore at every 
stage). The Piramals will hold the 
marketing rights for the drugs (if 
and when they hit the market) in 
India and some royalty rights on 
global sales. 

Somesh Sharma, CEO of Piramal 
Life Sciences, left India to join 
Stanford University in the '60s. In 
1971, he took up Us citizenship and 
would have never thought of re- 
turning to work in India. By 2003, 
however, the India story became 
promising enough to entice him 
back. Sharma keeps shuttling be- 
tween the two continents every 
month. “My (British) wife has just 
returned to our house in Los Altos, 
California, after visiting different 
parts of India in her effort to learn 
Hindi and Indian customs and tra- 
ditions,” he says. Many in his 320- 
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member team of scientists have 
worked in the us earlier. Sharma 
says: “The idea is to discover a drug 
from India, discover it in this cam- 
pus in Mumbai (in Goregaon, a 
suburb in Mumbai).” 


Funds and Purwar 

When Ajay and Urvi Piramal 
agreed to go their own ways in 
2006, a bulk of the real estate 
business went to Urvi’s Ashok 
Piramal Group. Ajay, however, 
re-entered the space with India 
REIT Fund Advisors, a real estate 
fund targeted at high-net worth 
individuals. He also formed a joint 
venture with the Sunteck Group 
for taking up real estate projects. 





The group is contemplating de- 
veloping a 1,000 acre property in 
Colombo where it had a factory 
(which has since shifted to a site 
outside the city). India REIT has 
raised and invested Rs 2,000 crore 
in 17 projects, and is now raising 
another round overseas. Its suc- 
cess has prompted Piramal to start 
a private equity fund house, India 
Venture, jointly with A.K. Purwar, 
former Chairman of State Bank 
of India. The company has already 
launched a Rs 400-crore healthcare 
fund that will close in September. 
The first investment in a hospital is 
almost finalised. “We are investing 
growth capital. We will help peo- 
ple with proven records realise 
their ambitions. We will sit on the 
boards and provide policy inputs,” 
says Chairman Purwar. The com- 
pany has done viability studies on 
infrastructure, food-based indus- 
tries, financial services and media 
and entertainment. Domestic and 
offshore funds will be launched 
in all these sectors—first up will be 
a $200 million (Rs 860 crore) off- 
shore fund in healthcare. *This is 
the first such sector-focussed fund 
house in India." 

There are two areas where 
the Ajay Piramal Group are lead- 
ers. One is the diagnostics— 
Piramal Diagnostic Services— 
where the group plans to acquire 
aggressively to grow its chain of di- 
agnostics laboratories. The other is 
glass bottles for the pharmaceuti- 
cals and cosmetics industry. Vijay 
Shah, Managing Director, Piramal 
Glass, says: “We have just dou- 
bled our production capacities and 
will contribute Rs 1,000 crore—or 
roughly a fourth—to group rev- 
enues this year." 


Generation Next 

In March this year, the group 
adopted a new logo, the Gyan 
Mudra. As Swati A. Piramal, 
Director, Piramal Healthcare, and 
Vice Chairperson, Piramal Life 
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Sciences, explains: “You will see 
that the Gyan Mudra in our logo 
is incomplete. The tips of the 
thumb and the index finger do 
not touch indicating an incom- 
plete circle. It is our quest for ex- 
cellence—we are not perfect yet.” 
Swati, wife of Ajay, also talks 
about the presence of her son and 
daughter in the business. Daughter 
Nandini had joined the group a 
year earlier in the business devel- 
opment function in the us office of 
the healthcare company. And son 
Anand says he always wanted to 
come back to India after complet- 
ing his studies overseas. The 
Chairman, for his part, is keep- 
ing an eagle eye on their progress. 
Does he see one of them taking 
over the reins from him? “Isn’t it 
too early to talk about succession? 
| am not too old now and they 
are just starting out," quips the 
52-year-old. m 
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Sitting on a 





Time Bo 


Several leading NBFCs, which had indiscriminately extended 
unsecured loans to high-risk, non-salaried borrowers, are 
now facing massive delinquencies. Can the problem spiral 


out of control like the subprime crisis in the US? 


ANAND ADHIKARI 


ARLIER THIS YEAR, WHEN 
56-year-old Kevin M. 
Blakely, CEO of RMA, a US- 
based risk management 
association, testified on 
the subprime crisis before a finance 
sub-committee of the Us Senate, he 
said the gloomy environment of- 
fered an excellent opportunity to 
learn from mistakes and improve 
risk management processes. “As we 
muddle through the misery, we are 
all smarting from it and (emerging) 
smarter for it,” he remarked. 

The jury is still out on that, but 
at least several affected lenders have 
done the obvious thing. Result: sev- 
eral high-profile cEos—among them 
Citigroup’s Charles Prince, Merrill 
Lynch’s Stanley O'Neal and AIG’s 
Martin Sullivan—have lost their 
jobs. It was worse for the institu- 
tions they headed and several others, 
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which had to write off billions of 
dollars in losses. 


An Indian Clone 

Unlike in the us, the Indian banking 
sector, which is neck-deep in con- 
sumer lending, escaped unhurt mainly 
due to its diversified portfolio of 
corporate, SME and retail assets. But 
non-banking finance companies 
(NBFCs) have not been so lucky, and 
their troubles, in some ways, resemble 
the subprime crisis in the Us. 

Several leading NBFCs, all boasting 
impeccable pedigrees—CitiFinancial, 
SBI Cards, BoB Cards, Cholam- 
andalam DBS Finance and GE 
Money—are counting their losses 
and licking their wounds. Among the 
big boys, only Fullerton India Credit 
Company, promoted by Singapore’s 
Temasek Holdings, seems to have es- 
caped unscathed, but then, it’s a recent 
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PEDIGREE: Bank of Baroda 


STATE OF AFFAIRS: This credit 
card subsidiary never took off, and lost 
Rs 21.20 crore during the year ended 
March 31, 2008. BoB is seriously 
studying a proposal to merge the 
subsidiary with itself. 





Standard : unm 
Chartered 9€& PEDIGREE: Standard 
Chartered Bank 


STATE OF AFFAIRS: This is a new business 


line for StanChart, but it was grounded 


) LIHOVM 
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even before it could take off. The casualty 


is CEO Pawan Dhamija. The NBFC has 
now shut this business. 





Regional Chief Executive, India & South 
Asia, Standard Chartered Bank — — — 
"Given the current environment, 
we are not scaling up our NBFC 
business at this point" 


entrant into this game, aní 
too early tO pass judgment 
sult, perhaps, there’s a hus 
corner rooms. 

Pavan Dhamija, wl 
build GE China’s consum 
business, joined the 
Chartered Bank-promot 
Financial as CEO in Janua 
only to leave a year later 
CEO Roopam Asthana 
month, while GE Money 
its President & CEO Vishal Pai 
January. Sandeep Soni, 
founding member of Citi 
was also replaced but he 
to lead Citi’s distribution 
in newer domains. 


Grim Predictions 

Rating agency CRISIL paints a 
ing picture. [t expects n 
forming assets (NPAs) ol 

rise 50 per cent from 2.7 | 
March 2008 to 4 per cent 
2009. The disaggregated p! 
tions for March 2009 b: 
rating agency show NPAs 


cards to be the highest, at 


HSBC 


PEDIGREE: HSBC 


STATE OF AFFAIRS: Higher delinquencies 
on small-ticket consumer loans 
have forced the bank to go slow 
on its NBFC business. 
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Tarun Bhatia 

Head (Financial Sector Ratings), CRISIL 
"Delinquencies could increase 
in the system if there are 

further sharp increases in 
interest rates" 


cent, followed by personal loans, 
at 11 per cent, and two-wheelers, at 
10.5 per cent (see The Delinquent 
Segments). “The delinquencies may 
rise 1f there are further sharp in- 
creases in interest rates," warns 
Tarun Bhatia, Head (Financial 
Sector Ratings), CRISIL. 
Asset-liability mismatches may 
also pose a danger as many NBFCS 
over-leveraged themselves by raising 
short-term money (with tenures of 
1-2 years) but funded long-term as- 
sets (with loan tenures of 3-5 years). 
The bigger worry, though, is 
the indiscriminate lending by NBFCS 
to borrowers with risky profiles. 
The segments under the scrutiny 
are Personal Loans, Credit Cards, 
Used Car Loans and Small 
Consumer Durables Loans. 


Small Is Dangerous 

Says Bhatia: *The system as a whole 
can absorb this shock, but individual 
lenders, who are heavy on unse- 
cured loans and on high-risk cus- 


Cholamandalam 
DBS Finance 
PEDIGREE: 63:37 JV 
between the south-based Murugappa - 
Group and Singapore's largest bank, DBS 
STATE OF AFFAIRS: The company has 
decided to exit small-ticket size 

personal loans. 


4j Cholamandalam & DBS 
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PSS Gia 
tomers, will suffer significant losses.” 
NBFCs that have large portfolios of 
unsecured, small-ticket personal 
loans of Rs 10,000-20,000 are 
particularly vulnerable. 

Lenders are also realising this. 
Says Neeraj Swaroop, Regional Chief 
Executive, India & South Asia, 
Standard Chartered Bank, which 
doled out huge numbers of small- 
ticket loans over the last three years 
through Prime Financial: “Given the 
current environment, we are not 
scaling up the business at this point.” 
Cholamandalam pss Finance, too, 
has decided to partally exit the small- 
ticket segment even as it continues to 
pursue a mid-ticket strategy through 
aggressive re-pricing and increase in 
the ticket sizes. 

But at least one NBFC was pre- 
scient enough to pull its chestnuts 
out of the fire before they got burnt. 
“We took an early call to move 
away from the unsecured personal 
loan segment early last year when 
everybody else was joining the 


GE Money 

PEDIGREE: General Electric 
STATE OF AFFAIRS: The 
company unsuccessfully tried to find a 
strategic partner for its personal and 
mortgages business. Iqbal Singh was 
named the new CEO in January this year, 
replacing Vishal Pandit. 


£9 GE Money 
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Gagan Banga 

CEO, Indiabulls Financial Services 

“We took an early call to move away 
from the unsecured personal loan 
segment early last year when every- 


body else was joining the party” 


party,” says Gagan Banga, CEO, 
Indiabulls Financial Services. 

Experts attribute the sudden 
bout of delinquencies to a combi- 
nation of the economic slowdown, 
interest rates hikes and rising in- 
flation, which have impacted house- 
hold budgets. “There were also 
traces of overexuberance by NBFCs, 
which led to a decline in credit 
standards,” say experts, though no 
NBFC is ready to admit this. 

The impact is much sharper in 
companies that are predominantly 
into single products like credit 
cards or unsecured loans like per- 
sonal or used car loans as there 
are no other assets classes to cush- 
ion their losses. Borrowing a line, 
perhaps unwittingly from Blakely, 
Standard Chartered Bank’s 
Swaroop says: “It is a period of 
learning for the industry.” 

But there are no quick-fix solu- 
tions available. As Blakely said in his 
testimony: “Business models are 
like nuclear energy. Handled prop- 

Company 


PEDIGREE: Temasek Holdings 


STATE OF AFFAIRS: It has built up a portfo- 
lio of small-ticket personal loans to mainly 
low-income groups. Looks to be safe, but 
delinquencies may rise as NPAs normally 
surface 3-4 years after lending. | 


Fullerton India Credit 
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erly, they can be very useful and 
safe. Handled inappropriately, they 
can be a disaster.” 


New Strategies 

Many NBFCs and banks are talking 
of increasing the use of technology 
in collections and recoveries, train- 
ing employees and collection agents, 
staying away from DSAs and intro- 
ducing more stringent loan pro- 
cessing systems, while others are 
thinking of adding new product 
lines to broadbase their portfolios to 
absorb future shocks. 

Fullerton India, which has so 
far focussed only on personal loans, 
is now plugging in more products in 
its 850-odd branches. *We have 
just launched two-wheeler loans 
and distribution of third-party prod- 
ucts," says G.S. Sundararajan, CEO 
& MD of Fullerton India. Indiabulls' 
Banga has identified mortgages, 
structured finance, commercial ve- 
hicles and SME loans as focus areas. 

CitiFinancial, on the other hand, 
is slowly transforming itself into a 
one-stop shop for all financial needs 
of consumers in small cities and 
towns. *We have re-worked our 
strategy for small-ticket personal 
loans. While this will continue to be 


the main fare in smaller cities, in big- 


The Most Delinquent Segments 


six segments stand out as the 
worst affected. 
New D š 
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ger centres, we will maintain it as 
only one aspect of a wider product 
menu,” says Soota. 

In fact, SBI Cards is now consid- 
ering expanding the scope of its 
operations by including other retail 
products in order to de-risk its busi- 
ness model. Its promoters, the State 


WILL HOME LOANS BE NEXT? 
A detailed study of home loan data points to a need for caution. 


PARAMETER | EXPLANATION | TREND IN INDUSTRY 
LTV (Loan to Value) | Loan size compared to the The industry's LTV has grown 
actual value of the property. from 67 per cent in 2004 to a high 
The higher the ratio, the riskier; of 74 per cent in March 2006. In 
it is for the lending institution. | some lending institutions, this 
| figure rises to 92 per cent. 
Loan Tenure Overall life of the loan over Loan tenures are on the rise 
which repayments take place. | as some lending institutions 
The higher the tenure, the offer 25-year home loans. 
riskier it gets 
Installment to | Income that can be set aside | The installment to income ratio 
Income Ratio for repayment of the loan (the | has moved up from 34 per cent in 
standard assumption is that | March 2004 to 42 per cent in 
half the income is needed to | March 2006. In some cases, 
meet regular household it is as high as 60 per cent. 
expenses). | 


Bank of India and GE Money, have 
extended it a Rs 250-crore credit 
line to revive the beleaguered com- 
pany. Says CitiFinancial's Soota: 
"There is now more focus on au- 
tomation and credit scoring models 
to improve efficiency and reduce 
judgmental challenges in under- 
writing of unsecured loans." Adds 
Banga: “We rigorously follow close 
to a dozen checks before we sign 
the loan cheque. And customer 
involvement in the whole process is 
very high.” 

In fact, RBI is also concerned 
about NBFCs. This is reflected in its 
draft guidelines, which propose to 
raise the capital adequacy ratio of 
NBFCs from 10 per cent to 15 per 
cent by April, 2009. In addition, 
there is a requirement for half-yearly 
reporting of liquidity positions. 


Light at the End of the Tunnel 
Despite the grim tidings, it isn’t cur- 
tains for the sector. The broad-basing 
of products, stringent controls on 
unsecured loans and yields as high as 
30-40 per cent may yet see this very 
risky segment, where penetration 
levels are still low, through. 
CRISIL’s Bhatia says: 
could be a temporary shift away 
from the small-ticket personal loan 
segment, but we expect players to 
re-enter the ring after interest rates 
stabilise and put stricter loan ap- 
proval systems in place.” Adds 
CARE’s Mokashi: “I think retail 
credit will bounce back soon.” Also, 
despite the setback, a majority of 
the players have no plans of exiting 
the business. In fact, the NBK 
model works very well in India as 
there is a large class of customers 
like self-employed or people with 
low incomes who are not properly 
serviced by the banking industry. 
But as Swaroop says: “Risk assess- 
ment is the key." And that's why 
NBFCs—and also some banks—will 
have to go back to basics and 
rebuild their businesses, this time on 
stronger foundations. ll 


“There 
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There’s little literature on relationship dynamics between 
external CEOs and owners in family-owned companies. 
Now, an Amrop International study reveals that 
understanding and managing the “No Man's Land” 

the overlapping turfs of CEO and promoter, is key to 
professionalising this relationship. TEJEESH N. s. BEHL 


"One needs to recognise that people other than you 
have probably more competencies than you do" 


Vice Chairman/ RPG 


EEKING TO AUGMENT THE 
ammo of his Saregama 
team, which since the be- 
ginning of the year has been 
engaged in some tough ne- 
gotiations with Airtel over royalty, 
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"Even if there's a disagreement, as a professional, 
you are given the freedom to argue your case" 


MD) Phillips Carbon Black 


Sanjv Goenka, Vice Chairman of 
RPG Group, brought in Ashok Goyal, 
Managing Director of group com- 
pany Phillips Carbon Black and 
President and CEO, Carbon Black 
Division, RPG Group. Goyal, who 


was as surprised as others, is known 
for his negotiating skills within the 
group, and that’s what Goenka 
wanted to tap. “Had it been a non- 
family owned business, such an op- 
portunity would never have come 


my way,” says Goyal. He should 
know; he worked for eight years at 
the Dutch electronics major Philips 
where, he recalls, every major deci- 
sion had to be vetted by the head- 
quarters in The Netherlands. 

In a separate time-space contin- 
uum, Puneet Dalmia, Managing 
Director, Dalmia Cement, was strug- 
gling to propel a company mired 
in a historic past of family legacy 
onto a higher growth plane. His 
challenge: streamline systems and 
processes in a set-up where the fam- 
ily was used to having its say in 
everything. “It was then that our 
two Executive Directors—Bhushan 
Mehta and T. Venkatesan—sug- 
gested that there be a formalisation 
of authority within the group and 
company, which I agreed to imme- 
diately,” recalls Dalmia. 

Two unrelated incidents from 
corporate India but indicative of 
the growing consciousness of the 
‘no man's land'—an overlapping 
area in the power domains of the 
owner-executive (OE) and the ex- 
ternal executive (FE). So far, there has 
been little research done in India 
on this tenuous relationship between 
the owner-manager and the profes- 
sional, non-family manager. But as 
the business environment changes 
and Indian family-owned businesses 
seek to professionalise by not just 
separating ownership from man- 
agement, but also bringing in supe- 
rior corporate governance practices, 
how the OE and EE manage the no 
man’s land will determine how suc- 
cessful their makeover is. 

Recently, Amrop International, a 
global executive search firm, con- 
ducted the first-ever qualitative study 
of this issue by speaking to 70 ex- 
ecutives in 29 Indian companies. 
Conducted by K. Ramachandran, 
Professor of Entrepreneurship, 
Family Business and Strategy, Indian 
School of Business, and John Ward, 
Clinical Professor of Family 
Enterprises, Kellogg School of 
Management, the study explores a 





Both need to do their bit to create a relationship that works. 


Let’s Talk: There will be issues, so you need to take them head on and 
get face-to-face, have a dialogue and sort it out 


Different Strokes: As EE, you'll need to be the OE's confidante at tim: 
an ombudsman for the company at others 


Bring the Bride Home: As OE, managing the induction process sr — and 
enabling the EE to settle into his role will define the success of your relationship _ 


The Mother-in-law: Reality check for EEs—family does matter. However, 
their relationship with you depends largely on the OE who needs to set rules or 
engagement for his family with the EE _ 





Next-gen: Bringing in new family members into the business smocithly needs 
to be managed by the OE and most EEs are realistic about their chances of 
inheriting the family silver—only, the issue needs mature handling from the OE 


Supporting Cast: The board is not merely a filler but can be tapped for the wealth 
of experience and insights of its constituents to reduce the no man's land area 





variety of issues ranging from how 
owners and CEOs view profession- 
alism to the sticky points in their 
power sharing and managing the no 
man’s land. Explains Atul Kumar, 
Partner, Amrop International: “No 
man’s land is the shared and often 
overlapping area of responsibility 
and authority between owner-ex- 
ecutives or OEs and external exec- 
utives or EEs. Often amorphous in 
nature, it is an interdependence 
area that typically encompasses de- 
cision-making boundaries and 
processes.” 

While EEs have probably been 
sensitive to its existence, OEs are 
perhaps coming to terms with it 9. 3 # B 75 5 
only now. “Until recently, owner- — f BRNO 
managed firms were protected by 
closed economies, local loyalty 
and long-established capabilities 
and networks. No more. Now and 
into the future, owner-managed 
firms will have to compete with 
the highest levels of professional- 
ism," warns Ward. 

Most family-owned businesses 
in India have already been working 
on 'professionalising' their set-ups. 
The challenge, says the Amrop 
International study, is for OEs to 


No Man's Land 
Problems arise when turfs aren’! demareated. 
Promised Boundary Actual Boundary 
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The Essence of Professionalis ;] 
OEs and EEs have different ideas 2 d 3t 
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How to successfully manage the no man’s land. 
Owner-Executives: It's not just IQ but also EQ that matters in an EE. 


@ Increase the empowerment dose gradually and not in a single large helping — 





e If you're bleeding top level personnel, take charge personally to address the issue 


e Be specific about your and the EE’s domain and define the boundaries clearly 


e Cut your EE enough slack in decision-making and be prepared for some slip-ups 





External-Executives: Do your homework on the OE—his vision, family 
involvement in company, track record, strategy, public image _ 


e Be clear about the degree of freedom being given to you and remember, greater 
empowerment comes with greater trust both of which take time 


e Pusillanimity may help you live another day, but in ignominy. Gold stars to your 
name demand bold decisions, even if the OE is opposed to it 


e Think like an entrepreneur 





e When overruled by the OE, think from his perspective—life's a lot easier then 


recognise that the no man’s land 
grows when freedom promised to 
the EE is greater than what is actually 
delivered. “One needs to recognise 
that people other than you have 
probably more competencies than 
you do—at the end of the day, you 
have to respect logic and merit,” 
says Goenka, who adds that while 
there’s no Lakshman Rekha in terms 
of domain boundaries, all strategic 
decisions are taken by the OE at RPG, 
whereas most operational decisions 
are left to the EE. Also, as ISB’s 
Ramachandran points out, “The 
need to sit down and discuss issues 
between an OE and EE is even more 
paramount when it deals with new 
areas where there is no precedent- 
setting decision to refer to." 

In fact, as the Amrop study 
found out, most OF-FE relationships 
are a mix of the formal and the in- 
formal, with the comfort factor de- 
veloping over a period of time. 
Manoj Kohli, CEO and Jt MD, Bharti 
Airtel reveals that due to a clear de- 
lineation of his and Bharti 
Enterprises Chairman Sunil Bharti 
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Mittal’s responsibilities—in black 
and white—there is very little over- 
lap. "It's only when it comes to in- 
organic growth that I make the rec- 
ommendations and he takes the final 
call," points out Kohli. 

Another key revelation of the 
study was the level of freedom en- 
joyed by EEs in family-owned con- 
cerns. A majority of them said that 
OE-driven companies gave greater 
freedom to EEs vis-a-vis non- 
family-owned concerns—a finding 
seconded by both Goyal and Kohli, 
who discount perceptions of a daily 
monitoring by either Goenka or 
Mittal, respectively. “Apart from a 
formal review system on a monthly 
basis, there’s an informal process 
where I utilise Sunil as a sounding 
board," admits Kohli. Interestingly, 
though, 65 per cent of the EEs and 


REUBEN SINGH 


67 per cent of the OEs Amrop spoke 
to admitted that despite the free- 
dom, they still hesitated taking 
decisions in critical areas. 
However, as Goyal observes, in 
case of a difference of opinion, it will 
largely be the OF’s opinion which 
will carry the day, unless the EE can 
convince him otherwise. “Besides, I 
belong to the school of thought 
where, if the boss says jump, you 
only ask: how high," he quips. That, 
however, doesn't imply a dictatorial 
attitude on Goenka's part. “Even if 
there's a disagreement, as a profes- 
sional, you are given the freedom to 
argue your case," says Goyal. Also, 
he adds, when it comes to per- 
formance and reward, as also deci- 
sion-making, family-owned compa- 
nies are quicker on the draw and 
more just than their non-family- 
owned counterparts, which tend to 
be caught up in an analysis- 
paralysis mode. “Here, at RPG, while 
the performance bar may be raised 
higher by the OE, you can be sure 
that even if you miss the target by a 
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whisker or two, there won't be any 
penalisation—there will be recog- 
nition of the effort put in,” points 
out Goyal. 

Sometimes, though, it could be 
the reverse, where the oE reduces 
the target set by the EE, something 
that Kohli says about Mittal. 


Dalmia admits to lagging behind 
certain targets during their mid-year 
review. “Raise the bar by all means, 
but raise it too high and you might 
end up de-motivating your team,” 
says Dalmia, an IIT-IIM product. 
But the motivation for an EE 
doesn't just stem from achieving 


"Stretched targets are fine, but 
they shouldn't become stressed 
targets," remarks Kohli jocu- 
larly, adding further that for a 
smooth OE-EE relationship one 
needs to be completely relaxed 
about the relationship. “At times 
you need to carry bad news to 
the top boss, so candour is ex- 
tremely important," he observes. 

Interestingly, at Dalmia 
Cement, where, as Dalmia him- 
self admits, the journey of pro- 
fessionalism started only two 
years ago, there have been a lot 
of differences between the fam- 
ily and the executives. *I be- 
lieve superior decision making 
happens only when there are 
disagreements, though, what 
the promoters say has more 
dominance," Dalmia candidly 
says. Just the same, this year, 
instead of giving a top-down 
budget, he asked his executives 
to come up with an "aspira- 
tional” budget—something that 
they would like the company 
to achieve in terms of its yearly 
revenues. A bold experiment, 
especially if you consider that 
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Worst of Family Business 
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impossible targets—it also depends 
on the growth opportunities within 
the organisation, which could be 
limited due to the controlling stake 
of the family. “Both ors and EBs 
know that there’s a glass ceiling im 
posed by the family’s presence as 
well as the fact that the company’s 
destiny is closely tied to th 
quality of the OE,” 
Prasad Medury, Partner, Amrop 
International. Added to that, 
says Medury, are the dangers 
of OEs rewarding loyalty to the 
promoter family than perform 
ance. “Most families consider 
the company a personal prop- 
erty and so there is a very strong 
ego. This can also lead to certa 
whimsical decisions that may 
or may not prove to be benef 
cial,” adds Ramachandran. 
Besides, the interference by 
other family members in the 
business may not wash down 
well with EEs, who are bred 
on a structured chain of com- 
mand, which is where the oti 
needs to stamp his authority 
vis-à-vis other family membe: 
“An OE-EE team is like a tennis 
doubles team where each 
player covers some part of the 
court—the greater the unco 
ered area of the court, th« 
faster the game will be lost,’ 
summarises ISB’s Ramachan 
dran. It’s an analogy India Inc. 
will do well to remember. m 
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Slashing on the 


Street! 











The downturn in markets—indian and global—has 
forced a number of hitherto gung-ho financial 
services firms to wield the job axe. RACHNA MONGA 


m In late-May, V. Patil, a 33-year-old 
back-office employee with a 
Mumbai-based foreign brokerage 
house, was fired, along with three 
other colleagues. When his boss 
strolled into his cubicle and told 
him it was all over, Patil, who has a 
family of seven to support, couldn’t 
help but cry. For two months, Patil 
remained in the wilderness, until 
he finally landed a job at a financial 
institution in the first week of July. 
“I get comfort from the fact that I 
could get another job in this bear 
market,” shrugs Patil. 

m K. Kumar, a Chartered Accountant 
and Technical Analyst in Chennai, 
hasn’t been that lucky—not yet. 
The 38-year-old has been hunting for 
a job since April when his employer, 
a portfolio management firm, pulled 
down its shutters. 

m For Krish Shanbhag, a 39-year-old 
Investment Manager and Head of 
the India Operations of UK hedge 
fund Clareville Capital Partners LLP, 
it was about making a choice. In 
2006, he moved from long-term as- 
set management at HSBC Asset 
Management Company to Clareville. 
It seemed a good move, as markets 
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continued to boom, and indices 
peaked. However, once the down- 
turn began, it was another story: 
Clareville was quick to scale down its 
India operations. Shanbhag has now 
moved from the high-adrenaline, 
high-risk hedge fund environment 
to the non-toxic universe of equity re- 
search. He now heads Research 
Operations at a Mumbai-based se- 
curities firm, Antique Stock Broking. 
“The hedge fund experience made 
me feel like a soldier in the Kargil 
war. I have had my share of learning. 
Now, I am back into equity research, 
which is the bedrock for any kind of 
investment management,” says a 
visibly relaxed Shanbhag. 


OT TOO LONG AGO, 
finance professionals 
like Patil, Kumar and 
Shanbhag were be- 
ing desperately sou- 

ght out by headhunting firms, bro- 

kerage houses and investment banks. 

Salaries rose manifold and even a 

back-office operations guy could 

command a sign-on bonus. With a 

secular bull run in place, financial 

services firms least expected the 
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growth momentum to lose steam. 
Most expanded operations beyond 
broking, brought in an army of re- 
lationship managers and analysts, 
and doled out hefty bonuses year af- 
ter year. The global hedge funds 
joined the party in India, and lured 
many domestic fund managers (like 
Shanbhag) into their fold. The going 
was good. Until January, when bro- 
kerages and investment banks were 
caught off-guard by the sudden 
turnaround in investor sentiment. 
Hit by a sharp drop in trading vol- 
umes, a lack of initial public offer- 
ings (IPOs) or new funds to sell, and 








KRISH SHANBHAG 


a relative slowdown in mergers & 
acquisition (M&A) activity, a number 
of these firms realised they couldn't 
keep the gung-ho growth momen- 
tum going. Result? Sign-on bonuses, 
and huge salary hikes have made 
way for performance-linked ap- 
praisals. And the inevitable re- 
trenchments. Avers Puneet Pratap 
Singh, Partner at Delhi-based 
Executive Access India, a firm that 
recruits middle- and senior-level 
executives: “Involuntary resigna- 
tions among middle-level execu- 
tives in the broking and wealth 
management space are on the rise.” 







Till recently, he was an investment manager at a UK-based 
hedge fund. But as markets tumbled, hedge funds were 

hit hard. Result? The 39-year-old has shifted to equity 
research, with Antique Stock Broking, a Mumbai brokerage. 
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High Attrition Rate 


“When there was a need for five 
people, broking firms hired 20. 
Now as business has come down, 
employees are being sacked at the 
drop of a hat,” says Amit Sharma, 
CEO at Delhi-based Accord 
Consultants, who recruits finance 
professionals across levels. The at- 
trition in the sector has gone up 
by 3-4 times. In some firms, per- 
formance targets have been made 
stiffer, which forces employees to 
quit on their own; or they are being 
thrown out for trivial reasons such 
as asking for leave or reaching late 


BOTTOM LINE BLUES 


As markets tumbled, broking firms took a hard knock. 
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in office, Sharma adds. At the time 
of writing this story, a large bro- 
kerage house in Mumbai had started 
doing a daily performance appraisal 
of its employees. 

Motilal Oswal Securities, the 
fourth-largest broking firm by mar- 
ket capitalisation, handed pink slips 
to 100 employees after its annual 
appraisal in June, which constitutes 
5 per cent of its 2,000-odd work- 
force. Motilal Oswal, Chairman & 
Managing Director, defends re- 
trenchment as a strategy to deal 
with non-performers. He adds that 
rationalisation of manpower is a 
continuous process. “And we have 
hired about 50 persons in June and 
July,” says Oswal. 

More than sheer numbers, how- 
ever, it’s the frantic movement tak- 
ing place at the top levels that’s a 
worry for firms like Motilal. For 
instance, it lost two senior executives 
to rival firms over the past few 
months. Vetri Subramaniam, who 
joined the group in February to 
spearhead the Asset Management 
Operations, quit in June to join in a 
similar position at Religare Aegon. 
Hitungshu Debnath, who headed 
the Wealth Management Operations, 
left in June to join unlisted retail 
broking firm, Angel Broking India. 

It wasn’t always that way. Till 


144 BUSINESS TODAY SEPTEMBER 7 2008 


HARSH NAHAR- 





2007, heads of Research and Sales 
for Institutional Equities were com- 
manding an annual fixed compen- 
sation that ranged between 
Rs 75 lakh and Rs 1 crore. The 
salary hikes at this level have come 
down from 30-35 per cent to 15-20 
per cent. A Relationship Manager 
who deals with retail clients could 
command Rs 20 lakh as annual 
fixed compensation and half of that 
as a variable portion. The variable 
component has now come down 
to 20 per cent. 

The correlation between falling 
markets and dropping salaries and 
job losses is straight forward. 
Consider: The average trading vol- 
umes on the National Stock 
Exchange (NSE) have dropped by a 
fourth since December, and IPO mo- 
bilisation has almost halved from 
Rs 35,000 crore in the first six 
months of 2007 to Rs 16,500 crore 
in the corresponding period of 2008. 





investment manager at 

a hedge fund, he is back 
in India to manage mutual 
funds at ABN AMRO 
Asset Management. 


A 30-year-old MBA professional from the US, 
he plans to return to India and start his own firm. 


Is It All Gloom and Doom? 
It’s a worrying situation, although 
human resource consultants don’t 
think it is as desperate as the slump 
of 2000. “It’s not a gloom and 
doom kind of a situation for the 
finance professionals yet, but there 
is a strong headwind towards it. 
Finance firms anticipated a certain 
growth momentum and had drawn 
out expansion plans accordingly. 
With the fundamental situation un- 
dergoing a change, their plans have 
gone for a toss,” says E. Balaji, CEO, 
Ma Foi Management Consultants, a 
search firm that recruits middle- 
and senior-level professionals. 
The global firms, for their part, 
are rather curiously placed. Even as 
the scars of the subprime credit 
crisis in the US a year ago show lit- 
tle signs of disappearing, they have 
to take a call: Should they cut losses 
by rationalising across the globe; or 
should they choose to step on the 
gas in developing markets like 
India? The buzz on the street is 
that one Wall Street bank has 
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sounded off its employees in the 
capital market team that if market 
conditions do not improve by 
December, they would need to start 
looking out for jobs. 

Yet, there are a few who see an 
opportunity to grow amidst such 
market conditions. Last fortnight, 
Macquarie Capital Securities India 
announced six senior-level appoint- 
ments in Equity Sales, Corporate 
Finance and Operation. “We are us- 
ing the downturn to hire more peo- 
ple and make sizeable investment in 
human resources in India,” says 
Stuart Smythe, Senior MD and Head 
of Equity, India. Credit Suisse Group 
also announced three senior-level 
appointments for its Investment 
Banking Operations in India. 


India Beckons 

Interestingly, banks like Macquarie 
aren’t the only ones who’ve sniffed 
the domestic opportunity. A clutch 
of professionals, who’ve been 
scalded by the subprime mess, is 
opting to return to the safer and 
higher-growth haven of India. 
Harsh Nahar, a 30-year-old 
Chartered Accountant, Chartered 
Financial Analyst and Management 
graduate from University of 
Michigan, was set to start his Wall 
Street career by joining Bear Stearns, 
where he interned during his MBA. 
The collapse of the bank under the 
weight of subprime losses prompted 
Nahar to pursue his long-cherished 
dream of being an entrepreneur, 
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WHY THEY'RE 
HEADED BACK 


Because they're cutting flab across the world. 


CITIGROUP: The largest bank in the US 
posted a loss of $5.1 billion and $16 
billion in credit write-offs in the first 
quarter of 2008. It shut down its hedge 
fund operations, Old Lane Partners, and 
has announced 14,000 job cuts since 
last year. 


MERRILL LYNCH & CO.: Announced 
plans to lay off 4,000 jobs, mainly in the 
US, roughly 10 per cent of its workforce, 
in April. The broking and the investment 
house announced a loss of $4.6 billion 
for the second quarter of 2008. 


LEHMAN BROTHERS: Posted a loss of 
$2.8 billion for the quarter ended May 
31, 2008. It has announced 2,500 job 
cuts since 2007. 


UBS AG: The Switzerland-headquartered 
bank reported a subprime writedown of 
$5.1 billion in the June quarter and a loss 
of $331 million. 


ROYAL BANK OF SCOTLAND: Britain's 
second-largest bank announced a half- 
year loss of $1.54 billion, the largest in 
that country's banking history. 


albeit much earlier than he had 
planned. Nahar, along with his wife, 
plans to come back to India and 
give shape to his dream of being 
an independent Investment 
Manager. He plans to set up an in- 
vestment firm, Mili Capital 
Management, in Mumbai. 

The allure of hedge funds, too, 
has faded considerably. K.C. Reddy, 
a 37-year-old Investment Manager 


at Charlemagne Capital in the UK, is 
back in the country after 12 years 
(in Hong Kong and the uk). Reddy, 
who managed a long-only and a 
long-short fund at Charlemagne, 
came back in June to head the 
Investment Management Operations 
at ABN AMRO Asset Management 
(India). *My belief is that the global 
and emerging economies will con- 
tinue to face a prolonged slowdown 
and there will not be much scope to 
generate superior returns. However, 
India may continue to do well and 
that's why I decided to move back," 
he points out. 

It’s such optimism that's keeping 
the fires burning at the homegrown 
firms, and gives them the confi- 
dence that they can ride out the 


current rough patch. Oswal says 


growth plans are on track and the 
firm awaits regulatory approvals 
for its mutual fund operations. 
Rashesh Shah, Chairman, Edelweiss 
Capital, says he has added 100 peo- 
ple over the last quarter and plans to 
add another 150 this quarter. “The 
idea is to use this consolidation 
phase to invest in newer busi- 
nesses—debt, credit, asset manage- 
ment and retail financial products." 
Adds Lalit Thakkar, Director, Angel 
Broking: *We continue to hire and 
grow our branch network and gain 
substantial geographical presence." 
That may be true, but for most fi- 
nance professionals, the days of 
dizzying salary hikes and fat bonuses 
are unlikely to return in a hurry. Is 
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Is About a Shared Process y 


S A RESEARCH SCIENTIST AT 
the Massachusetts 
Institute of Technology 
(MIT) between 1975 and 
1991, James P. Womack 
directed a series of com- 
parative studies of world 
manufacturing practices. 
In 1990, his years of re- 
search—more specifi- 
cally, a five-year study on the future 
of the automobile—tesulted in a 
seminal book on the revolutionary 
manufacturing practices developed 
by Toyota Motor Co. Entitled The 
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Machine That Changed the World 
(co-authored with Daniel Roos, di- 
rector of MIT’s International Motor 
Vehicle Program, and Daniel Jones, 
the programme’s European direc- 
tor), the book was a wake-up call for 
Detroit, until then home to the 
world’s largest vehicle manufactur- 
ers. For the first time, the world at 
large discovered the secret sauce that 
Toyota had been using to grow re- 
lentlessly in global markets. 
Evidently, Womack, 60, was so im- 
pressed with Toyota's ‘lean’ manu- 
facturing system (so called because 


its secret lay in using less of every- 
thing: men, materials and money) 
that he turned a lean evangelist in 
1997, when he set up the (non- 
profit) Lean Enterprise Institute in 
Cambridge, Massachusetts. Since 
then, Womack has been travelling 
the world around propagating the 
lean religion. Recently in India for a 
seminar, Womack spoke to BT's 
R. Sridharan on the benefits and 
challenges of going lean. Excerpts: 


It is nearly two decades since you 
introduced the world to Toyota’s 






JAMES P. WOMACK 
Founder & Chairman 
Lean Enterprise Institute 
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secret weapon: lean manufactur- process, customer support process, where value is being created, it’s a 
ing. Has lean moved out of factories and there's a production process. process. Your core business is 

and into other businesses? And yet, people think of lean as- process. Everybody can see that 
What people have to realise is that something that belongs in a fac- But most managers have a difficuli 
lean is all about process—there'sa tory. The challenge is to make peo- time seeing that everything else is 
design process, supply management ple understand that everywhere just a collection of processes. So. 
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first with regard to Lean World, 
we've been trying to spread the 
idea out of manufacturing, into 
everything else. And it's worked 


pretty well. 


In businesses like financial serv- 
ices, don't you already have a 
competitor in Six Sigma? 
When we wrote the book (The 
Machine That Changed the 
World), lean was about facto- 
ries. Since then, there has been a 
gradual spread of understand- 
ing that, gosh, you could apply 
these ideas to the operational 
side of any business. Think about 
the insurance business. Where's 
the greatest money spent in the 
insurance business? It's in run- 
ning policies and processing 
claims. Those are two, if I may 
say, industrial activities. 


Why is that not many compa- 
nies, even in the us, have suc- 
ceeded in implementing lean? 
What are the problem areas? 
Well, of course, I think they've 
succeeded, but it depends on 
your definition of success. 


Get the sort of results that 
Toyota has over the years. 

So, let's see. I went to Boeing 
in 1992. They were doing a dis- 
connected batch-building process 
on aircraft and parts. Took forever. 
Tremendous amounts of rework 
and backflow. Typical job cycles— 
look for parts, look for tools, look 
for prints, look for help. You could 
just sit there and watch people build 
aeroplanes. When I first went out 
there, it took 45 days to assemble 
the 737 with a tremendous amount 
of effort. Now it takes eight days 
and with far fewer workers. 


Why haven't Ford and General 
Motors been able to emulate 
Toyota's success? 

The ironic thing about the continu- 
ing decline of Ford and GM is that 
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they're vastly better companies than 
they were seven or eight years ago. 
GM and Ford, without the legacy 
cost in North America, are better 
companies. Let's look at the new 
cars, the new Malibu versus the 
Camry. These cars are identical. 
And the latest durability stuff that's 
done by the consumer organisations 
shows that three years later GM prod- 
ucts were holding up against Toyota 
products. Then, look at transaction 
pricing, the actual pricing in the 
market, and you have a few thou- 
sand dollars below for a comparable 
car. And the reason it's called legacy 
pricing is that the customer com- 
ing in says: “Okay, the only reason 


l'd buy this, is because of the 
money. I'd really buy the Toyota, 
because everybody knows it's a 
better car and I'll buy this car 
for $3,000 less." So, they're get- 
ting killed because they've got 
higher-than-average cost because 
of the legacy costs and they've 
got lower-than-average price 
within a segment because of 
legacy pricing. If you took that 
out of the equation, GM and 
Ford, around the world, are quite 
competitive. And it's not because 
Toyota got worse, but because 
the other guys got better. 


Yes, GM's and Ford's non-us 
operations are profitable. 
Exactly, and one of the ways out 
that people are now discussing is 
to create two companies. One is 
General Motors and the other 
is, say, Global Motors. The cur- 
rent shareholder gets one share 
each. General Motors is the 
North American business and 
Global Motors is everything else. 
Same thing with Ford. And then 
where are you now? You file for 
Chapter 11 with GM, so your eq- 
uity is wiped out as a shareholder 
in that, but you're holding a share 
in what was worth anything any- 
way. Then you get the court to 
sort this thing out and then you 
rewrite it... Something like that is 
likely in the next year. 


But why is there just one Toyota, so 
to say, in the global auto industry? 
What is it that Toyota does right 
and others don't seem to get right? 
Well, the actual corollaries that 
Toyota got right, which, by the 
way, is part of their problem now, is 
that they realised from the outset 
that this is a management issue. 
Toyota doesn't hire anybody from 
other companies. All their man- 
agers are hired age 22, coming out 
of university and on the first day 
they're told, *Gee, you know how to 
read, you know how to write, you 
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across the world. And now, as 
Cosmopolitan completes 12 wicked, irreverent, fun years in India, the cult magazine brings 
to the country a cult event that celebrates the true spirit of being a Cosmo girl—the 


Internationally designed as a jury award, Cosmopolitan’s Fun Fearless Females (and one 
lucky Male!) will be chosen from across 13 categories by a highly distinguished pane! of 
judges. Each category will have 5 nominees that will be rated, debated and voted for by the 
jury. The 14th category is open to your vote! 


JTE FOR 


Who is a Fun Fearless Female? Someone who's spirited, fun, articulate, irreverent, an achiever. Who 
goes after what she wants and has fun doing it. And YOU can choose who she is! Vote for your fave from 
the nominee list below and send us your completed forms latest by 30th September 2008. 


. PLEASE [V] TICK ONLY ONE 
WWG WÜ, dn d ivo u awa sas | 
Address , 10 LUCKY WINNERS 
GET FREE HAIRCUT 
(SMS CODE A) i LL AND COLOUR BY 
ODREJ RENEW 
IN THEIR OWN CITY 
(SMS CODE B) 


(SMS CODE C) 


(SMS CODE D) Just fill in the form and mail back to COSMOPOLITAN FFF Awards, Lifestyle 
Division, Living Media India limited, E-1, Jnandewalan Extn., Videocon Tower 
(SMS CODE E) 5th Floor. New Delhi-110055 





You can also vote online by logging on to 
or . For eg: To vote for Katrina Kaif sms COS FFF A 








Fiama Di Wills presents Cosmopolitan Fun Fearless Awards, 2008 will be held at a sensational 
red-carpet event at the ITC Hotel, The Grand Central, Mumbai on 18" October! 
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know how to do math, please 
forget everything else, it’s irrele- 
vant. We will now give you an 
education.’ They start right 
here... this really happens... on 
your first day as a manager, you 
find on your desk a piece of pa- 
per inside of an A3-size sheet 
and your boss has written an is- 
sue in the upper left hand corner 
and your boss says, “Gee, you 
think that’s a business problem? 
What is the problem? By the 
way, you have no way of know- 
ing anything about this, Í guar- 
antee. He says, ‘please go see, 
you'll find out.’ So, this bright 
young University of Tokyo grad- 
uate comes out and says, ‘Boss 
we've got a problem and not 
only that, I think that l've got the 
answer' and then the boss says, 
‘Why do you think that's a prob- 
lem? Do you have any evidence? 
Please go and get me some evi- 
dence.’ Now we're beginning 
the humbling. So, that's what 
you do, that's your initial man- 
agement education. And by the 
way, if you pass the test, your 
boss says, “Oh great, here's the 
next issue, and now you start 
over.' And that's what you do for 
the rest of your career. 


How does lean work in an envi- 
ronment like India's where the 
power supply is unreliable, roads get 
washed away with every monsoon 
season, and large inventories are a 
necessary evil. 

If they don't give you power, you 
have to have your own power. 
You've got to decide that. In re- 
gard to the roads, they have to be 
able to deliver. If you can't depend 
on things, then somewhere you 
have to install a safety stock. By 
the way, in the Toyota world, 
they've got lots of safety stocks. 


What are the other excuses you get 
to hear from people here who say 
lean won't really work in India? 
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Let me give you an example. Last 
time I went down to the TVS oper- 
ations in Padi (near Chennai), I 
went to the brake panel company. 
Their issue was they were supplying 
truck brakes to an unnamed manu- 
facturer. And TVS said (to its cus- 
tomer), instead of supplying once a 
week, why don't we supply once a 
day and then, why don't we supply 
once every six hours. And the un- 
named manufacturer said that 
would just mean more work in the 
warehouse because we got one 
month's (brake panel) anyway. And 
when you ask why they have a 
month's worth, you know, the an- 
swer is ‘none of our suppliers is re- 
liable, you happen to be but we 
just keep a lot'. So, much of lean is 
about management of a shared 
process: that the supplier and the 


customer share a process. 


How much of this lean stuff 
goes on in China, which is now 
the world's factory? 

If you have companies that pay 
ultra-low wages and they're 
bankrolled by ultra-cheap bank 
loans, you can succeed at busi- 
ness as well. That's very differ- 
ent from lean. And, by the way, 
if you have a bunch of people 
who were using picks and shov- 
els and you give them a bull- 
dozer, you don't need to put 
lean into this. You just put more 
capital into this and you'll get a 
better result. What's been hap- 
pening in China is that they've 
gone from sort of closed Soviet 
production to something that 
looks like old-fashioned Detroit 
production. I’ve seen a lot of 
Chinese stuff and I haven't seen 
anything that's good apart from 
a few things that are completely 
controlled by multinationals like 
Delphi. So, the notion that 
China is gonna be an industrial 
powerhouse because it has some 
management system that's 
gonna power them to the top, 
this is just nonsense. 


How is Indian manufacturing in 
comparison? Where would you put 
it on a ‘lean’ scale of 10? 

I would have said 10 years ago that 
it's zero. They were either classic 
craft or mass producers. What I saw 
in TVS in the brake plant six years 
ago, I would say was as good from a 
plant floor standpoint as what you 
would see in Toyota City. That was 
absolute proof that you could do 
this here. My guess is l'd find a lot of 
things that are better over there 
from what I saw six years ago. But 
what is more significant to me, 
which I think is the Indian advan- 
tage, is that most people running 
companies actually are business peo- 
ple as opposed to politicians (like in 
China). That's a huge advantage. l 
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"The New Science of Winning" 













An exclusive seminar with 
Thomas Davenport 


What's the magic tool to reduce costs, cut your time to market and 
improve efficiency? It’s called analytics and it is fast becoming 
an essential tool of trade. Why? Because business 
leaders, CEOs, operational heads and other decision makers battling 
information overload are realizing the power of analytics in resolving 
the conflicting views presented to them in the boardroom 
and in the market. The rapidly growing Analytics industry in India, reflects 


the rising demand of business managers for a new business strategy tool. 


This seminar will serve as a powerful platform to exchange ideas between 
CEOs and decision makers from the Financial Services, Telecommunications, 
Retail, Pharmaceuticals, ITES and Analytics companies. 


Seminar Details 
Venue: ITC Windsor Hotel, Bangalore 
Date: September 9, 2008, Time: 10 am to 3 pm 
- Registration Fee: Rs. 12,500" per delegate 
` Group discount (3+): Rs. 11,000" per delegate 


* plus 12.36% service tax 


To register please contact us at the following: 
hbr@intoday.com or call us at 011- 43530837 / 816 


nb 


Named as one of the world's ‘Top 25 Consultants’, Davenport has authored several path-breaking 


| articles for Harvard Business Review and other renowned journals. His latest book ‘Competing on 
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Analytics’ establishes him as the guru on analytics. 
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Chairman-cum-Managing Director's Spee 


at the 50th Annual General Meeting held 
at Hyderabad on 08.08.2008. 





Dear Shareholders, 

| have great pleasure in welcoming you all to the SOth 
Annual General Meeting and present to you the 
Annual Report of your Company for the Financial 
Year 2007-08. 

The Directors' Report and the final accounts of your 
Company for the period ended 31st March 2008 
have already been provided to all the shareholders. 
With your permission, | take them as read. 

Your Company is in it's SOth year, and has grown 
from strength to strength. It is my proud privilege to 
congratulate you on this occasion. | am sure, you will 
join me to wish the Company that it may grow and 
diversify into new areas and make considerable 
contribution to the nation building! 


ECONOMIC SCENARIO 

The year 2007-08 was an eventful year both 
nationally and internationally. The sub-prime crisis, 
rise in prices of oil, gold and commodities had a 
telling effect on the share market and the investors 
across the globe. The runaway inflation remained a 
major source of worry for Governments worldwide. 
During 2007, the Global economy expanded by 
4.9%. The growth in most of the advanced 
economies witnessed sharp deceleration in the last 
quarter of the year 2007, particularly on account of 
the financial crisis that spread beyond the US sub- 
prime mortgage market. In contrast, emerging and 
developing economies continued to grow against 
this trend, despite some slackening of exports and 
industrial production towards the end of the year. In 
the current year, the global economy is likely to 
register a relatively lower growth in the wake of 
inflation accentuated by rise in prices of food grains, | 
oil, commodities and other industrial inputs. "m 
Against this, Indian economy performed better. Er 
Buoyancy in agriculture has pushed the economic — 
growth to 9 per cent, up from 8.7 per cent estimated 
earlier, even as the performance of manufacturing Chairman-cum-Managing Director 


sector has declined. 





COMPANY'S PERFORMANCE ° Asan MoU signing PSE with the Government of India, ) 

And your Company, | am happy and proud to say, has Company's performance during the year qualifies for ‘Excel 

outperformed itself over all the previous years, and set new records rating. 

in the following parameters: ° Total excavation reached 399.19 lakh tonnes, registerins 

* Turn-over touched a new high of Rs.5,7 I 1 crore, breaking the increase of 996 over the previous year's achievement of 367 
previous year's record of Rs.4, | 86 crore by 36%. lakh tonnes. 

* Profit Before Tax shot up to Rs.4,947 crore, 4196 higher when ° ROM production went up to 306.08 lakh tonnes, an incre 
compared with the previous year's Rs.3,498 crore. of 1096 over the previous year's production of 277.27 

* Twointerim dividends totaling to 33 196 have already been paid tonnes. 


as against the total dividend of 35 296 paid in the previous year. ° Lump+fines production touched a record of 298.16 





tonnes, which is 10% over the previous year's 271.77 lakh 
tonnes. 


* Iron ore sales increased to 281.84 lakh tonnes, ie., 10% 
increase over the previous year's sales of 255.89 lakh tonnes. 


* Supply of iron ore to domestic industries recorded 244.06 
lakh tonnes as against the previous year's supply of 223.28 lakh 
tonnes, an increase of 9%. Total export of iron ore during the 
year was 37.78 lakh tonnes against 32.61 lakh tonnes in the 
previous year, an increase of | 6%. 


TRON ORE SALES 

In this context, | wish to share with you two aspects of iron ore sales. 
One: The total export of iron ore during the year under report was 
3.78 million tonnes as against the production of 29.82 million 
tonnes, which is to say that the export was only 12.68% of the 
production. The primacy is given to the domestic sector is part of 
your Company's endeavor in contributing to the nation building. 
Two: While there has been steep increase in iron ore prices, your 
Company was obliged to increase the iron ore prices as per the 
provisions of the long-term contract with the domestic customers. 
However, the Company took a conscious decision to restrict the 
hike to a flat rate of Rs.574/- per tonne since October 2007, in 
order to ensure that the resultant increase in cost of steel making 
does not exceed Rs.860 or so. This was done in the overall interest 
of the nation. 


EXPANSION 

The iron ore requirement is ever growing with the increasing 
demand for steel from infrastructure and manufacturing and 
construction sectors. Your Company has geared up to meet, at 
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least, in part the increasing demand oÍ iron ore. The mission 
is to achieve 50 million tonnes of iron ore by 2014-15. The 
capacities of the existing mines are being expanded by 
upgrading equipment. A new mine, Bailadila deposit- | | /B. 
with a capacity of seven million tonnes will be opened b; 
2009. The Kumaraswamy deposit, which is now being 
developed for an annual production of capacity of three 
million tonnes, will be ramped up to seven million tonnes. 

In June 2008, the Joint Venture Company, NMDC-CMDC 
Limited, was incorporated at Raipur, to develop Bailadila 
deposit- | 3 for priority allocation of ore from this mine to the 
steelmakers in the State of Chhattisgarh, in terms of the 
Memorandum and Articles of Association. 


VALUE ADDITION 

Your Company believes in value addition to the ore where it is 
mined. Your Company is now directing its’ resources to 
diversify into steel making. An integrated steel plant with a 
capacity of three million tonnes per annum will be set up in 
the State of Chhattisgarh. Being a green field project, the 
investment would be in the range of Rs. 14,000 crore. 
making. An integrated steel plant with a capacity of three 
million tonnes per annum will be set up in the State ol 
Chhattisgarh. Being a green field project, the investment 
would be in the range of Rs. | 4,000 crore. 


CORPORATESOCIAL RESPONSIBILITY 
Your Company is a socially conscious miner. It holds itself as a 





guardian of the Nation's assets. By means of scientific mining. 
it ensures conservation of the non-renewable mineral. At the 
same time, your Company has always been in the forefront to 
take care of the local community. Earlier, under Peripheral 
Development, and now under Corporate Social 
Responsibility your Company has taken up various 
programmes for the betterment of the local community 
around the projects. | am not repeating the details of the 
programmes given as part of the Directors’ Report. 


CORPORATE GOVERNANCE 

Your Company has complied with the guidelines on 
Corporate Governance. Corporate governance is holding 
the balance between economic and social goals and between 
individual and community goals. The governance framework 
helps to encourage the efficient use of resources and equally 
to require accountability for the stewardship of those 
resources. The aim is to align as nearly as possible the 
interests of individuals, corporations and society. A report on 
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Corporate Governance compliances has been made part of the 
Directors’ Report. 


ENVIRONMENT 

Your Company is conscious about the Environment 
Management. All the four major production projects are 
accredited with ISO 14001 - 2004 EMS Standards by DNV 
Certification D.V, The Netherlands. Your Company takes 
special care for afforestation and has put in place water, air and 
noise pollution control measures. 

Your Company takes special care for afforestation and has put 
in place water, air and noise pollution control measures. 


ASSURANCE 
Your Company has performed excellently in the year under 
report and the years before. Your Company has ambitious 
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expansion and diversification plans. The Government of India, 
realizing the importance of your Company's forward march 
and its ability to perform, conferred on your Company the 
highest status of Navaratna. On behalf of the Shareholders and 
the Management of your Company, | thank the Government of 
India for the confidence bestowed upon your Company and 
the opportunity given for its growth and expansion. | assure 
you that your Company will grow manifold in the years to come. 


bw 


Rana Som 
Chairman-cum-Managing Director 


Thank you and Jai Hind! 





NMDC Limited 


(A Government of India Enterprise) 

Regd. Office: "Khanij Bhavan", 10-3-311/A, 
Castle Hills, Masabtank, Hyderabad-500173. 
Website: www.nmdc.co.in 
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Tailor-made structured products provide capital protection and add the kicker of 
equity-like returns to your portfolio. When should you invest in them? CLIFFORD ALVARES 


T’S THE NEW BUZZ 
in the financial 
world and a rage 
with thousands of 
investors. They 
are notes tailored for you 
in a way that allows you 
to make the best of both 
worlds: participate in the 
upside of the equity mar- 
ket, and, yet, have the 
safety of the fixed-in- 
come market. Their de- 
sign might make them 
look complicated at first 
glance, but they are not. 
They are essentially 
debentures, similar to the 
ones in the fixed-income 
market. But they also in- 
vest in the options mar- 
ket and that’s what gives 
them a distinct flavour. 
They are called struc- 
tured products. 
Introduced in India 
in the latter half of 2007, 
structured products have 
already caught the fancy 
of high net worth indi- 
vidual and thousands of mutual fund 
investors. Their market size has 
zoomed from zero to an estimated 
Rs 1,500 crore in less than a year. 
And this segment is growing fast. 
Says Pradeep Dokania, Head of 
Global Private Clients, psp Merrill 
Lynch India: *These products are 
very popular overseas where their 
market is huge. In India, we have just 
entered its earliest phase." 
These products can be designed 
in many ways and can combine 
the best of the commodities and 
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the currency markets. As of now, 
structured products are usually a 
blend of both the equity and the 
debt market, and issuers have kept 
their structure relatively simple. 
But over time, the level of sophis- 
tication will only increase. Says 
Puneet Matta, Head India, Wealth 
Management, Credit Suisse 
Securities: “In India, they are rel- 
atively new and form still a small 
part of the market. The type and 
levels of sophistication have a long 
way to go." 


Designed 
for Protection 
Banks are the main is- 
suers of structured prod- 
ucts in India. At the core 
of the product lies a sim- 
ple strategy of investing 
a part of the corpus in 
debt, and the remaining 
in the options of an un- 
derlying security or an 
index or a basket of se- 
curities. In this volatile 
market, the most popu- 
lar product is the one 
that keeps an investor's 
capital safe—the capital 
protected structured 
product. This note al- 
lows you to enjoy the 
upside of the market. 
They are benchmarked 
to an underlying index, 
which, in India, is usu- 
ally the S&P CNX Nifty, 
in an equity-linked 
debenture. If the index 
dips lower, your initial 
investment is safe. 
Equity-linked deben- 
tures are growing popular by the 
day. With the equity market in a 
state of flux, many investors are 
wondering whether to invest in 
the stock market. If one stays out 
of the market, investors can lose 
the opportunity if the market goes 
up. On the other hand, an existing 
investor loses when the market 
falls. A capital-protection plan pro- 
vides the leeway for the investor to 
keep his capital intact and also 
participate in the market. Says 
Matta: “Given market volatility, 


NISHIKANT GAMRE 





“The pe and levels of sophistication 


(in products) have a long way to go" 
Puneet Matta/ Head India, 
Wealth Management, Credit Suisse Securities 


structured products with capital 
protection are most popular. They 
are efficient alternatives to equity 
and fixed income investments." 

In a capital-protected plan, the 
issuer invests a bulk of the corpus in 
debentures that accumulate to your 
entire invested capital. The re- 
maining is invested in the options 
market of the underlying security or 
a basket of securities. (See Box: 
Inside the Structure). 

While capital protection plans 
are growing in stature, products 
without capital protection have also 
made a beginning in the Indian 
market. As of now, they form a 
minuscule portion of the equity- 
linked debentures market. And due 
to their structure, these notes par- 
ticipate more aggressively in the 
stock market. But these products 
are fraught with risk. If the under- 
lying index or basket of stocks does 
not perform well, investors can lose 
their capital. 


A Slice of the Market 

While capital-protected structured 
plans offer you a toehold in the 
equity market, your returns de- 
pend entirely on how the stock 
markets perform. And for them to 


INSIDE THE STRUCTURE — 





| A look at how a capital-protection plan is structured. 


& An investor invests Rs 10 lakh in a capital protection plan 





m= The issuer invests Rs 7.51 lakh in a bond yielding 10% per annum. 
The interest plus the principal, thus, add up to Rs 10 lakh in three years 


& With the remaining Rs 2.49 lakh, the issuer participates in call options 
of the underlying index or basket of securities 


m At maturity, after three years, the investor gets his capital back, and 
a part of the stock market's gains (depending on the product), if the market 


performance is positive 


. JUST THE RIGHT STRUCTURE 


There are many structures that can be customised for investors. 
Here are some popular illustrations of the plans. 





Nifty Participation 
maturity: 39 months 
UNDERLYING: S&P CNX Nifty 
PRINCIPAL PROTECTION: 100% 
coupon: 85-95% ` 
(depends on launch date) 
payout: Principal -- coupon 
NOTE: An investor will receive 
100 per cent of invested prin- 
cipal, and 85-95 per cent of 





the positive performance of the 
underlying index. The 
investor s principal will be 
protected at the end of 3 years, 
if the underlying index ends 
lower than the initial level. 






Y ecw RÀ | 
Nifty 
maturity: 39 months 
UNDERLYING: S&P CNX Nifty 
- PRINCIPAL PROTECTION: 10096 
coupon: 95-100% 


(depends on launch date) 
payout: Principal J- coupon 


NOTE: An investor will receive 
100 per cent of invested prin- 
cipal, and 95-100 per cent of 
the positive performance of 
the underlying index up to a 
capped level of 100 per cent. 
The investor's principal is 
protected at the end of three 
years, if the underlying index 
ends lower than the initial level. 





Nifty knockout 


MATURITY: 39 months 
UNDERLYING: S&P CNX Nifty 
PRINCIPAL PROTECTION: 100% 
coupon: At knock-out, 57-65 
per cent is paid at 

maturity (depends on launch 
date) or else 135-140 per 
cent of the index performance 
payout: Principal coupon 
KNOCK-OUT LEVEL: 190% of the 
initial level of underlying 

NOTE: An investor will receive 
100 per cent of invested prin- 
cipal, and 135-140 per cent 
of the positive performance of 
the underlying index provided 
the index does not cross the 
knock-out level of 190 per 
cent. If it does, the investor 
gets paid only a flat payout of 
57-65 per cent at maturity. 
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The principal is protected if at 
the end of 3 years, the 
underlying index ends lower 
than the initial level 
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Fixed & Capped Nifty 
maturity: 39 months 
UNDERLYING: S&P CNX Nifty 
PRINCIPAL PROTECTION: 10096 
COUPON: Fixed: Flat 24-2575 
payable at maturity 
Index-linked: 40-50 per cent 
of underlying index up to a 
cap of 100 per cent 

payout: 100% Principal + 
coupon ` 

wore: An investor will receive 
100 per cent of invested 
principal, and a coupon of 
24-25 per cent paid at 
maturity. In addition, the 
investor receives a 40-50 per 
cent of positive performance 
of underlying index, up to a 
cap level of 100 per cent. The 
principal is protected if at 
the end of 3 years, the 
underlying ends lower than 
the initial level. 


Note: The returns are absolute returns 
for three years, and not CAGR. 
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WHAT'S THE 
ALTERNATIVE? 





Small investors can participate in 
equity-linked debentures through 
the mutual fund route. 


MALL INVESTORS CAN ALSO HAVE A 
Se of unique structured prod- 
ucts that allow you to participate in 
the stock market’s performance. 
Mutual funds, too, have launched 
their own versions of these equity- 
linked fixed maturity plans for small 
investors. Among the first mutual 
funds to launch an equity-linked 
capital protection was Deutsche 
Asset Management with the launch 
of DWS Fixed Term Fund-Series 
43, which closed on February 27, 
2008. Prudential ICICI Mutual Fund 
and Birla Sun Life AMC are among 
the others that have launched cap- 
ital protection plans with an eq- 
uity-linked option. - 

The mutual fund route is more 
tax-efficient for the small investor as 
it offers indexation benefits on long- 
term capital gains. Besides, funds 
don't charge an entry load. As these 
products are closed-ended funds, 
they don't offer any direct exit route 
to the investor. But these products 
usually provide liquidity through 
listings on the stock exchange. Some 
fund houses may also opt to buy 
back the units. But it's best to wait 
till maturity for the equity-linked 
benefits to kick in. These products 
are open for a few days much like 
fixed maturity plans. Investors have 
to keep an eye out for them. 
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FOCAL POINT 


deliver the promised capital ap- 
preciation, investors have to hold 
them for their full term, which can 
range from 18 to 36 months. Says 
Suresh Soni, CEO, Deutsche Asset 
Management: “The popular plans 
range from 18 to 36 months with 
capital protection. The ‘market par- 
ticipation’ depends on the struc- 
ture of the product.” In structured 
product parlance, market partici- 
pation is the amount of upside you 
will get against the upside of the 
underlying index or the underlying 
security. In a 100 per cent market 
participation product, if the 
underlying index or the stock were 
to move up 50 per cent, investors 
will get their capital back and 50 
per cent of the underlying 
index’s movements (see: Just the 
Right Structure). 

Among the other types of 
products for investors are capped 
participation plans with capital 
protection, which essentially give 
a return up to a certain point in 
the market. For instance, a product 
can fix a cap of 100 per cent of the 
market’s rise. If the underlying in- 
dex goes beyond 100 per cent, an 
investor’s gains are restricted to 
100 per cent only. The investor 
does not get to participate beyond 
a gain of 100 per cent in the mar- 





“Popular plans hy from 18 to 36 
months with capital protection” 


Suresh Soni/ Chief Executive Officer, 
Deutsche Asset Management 


NISHIKANT GAMRE 


ket. Other products include knock- 
out products, where the investor 
gets only a basic return if the index 
goes beyond a certain level. 


The Custom-made Debenture 
Investors, particularly high net 
worth individuals, can go beyond 
the off-the-shelf products and even 
have these products customised 
to their liking at a higher capital 
outlay. For instance, if you are 
bullish on, say, technology stocks, 
you can structure a product taking 
a call on a select IT stocks. If your 
call goes right, you rake in the 
profits. Given the different types of 
combinations and choices, there 
are many ways in which these eq- 
uity-linked notes can be cus- 
tomised. Says Ramchandran 
Krishnan, Director and Chief 
Investment Officer, Barclays 
Wealth: “There’s no limit to the 
types of structured products one 
can have. Investors can have a par- 
tial or full participation in the 
market or participate in a select 
few stocks. They can all be done.” 

While investors can make the 
product complex, you must look at 
the cost as well. A complicated 
structure has a higher in-built cost 
and this reduces its gains. Besides, 
resellers and distributors may also 





“There’s no limit to the types of 
structured products one can have” 


Ramchandran Krishnan/ Director & 
Chief Investment Officer, Barclays Wealth 
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charge a fee of 2-4 per cent. 


The Spook in the Note 
Equity-linked debentures are not 
without risks. And liquidity is the 
very basic one. While these fixed- 
term debentures are listed on 
the stock exchanges, they. are spar- 
ingly traded. So, Investors have to 
hold on to these structured notes 
till maturity. 

Another problem these struc- 
tures could face is that of a credit de- 
fault or an issuer risk if the issuer 
goes bust. Credit rating agencies is- 
sue a different kind of rating for 
these products, but they usually take 
a call on the principal-protected 
portion of these notes. Says D. R. 
Dogra, Deputy Managing Dvirector, 
Care Ratings: “Our capital protec- 
tion-oriented scheme ratings are 
opinions on the degree of certainty 
with which the portfolio structure 
ensures timely payment of at least 
the face value of the units to unit- 
holders on maturity. We assess the 
investment strategy of the issuer, 
the track record and the prevailing 
market conditions.” 


But When Should You Invest? 


One way investors can profit from 
these notes is when the stock mar- 
kets, or the underlying index, are not 
performing as per expectations. At 
such times, the capital-protected 
plan can, at the very least, offer 


your principal back. Also, with eq- 
uitles, Investors often can't tell with 
certainty the direction of the market, 
particularly in volatile times. It’s 
during these times that this product 
offers a good cushion. 

You may also want to calculate 
your pay-offs on a yearly basis. 
Banks and issuers note the pay-off 
on an absolute return basis, which is 
higher when calculated on an annual 
compounded basis. For instance, an 
absolute 100 per cent return on a 
three-year basis is equal to 25.99 
per cent on a yearly compounded 
basis. By comparison, an investment 
in debt can yield you about 10 per 
cent return through fixed maturity 
plans. If your equity-linked deben- 
ture has to match that return, the 
underlying index (usually the Nifty) 
has to rise by around 40 per cent in 
a standard 100 per cent participation 
product. In short, the stock market 
has to do well for your investment in 
equity-linked debentures to deliver 
exceptional returns. 

While these products do have a 
place in your portfolio basket, ex- 
perts say that your investment 
should factor in your broad asset al- 
location. Says Krishnan: “A struc- 
tured product is a phenomenal tool. 
It is important to understand the 
payoff. For bullish investors, who 
want a downside protection, capital- 
protected structured notes are just 
what the doctor ordered. 


"WHEN SHOULD YOU INVEST? 


Capital protection plans are not foolproof; 
you must do your homework. 


* |f you want to participate in the stock market, but 
aren't sure of its direction 


* A longer duration of an equity-linked product offers the 
issuer more leeway to provide returns 


= If you think that the stock market will perform by 45 
per cent in three years at least, you can go for a 
100 per cent participation product. 


m If you think the stock market is going to negative 
territory, it's better to invest in a fixed maturity plan, instead. 





* Assume you invest Rs 10 lakh 
in a capital protection plan, of 
which Rs 7.51 lakh is invested 
in bonds that grow to Rs 10 lakh 
in three years 


rom om 


* At maturity, after three years, the 
investor gets his capital back, and a 
part of the stock market's gains 
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* If the market is up 40 per cent, and 
the investor has opted for 100 per — 
cent participation, the investor 
stands to get up to Rs 3.6 lakh ina 
full participation structure that 
__ provides up 90 per cent back 


TULIP any eme Som 





* |n sum, at the end of the term, 
an investor gets a sum of 
Rs 13.6 lakh 
& On a compounded annual growth: 
rate (CAGR) basis, this works out 
to a return of 10.7 per cent annum. 
* FMPs that invest in debt only, on 
the other hand, can give a retum 
of around 10-10.5 per cent 
per annum 
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* Hence, for you to break even as 
. compared to an FMP, which yields ` 
10 per cent, the underlying index 
has to increase by 40 per 
cent absolute returns 
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The Gems in the Corner 


As a slowdown looms, it’s time to look at niche companies 


that are insulated from the downturn. VIRENDRA VERMA 


Indian economy. After clocking 

growth rates of 9 per cent and 
more, the economy is expected to 
slow down to a growth rate of 7.7 
per cent, according the Economic 
Panel in the Prime Minister’s Office. 
For the world’s second-fastest grow- 
ing economy, that’s not a small cut 
in growth forecasts. And for the 
stock market, that’s not good news 
at all. Sectors that are directly linked 
to the slowdown, such as infra- 
structure, capital goods, construc- 
tion and cement, could see a slow- 
down in revenue growth. Already, 
signs of the slowdown are visible 
in the first quarter results as the 
profit growth of Sensex stocks in 
the first quarter was a tepid 12.2 


THE NICHE FACTOR 


[ IS CRUNCH TIME FOR THE 





per cent, over last year. 
Besides, the economy is faced 
with a host of challenges. Oil prices, 


though down considerably from 
their peak of around $150 
(Rs 6,450) per barrel in July 2008, 
are still ruling firm at around $113 
(Rs 4,859). Inflation is in double 
digits, at 12 per cent, and experts 
surmise that it will remain in dou- 
ble digits for some time. Interest 
rates have increased considerably 
over the last quarter, hurting several 
companies’ borrowing programmes. 

But despite all the gloom and 
doom, there are companies that 
are insulated from the current econ- 
omy either due to their distinctive 
businesses or the considerable com- 
petitiveness developed over the 
years in their businesses. These are 
companies that have carved a niche 
for themselves in the economy. 


Companies not dependent on the macroeconomy offer good investment options. 
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ADVANTAGES 

Cash-generating business 

Increased opportunities from the banking sector 
after the Basel Il norms are implemented 


Manpower constraints 

Reducing faith in the rating business 
following the post subprime crisis 
3,901.15 
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ADVANTAGES 


| e Leader in e-education, a fast-growing 


business segment 


| € High cost of education in developed countries 


RISKS 


| e Competition from unorganised market and 


private tutorials 


. e inability to create new content with changing times 







3423 


Aug. 9, '07 


| 2583 
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ADVANTAGES 
High entry barriers due to expertise and track record 


Long and good business relations with the 
Indian Railways 


RISKS 


e Railways curtailing expenditure on rail safely 


Metro railway projects not taking off in cities 






209.85 
Aug. 9, '07 Aug. 14, '08 


Stock prices in Rs Source: Prowess 


Equities are risky, but niche 
companies carry less risk compared 
to stocks that are directly linked 
to the economy. Business Today 
looks at six such mid-cap stocks 
that can withstand the growth 
pangs that have gripped the econ- 
omy and come out ahead in the 
next bull market. 


CRISIL 


When you invest in the fixed de- 
posit of a company or bank, the 
first thing that comes to mind is 
credit rating. And the company 
that is top of mind is CRISIL. So, 
whether a debt paper gets the high- 
est investment grade or default rat- 
ing, rating companies make their 
money. Moreover, CRISIL offers a 
host of other rating services for mu- 
tual fund products, insurance com- 
panies and initial public offers. The 
company also offers research and 
advisory services, Credit rating con- 
tinues to contribute a major chunk 
of the revenues and profits. 
Considering the implementation of 
Basel II norms for banks and the 





ADVANTAGES 

Specialist in special effects for films and television 
Increased outsourcing of special effects 

business to India 

RISKS 

@ Does not have high-end special effects techologies 


High competition and several new entrants 
entering the fray 





Aug. 9, '07 


Aug. 14, '08 


rating requirements for new paper, 
growth may not slow down for this 
company. Being a market leader 
and diversifying beyond the busi- 
ness of rating, mitigates risk for 
CRISIL. The advantage of CRISIL is 
that it's a cash generating business 
considering that there is no capital 
cost. Its high reserves could indi- 
cate a bonus issue in the coming 
years. This is a good long-term ad- 
dition to your portfolio. 


Educomp Solutions 

Have you checked your salary and 
noticed the education cess deducted 
every month? This cess has been 
imposed to provide basic educa- 
tion to children. Now look at 
Educomp Solutions, India's lead- 
ing education solutions provider, 
which offers its services mainly 
through the Internet. This com- 
pany's expertise lies in providing 
education from kindergarten (KG) to 
the 12th standard. As we all know, 
education has become a 
necessity. This business is unlikely 
to get impacted by the slowdown, 


ADVANTAGES 


| € Complete networking solutions provider 
| € Focus on rural connectivity through 


wireless technology 


RISKS 


. € Competition from telecom players like 


Bharti, BSNL 


. € IT spending among companies slowing down 





Aug. 9, '07 


Aug. 14, '08 


or high inflation or any other 
macroeconomic factor. Educomp 
provides education services to more 
than 60 million students across the 
world and has plans to ramp this up 
to 100 million students. The com- 
pany has education solutions not 
just for students but also for teach- 
ers and parents. The cost of edu- 
cation in the developed world is 
much higher than in India and 
through its e-learning, Educomp 
is aiming to reduce the cost gap 
and sustain its growth. In the last 
three years, the company has been 
doubling its revenues and profits 
every year. Educomp is worth 
adding to your portfolio. 


Kalindee Rail Nirman 
(Engineers) 

This is the company that set up rail- 
way tracks and signaling devices for 
the Delhi Metro and the Konkan 
Railways. Yet, the company does 
much more than just execute railway 
lines. Rail transportation is still the 
main mode of travel, especially for 
inter-state journeys, and the Indian 





ADVANTAGES 
@ Leader in digitalisation of government paper 
e Rising revenue streams from domestic 
billing market 
RISKS 
e Increasing competition could squeeze margins 


€ Acutback in government spending could impact 
revenue growth 





216.95 


Aug. 9, '07 


Aug. 14, '08 
Source: Prowess 
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Railways is trying to improve the 
speed and safety of its trains. 
Kalindee has expertise in both these 
areas. Besides, work on the Mumbai 
Metro has commenced and 
Bangalore, too, has invited bids for 
a metro railway. Kalindee’s experi- 
ence of helping build the Delhi 
Metro will provide it an edge over 
others. The other area of growth is 
going to be the East-West Freight 
Corridor that is being planned with 
investment of Rs 28,000 crore. All 
this provides a good growth poten- 
tial for the company. 


Prime Focus 

If you have seen Dhoom-2 and Om 
Shanti Om and liked the special ef- 
fects in these films, it’s all credit to 
Prime Focus, the special effects 
company. With producers and di- 
rectors, both in Bollywood and 
Hollywood, relying on special ef- 
fects to make an extra impact on- 
screen, companies like Prime Focus 
are raking in the moolah. Besides 
special effects for films and adver- 
tisements, Prime Focus also does 
post-production work of dubbing 
and editing and also hires out cam- 
eras for film and television shoots. 
The business of movies is attract- 
ing huge investments and special 
effects are now anorm. The com- 
pany also offers technology serv- 
ices to Hollywood producers. It has 
improved its technical expertise over 
the years and acquired two UK-based 
companies, Clear and VTR, in 2006. 
Prime Focus has been beefing up 
its technology and manpower over 
the years. It is also positioning itself 
to win bigger orders from overseas, 
and improve its delivery systems. 
While movies might go hit or miss, 
Prime Focus is poised to be a hit 
in your portfolio. 


Tulip Telecom 

If the Internet and mobile phones 
have changed the way we live to- 
day, a company involved in stream- 
lining many of these services is 
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RIDE THE DOWNTURN 


Seven factors to look for in 
stocks to beat the slowdown. 


NOT SENSITIVE TO MACRO FACTORS 
Companies that are not directly 
impacted by crude prices or 
interest rates or inflation stand a 
good chance of withstanding the 
current slowdown. 


NICHE PLAYERS 

They operate in niche businesses 
or are leaders in their respective 
businesses in segments that are 
less competitive. 


HIGH ENTRY BARRIERS 

It is just not the capital-intensive 
businesses where there are entry 
barriers. Even highly technical 
businesses require a good track 
record and expertise and this acts 
as an entry barrier. | 


CLEAR EARNINGS VISIBILITY 
Companies that have been growing 
at more than 30 per cent annually 
even on a higher base should do well. 


DE-RISKED BUSINESS 
These companies have expanded 
their businesses and customer ` 
base so that they are not dependent 
on one revenue stream or a single 
customer. 


MINIMUM DEBT 
The debt-equity ratio for these 
companies is low and some of 
them are debt-free with surplus 
cash in their books. 
DOMESTIC-LINKED | 

The domestic market is their main 
source of income, and they are not 
reliant on export revenues. If the ru- 
pee-dollar exchange rate changes or 
US goes into recession, these com- 
panies will be the least affected. 





Tulip Telecom, which also is into 
network integration and also offers 
rural connectivity through wire- 
less technologies. It is also involved 
in offering Internet services for 
corporate security. The company 
has carved a niche for itself in 





communications technology 
through its unique approach. Tulip 
is not at the consumer end of serv- 
ices, so it does not have a quick re- 
call with many individuals. Yet, 
behind the scenes, the company 
has been a pioneer in providing 
connectivity to ATMs, companies 
and other networking service 
providers. Over the next few years, 
many companies in India are in- 
vesting heavily in communications. 
Tulip is also into the business of 
data transfer, a fast-growing 
segment in the country. Tulip’s 
range of services make it one of the 
must-have stocks in your portfolio. 


Vakrangee Softwares 

At first glance, its name suggests 
that it’s a software company. But 
technology development is not its 
bread-and-butter business. So, 
what’s special about Vakrangee 
Softwares? This company transfers 
physical data into electronic form 
and maintains data records. The 
Right to Information Act has 
changed the fortunes of the com- 
pany, as it is necessary for the gov- 
ernment to convert its data into an 
easily retrievable format. This is 
Vakrangee’s specialty. Whether or 
not there’s high inflation or high 
interest rates, the government has to 
digitalise its records. Moreover, its 
entire revenues come from the do- 
mestic market, so there are no wor- 
ries linked to exchange rates. It’s 
also into the business of customised 
printing solutions and has been 
focussing on the retail and telecom 
sectors, the two fastest-growing 
sectors in the country, in a big way. 
As this business is still in a nascent 
stage, growth will take time to ma- 
terialise. Retail and mobile compa- 
nies are outsourcing this segment to 
companies like Vakrangee. With 
earnings visibility (net profit is ex- 
pected to grow 50 per cent in 2008- 
09) and a debt-free status, the com- 
pany seems to be on the verge of 
outperforming the market. 
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Rise of the Silver Brigade 





Prices of precious metals such as silver and platinum have kept pace 
with gold. Should you invest in them? K.R. BALASUBRAMANYAM 


ANGALORE-BASED MANAGEMENT 
B consultant Pradeep U.’s faith 

in bank fixed deposits and 
gold is unflinching. They have 
never let him down, unlike his 
brief brush with stocks. He started 
buying gold coins when the prices 
were around Rs 500 per gram six 
years ago and went on till the price 
touched Rs 850 last year. When 
the yellow metal started quoting 
above Rs 1,200 last month, he 
started selling the coins he had 
bought. The spot price of gold was 
quoting Rs 1,060 per gram in the 
second week of August, after peak- 
ing to Rs 1,368 a gram in July this 
year. So does it make sense to buy 
gold now? Analysts aren’t recom- 
mending the yellow metal just yet. 
The reason? It is in a correction 
mode and is heading back towards 
Rs 1,000 levels. 

But beyond the world of gold 
lies other precious metals that in- 
vestors can consider and which 
most investors have not explored 
yet. Other precious metals, such as 
silver and platinum, have per- 
formed equally well and have de- 
livered returns of 37 per cent each. 
But these metals still have plenty of 
long-term potential. “We believe 
precious metals still have the po- 
tential to generate more returns. 
Taking into account the slowdown 
in the Us and the Euro-zone, in- 
vestors are likely to turn towards 
commodities for portfolio invest- 
ments," says Harish Galipelli, 
Head of Research at Karvy 
Comtrade, Hyderabad. “It is his- 
torically proven that commodities 
are negatively correlated with eq- 
uities. Hence, after the recent tur- 
moil in global markets, investors 
are turning to commodities to 
hedge their risks," he says. 
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BEGINNING BASICS - 


bis Dar started in the 
| modity world. — 


5 Select a mee broker who is 
equipped with all the resources 


m Look for online and offline 
trading facilities that allow for 
physical deliveries 


m Approach a registered 
commodity brokerage having a 
nationwide reach 


* Apply for a commodity account 
and submit all the relevant 
documents for verification 


m After getting UCC (Uniform 
Commercial Code), deposit 
the initial margin 


m Start trading in commodities 


So, how much should one park 
in these metals? “At least 15 to 
20 per cent of one's portfolic 
should comprise precious metals. 
This will safeguard investors 
against rising inflation and negative 
real interest rates," says Mandar 





Pote, Research Analyst, Angel 
Commodities, Mumbai. 


Silver 

Silver, in fact, began the year on a 
dazzling note. A 40 per cent jump 
pushed it to a 27-year-high of 
$21.35(Rs 854) per ounce in 
March this year. In July, silver was 
quoting at Rs 26,250 per kg in the 
spot market. *In 2008, silver 
gained 12.60 per cent against gold, 
which returned just 5.90 per cent. 
It is still maintaining its gain over 
the yellow metal. After the cur- 
rent consolidation, we expect silver 
to give returns of 20 per cent by 
the end of this calendar year," says 
Pote. Karvy's Galipelli, who's 
equally bullish on silver's long- 
term prospects, agrees. Over the 
short-term, though, the metal is 
in correction phase. *We expect 
the fall to be limited and recom- 
mend that long-term investors take 
long positions," avers Harish. 


Platinum | 
Platinum prices appreciated 32.80 


per cent during last calendar year. 


“Though prices of platinum have ` 


fallen by more than 20 per cent 
from this year’s high, the rising 
gap between demand and supply 
can help the metal to rise again. In 
fact, they are expected to rise 
more than 25 per cent by the end 
of this year,” says Pote. However, 
the ongoing declining phase is 


likely to continue for short term, 
adds Galipelli. 


Palladium 

Analysts ask investors to stay away 
from palladium as it is struggling in 
a bearish phase, which, they feel, is 
unlikely to change in the short to 
medium term. Pote says its price 
is subject to high volatility and, 
therefore, *palladium may under- 
perform when compared to gold 
and silver". 


The Mode of Investing 


Those unexposed to investing in 
metals other than gold, can make a 
beginning by opening a demat ac- 
count with brokers. All that they 
need to do is open a commodity ac- 
count with a broking house and 
start trading (see Beginning Basics). 
As for gold, however, there are 
many options, including Exchange 
Traded Funds (ETFs), launched by 
various domestic fund houses. 
For those looking for an inter- 
national flavour, DSP Merill Lynch’s 
World Gold Fund offers a win- 
dow of opportunity to profit from 
the gains of gold mining companies 
outside India. “The gold fund is a 
feeder, which invests in the Black 
Rock World Gold Fund, which 
has been around for 14 years now. 
Our’s is the world’s largest gold 
equity fund that is AAA-rated,” says 
Anup Maheshwari, Head of 
Equities & Corporate Strategy, DsP 
Merill Lynch Mutual Fund. 
As for silver, Benchmark AMC is 
all set to launch the country’s first 
silver ETF. There is, however, no 
such option for platinum or palla- 
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dium at the moment. 


Futures the Other Option 


Futures may provide another op- 
tion to big investors, but they are 
prone to short-term volatility. 
Exchanges such as NCDEX and MCX 
facilitate futures trading in pre- 


THE NEW GLITTERATI 





All the precious metals outperformed the 
Nifty over the last year by a big margin. 
Gold 31.07 
Silver 
Platinum 37.00 
Palladium 5.26 


Nifty |-0.30 — Figures show percentage change from 
Aug. 1, 2007 to July 31, 2008; Source: Karvy Comtrade 





cious metals. “Our’s is a futures 
exchange and one cannot buy spot 
metals across the counter. 
However, traders have the option 
of physical deliveries, which take 
place on the day of expiry of the 
contract,” explains Madan 
Sabnavis, Chief Economist, 
NCDEX, Mumbai. 

For now, though, given the 
corrections in the global economy, 
precious metals are cooling off. 
But given that there’s a slowdown 
in the Us and other markets, 
sooner or later these metals will 
begin to shine again. Once the 
prices have corrected significantly, 
make your move. 


SEPTEMBER 7 2008 BUSINESS TODAY 167 


bt money 


-NISHIKANT GAMRE 


One up on Bond Street 


Rising interest rates have made debt more attractive as an investment option. 
But where are the best opportunities available noW? NITYA VARADARAJAN 


often turn to the bond market 

when interest rates are high. But 
debt funds (that invest in gilts) are 
not a good idea just yet—there are 
other attractive options. Interest 
rates are still volatile, and most 
bond market experts feel that rates 
could stabilise around September- 
October. It is always better to tap 
debt funds after rates have stabilised 
or are heading downwards. 

Even though the 10-year bench- 
mark G-sec yield is hovering around 
8.89 per cent, down from 9.05 per 
cent on July 10, 2008, experts feel 
that the rate is not sustainable and 
will move up, given that Treasury 
bills (the rate of return for one year) 
are giving much higher yields at 
9.43 per cent. Says Ashish Nigam, 
Head, Fixed Income, Religare 
Aegon Asset Management: “With 
inflation ruling high (12.44 per cent 
for the week ended August 2, 
2008), the 10-year coupon rate is 
unsustainable and is bound to go up 
after another repo rate hike." If 


[e NO SURPRISE THAT INVESTORS 
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“FMPs are a great option for bank deposi- 
tors. Investors must park at least 20 per 
cent of their debt portfolio in them” 


Karan Chimandas. 
Assistant Vice President, PINC Wealth Management 
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you are looking for opportunities in 
the debt market, then have a 
game plan ready for the next two- 
three months. Says Mallinath 
Madineni, CIO, Arthamoney, a per- 
sonal finance company targeting re- 
tail investors: “It is a good time to 
start looking at debt investments, 
but don't rush to invest in debt.” 
There are plenty of options in the 


“With the inflation rate still high, the 
10-year coupon rate is unsustainable 
and is bound to go up” 

Ashish Nigam 


Fixed Income Head/ Religare Aegon Asset Management 





INVASOD LIHOVY 


debt universe apart from bank fixed 
deposits, though some, like Oriental 
Bank of Commerce, have already 
started offering 11 per cent interest. 
Fixed maturity products, the shorter 
duration liquid funds and even 
floater funds can offer decent re- 
turns. Look at the various scenarios 
before investing. 


Lock-in or Not? 

In the debt universe, Post Office 
fixed income products with fixed 
terms, perhaps, don’t make the 
cut. The Kisan Vikas Patra and 
National Savings Certificates have 
a long lock-in periods. Investors 
have to hold these investments for 
5-6 years, at an interest rate of just 
8 per cent, which rules them out as 
options. Even the Public Provident 
Fund’s 8 per cent return is not too 
high, but since it’s tax-free income, 
this debt scheme still manages to 
pass the muster. 

Lately, banks have been in- 
creasing the interest rates on de- 
posits. But the rate varies depending 
on the maturity period. Deposits 
that mature within a year fetch 
higher returns of around 10.5 to 
11 per cent, while long-tenure de- 
posits yield a lower rate. The dis- 
advantage for investors is that bank 
interest are taxed. Individuals in 
the higher tax bracket may see their 
post-tax yields reduce considerably. 
At the 30 per cent tax bracket, a 
10.5 per cent bank deposit man- 
ages to eke out a post-tax return of 
just 7 per cent. So, you may want to 
avoid this product. 

But it’s a green signal for fixed 
maturity products (FMPs) even 
though these are fixed-term prod- 
ucts with a lock-in like a bank de- 
posit. That’s because FMPs offer a tax 
advantage and the prospect of a bet- 


TOP OF THE BOND FUND WORLD 


How the debt funds stack up in a rising interest rate scenario. 








LIQUID FUNDS. - E 
ExoBiuNEUIG l — . ——. . 3225 eA C 449 890 
JM JM Money Manager Super P PlusG- 11099. . 215 . 432... l SB 
Reliance Liquid Plus Instant G SLIESUID S 21/5 432 —- Be 
DWS Liquid PIBG  —- —— 12359. 216 435 — B75 
LIC Ln —— —— ee x9. — M3. A35 . Bist 
Birla Sun Life Cash Plus — — 2263 2.15 425 848 
Canara Robeco LiquidG — 1 1 1521 210 426 843 
s AL4g 024 7; 456 —. BAT 
JM : 1s SAO e co 10964. 429 ' 838 
JP Morgan India w Plus G. 10.78 2.17 4.31 7.69 
OCM a GS ee — 3012 -— 990 
HDFC Float LTP G (LT) == dede c e —— ABS 949 
UTIFOMSIPGISD — — à 134874 296 — 463 934 
HSBC Float LTPG(LT) 138] — 224 445- 909 
Birla Sun Life Float LTP G (LT) 2A [20i ii Ad c BS. 
Tata Poster GOT) ——-129] 21 . 4933 ^ 881 
Kotak FloaterSTPG(ST) — UE MIB. 429 . 84. 
Sundaram Float STP Inst G (ST) cC IR — 235. 4432 ` 8908 
HSBC Float STP Inst G (ST) — — 1291 — ae epee ©. gee 86$ 
ABN Amro Float G (LT) 12.66 2.03 3:55 8.57 
* Figures in per cent Source: PersonalFn.com 
The returns depict the growth in NAV and are adjusted after dividend payout. 
ter yield. Says Madineni: “For in- The Liquid Brigade 


vestors, the best option, in these 
uncertain times, is the FMP.” 
Investors get the benefits of indexa- 
tion for capital gains for FMPs that 
are over one year. 

Karan Chamindas, Assistant Vice 
President, PINC Wealth Management, 
points out that FMPs with a three- 
year maturity, offered by ICICI 
Prudential FMP Series 45, have been 
offering high indicative yields of 11 
per cent. “This is a great option for 
bank depositors. The post-tax re- 
turn works out to 10 per cent, which 
is very good. Investors must park 
at least 20 per cent of their debt 
portfolio in FMPs,” says Chamindas. 
Normally FMPs are open for only 
four to five days, so you may want 
to keep an eye out for their indica- 
tive yields, which may change. 





Liquid funds are another option 
you could consider, particularly if 
you want to park money for a few 
days only. These buy paper that 
mature in a few days and, hence, 
are able to provide quick access to 
your cash. Check the quality of pa- 
per that a fund will invest in. “Go 
for funds with a lower maturity 
date and a high quality paper,” 
says Chimandas. Consider the tax 
status as well. Liquid funds pay a 
higher dividend distribution tax of 
28.5 per cent, while Liquid Plus 
funds, which invest in debt paper 
with longer maturity of, say, around 
one week to 1 month, pay a lower 
dividend distribution tax of 12.25 
plus surcharge. Hence, the latter 
is more tax-friendly. 

Floater funds are also an option, 





THE LIQUID CHARGE 

æ Invest predominantly in short-term 
securities, so the interest rate 
risk is low. 

m Liquid Plus funds invest in debt with a 
little longer maturity, thus, increasing 
the interest rate risk. 

m Liquid Plus funds offer a tax 
advantage and a better post-tax 
m" compared to standard liquid 

nds. 


FLOATING RATE FUNDS 
m Floating rate debt instruments invest in 
coupons that are revised at regular 
intervals. 
m When rates are rising, the yields of 
floating rate funds improve, 
offering better returns to investors. 


m Lower expenses is crucial for clocking 
good returns. 


w Short-term floaters allow investors to 
exit without loads on premature 
redemption. 


FIXED MATURITY PLANS 


x FMPs invest in a host of bonds and 
government securities that mature at 
the same time. 


Fund managers usually choose higher- 
rated coupons to offer a high safety. 


m But a credit risk cannot be ignored if 
the underlying investments default, but 
it depends on the sectors the fund 
invests in. 


m FMPs with a two-year maturity period 
offer indexation benefits and better 
post-tax yields. 


if you think the interest rates are 
likely to rise. These funds will go 
up if interest rates rise. Invest in 
funds that are benchmarked to the 
MIBOR (Mumbai Interbank Bid Offer 
Rate). Says Nigam: “Efficient floater 
funds are those that have a daily put 
option and are linked to the Mibor 
with an additional 20-30 basis 
points spread.” 
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WORKING SMART 





Managing Multiple Bosses 


Navigating between two or three reporting points can be trying, but there's 
a way out of this complex work matrix. TEJASWI SHEKHAWAT 


MITASHREE MENON, 

39, Head (Talent 

Acquisition, India 

and Emerging 

Markets), Moto- 
rola, has recently stepped 
into her new role. While 
the young manager has an 
effortless grasp on her func- 
tional area, she is literally 
dealing with a multi-faceted 
issue—Matrix reporting 
(Read: multiple lines of re- 
porting, which has a geo- 
graphical spread across var- 
ious functions with or with- 
out an authority line). 
Menon reports to two 
bosses and has deliverables 
spread across five coun- 
tries. “I report to Bangalore 
and Beijing. But my deliv- 
erables are quite diverse as 
I also study markets and 
provide inputs for Vietnam, 
Indonesia, The Philippines 
and Thailand," she says. 
One month into the new 
job, Menon has learnt a 


few valuable lessons— 4! 


switching her hats and be- “lfeel matrix reporting gives a lot of synergy and clear 
sense of direction from a functional point of view" 


Smitashree Menon, 
Head (Talent Acquisition, India and Emerging Markets), Motorola 


ing adaptive. *I have two 
bosses—in Beijing and 
Bangalore. It is important 
to keep the cultural aspect 
into consideration. Understanding 
cross-cultural differences is critical. 
We (Indians) are very aggressive 
and communicative. I can go an ex- 
tra mile if I know what I am doing is 
right. But the Chinese, on the other 
hand, are more reserved and used to 
functioning in a controlled hierar- 
chy,” she says. 


In today’s global offices, managers almost always — 
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So, Menon had to adapt her 
ways to suit the more conserva- 
tive style of her Beijing manager. 
Managing more than one boss 
means being adaptive. Follow their 
lead and wear the hat that suits 
them best, she says. In the same 
breath, Menon points out: “I fee! 
that matrix reporting gives a lot 
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of synergy and a clear 
sense of direction from 
the functional point of 
view as I gain core depth 
in my expertise. But on 
the flip side, unless your 
goals are interlinked and 
you have a clear and tan- 
gible role, there are a lot 
of grey areas." 

In today’s global of- 
fices, managers such as 
Menon almost always re- 
port to more than one 
person—they might even 
have three bosses. Hence, . 
matrix reporting has be- 
come a norm. "Matrix re- 
porting is important to 
leverage the power of the 
organisation across all sec- 
tors," says Pramod 
Bhasin, President & CEO, 
Genpact, which manages 
business processes for 
companies around the 
world. Hence, in the new 
work environment, man- 
agers may report to as 
many as four bosses, each 
with conflicting priorities 
and impossible deadlines. 
Its hard enough manag- 
ing one boss; if you're 
navigating more than one 
reporting point, you do face a se- 
rious challenge. 

*In my opinion, which is 
based on extensive research, I 
believe that a majority of Indian 
managers cannot deal effectively 
with multiple bosses," says Deepak 
Gupta, Country Head and Mp, 
Korn/Ferry International. 
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Here are the basic rules 
to manage multiple 
navigation points. 


e Set agendas ahead of time 
e Keep the organisational interest 
on top while taking important 
decisions 
- e Learn to switch hats, be adaptive 
3 @ Keep everyone in the matri» 
° well-informed 
> e Use technology and multiple 





“Sitting at the top of the matrix, it's more of a coordination issue, with 
a lot of people reporting across various functions and geographies” 
Ashish Bhasin, CEO (Southeast Asia), Aegis Media 


Communication Is the Key 

Nand Kishore, Director (Auto- 
motive Lighting), Philips India, has 
turned matrix reporting into a fine 
art. He is left with little option; 
his matrix is spread across the 
globe—Hong Kong, Japan, Korea, 
Germany, France, and the us—and 
his routine, in a nutshell, is 
stretched working hours. Kishore, 
who is in his early ’50s, chants the 
“planning in advance” mantra when 
asked about how he works around 





make matters worse. The solution 
lies in connecting to people in the 
right way.” 

Communication works best in 
these situations, he says. “Your 
bosses may not know how 
stretched you are. Given the crazy 
work pressures each of them would 
have, it’s likely that they are just 
not aware of the work you’re being 
dumped with by other managers. 
The solution lies in speaking up,” 
he adds. Kishore believes in keep- 


communication networks t 
your advantage 


Learn to prioritise work 


Take cultural aspects inte 
consideration 


the situation and keep realistic 
deadlines, then you should bi 
fine," feels Kishore. 


Agrees Nina Chatrath, Sen 


Consultant, Korn/Ferrv Internat 

ional: *Inevitably, when working 
for multiple bosses, one is swamped 
with tasks that all need to be done at 


the same time. Of 











course, vo | TY 
onlv human 
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it. Taking a positive stand on his ing it simple. The veteran man- able hours in 
matrix, he says: “It’s all about how ager feels it is important to clarify every day 
you take it. Technology and mul- with each boss the work you are So, set yout 


tiple communication networks have 
made it simpler." 

His biggest challenge was in get- 
ting the bosses to see the problem 
with the same intensity. “My im- 
mediate boss sees the situation bet- 
ter and with more perspective than 
my dotted line boss (i.e., functional 
boss). Geographical differences only 


expected to do, explain what the 
other bosses want and how you 
can divide your time optimally be- 
tween all of them, mark e-mails 
on critical projects to all, so that 
everyone is in the loop on what 
your workload is at any given point 
in time. *My experience is that if 
you are upfront and clear about 


"Though | feel performance is not a binary function, the focus should 
be on who gives you the increment and who impacts your salary " 


Pramod Bhasin, President & CEO, Genpact 


.. feport to more than one person 








obs 





agendas ahead of time," says 
Chatrath. Reporting to multiple 
bosses herself, she counts her- 
self among the lucky few to 
have understanding bosses. But 
she feels it's critical to be crisp 
and prepared and to know 
whose tasks get top priority, 
as reporting lines get blurred in 
matrix reporting. "Sometimes, 
it might be a certain type of 
task that takes priority, re- 
gardless of who assigns it to 
you. And you have to make 
that decision. Keep organisa- 
tional interest on top while de- 
ciding. Just make sure that all 
parties are clear about the way 
it works. You don't want one 
boss feeling that he is always 
getting shoved to the bottom of 
the list," she says. 


The Right Balance 

Ravi Verma, 48, Vice President 

& Global Head (Human 
Resources), Nucleus Software, was 
lost initially, trying to work for 
multiple bosses. “Its the balancing 
act that is a challenge. Working for 
multiple bosses requires serious or- 
ganisation. You must constantly 
monitor the tasks and projects as- 
signed by each individual. You must 
track various due dates, meetings, 
and timelines. There were times 
when I found it very difficult to 
meet expectations." Eventually, he 
discovered his way out of this maze. 
*My solution lay in focussing on 
one important person, clarifying 
expectation and discussing the sit- 
uation with others." 

So, what are the lessons he 
learnt from his matrix? “I think it's 
very important to keep everyone 
in the loop. Optimise your outlook, 
colour code items on your task list 
and use different inboxes for dif- 
ferent people. Being organised is 
the key," he adds. There are, how- 
ever, challenges galore. Since you're 
part of many cross-functional teams, 
all at once, you have multiple re- 
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“Keep the organisational interests on top 
while deciding. Set agendas ahead of time” 
Nina Chatrath, Sr. Consultant, Korn/Ferry International 


porting relationships to different 
people, who’re not just at differ- 
ent levels, but at different places, 
too. And each one of them wants 
his work completed first. You find 
yourself at your wit’s end trying to 
please everyone. But that’s exactly 
what you need to avoid. “I never let 
anyone up there dissect me thread- 
bare,” says Verma. 

Pleasing many masters is a tricky 
business. But Bhasin feels it’s not all 
that difficult. “Though I feel per- 
formance is not a binary function, 
the focus should be on who gives 
you the increment and who im- 
pacts your salary,” he says. But 
Gupta begs to differ. “That’s a very 
cut and dried way of doing it. It’s a 
very practical and simple way. But 
in real life, it’s far more complex. 
You need to balance out every one,” 
he feels. “No two people handle 
their work in exactly the same 
way—even people who do the same 
job. You need to be aware of the 
differences in your boss’s personal- 
ities and in their work styles. There 
should be a clear understanding of 


what your boss wants from 
you, his perspectives and con- 
straints,” he adds. 


Ahead of the Curve 


As one of the many bosses to 
country managers, Ashish 
Bhasin, CEO (Southeast Asia), 
Aegis Media, feels that bosses 
these days are sensitive to the 
needs and constraints of the 
people reporting to them. For 
a company like Aegis, which 
has a number of specialised 
units under it, the challenge 
lies in coordinating between 
the functional boss and spe- 
cialist boss, he says. “Sitting at 
the top of the matrix, it’s more 
of a coordination issue, with 
a lot of people reporting across 
various functions and geogra- 
phies. You need to recognise 
the fact that we live in virtual 
worlds amongst criss-cross 
wires. Good understanding and in- 
terpersonal skills from both the 
manager and the boss lead to suc- 
cessful functioning,” he says. 

As today’s executives are fre- 
quently required to communicate re- 
motely across borders and conti- 
nents, as well as across language 
and cultural barriers, those who 
possess great “people skills", such as 
empathy, or the ability to sense 
what others are feeling, will be most 
successful in a global environment. 
“Executives can achieve this by be- 
coming more attuned to the values 
and aspirations of their workforce 
while connecting with “the field" as 
much as possible, in person as well 
as virtually," feels Chatrath. 

Working for multiple bosses has 
its fair share of positives—a faster 
learning curve and exposure to mul- 
tiple areas and geographies, better 
organisation and management skills, 
and finally, a better chance that 
your hard work gets recognised and 
appreciated. If handled well, it could 
well turn out to be a win-win 
proposition for you. 
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Wanted: Fund Managers and Analysts 


New jobs emerge as private players step in to manage pension funds. MANU KAUSHIK 


ERE’S AN EXCITING OPPORTU- 
ies up for grabs in the finan- 
cial services sector. The recent de- 
cision of the Employees’ Provident 
Fund Organisation (EPFO) to open 
fund management to three private 
sector fund managers—HSBC AMC 
(Asset Management Company), 
ICICI Prudential and Reliance 
Capital—has promised to deliver 
more jobs for fund managers and 
research analysts. 

Typically, pension funds invest 
long-term contractual savings in 
various financial instruments. 
Currently, investment avenues for 
pension funds are restricted to cen- 
tral and state government securi- 
ties, special deposit schemes, bonds 
of public sector undertakings and 
public sector financial institutions, 
and certificates of deposit with 
banks. Says Sandesh Kirkire, CEO, 
Kotak Mahindra Mr: “As directed 
by EPFO, fund managers will not be 
able to invest in stocks. However, 
there is a proposal to allow fund 
managers to invest in equity in- 
struments as an option, thus, re- 
ducing the burden on the excheq- 
uer. The number of equity and 
debt researchers required by fund 
houses will largely depend on the 
government guidelines on the in- 
vestment patterns." 








Kotak's Kirkire: Fund managers in demand 


Until now, EPFs have been solely 
managed by the state-run State Bank 
of India, but the government now 
wants to foster competition and 


ensure higher returns for its 43 mil- 
lion subscribers. “Initially, the EPFO 
will ask the fund managers to man- 
age the incremental deposits only," 
says Kirkire. 

Experts think that the plan to 
have multiple fund managers for 
the scheme will help generate higher 
returns and bring about greater pro- 
fessionalism. Says Shiv Aggarwal, 
CEO, ABC Consultants: “This is a 
very specialised domain and only 
the best and the brightest operate 
here. However, we might see a few 
openings at the equity analyst and 
fund manager levels." m 





WHO'S HIRING: Reliance Capital, ICICI Prudential, HSBC and SBI 


EE" WHO'RE THEY HIRING: Chartered Accountants (CAs), Chartered 
Financial Analysts (CFAs), and MBAs, preferably in Finance 


AT WHAT LEVELS: Junior Research Analyst, Research Analyst (over 
three years of work experience), Senior Research Analyst (5-6 years 
of work experience), Fund Managers (over 10 years work experience), 
and Chief Investment Officer (15 or more years of work experience) 


AT WHAT SALARIES: Junior Research Analysts get Rs 6-10 lakh per annum, 
Research Analysts get around Rs 12-15 lakh p.a. Senior Research Analysts 
command around Rs 25-30 lakh p.a. Salaries for Fund Managers vary between 
Rs 30 and Rs 40 lakh-plus incentives and the compensation package for Chief 
Investment Officer starts from Rs 60 lakh p.a. and can go up to Rs 1 crore p.a, 
excluding perks and benefits — 


WHAT ARE THE NUMBERS LIKE: It is expected that once the private players kick 
off their operations from September, the total headcount of analysts at 

all levels will be around 500. Depending on the government's policies 

and growth rate of the industry, the demand for professionals is likely to 
rise at around 25-30 per cent annually 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Globallogic India Pvt Ltd, Chief 
Technology Officer, Noida, 15 - 22 
years, Job ID: 5828709 

Responsible for providing strategic process 
and architecture thought leadership and 
direction, lead the execution of technology 
strategy for technology platforms, 
partnerships, and external relationships. 


Cadila Pharmacauticals, Head, 
Ahmedabad, 15 - 25 years, Job ID: 
5950810 | 
Applicant will be leading and actively 
participating in developing the short term and 
long term business strategies for sales in 
regulated as well as semi-regulated markets in 
Latin America. 


Radical Thoughts, Head of 
Operations, Coimbatore, 18 - 26 
Years, Job ID: 5945964 

Responsible to head the total foundry 
operations as SBU head. To lead a team of 
functional professionals for achieving results. 
'To improve operational efficiencies and lower 
the costs and more. 


ABPS Infrastructure Advisory Pvt 
Ltd, Senior Manager, Mumbai, 5 - 10 
Years, Job ID: 5945548 

The position requires entrepreneurial skills 
with ability to develop and execute business, 
good analytical and communication skills and 
strong inter-personal abilities. Required 
candidates with experience in renewable 
energy technologies. 


Omam Consultant Services Pvt Ltd, 
Product Line Manager, Bangalore, 13 
- 18 Years, Job ID: 5935042 

Person must have good knowledge on 
Business and Finance.Project Management 
Skills (Multiple Projects). Strong leadership 
and management of large business. Good 
knowledge of manufacturing processes, etc. 


Computer Age Management Services 
P Ltd, Senior Manager-Technology, 
Chennai, 12 -18 Years, Job ID: 5926913 
Male candidate having 12-18 yrs of exp in 
software project management, preferably 
from financial service sector. Technical skills: 
VB.Net, Oracle-RDBMS/ASP, OS-WIN 
&Linux troubleshooting. 
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T John Group of Institutions, 
Director - ComputeryScience (MCA) 
Dept., Bangalore, 9 - 15 Years, Job ID: 
5345254 

Doctorate candidate preferred. Strong 
knowledge of subjects. Prior experience - 
added advantage. Good in inspiring students 
& placement of students. Strong in taking 
individual decisions instantly. : 


Maytas Infra Limited, Chief Project 
Manager, Nagpur, Raipur, 15 - 25 
Years, Job ID: 5905181 

Needs to take entire charge of the site. Should 
have hands on experience in handling the site 
minimum should be 60mw. Well versed in 
techno commercial aspect. Hands on 
experience into Thermal Power Plant. 


Newell Rubbermaid, General Mgr, 
Ankleshwar, 15 - 25 Years, Job ID: 
5614401 

Responsibilities: Build, lead and develop 
leadership team for all functional areas. Lead 
site manufacturing and distribution to deliver 
exceptional safety, quality, service, and 
productivity levels to world class status. 


Holy Mary Group, Head of the 
Department, Hyderabad, 10 - 15 
Years, Job ID: 5730556 

Applicant with exp of 10-15 yrs exclusively in 
Power Industry with the following qualities: 
Function Head, Boiler Testing, Operation & 
Maintenance of TPP, etc. 


Futuristic Consultancies Ltd, CEO, 
Kochi, 8 - 15 Years, Job ID: 5895942 

An Engineering Graduate/ MBA for a very 
reputed Automobile distributor in South 
India. To Focus on Sales & Marketing. To take 
forward the company to the Next level of 
Growth. Handle Sales, Marketing, HR and 
other activities. 


Aris Global Software Pvt Ltd, 
Associate Director - Product 
Management, Bangalore, 15 - 20 
Years, Job ID: 5782699 

Associate Director will be responsible 
for:Managing the entire product line life cycle 
from strategic planning to tactical activities. 
Specifying market requirements for current 
and future products. 


ow to apply for these jobs, go to finance jobs listing page. 


ACC Ltd, Manager - Procurement 
Rajasthan, 8 - 12 Years, Job ID 
5952860 

Duties wil be: Planning and organisin 
procurement of all types of raw materia 
stores and spares items. Ensure quality o 
procured items. Monitor & control the lande 
cost of raw materials. 


Holy Mary Group, Business Head 8 
Representative, Hyderabad, 5 - 1 
Years, Job ID: 4989562 

Looking for consultants/ candidates wit 
strong knowledge in Business developmen 
Marketing & Sales who can act as Busines 
Head & Representative. 


Career Trax Management Consultant 
Senior Project Manager, Bangalore, 12 
15 Years, Job ID: 5951909 

Aspirant must be highly proficient i 
management of full lifecycle safety critic: 
software development with experience as a S 
Project Manager/Programme Manage: 
preferably in the avionics domain. 


Sumeru Soft Pvt Ltd, Peoplesot 
Support Manager, Bangalore, 10 - 1 
Years, Job ID: 5935440 

Required a candidate with 10-13 years of tot: 
IT experience. Should have been a technic: 
resource with atleast 2-5 years in Peoplesof 
Should have managed a team size of aroun 
10-12 people for the last 2 years. 


The Tata Power Company Ltd 
Contracts and Procurement Manage 
Noida, 12 - 16 Years, Job ID: 5950460 
Responsible for preparation of tenders an 
receipt of bids for various package 
Responsible for evaluation of bids an 
finalization of contracts. Responsible f 
evaluation & monitoring of the contra: 
performance. 


Uday Media Private Limitec 
National Corpoarte Sales Manage 
Delhi, 3 - 6 Years, Job ID: 5948602 
The company is seeking high-energ 
enthusiastic candidate. Should b 
MBA(Marketing) or PGDM with strong 2- 
years experience in corporate sales. He/SF 
should be self-motivated, pleasant peop 
skills and generate business. 








@ 


monster.com 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Changepond Technologies Ltd, Design 
Engineer - Electrical, Chennai, 1 - 3 
Years, Job ID: 5879052 

Required Design engineer with 1 - 3 yrs exp 
involved in designing Single Line 
Diagram/Control schematics in MV/HV 
Switchgear using AutoCAD, good 
communication skills required. 


KPsoft India Pvt Ltd, Senior Middleware 
Administrator, Bangalore, 1 - 11 Years, 
ob ID: 5581626 | 

PSoft Bangalore requites professional with 
*xp in Weblogic admin, Websphere admin, 
MQ, MBIMB, strong Unix/Linux skills exp in 
Tomcat, Apache, siteminder, Sunone 
V iPlanet. 


Globallogic India Pvt Ltd, Architects, 

Nodia, 8 - 14 Years, Job ID: 5806780 
~ooking for specialists in Java and .Net 
separately. Someone with experience on both 
would be an added advantage. Will work with 
nultiple partners and teams. Experience level 
-8 years to 14 years. 


Makit Technologies Pvt. Ltd., Business 
Consultants -SAP Solutions, Mumbai, 2 
» 8 Years, Job ID: 5529682 

Required graduates with good experience in 
SAP. Should have extensive knowledge and 
xperience of interacting with the clients and 
:ustomers, understanding the business 
'equitements and develop the solutions 
effectively. 


Hub Soft Solutions Pvt Ltd, Oracle 
Portal Developer, Hyderabad, 1 - 6 
Wears, Job ID: 5952596 

Responsible for Design & development of 
Web Application using J2EE/XML 
echnologies. Experience in using 
development tool JDeveloper. Experience in 
JML Design using tools like Rational 
Rose/RSA/Together J. 


dostway Solutions Pvt Ltd, System 
Administrator - Linux, Mumbai, 1-4 
wears, Job ID: 5952574 

^pplicant should have Bachelor's degree in 
ny discipline or equivalent (Computer 
science, Engineering preferred). Thorough 
nowledge of IIS 6 and up, Windows 
Administrative tools and services, etc. 


Tech Tree IT Pvt. Ltd, Sr. Software 
Developer (JAVA, J2EE), Delhi, 
Noida, 3-5 Years, Job ID: 5952500 
Skills required: Utilize their understanding in 
providing web solution to client. Analyze 
business requirement and apply their 
understanding te the limits of the tools being 
used. Own the design of the module, Write 
bug free code, refine & optimize the code. 
Sysbiz Technologies Pvt Ltd, Java 
Programmer, Chennai, 2 - 4 Years, Job 
ID: 5720038 

Candidate with hands on experience in J2EE, 
WebLogic & above, Web Services, Workflow 
Engines, Rules Engines and Report Servers. 
Experience in re-engineering projects, Design 
Patterns,Strong Skills in OOD,OOP etc. 
InfoCepts Technologies Pvt Ltd, 
Cognos Architect, Pune, Nagpur, 5 - 
12 Years, Job ID: 5625658 

This position will provide you with the 
opportunity to work on Data Warehouse 
Design, ETL and Business Intelligence/ Data 
Warehousing projects.This position 
represents an exciting opportunity to work on 
high-visibility projects. 

NIIT Technologies, Java - 
Technology Specialist, Kolkata, 9 - 12 
Years, Job ID: 5952163 

Essential functions:Defining an application 
framework and architecture to be the basis of 
the system design, To evaluate various 
technology options and define the technical 
architecture, etc. 

Xpasoft Technologies Pvt Ltd, 
Technical Project Lead, Pune, 6 - 12 
Years, Job ID: 5613681 

Design, develop, test, document and deploy 
enterprise-level software solutions, Use UML 
to model and document system requirements, 
objects, and relationships, Develop processes 
to allow developers to implement Java 
interfaces, etc. 

IPsoft India Pvt Ltd, IP Telephony 
(IPT) Experts (CCVP/ACS), 
Bangalore, 2 - 12 Years, Job ID: 
5725450 

IPSoft, the fastest growing MSP in the US is 
looking for experts in IP Telephony (IPT). 
CCVP/ACS is required. Exp in Cisco Call 
Manager, UCM, Unity, IPCC.Avaya Media 
Servers, Media Gateway, etc. 


Progress Software Development Pvt 
Ltd, Senior Software Engineer, 
Hyderabad, 3 - 5 Years, Job ID: 
5079086 

Applicant with min 3 yrs exp with very strong 
and solid programming fundamentals and 
skills/core Java and API/ excellent debugging 
skills/clear understanding of Eclipse and 
Java. 

Core Objects India Pvt Ltd, 
Engineering Lead, Bangalore, 6 - 10 
Years, Job ID: 5951814 

Person must be strong on Configuration 
Management, SVN, CVS, Cruise Control, 
Exposure to products development and agile 
methodology is preferred. Provide consumers 
with an amazing product experience. 
TekPerson, Windows System 
Programmer, Pune, 4 - 6 Years, Job ID: 
5862169 

Candidates should have more than three vears 
experience with Windows Kerne! Internals as 
well as good understanding of OS Concepts. 
Bachelor or Masters Degree in Computer 
Science or Electronics (CS preferred). 
Aithent Technologies (p) Ltd, Sr. 
Software Engineer, Gurgaon, 4 - 6 
Years, Job ID: 5441045 

He/She should have total 4 vrs expérience. 
Should have worked on JSP, Servlet. Should 
have worked on Database - Oracle, Should 
have exp. in App. Server - JBoss. 
Should have exp. in 

Management. 

Suvin Technologies, Technical Lead, 
Hyderabad, 4 - 7 Years, Job ID: 
5931896 

Responsible for overseeing the day-to-day 
activities of one or more development teams. 
Focused on ensuring high quality products are 
delivered to market on time. 
preferred from Security products. 
Bhrigus Software India Pvt Led, 
JZ2EE- Sr Designer / Sr Developer, 
Bangalore, 5 - 10 Years, Job ID: 
5879861 


Sun-one, 
Configuration 


Candidates 


Primary skill requirement: Around 6+ vrs of 
exp in J2EE. Experience in springs & 
hibernate is requited. Must have good 


communication & client interaction skills. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Changepond Technologies Ltd, 
International Sales Manager, 
Chennai, 9-19 Years, Job ID: 3868567 
Responsible to generate, develop, and close 
sales opportunities with a focus on large 
accounts in international market, Should have 
services selling experience. 


Panduit India, Strategic Account 
Manager - Oil & Gas, Mumbai, 6 - 10 
Years, Job ID: 5151451 

Identify: Prospective customers/ Needs- 
Opportunities, key decision makers, 
influencers, users & buyers in oil and gas 
sector. Manage Channel partners/ Accounts. 
Strategically close the deal at best price. 


Infinity Services, Area Sales Manager 
/ Sales Manager, Bangalore, Chennai, 
2-7 Years, Job ID: 5421641 

Responsible for business generation in 
assigned territory through sales channels such 
as: bank partners, channels, agency teams, 
direct teams. Manage relationships with bank 
/ other channels. 


Welmade locking System Pvt Ltd, 
Sales Executive, Chennai, 1 - 5 Years, 
Job ID: 5952109 

Required male upto 30 years of age. Minimum 
1 - 5 years field experience in Channel Sales / 
Project Sales - preferably from building 
material OR SMCG background. Excellent 
written & verbal communication skills. 


Srishti Software Applications Pvt Ltd, 
Senior Sales Manager, Bangalore, 4 - 
6 Years, Job ID: 5951844 

Candidates with previous experience of 
interaction with HR Manager, Admin 
managers, Procurement departments of 
IT/BT/Other industries preferred. 
Candidates with previous work experience in 
corporate sales or client management. 


Hansaliya Engineers Pvt Ltd, Senior 
Marketing Manager, Mumbai, 5 - 10 
Years, Job ID: 5952788 

He should have minimum of 5 years 
experience in direct selling of capital and 
engineering equipment to Industrial end users. 
He should have exposure to Glass, Ceramics, 
Oil or Steel Industries. 


India Infoline Ltd, Relationship 
Manager, Mumbai, 1 - 4 Years, Job ID: 
5951734 : 

Responsibilites include:HNI client acquisition 
and servicing. Communicating intra-day 
trading calls and investment ideas to 
customers. Conducting busingss development 
activities. Maintaining regular relations with 
clients. 


CMS Computers Limited, ERP Sales - 
Regional Sales Manager, Mumbai, 
Pune, 3 - 10 Years, Job ID: 4969307 
Aspirant will be responsible for Sales of ERP, 
BI, POS (Point Of Sales), licences, services, 
SAP services, JDE & Projects selling. 
Focusing on Retail segment to sell VersaPOS. 


Makro Technologies Pvt Ltd, 
Marketing Manager/Product 
Manager, Hyderabad, 5 - 8 Years, Job 
ID: 4305262 

MBA Graduate with strong interpersonal and 
direct presentation skills, ability to think 
creatively and analytically, excellent 
organization skills, experience in IT industry is 
preferred. Domain exposure preferred. 


AurionPro Solutions Ltd, Business 
Developement Executive/Managert, 
Mumbai, 3 - 10 Year, Job ID: 5950476 
Essential functions will be: Acquire new 
clients and develop existing business to 
achieve targets. Liaise with clients servicing 
and solutions delivery on delivery aspects. 
Responsible for AR & Clients satisfaction. 


The Shappers, Sales Manager, Delhi, 1 
- 10 Years, Job ID: 5828774 
Responsibilities: Execution of sales strategy — 
Increase market reach and penetration through 
market segmentation. Seek new customers and 
increase sales. Responsible for recruitment and 
management of Agents. 


Sanmar Group, Territory Sales 
Officers, Nasik, Sholapur, 2 - 9 Years, 
job ID: 5949227 

Primary responsibility of the dealer sales 
channel for the assigned territory, which is 
eithera city or a part thereof, ora cluster of 2-3 
Districts. Coordinate and achieve sales 
objectives for assigned territory. 


Algitech Chemicals, Marketing 
Executive, Bangalore, 3 - 12 Years, Jot 
ID: 5949000 

The candidate should have experience of 
marketing construction chemicals, building 
materials like paints, cement etc. The joł 
would involve moderate amount of traveling 
mainly in Bangalore. 


Core Projects & Technologies, Sale: 
Representative, Mumbai, 1 - 2 Years 
Job ID: 5948830 

Incumbent with minimum 1-2 years ol 
experience in Sales and Marketing. Should b: 
from hospitality background. Candidate: 
from different industry will also do trainin, 
will be provided. Will be assistant to Head fo 
Sales and Marketing. 


Auto Cop India Pvt Ltd, Area Sale: 
Manager, Mumbai, Bhopal, 3 - 7 Yeat 
Job ID: 5517396 

Aspirant with M.B.A/PGDBM in Mk 
preferably with B.E/Diploma in Engg. Wor! 
experience: 3- 6 years in sales and marketin; 
of electronic security Products/systems o 
which 2 yrs should be in the field of electroni 
secutity products. 


T.R. Enterprises, Sales Head 
Mumbai, 2 - 3 Years, Job ID: 5948645 

The Sales Head is responsible for followin 
activities: Promoting and selling membership 
to potential new members. Sellin 
renewals/upgrades to current gym members. 


Global Trade Finance Pvt Ltc 
Business Development Executive: 
Mumbai, 2-7 Years, Job ID: 4828792 

Responsible for management of sales effort t 
meet or exceed new business goal 
Responsible for implementation of marketin 
strategies to assist company in attaining sale 
goals, and creating education and awareness. 


Habosoft Pvt Ltd, Sales Manage 
Chennai, 4 - 5 Years, Job ID: 5946106 

Person will be required to market and sell 
software product in colleges (preferabily i 
engineering colleges) for final year studen 
aspiring for MNC jobs. Should have very goo 
experience of marketing software product. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Finance Jobs 


Pangea3 Legal Database Systems Pvt 
Ltd, Senior Manager - Finance, 
Mumbai, 5-12 Years, Job ID: 4579098 
Responsible for monthly financial reporting, 
Finance and Accounts functions as well as 
secretarial work, compliances with RBI, ROC, 
FEMA regulations. Proficient with MS Office 
especially Excel. 


Larsen & Toubro Limited, Provident 
Fund Officer, Mumbai, 10 - 12 Years, Job 
ID: 5951990 

Applicant must have thorough knowledge of 
Provident Fund, Gratuity and Super 
annuation. Should conversant with relative 
laws of PF, Gratuity etc, Conversant with 
processes of loans under PF. 


Progress Software Development Pvt 
Ltd, Accountant/Senior Accountant, 
Hyderabad, 4 - 6 Years, Job ID: 5185001 

The successful candidate will be responsible 
"for accounting and reporting activities of the 
company in close cooperation with Corporate 
Finance. Min 4 yrs of exp in 
Taxation/Accounting/US GAAP procedures. 


E-mug Technologies Pvt Ltd, 
Accountant, Hyderabad, 3 - 4 Years, 
Job ID: 5951841 

"Aspirant must have IT industry exp for atleast 
3-4 yrs and should know Tally. Central excise 
and customs experience. Knowledge of 
»ayment and journals BRS, liasoning with 
yanks, etc. 


—olumbia Asia Pvt Ltd, Accounts 
Assistant, Bangalore, 1-3 Years, Job 
“D: 5950638 

Responsible for Order Entry, Cash & Billing 
end handling Insurance, ensure adherence to 
he cash collection, Banking-in procedures 
»nd maintenance of Petty Cash A/c as set out 
m the Accounting Policies and Procedures. 


Jobseekers - To apply for above jobs 





|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the “Go” button 


Tech Mahindra Limited, Investment 
Advisor, Pune, 3 - 6 Years, Job ID: 
5951815 


Will be responsible to develop and understand 
company's business and operations. Design 
key communication messages for investors. 
Prepare quarterly and annual investor material 
— Management FAQ’s, investor presentations, 
company fact sheets. 


Huresys Network Pvt Ltd, Asst. 
Manager - Accounts , Bangalore, 5 - 6 
Years, Job ID: 5931866 

Required ACS + CA/ICWA or Inter CA/ 
Inter ICWA or M.Com. 5-6 years of 
experience in a reputed Engineering 
/ Manufacturing Industry. Handle Accounts & 
Company Secretary functions: Conducting 
Board Meetings, AGM, Interaction, etc 


Sarthee Consultancy, General 
Manager (Finance), Baroda, 8 - 12 
Years, Job ID: 5949978 

The incumbent will lead the team of Finance 
Department and will be responsible for the 
assessment of resoutce requirements, 
devising strategies to raise the required 
resources and implement fiscal discipline in 
the company. 


Mukesh R and Co, Audit and 
Accounts Assistant, Bangalore, 1 - 2 
Years, Job ID: 5949286 

The candidate should have reasonable 
knowledge of accounts as an audit assistant in 
a medium sized accounting firm in Bangalore. 


Opportune Technologies Pvt Ltd, 
Account Assistant, Mumbai, 1 - 5 
Years, Job ID: 5949115 

Profile: Tally Entry of Sale & Purchase & day 
to day Bank Reconciliation, Petty Cash, TDS, 
FBT calculation knowledge is required, 
Account upto Finalisation. Knowledge of 
Tax. Advance Tax, etc. 
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ACS, Inc., Accounts Assistant, 
Bangalore, 2 - 5 Years, Job ID: 
5947967 

Responsibilites include:Maintains Accounts 
receivables & Accounts payables and 
preparing a manual vouchers. Maintains 
Foreign Bills Realization, Foreign Bills 
Collection, Foreign Bills Discounting, day to 
day Bank transactions. 


BSBK Engineering Pvt Ltd, Manager 
(Costing), Delhi, 12-15 Years, Job ID: 
4780710 

Candidate is required to do costing of turnkey 
projects associated to Power/Process 
Industries. Compilation and calculation of 
cost of production of various equipment, 


prepare MIS. 


Avion Systems P Ltd, Payroll 
Executive, Mumbai, 0 - 1 Year, Job ID: 
5946430 

BCom Graduate with minimum 1 yr exp. 
Knowledge of taxation, TDS calculation, 
filing TDS return, computation of income, 
preparing form 16. 


Haribhakti Group, Assistant 
Manager - Indirect Taxation, 
Mumbai, 0 - 10 Years, Job ID: 369970 
The candidate should be a C.A. having at least 
2-5 years of working exposure in the field of 
Indirect Tax matters. Should be well versed 
with central excise, sales tax, service tax, works 
contract tax; VAT, etc. 


CMS Computers Limited, Accounts 
Officer, Mumbai, 1 - 3 Years, Job ID: 
5403655 

Required male candidates with expertise and 
relevant working experience in Accounts. 
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Work in progress: The retaining wall is still going up at Barohathkalitola, at the rear of the plant 


The Singur Conundrum 


This picturesque town has long turned into political hot potato over Tata's 
land acquisition. BT's KUSHAN MITRA tells the villagers’ side of the story. 


AUGUST 12, 2008 
Beraberi, Singur Block, Hooghly 


District, West Bengal 


HE REAR WALL OF THE MAS- 

sive plant that Tata 

Motors is building for 

Ratan Tata’s dream “peo- 
ple’s car”, the Nano, is a few hun- 
dred yards away. Between the wall 
and the road that I find myself on 
are verdant paddy fields, with freshly 
planted paddy saplings and a couple 
of homesteads towards the left. All in 
all, this pastoral image is exactly the 
same as it has been for centuries on 
the Gangetic delta of southern 
Bengal. To some, the massive factory 
in the background is an eyesore and 
to many others, it is a ways and 
means of robbing the livelihood of 
those families who have worked the 
land for generations. 

Or is it? BT photographer 
Debashish Paul and I spent a day 
in the villages where the land has 
been appropriated, speaking to peo- 
ple, not the leaders at the gates of the 
factory. Sure, the latter we also 
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spoke to, but in the course of the 
day, a puzzling picture emerged. 
We were helped by Falguni 
Banerjee, a trustee of the local 
Tarakeshwar Mutt as well as a 
stringer for a national daily and sev- 
eral Bangla publications. 

In the village of Beraberi, at the 
heart of the plant, things are 
strangely positive. Of the three Gram 
Panchayats, which have lost land to 
the Tata plant, Beraberi has lost the 
most. Approximately 700 acres out 
of the 997 acres allotted to the fac- 
tory and the associated ancillary 
plant have gone from this village. 


Voice of Dissent: Proshanto Singha 
whose land is being walled in 





There was not a peep of pro 
no banners, no sloganeering. N 
villagers are sorting the potato « 
harvested before the monsoon: 

On our way, we run into Ku 
Saha, a schoolteacher at the Berz 
Surjonarayan School and one-t 
Gram Pradhan for the opposi 
Trinamool Congress at Beral 
He lost two-and-a-half bigha 
under an acre) of land to the r 
and is today one of its most en 
siastic supporters. “Mam 
Banerjee expelled me from the r 
because I refused to support 
andolan (movement) any mc 
he says. *But I have no regrets 
are already seeing the econc 
benefits of the plant. My stud 
the younger generation of thi: 
lage will reap the benefits of 
economic activity." 

Saha and his friend Ab 
Maal, who lost around six bi 
(two acres) of land, point out 
other truth. “The protestors 
saying that this was fertile 
with four crops a year. I far 
this land. Much of this land, r 
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bt reporter's 


Supporters all: Dibakar Das (left) and Kushal Saha (right) feel that the plant will be good for the economy of the region 


than three-quarters, is doobojomi 
(floodland). If it rains too much, it 
goes underwater." This is a fact 
that Tata Motors learnt to its cost, 
when large tracts of the plant con- 
struction went underwater during 
the monsoons of 2006 and 2007. 
Managing Director Ravi Kant re- 
cently admitted that the floods had 
increased the cost of construction. 

We head down to the town of 
Singur, and contrary to popular per- 
ception, it is not a small village, it is 
an old town en route to the Tarakes- 
hwar Mutt, one of Bengal's holiest 
Hindu sites. In the Gram Panchayat 
elections in May this year, the 
Opposition Trinamool Congress 
swept to power in the Singur block, 
winning all 16 panchayats. Bacharam 
Manna, Vice Chairman, Singur 
Panchayat Samiti, is a long-time an- 
dolan leader, even though he hasn't 
lost much land. *While we do not 
protest against the Tata plant, we 
want 400 acres back, which farmers 
do not want to give up; the other 
600 acres is not so good; why must 
the ancillary factories be there? This 
is important from the point of view 
of food security. We do not want in- 
dustry that displaces farmers; we 
want industry that encourages farm- 
ers," he rails. 

Manna suggests that the gov- 
ernment should set up a distillery in 
the area to utilise the potato crop 
and make vodka and refuses to be 
convinced that most vodka today 
is grain-based. As for the growing 
local sentiment for the plant, ^Those 
people are liars. If the people of the 
area supported the plant, would we 
see such protests and such an over- 
whelming election victory in May?" 
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At a point called Barohathkali- 
tola just outside Beraberi, where 
work is continuing on the remaining 
wall of the plant, we run into 
Proshanto Kumar Singha, another 
leader of the Krishi Jomi Rakhha 
Committee (Farmers Land 
Preservation Committee). “These 
are my three-and-a-half bigha. Why 
should I give it up? I don't want 
any compensation, no amount of 
money can buy my land,” he says. 

But, as Probir Ghosh, another 
land-loser and now a member of 
the *Syndicate", a group of local 
entrepreneurs who are running an 
enterprise providing construction 
material to Shapoorji-Pallonji, the 
company fabricating the plant, is 
more positive. “See, I will be honest, 
[ am making a lot of money nowa- 
days, more than I ever did from the 
land. There will be more economic 
activity, thanks to the plant," says 
Ghosh, who is also a local Trinamool 
leader. Dibakar Das, a local CPI (M) 
leader was the Convenor of the Land 





Bacharam Manna: Spearheading a 
movement against the Tata plant 





f 


Collection Committee. Says Das: 
“Strange, isn’t it? For two years, 
they (the Opposition) said that their 
problem was with the Tatas, but to- 
day they say the problem is with 
Buddha (Buddhadeb Bhattacharya, 
Chief Minister, West Bengal). This is 
all about politics and land valua- 
tions. The value of the land has gone 
from Rs 12 lakh per acre when we 
acquired it, to over Rs 60 lakh per 
acre now.” 

Later that afternoon, we visit a 
Sammadhik Sammelan organised 
by Das and attended by the top 
brass of the Left Front including 
Lok Sabha members Roopchand Pal 
and Anil Basu, CPI(M). “We will do 
all that is possible to start the plant 
because it is a vital step in the re- 
industrialisation of Bengal,” says 
Basu. He specifically points out the 
protest that Mamata Banerjee is 
threatening with from August 24, 
when she plans to block the 
Durgapur Expressway. 

Pal, who is also the Member of 
Parliament for Hooghly, the con- 
stituency under which the factory 
falls, says: “The day the cars start 
rolling out of here, all Bengalis will 
be proud, and I will be especially 
proud. What I do not understand is 
the Opposition’s steadfast resist- 
ance to the factory.” 

Finally, we call up a Tata 
Motors executive who first apolo- 
gises for not letting us in the plant, 
“I would love to, but I can’t. The 
plant is on track and the first pre- 
production cars are on the line, 
he adds, “we should have every- 
thing ready in the time-frame we 
have already announced, that is 
October-November.” m 


bt, bookend 


The Food Divide 


An impassioned, but one-sided, harangue on what's 
wrong with the food system. R. SRIDHARAN 


STUFFED AND STARVED MONG THE MANY THINGS THAT WE TAKE FOR 
Raj Patel — — Am in our lives, is food. When we walk 

into a supermarket, we expect to find food 
tr 8 on shelves in great variety and priced cheaply. 


Therefore, when the price of, say, onions or wheat 
shoots up, we are outraged enough to hit the 
streets. Indeed, we have at least two instances in 
India when governments (one at the Centre and the 
other at state) lost elections because of high onion 
prices. But this is hardly unique to India; world his- 
tory is littered with examples of rulers who forgot 
that food is the most basic necessity of their subjects 
and paid for it dearly. For example, if Marie 
Antoinette had ensured sufficient supply of bread, 
she may have got to keep her head—literally. 

In Stuffed & Starved, Raj Patel drives home 
what he believes is fundamentally wrong with the 
food system as it exists. And that is, while there are 
800 million people in the world who are starving, 
there's a bigger number—one billion—that is 
Obese. Patel's contention is that the same system that creates the world's 
hungry also creates the overfed. Reason: The food industry decides 
what we eat, and invariably that is what makes it the most profit. Like 
processed foods instead of whole foods, and imported fruits and vegetables 
instead of home-grown produce. 

Patel, a scholar and activist, does a terrific job of connecting the 
complicated threads that run across the food industry, politics, and 
cross-border trade. As a result, some of his arguments are undeniably com- 
pelling. For example, talking of Indian agriculture, he points out that the 
root cause of farmer suicides is in insecurity of land tenure, unsustainable 
farming practices, the lack of rural employment opportunities, the absence 
of health and education safety nets, under-investment in women's edu- 
cation, and the consolidation of power in the food system. His central mes- 
sage in the book, that "the alternative way to eating the way we do today 
promises to solve hunger and diet-related disease, by offering a way of eat- 
ing and growing food that is environmentally sustainable and socially just,” 
is compelling and something everyone around the world ought to follow. 

But there are lots of instances where the activist in him gets the better 
of the scholar. He says that the food crisis in India has worsened after the 
country decided to liberalise its economy. Yes, agriculture is yet to 
emerge out of the many crises it faces, but to pan liberalisation in general 
isn't fair. There's no mention, for instance, of rrc's e-Choupal initiative that 
has empowered farmers or the citrus farmers in Punjab who have gained 
immensely from PepsiCo's work. Patel also paints modern retail as an evil 
industry, but the fact is that by cutting out the intermediaries, modern re- 
tail ends up putting more money in the hands of farmers. There are other 
flaws in Patel's reasoning, but there's no denying that farmers, especially 
in poorer countries, desperately need a better deal. 


Price: Rs 1,373 








THE WAR FOR WEALTH 
Gabor Steingart 
Tata McGraw-Hill 


Pages: 298 
Price: Rs 750 


HE GHOSTS OF THOMAS 

Babington Macaulay, 
Winston Churchill and Enoch 
Powell will rejoice. Their world 
view now has a 215 century 
flag bearer. 

Gabor Steingart's The War 
for Wealth: The True Story of 
Globalization, or Why the Flat 
World Is Broken is a shrill and 
often illogically argued critique 
of globalisation. His pet peeve: 
the rise of China, India and 
other Asian countries is result- 
ing in the loss of western dom- 
inance in world affairs. 

The book makes the pre- 
posterous claim that the rise 
of Asia after 500 years of 
European and American domi- 
nance is dangerous for world 
peace. Why? Because it ap- 
parently endangers "western 
values" like democracy, liberty 
and individual freedom. 

But what is most disturbing 
are the endorsements it has re- 
ceived from influential people 
like Henry A. Kissinger, Strobe 
Talbot and others. But despite 
its many failings, readers should 
read this book for the limited 
purpose of seeing that it is not 
only the Leftists and other 
denizens of the Jurassic world 
who oppose globalisation; they 
have kindred souls on the other 
side of the ideological divide 
as well. Logic suggests that if 
both extremes oppose globali- 
sation, then it must be good 
for the majority in the middle. 
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yor households in Andhra Pradesh 
-purely on merit basis. E. KUMAR SHARMA 


Future secured: Merit has empowered these girl students to face the future with confidence 


HALLAPALLI REKHA, 17, 

has never been to a city 

before. The first time 

she came to Hyderabad 

just two months ago 
from Chirlavancha village, 250 km 
away, Rekha was pleased to dis- 
cover a life where she could expect 
24-hour power supply. Yet, away 
from the hustle and bustle of urban 
moorings, this village girl has a ter- 
rific academic record that puts her 
quite at par with the best in her 
age group. She passed her 10^ stan- 
dard examination with flying 
colours and a score of 519 marks 
out of 600. Today, she is pursuing 
further studies in Hyderabad at a 
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private college known for churn- 
ing out students for competitive ex- 
aminations for engineering and 
medicine after the Higher Secondary 
examinations. Rekha, enrolled at a 
Junior college of the Narayana 
Group, could well be one of them. 
The reason: despite coming from an 
impoverished background, she 
needs to focus only on her studies. 
Her father, 55-year-old farmer 
Chandraiah, does not shell out a 
penny for her education; he does 
not need to. Rekha’s annual fee of 
Rs 35,000 (Rs 70,000 for two years) 
is being borne by the government 
(largely by the central government 
and a part by the state government). 


Rekha’s friend Alwala Soujanya 
has also made it to this college 
in Hyderabad with an impressive 
score of 482 out of 600 in her 10% 
standard. With choked voice and 
moist eyes, she says she would have 
scored much better had she not lost 
her father, Alwala Rajaiah, a small 
roadside eatery owner, last year. 

In the same college, but a few 
blocks away, in a separate facility for 
boys, is Chavanlal Lavudya, 16, 
from the local Lambada tribe, who 
aspires to become a software engi- 
neer some day. Son of a farmer, he 
cleared his secondary examination 
with 500 marks out of 600, and is 
now enrolled in the college. So, 


what brings these three together? 
Rekha, Soujanya and Lavudya are 
three of the more than 8,200 stu- 
dents who got admission in July 
2008, at the beginning of the new 
academic year, into 35 colleges 
spread across Andhra Pradesh, with 
financial support from the govern- 
ment. What's common to all these 
students is just one factor—they 
are all meritorious and all of them 
come from poor households. 


A Helping Hand 

In a country where education quo- 
tas are ubiquitous, these students 
are part of a unique programme 
that aims to “poverty-proof” them 
(See Pouerty-proofing Next 
Generation). “This is poverty-proof- 
ing with a financial support and no 
business model, at least, at the mo- 
ment,” says T. Vijay Kumar, CEO, 
SERP (Society for Elimination of 
Rural Poverty—sERP, in quickspeak, 
is funded by the World Bank and is 
backed by the state government and 
chaired by the Chief Minister). 
SERP’s goal is to improve livelihoods 
through its poverty alleviation 
strategies that work via empower- 
ment of women self-help groups. It 
is also involved in microfinance un- 
der the Self Help Group model. In 
Andhra Pradesh, about 10 million 
rural households are covered un- 
der its Self Help Group network, 





Chavanlal Lavudya | 





Alwala Soujanya 
SERP has made it possible Personal loss hasn't 


- Praa 


3%— 


$5 


2i = 
27 - 26m, op eT 


le LL 


LN 


Merit and means: One meritorious child per poor household can have education 


each with a monthly income of less 
than Rs 5,000. The objective, says 
Kumar, is to ensure that at least 
one meritorious child from each of 
these households gets access to 
higher education. 

The funding, at the moment, is 
from the RIADP (Remote and Interior 
Area Development Programme), a 
Government of India initiative, 
aimed at providing focussed devel- 
opment to those in remote and in- 
accessible regions. Other than funds 
under this centrally-sponsored 
scheme, additional resources for 
this project are being tapped from 
the SCP and TSP components of state 
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budget (SCP—Special ( omponent 
Plan—is for the development o! 
scheduled caste population; and 
TSP— Tribal Subplan—is for sup- 
porting ST candidates. The norm is 


that 16.2 per cent of the annual 
Budget outlay of all state govern 
ment departments is to be spent 
for the development of scs and sim- 
ilarly, 6.6 per cent of the Budget has 
to go to STs). 

The selection criteria is “merit 


and means” (poor and meritorious 
students who have secured more 
than 400 marks out of 600 in their 


10th standard school-leaving (ssc) 
examinations). On similar lines, the 
Department of Rural Develop-ment 
plans to support scheduled caste 
and scheduled tribe candidates who 
have studied in Social Welfare and 
Tribal Welfare Hostels and Ashram 
schools and secured 450 marks and 
above in the SSC examination 


A Costly Proposition 

However, financing the education of 
these 8,200 students is not a piece of 
cake. The challenge—this model 
would not be sustainable if the 
money were to come only through 
grants. For this, a business model 
will have to be evolved. Says 
Kumar: “It could happen in a cou 
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Wholesome education: Food and lodging taken care of, focus can be on studies 


ple of years once the rural house- 
holds realise the benefits from this 
and see clear gains in Investing and 
saving for this, much like they 
would do to buy a buffalo. After all, 
this is an Investment with a high 
rate of return.” Therefore, he says, 
“from the point of a business model, 
I would say, it is still at a proof-of- 
concept stage.” 

The fees (Rs 35,000 per an- 
num), is lower than the amount 
normally charged. That’s the reason 
some private colleges were not very 
upbeat about this programme ini- 
tially. Typically, the fee is around 
Rs 45,000 to Rs 60,000. A bulk 
of the students (about 80 per cent) 
have taken admission into the 
Narayana Group of Colleges and 
those run by the Sri Chaithanya 
Educational Institutions, which of- 
fer two-year intermediate courses 
integrated with specialised coaching 
for IIT-JEE, AIEEE and EAMCET 2010, 
at a concessional rate of Rs 35,000 
per year for both engineering and 
medical streams. The fee includes 
charges for training students to 
bring them into the mainstream 
with regular batches of students, 
quality instruction, focussed coach- 
ing, supply of course material, 
board and lodging. 

Most of the education institu- 
tions are not complaining, for now. 
“The reason we opted for this was 
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that we were not only able to get in- 
volved in a social cause, but also 
that we were getting some very 
bright students,” says K. V. 
Raghunath, Vice Chairman, 
Narayana Group of Colleges. 


Bridging the Chasm 

However, disparities remain even 
for these bright students. Some 
Telugu-medium students are not 
quite comfortable with English. 
To bring them into the main- 
stream, colleges have drawn up 
special schedules. “To help some of 
us overcome this quickly, the col- 
lege is handing out booklets, listing 
out commonly used English words 
and their Telugu equivalents. That 
helps indeed,” says Soujanya, who 
has heard of Satyam Computer 
Services and wants to be a soft- 
ware engineer. 

Colleges, on their part, are also 
making sure there is no lacuna. The 
performance of each student is 
being tracked on a weekly basis, 
and courses and content are being 
packaged accordingly. These col- 
leges are known for excellent coach- 
ing facilities for competitive exam- 
inations. At Narayana, for instance, 
there is parallel coaching provided 
for common entrance tests for en- 
gineering and medical colleges. 

It’s early days yet, but this edu- 
cation initiative promises long-term 





These poor and meritorious students 
struck it rich, thanks to IKP (Indira Kranthi 
Patham)—a poverty alleviation pro- 
gramme of the Society for Elimination of 
Rural Poverty (SERP). SERP is funded by 
the World Bank, backed by the Andhra 
Pradesh government and chaired by the 
Chief Minister. The students were all cho- 
sen by district-level bodies in the state— 
a district-level selection committee com- 
prising the District Collector, Project 
Director of District Rural Development 
Agency (DRDA), Deputy Director, Social 
Welfare and District Tribal Welfare Officer. 
Through advertisements in local media 
and through the Women Self-help Group 
Federation network of the IKP in Andhra 
Pradesh, the poor and deserving were 
zeroed in on for counselling sessions in the 
district headquarters. The high performers 
got screened here, and their marks 
matched with the data from the District 
Education Officer. Subsequently, the gov- 
ernment asked the district collectors to 
identify good institutions in the private 
sector that offered high quality education 
with the necessary wherewithal to coach 
the students for higher studies. These in- 
stitutions also cater to the needs of these 
students in terms of boarding and lodging. 
Next: a well-deserved place in a profes- 
sional educational institution and a step 
forward into a secure future. 


change. SERP has so far focussed 
on issues like livelihood, food se- 
curity, health and nutrition through 
the route of women’s empower- 
ment. Now, it is moving to the 
next level with an inititiave that 
focusses on education. Reason: It is 
arguably the surest way out of 
poverty for such children. “This 
will help address the issue of equity 
in education as the poor and de- 
serving will now be able to over- 
come the problem of poverty while 
accessing high quality education at 
par with the privileged,” says P. 
Sudhakar Rao, Project Manager, 
education, SERP. Surely, few will 
disagree with that. 
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A Nice Little Machine 


Good things come in small packages—HP has gone and proven that. 


KUSHAN MITRA 


HE FIRST THING YOU LIKE ABOUT THE NEW HP 

Mininote 2133 is that the marketing mes- 

sage isn’t targeted at families. There is no 
“Buy your kid this computer” line. This com- 
puter is targeted, instead, at the mobile exec- 
utive, the sort of person who travels a lot. 
This person does not want to lug around 
a heavy laptop and the Mininote, at un- 
der 1 kg, isn’t heavy, and most impor- 
tantly, does not require the massive raw 
processing power of a high-end laptop. 

The Mininote slots in comfortably ` 
between a high-end mobile phone and a 
full-fledged computer. In fact, while using 
the machine, one felt that if it had a little slot 
for a mobile SIM card, it would be perfect, particularly 
in a country where WiFi networks are far too few and 
far between. A SIM card could allow users to surf over 
the mobile network, though current 2G networks are 
painfully slow in India. 

The Mininote is available in two versions. The 
first is one that runs SUSE Linux. The second model, 
which we used, was one that ran Windows Vista. 
Despite our apprehensions about the 1.2 GHz Via 
C7-M processor (this is the first wide-scale 
launch of a computing product running 
on a Via processor in India) being 
able to crunch out Vista, 
the machine held up bet- 
ter than we had hoped. But Ü m 
load-up times and applica- : 
tion start-up times were not 
as zippy as they would be on a larger 
dual-core machine. 

By applications, we mean simple ones like Firefox 
and Ms-Word. Adobe Photoshop is not something 
this machine has been designed for, and if you are 
the sort of person who loves multi-tasking, well, this 
might not be the machine for you. Heavier web 
pages also took a while to load, but then again, 
the WiFi station we used was also a bit on the slow 
side. Yet, that said, we really do wish this machine 
was running Windows XP on its current configura- 
tion, since that would speed things up a bit. 

What we did love about the Mininote was the im- 
pressive 160-gig hard drive on the FH490PA model, 
which more than makes up for the lack of an optical 
drive, an issue with all Ultra-Mobile Pcs. The 8.9-inch 


























screen might seem small to those used to 17-inch 
widescreen laptops, but it wasn't bad. Battery life 
was also extremely impressive—the six-cell battery 
provides more than enough time, and also gives the 
machine a nice ergonomic typing angle. And 
the keyboard is the machine's biggest plus- 
point. Small though it might be, it is 

fairly comfortable to use. 
So there you have it— it's a good, 
extremely capable machine, particu- 
larly for its size. All 


right, it's not exactly the 
sort of laptop a teenage boy fighting orcs and 
dragons would want, but it is something that's 
perfect for the light usage patterns of some exec- 
utives. But, and there had to be a but... there is the 
issue of its Rs 37,000 price tag. For about Rs 
3,000 more, you can get a machine with a bigger 
screen, a DVD writer, a faster dual-core processor for 
not that much more weight. 

That said, the Mininote is definitely a nice look- 
ing machine. So, if you travel a lot and don't need 
brute processing power, this machine is for you 


SEPTEMBER 7 2008 BUSINESS IDA 185 


bt treadmill 







The Four Cardinal Sins 
of Working Out 


T IS NORMAL FOR REGULAR GYM GOERS TO GO THROUGH CYCLIC ON-AND- 

off phases towards their commitment to working out. But if you’ve been reg- 

ular at the gym for four weeks in a row and are failing to see any major re- 
sults, you may be falling prey to one of the following common mistakes. The 
good news: some simple tweaks can help you achieve great results and get the 
body you’ve always wanted. 


Gs Eating up: Having heard so much about food being the body’s fuel, several 
people ensure they’ve had enough to eat before they head for the gym. This is 
a good thing, but needs regulation. For instance, if you’re headed for your work- 
out in the evening, and are feeling peckish at 4 p.m. despite a decent lunch, you’d 
not hesitate calling for a mayo-rich chicken/veg sandwich, thinking, “What the 
heck! Pll burn it off!” That's not true. While your metabolism may get faster 
after your workout, it will still take longer to burn off the fat. 

QUICK FIX: Keep a handful of nuts handy to take care of those cravings. If you're 
at an intermediate stage of working out, have a protein shake if possible. 


@ Tanking up: The sheer number of new energy drinks, and clever marketing, 
has made it almost cool for a gymmer to carry a drink as he goes from exercise 
machine to exercise machine. Few realise how many empty calories they’re con- 
suming. 

QUICK FIX: Keep a bottle of water handy. Hydration 
is often the only purpose a sports drink serves. 


@pTreadmill tactics: If you think running on the 
treadmill is giving you no results, check the in- 
cline. For your workout to equal running on 
solid ground, the treadmill must be set at an in- 
cline of at least 3.0. And contrary to popular 
perception, this isn’t going to be especially harm- 
ful for your knees. 

QUICK FIX: Bump up the incline even if it means 
slowing your speed. Variety is the spice of a 
workout (also see next point.) 


©The Plateau: Your mirror may not reflect it just yet, but your body is an advanced 
piece of machinery. It can get used to the most rigourous workout easily. So, it’s 
important to keeping changing even basic exercises. Juggle the treadmill with the 
cross trainer, or the cycle, or just bunk the gym and go for a swim instead. You'll 
tire out more, and you know the rule: more sweat equals to a better workout. 
QUICK FIX: Get a heart rate monitor. Keeping your target between 60 and 80 per 
cent of your max heart rate is a sure fire way of knowing your workout’s go- 
ing to show results. (FYI, your max heart rate=220 minus your age.) 

Once you start avoiding these basic mistakes at the gym, we'll get around to 
telling you the rules that you MUST break to achieve quick results in the next col- 
umn. After all the hard work, doesn’t that sound like fun? tg 
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Er" Fresh Challenge 
EE NEARLY A DECADE AGO, HE TOOK A 
moribund Bangalore Development 
Agency, the IT capital’s plan- 
ning agency, and revamped its 
functioning. JAYAKAR JEROME, 
63, is now looking to inject 
the same zeal into his latest as- 
signment—Managing Director, 
Provident Housing Manag- 
ement Company, an “afford- 
able housing” project from 
realty major Puravankara 
| Projects. Jerome will man- 
P age a five-city (Bangalore, 
í Chennai, Hyderabad, 
P Coimbatore, and Mysore) 
© rollout, where some 64,500 
MED homes will be built at a cost 
PIT of Rs 8,000 crore. “This is a 
D completely new challenge for 
me,” says the former IAS officer 
(1983 batch). With the real estate 
market showing signs of a slow- 
down and potential buyers find- 
ing it harder to afford home 
loans, Jerome may face his most 
challenging task yet with 
Provident's ambitious roll-out. 
The good thing: he's talking af- 
fordable housing. 
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Hello, Moto 


HE EARNED HIS FAT PAY CHEQUE EVEN BEFORE HE 
joined the company. The day Motorola announced 
that it was appointing SANJAY JHA as the co-CEO of its 
handsets business, the Schaumburg, Illinois-based 
company's market cap jumped some $2 billion. “I 
welcome the opportunity to lead this company 
into the future, while working to create a successful 
independent mobile devices company that will con- 
tinue to innovate and grow,” Jha said in a release. 
Running Motorola's beleaguered devices business is 
not going to be easy for the 45-year-old. Sure, the 
India-born earned his spurs as the COO at another 
telecom company, Qualcomm, but Motorola needs 
serious help. It desperately needs to catch up with 
Nokia, BlackBerry and even Apple, which is taking 
a lead over Motorola with its iPhone. 





Frankenstein Franchisee 


A BUSINESS RELATIONSHIP, THEY SAY, IS BUILT ON TRUST AND THE LACK OF IT 
lems. RATAN JALAN, CEO of Apollo Health and Lifestyle Ltd (AHLL), has learnt it at great in- 
convenience to himself. On August 11, Jalan was whisked away by cops from Uttar 
Pradesh and kept in custody for a night in Hyderabad, following allegations of fraud by a fran- 


MA ad VB el ww roi altel» at: 
CAN CAUSE SERIOUS PROB- 


chisee. As per the 2005 agreement, the franchisee had paid a non-refundable licence fee 
of Rs 22.04 lakh. A few months after the agreement, however, “(he) decided to drop out of 
the project for arbitrary reasons and made baseless allegations against AHLL that it failed 
to supply machineries,” recounts Jalan, 53. He has been granted interim bail, but Jalan has 
learnt his lesson: “We need to be even more cautious” when appointing franchisees. 
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At the High Table 


IT’S A RECORD OF SORTS. TWENTY-THREE YEARS AGO, 
VINEET NAYAR joined HCL as a management trainee. 
Starting August, the 46-year-old Nayar, who became 
HCL Tech’s CEO in 2007, was appointed as a whole- 
time Director on the company’s board. It’s a well- 
deserved recognition from HCL founder and 
Chairman, Shiv Nadar, of all the good work Nayar 
has done over the years, especially of late. Since he 
took over the reins at the Noida-headquartered 
software major in 2005, Nayar has grown rev- 
enues 150 per cent to $1.9 billion—that too by put- 
ting, quite audaciously, not customers but employ- 
ees first. That and his “Blue Ocean” strategy are now 
subject of a Harvard Business School case study. 
“This is another opportunity for me to share and 
shape the larger transformation journey with Shiv 
Nadar, the board, and my team members across the 
HCL Enterprise,” Nayar said in a release. Competence 
and loyalty can be rewarding. 





Getting Them Kicking 


EXCEPT THAT BOTH THE WORDS START WITH 
there’s little common between soccer and software. 
But not if you are Satyam Com- 
puter Services, which is the IT 
services provider to FIFA World 
Cups in 2010 (Johannesburg) 
and in 2014 (Brazil). On August 
5, the Hyderabad-based IT com- 
pany kicked off in Kolkata, a 
national football tournament, 
the Satyam Football 
Challenge, as a first-of-its- | 
kind contest featuring as 
many as 4,000 college | 
teams that will compete | 
for the Satyam Cup. 
Explains B. RAMALINGA 
RAJU, 52, Satyam’s 
Chairman: “Our asso- 
ciation with FIFA recog- 
nises the sport’s uni- 
versal appeal and its 
tradition of skill, 
speed, competitive- 
ness and teamwork— 
attributes that mir- 
ror Satyam’s own 
qualities.” Of course, 
what Raju really 
wants is to convert 
soccer-watching eyeballs 
into soccer-playing footfalls 
at stadiums. That explains his 
decision to bankroll Satyam 
Football Challenge for the 
next 10 years. 






















Reformist i in Parliament 


T THERE’ S GOOD NEWS FOR THOSE CONCERNED OVER THE FUTURE OF ECONOMIC REFORMS IN INDIA AS ALSO 

£ The deteriorating quality of debate in Parliament. In C. RANGARAJAN, 76, Rajya Sabha is about 

-to acquire another erudite central banker (after Bimal Jalan) and economist, whose work over 
the last two decades has cemented his place as a core member of India’s reforms team. 


a Rajya Sabha member, ld like to push for expansion of economic reforms in line with the Tie 
: objectives of inclusive economic growth, sí Rangarajan told BT. That sounds like a perfect ene 
-statement of intention for a man who's credited with making possible many financial sector 
reforms, including simplification and deregulation of interest rate structure. As for rumours 
Eu ministeria berth, EINER ay? says: “| - it." 
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Air bt Vol. 17, No.18, for the fortnight August 25-September 7, 
2008. Released on August 25, 2008. 


NAME: 
AGE 84 — i 
DESIGNATION: Chairman 


SUMEET INDER SINGH 


COMPANY: Hero Honda Motors 





. A Prescient Patriarch 


HERE HAS BEEN A TREND REVERSAL OF SORTS IN THE MOTORCYCLE MARKET. CHALLENGER 

Bajaj Auto, which was rapidly closing the gap with market leader Hero Honda, seems 
| to have fallen behind again. And Hero Honda, which had seen its market share fall 
below the 50 per cent mark a few months ago, has once again pushed that figure above 
the half-way mark. And though he is no longer involved in the day-to-day affairs of the 
H" company, B.M. Munjal, Chairman, Hero Honda Motors, as the man who built this com- 
|| pany brick by brick, does deserve a large part of the credit for this rebound. 
| But then, Munjal has always been a prescient reader of trends. As a young man, he, per- 
haps sensed, which way the wind was blowing and left his native place in West Punjab (now 
in Pakistan), thus, saving himself and his family from the horrors of Partition. Following 
Independence, he started a cycle repair shop in Old Delhi. From this rickety shop, and a 
move to Ludhiana later, began a business story, which would make Munjal the patriarch 
| of a family that became first, the world's largest, cycle manufacturer and then, a couple 
x of decades on, in partnership with Japanese company Honda Motor Company, the world's 
| single-largest motorcycle manufacturer. Munjal’s big moment came, when, in the early 
2000s, his company rapidly overhauled Bajaj Auto’s dominance in the two-wheeler 
space. Today, Munjal’s sons, nephews, nieces, grandchildren, great nephews and great nieces 
run a multitude of businesses—from automotive components to information technology. 


Transfer | But the bread and butter business of the family and the group remains automobiles. In fact, 
3E the group is now spreading its wings. It recently struck a deal with Germany's Daimler Benz 
mone V | to make trucks and commercial vehicles in India. And the “old man”, as he calls himself 


all the time, played a key role in approving the decision. As the Munjals spread out, the 
role of B.M. Munjal still remains paramount. 


from your mobile | 


KUSHAN MITRA 


SMS ‘Airtel’ to 545219 
(toll free) . | 
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An elegant range of LCD TVs from the Global No.1 brand. 


Presenting the new series of High Definition LCD TVs from Samsung with 2 million pixels. 


Inspired by breathtaking beauty and empowered by HD technology, Samsung LCD TVs are available in Series 3, 
4 5 and6. Each one set apart by performance par excellence. Samsung LCD TVs. Design that performs. 


SERIES e Full HD SERIES = Full HD SERIES 4 HD Ready SERIES 3 HD Ready 


Stunning Crystalline Design Slim & Pristine Design Gorgeous Wine-Inspired Design Classic & Elegant Design 
52A650- MRP Rs. 300,000 46A550- MRP Rs. 100,000 40A450- MRP Rs. 75,000 40A330- MRP Rs. 70,000 
46A650- MRP Rs. 180,000 40A550- MRP Rs. 80,000 37A450- MRP Rs. 64,000 32A330- MRP Rs. 39,900 
46A610- MRP Rs. 125,000 37A550- MRP Rs. 69,000 32A450- MRP Rs. 46,000 

40A650- MRP Rs. 120,000 32A550- MRP Rs. 52,000 26A450- MRP Rs. 34,000 

40A610- MRP Rs. 90,000 22A450- MRP Rs. 22,000 


32A650- MRP Rs. 62,000 


Eg wisi — SAMSUNG LCD TVs 


Corporate Office: 6th, 7th & 8th Floors, IFCI Tower, 61, Nehru Place, New Delhi 110019. Tel: 011 4151 1234. Fax: 011 4160 8818/19. Visit www.samsung.com/in 
eA LLL Aiaia anch Danad Énakiieac mau vani from madal ta madel ‘Terms and conditions applv. Reaister vour product online at www.samsung.com/i 
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The Tatas aren't the only one. Reliance, 
ArcelorMittal, Vedanta... the who's who 
of the corporate world is grappling with 
problems in land acquisition. At stake 


are projects worth over Rs 2.5 lakh crore | | 
Pg 68 
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built into the front of the vehicle reveals potential hazards beyond the range of the headlights. So you can see them well in time 





We thought of an idea you never saw coming. 


At BMW we've developed an extraordinary Night Vision system that helps you see things most people wou 
to react. BMW Night Vision technology - another visionary idea from BMW. 


BMW. With leadership comes responsibility. 


For more information visit www.bmw.in. 
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dP recommends 
WindowsVista® Business. 


HP, the world leader in technology, understands its responsibility to protect 
the environment. Which is why, we bring eco-friendly products like the 

HP Compaq dc7800 Business Desktop PC, powered by the Intel® Core™? 
Processor with vPro™ Technology, for a greener tomorrow. With advanced 
security, remote manageability and long term hardware and software image 
stability, the superb HP Compaq dc7800 Business Desktop PC will change the 


way your business works. 


Low power chip sets and energy efficient processors minimise 
thermol build-ups 


Verdiem Surveyor Remote Power Management assures 80% 


efficient power supply 
RoHS Compliant design preserves materials and energy 


HP hos implemented a number of programs worldwide for safe 


disposal of their PCs 


Choose the eco-friendly HP Compaq dc7800 Business Desktop PC and 


show you care about the nature. 


Pre-sales query: 1800 11 22 99 (from MTNL/BSNL lines), Email: in.contact@hp.com 
Commercial support: 1800 11 22 67 (from MTNL/BSNL lines) / 30306363 (from mobile) 
Or visit www.hp.com/in/esupport 


Certain Windows Visio product features require advanced or additional hardware. See www.microsoft com/windowsvista/getready/hardwarereqs.mspx and www.microsolt.com/windowsvista/getready/capable.mspx for details. Window 

features of Windows Vista will run on your computer. To download the tool, visit www. windowsvista com/upgradeadvisor. Celeron, Celeron Inside, Centrino, Centrino Logo, Core Inside, Intel, Intel Logo, Intel Core, Intel Inside, Intel Inside logo, Intel Viiv 

Inside, Xeon ond Xeon Inside is a trademark of Intel Corporation in the U.S. and other countries. Microsolt and Windows ore U.S registered trademarks of Microsoft Corporation. Windows Vista is either o registered trademark or trademark of Microsoll Corp: 
countries, For taxes/levies in your area, please contact the numbers listed above or an HP Business Partner, Manufacturer's warranties ond delivery conditions apply. Product visuals may vary from the actual product. © 2008 Hewlett-Pockord Develooment Come. 
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From The Editor 


BSTRUCTIVE BUREAUCRACY, TALENT CRUNCH, 

poor infrastructure, policy uncertainty—these 

have been the key obstacles to doing business in 
India. Even if investors were to be asked to expand 
this list, it's unlikely that they would ever include avail- 
ability of land as one of the constraints. After all, among 
the three fundamental factors of production—land, 
labour and capital—India is most well-endowed with the 
first one. May be the time has come to question this fun- 
damental assumption. Investors—Indian and foreign— 
with funds in hand, are struggling to get their projects off 
the ground, literally. Every big industrial house in the 
country is facing problems with land acquisition. The high 
decibel case of the Tata Group's Nano project near 
Kolkata is just one, though the most instructive, exam- 
ple. As Business Today discovered through one week of 
extensive reporting and research (see Cover Story, page 
68), investments worth over Rs 2.5 lakh crore are on hold 
because of the R&R (rehabilitation and resettlement) 
roadblock. At stake are not just some big-ticket invest- 
ments, but also jobs and incomes of millions. This road- 
block can deepen the impact of the slowdown that the 
economy has already slipped into. 

One hard proof of the extent 
of slowdown is our story on ICICI 
Bank's strategic shift (Are the 
Dark Clouds for the Real? page 
92). India's second-largest bank, 
which has grown exponentially 
over the past decade, is bearing 
the brunt of a sudden downswing 
in its retail business. That's not all. 
Companies across sectors are 
rethinking—and mostly shrink- 
ing—their capital expenditure plans (Tbe Gravy Train 
Slows Down, page 100). The head of Egon Zehnder, the 
world's largest executive search company outside the Us, 
John Grumbar, explains why and how economic down- 
swings change companies' expectations of their top 
managements (60 Minutes, page 128). 

One sector of the economy where aggressive growth 
still seems possible, and is, indeed, being pursued, is in- 
frastructure. Although infrastructure is still the single 
biggest bottleneck to high and inclusive growth, some 
standout projects do hold out hope that the creation of 
world-class infrastructure in the country may have begun. 
These isolated examples now need to be replicated 
faster and on a larger scale to make a difference to the 
economy as a whole. A slew of erstwhile small compa- 
nies—mostly construction and engineering firms—have 
made the most of the new opportunities in infrastructure 
and transformed themselves into world-class operators. 
Our Special Report (A Bridge to Somewbere, page 133) 
profiles projects and people who stand out amidst this dis- 
mal landscape that is Indian infrastructure. 
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LATEST ISSUE SEPTEMBER 21, 2008 
Projects in Peril 


The Tatas aren't the only ones grappling with project 
delays. Reliance, ArcelorMittal, Vedanta, POSCO... 
some of India's, and the world’s, giants are busy 
tackling problems in land acquisition. There are no 
easy answers to these high-stakes stalemates. While 
land owners would seem within their rights to 
preserve their way of life, industry, inevitably, will 
have to trample on agricultural land in its quest for 
$ growth. Somewhere between these two extremes, 
WW] there has to exist a middle path. Read on... 
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Numero Uno 

BEST CITIES FOR BUSINESS (BT COVER, 
September 7) gave a 360-degree per- 
spective on the business climate pre- 
vailing in the leading cities of India. 
The ranking of various cities accord- 
ing to their business quotient made 


sense and was spot on. It came as no 
surprise to find Mumbai at the top of 
the heap again. It remains a fact that 
western India in general and Mumbai 
in particular provide better infra- 
structure for doing business than else- 
where in India. 








Convert NBFCs into Banks 
SITTING ON A TIME BOMB (BT, 
September 7) was timely and well- 
meaning. The story is both a telling 
reminder of the state-of-affairs of 
our non-banking financial compa- 
nies (NBFCs) and a warning to them. 
Like the Development Financial 
Institutions (DFIs), which quickly 
converted themselves into banks 
to gain access to cheaper resources 
and other accompanying benefits, 
NBFCs, too, need to move along 
that direction. Already, the high 
cost of procuring deposits from 
customers has squeezed the oper- 
ating margins of NBFCs. Then, un- 
secured lending to borrowers has 
caused serious asset-liability mis- 
matches. Mounting delinquencies 
mean NBFCs are fighting to sur- 
vive. Rising interest rates will only 
make matters worse for them. It is, 
therefore, in the interest of finan- 
cial stability that NBFCs should be 
encouraged to convert into banks 
by the market regulator. 

SRINIVASAN UMASHANKAR, through e-mail 


Making it Big 

MEET ANAND.JAIN@RIL.COM (BT, 
September 7) not only made for an 
attractive headline but also outlined 
Anand Jain’s unique business strate- 
gies. Jain has gratefully acknowl- 
edged the sound mentoring of 
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MAHESH KUMAR, through e-mail 





Dhirubhai Ambani, whose advice 
has helped put many enterprising 
men on the road to business glory. 
Like his mentor, Jain is thinking 
big. He is showing how one can 
make it big in business if one has his 
priorities right and well cut out. 
However, to peg all of Jain’s success 
to his proximity to the Ambanis is 
unfair. There is nothing wrong in 
following the proven methods of 
successful entrepreneurs. When 
Jain’s detractors unjustifiably make 
insinuations against his business 
model and methods, they do more 
harm than good. 

B. RAJASEKARAN, through e-mail 


The Champ Spirit 

YOUR EDITORIAL, INVEST MORE IN 
Sports and the Newsmaker col- 
umn on Abhinav Bindra (BT, 
September 7) was a fitting tribute 
to the doughty spirit of Indian 
sportspersons. Despite official ap- 
athy and lack of sports infrastruc- 
ture in India, Indian sportsper- 
sons have done well in the face 
of odds to win three medals at the 
Beijing Olympics. By highlighting 
the achievements of sportsmen 
like Bindra in your magazine, you 
have struck the right chord among 
today’s young generation, who, if 
given proper encouragement and 
the wherewithal, can turn out into 


medal winners tomorrow. Our 
sporting stars like Bindra deserve 
their laurels for leading by per- 
sonal example, individual bril- 
liance and sheer grit and deter- 
mination. These Olympic heroes 
have become true role models and 
trailblazers for thousands of young 
men and women who aspire to 
take up sports as a career and 
make a mark for themselves and 
their country. 

MAHESH KAPASI, through e-mail 


Greatness @75 
C.K. PRAHALAD’S VISION OF INDIA @75 
(BT, August 24), to be honest, read 
like another flight of pretty fancy. 
But come to think of it...what 
Prahalad suggests is not entirely so. 
India has the talent pool to turn 
things around. Every year, thou- 
sands of young people graduate 
from the country’s engineering and 
medical colleges. If we mobilise 
these people, we can serve as a one- 
stop base for low-cost manufactur- 
ing, healthcare and for research in 
life sciences. What’s needed is self- 
belief and political will. 

DILIP JOSHI, through e-mail 
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editorials 


Don’t Stifle Buddhadeb 


T’S NO LONGER FASHIONABLE TO SPOUT PROVERBS, BUT 
Ln a lot to be said in their favour. "Practice 
what you preach" is one that comes to mind in the con- 
text of recent political developments. Why is it that 
every political party in the country swears by democracy 
but chooses to stifle it at inner-party forums? The 
CPI(M) politburo recently censured West Bengal Chief 
Buddhadeb Bhattacharjee for speaking out openly 
against the culture of bandhs and strikes that has 
paralysed economic life in that state. Worse, the high- 
est body of the party spoke up for the right of its 
cadre to disrupt life, damage public and private prop- 
erty and cause heavy financial losses to society at large. 

This is nothing short of a tragedy. Bhattacharjee's 
rationale is beyond dispute, so we will not even enter 
into a debate on the issue. Business Today is ques- 
tioning the procedure followed by his party to muzzle 
him. Let us look at the facts: on the one hand, we have 
a popularly elected Chief Minister, respected far beyond 
the borders of his state for his integrity and dynamism, 
who is trying to break the fetters that hold back 
progress. Ranged against him is a cabal of ideologically- 
blinkered apparatchiks—a majority of whom have 
never faced the electorate—who, overriding the pop- 
ular sentiment that Bhattacharjee was espousing, un- 
derlined the primacy of a failed and tired ideology. 

The correct course of action for the party would 
have been to refer the matter to its legislative wing in the 
West Bengal Assembly, for it is its MLAs who are ulti- 
mately answerable to the people. But that is obviously 
not palatable to the members of its politburo who are 
used to ruling by diktat. 


Embrace Change 





ICICI Bank's Kamath: Rough ride 


16 BUSINESS TODAY SEPTEMBER 21 2008 





West Bengal CM: Censured by his own party, but why? 


And this top-down approach is probably one of the 
reasons why the CPI(M), and, by extension, the Left 
Front, is losing ground in rural Bengal, for long its 
impregnable bastion. There can be no other explanation 
for the way it misread the popular mood in and around 
Singur and, earlier, in Nandigram. The impasse at the 
former location and the bloodbath at the latter must be 
particularly galling for a party that prides itself on the 
fact that its reach extends to almost all individual 
households in non-urban Bengal. 

At a time when the state is careening at the inflexion 
point between death and rejuvenation, the CPI(M) will 
do well to pay heed to the voice of its people's repre- 
sentatives and their leader. And therein lies a lesson for 
all political parties in India. 


EMEMBER “THE INDIA GROWTH STORY"? OVER THE 

past six-odd years, India Inc. has been firmly on 
the growth path—riding a domestic consumption 
boom, expanding businesses furiously, organically 
and inorganically, in India and across the globe. 
Robust double-digit earnings growth was a given for 
most top rung Indian companies. As a natural corol- 
lary, the stock market indices climbed almost seven 
times since 2003, till it hit its peak in January. The 
India story looked good, and head honchos, con- 
sultants and bankers never tired of telling everyone 
that this was a long-term story that was here to stay for 
the next 15-20 years. 

They aren't wrong; the India growth story isn't 
over, make no mistake. But, why isn't anyone talking 
about the India growth story anymore? To put it 
simply, the best chapter of that story—of high, 
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no-holds-barred, uninhibited growth—is over. It’s 
now time to take stock, and re-jig strategies accordingly, 
to bring them in line with a scenario of high interest 
rates, rising inflation, zooming costs of raw materials, 
and an economy that’s losing steam. 

One company that’ attempting to come to grips 
with the change in the economic environment is ICICI 
Bank (see Are tbe Dark Clouds for tbe Real?, page 92). 
Some eight years ago, ICICI made the shift from a 
development financial institution (DFI) to a bank—by 
merging the DFI into the younger bank—and trained 
its sights squarely on chasing growth in retail 
finance. When interest rates fell to single digits in the 
early 2000s, icici Bank rode the wave of consumption- 
spending to aggressively hawk home loans, car loans, 
personal loans and credit cards. 

Those heady days are now behind it. Bowing to the 
requirements of the changed times, the bank now says 
it is focussing on “measured growth”, and tailoring its 


strategy accordingly. And it isn’t the only one. Across 
India Inc., a swathe of large and small companies are 
grappling with change—of economic environment, 
of political climate, of consumer mindsets and, some- 
times, indeed, of the very paradigm of their businesses. 

This, then, is the major challenge that lies ahead of the 
corporate world. Over the past 17 years, it has suc- 
cessfully made the transition from operating in a closed 
environment to functioning successfully in a free-market 
system; then, in the late 1990s and early 2000s, Indian 
companies broadened their horizons and stepped into the 
global playing arena, not as recipients of technology 
or as Indian partners of foreign MNCs, but as competitors 
and predators. Both these phases were marked by tectonic 
shifts in the way Indian companies operated. 

Now comes another phase of the same drama. 
India Inc. will have to ride this tide... on to fortune, as 
well. The only way to do that is to accept the ground re- 
alities and embrace the change—as ICICI Bank is doing. 





Look East, At Last 


NDIA'S FOREIGN POLICY—-WHICH HAS MOSTLY BEEN A 
| pre of floundering initiatives as a result of putting 
all its eggs in one basket—finally managed to bag itself 
some brownie points following the successful conclu- 
sion of the ASEAN-India Free Trade Agreement (AIFTA). 
The agreement, which will be signed during the forth- 
coming ASEAN Summit in Bangkok and comes into 
effect from January 1, 2009, marks the first major suc- 
cess for India's Look East Policy initiated by the then 
Prime Minister (the late) P. V. Narasimha Rao in 
1992. That AIFTA comes over four decades after India 
was offered a full membership of the AsEAN Bloc even 
before it was formally formed, will, hopefully, mark 
another milestone in the MEA's efforts to think not only 
long-term, but also strategically. It took us a decade to 
gain the status of a summit-level partner with ASEAN 
after starting out as an ASEAN sectoral dialogue partner 
in 1992. AIFTA is expected to boost India-ASEAN trade 
by $10 billion (Rs 43,000 crore) by next year, up 
from the current (2007-08) level of over $38 billion 
(Rs 1,63,400 crore), though the balance of trade is cur- 
rently tilted in ASEAN’s favour. 

Yes, there are strategic issues and interests at 
stake, too—prime among them being to counter 
China’s influence in the region, but that, by no 
means, has been the driving force behind AIFTA. 
Indeed, ASEAN does not particularly look upon New 
Delhi as a counter to Beijing, though for individual 
countries, a dominant China is not in their strategic 
interest. This is where India can play its cards to its 
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ASEAN-India Free Trade: Yes, there is an agreement, finally 


advantage. China’s own FTA with ASEAN, which con- 
cluded in 2004, has seen bilateral trade gallop to $171 
billion (Rs 7,35,300 crore). The prospects for India’s 
trade with ASEAN are also pretty darn exciting— 
trade between the two has grown at an average of 
28 per cent over the last two years and the region, 
with a combined Gpp of $2,381 billion (Rs 102.38 
lakh crore), is home to about 1.7 billion people. 
While India will seek to dip into ASEAN’s expertise in 
electronic equipment, heavy engineering, product 
development and marketing, New Delhi will be 
looking to hawk its skills in rr, light engineering, 
pharmaceuticals and process development. 

Will this free trade agreement open the floodgates 
for other such clones? Well, that depends on whether 
the policy framers in the concerned ministries are able 
to shed their old baggage and think afresh on India’s 
strategic interests. W 
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is a car that has to be 
heard to be believed. 


Bang & Olufsen stereo, only in the The new sedan. 


Apart from being a high performance sedan, the futuristic new Audi A4 is a greal 
travel companion too. It features a fascinating 14-speaker Bang & Olufsen stereo, 
apart from advanced technologies like Audi Drive Select, which switches it between 

3 driving modes, and quattro", our permanent all-wheel drive technology, which helps 
it take to any road. It is well-appointed with a Multimedia Interface (MMI), exquisite fine 
leather seats, 3-zone air-conditioning, Rear Seat Entertainment, Rear View Camera and 
a whole lot more. The new Audi A4. It's Vorsprung durch Technik at its most delighħhttul. 
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Authorised Dealers: 

Audi Bangalore O80-28521548, 0-9740031204 

Audi Chandigarh O172-3068911, 0-9876429103 
Audi Delhi O11-40510300, 0-9999917415 

Audi Gurgaon O124-4510200, O-9958592168 

Audi Hyderabad 040-23324545, 0-9959700007 
Audi Mumbai Central O22-67441111, O-9819090000 
Audi Pune O20-41004747, 0-9970007040 
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9-r 8 or 7...? INSTAN | | 


The fortnight's burning question. 





CMIE says GDP will grow at 9 per cent this year. Others peg 
it much lower. So, what's the right answer? RISHI JOSHI WILL THE PROPOSED 


DIFFERENTIAL PRICING 
OF DIESEL LEAD TO 
DIVERSION OF FUEL 
AND ENCOURAGE 
BLACK MARKETING? 


Maybe. Sarthak Behuria, 
Chairman, IOC 

Black markets flourish when 
there is a demand-supply mis- 
match, but that's not the case 
with diesel. But theoretically, dif- 
ferential pricing inevitably leads 
to black marketing. 
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Yes. Ashok Badhwar, 

President, Federation of All India 
Petroleum Traders 

| think the proposed differentia! 
price mechanism will lead to 
more corruption. It is not possible 
for dealers to do background 
checks on customers. If the gov- 
ernment proposes to increase 
diesel prices, then it should do so 
for all consumers. 
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Humming along: But, the question is, how loudly? 


HE TIDE SEEMS TO HAVE EBBED FOR THE INDIAN ECONOMY. THE LATEST 

GDP growth figures for the first quarter of the current financial year 

reveal that it has grown by just 7.9 per cent, its slowest pace in three 
years, compared to the previous quarter's growth rate of 8.8 per cent and 
the 9.2 per cent expansion clocked in the previous corresponding quarter. 
Yet, Mumbai-based think tank, the Centre for Monitoring Indian Economy 
(CMIE), which has, arguably, the most extensive database on the Indian econ- 
omy outside the government, has been insisting that the economy will main- 
tain its trajectory and grow at more than 9 per cent. 

So, how fast will the economy grow over the medium term? Most es- 
timates range between 7 per cent and 8 per cent. International rating agency 
Moody's believes that India's economic growth will slow down to just be- 
low 8 per cent this financial year as a result of rising interest rates, higher 
inflation and slow credit growth. The Prime Minister's Economic Advisory 
Council and economic think tank NCAER have made similar forecasts, 
projecting GDP growth at 7.5-8 per cent. 
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Some economists, though, feel the worst may not be over. Says 
Rajiv Kumar, Director & Chief Executive, ICRIER: “The first quar- 
ter numbers may be the beginning of a downturn. Over the next few 
quarters, we are likely to see the full impact of the tight monetary pol- 
icy being followed by the Reserve Bank of India, which could result 
in a further slowdown in growth.” Kumar expects the GDP growth 
rate in 2008-09 to be closer to 7 per cent than 8 per cent. 

The debate over the issue would have been considered settled in 
favour of a figure between 7 per cent and 8 per cent but for the fact 
that CMIE, one of India's best-known data aggregators and 
analysts, has been clinging stubbornly to its 9 per cent-plus forecast. 
In fact, it is confident that despite the first quarter figures, a 9.5 per 
cent growth rate is still achievable during the full financial year. 

It expects growth to be 
driven by the flow of fresh cap- 
ital investments. According to 
its estimates, projects entailing 
investments of Rs 48,284 crore 
were commissioned between 
April 1, 2008 and July 31, 
2008. Then, it says, a further 
Rs 2,69,246 crore in projects 
are scheduled for completion 
during the remaining part of 
2008-09. This, it feels, will drive 
growth. RBI’s tight money policy, 
CMIE asserts, is unlikely to have 
any adverse impact on the com- 
missioning of these project as 
interest costs account for just 





GDP Growth Projections 
Economists and experts can't seem to agree on 
India’s GDP growth figures for 2008-09. 
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third and fourth quarters, which 
will drive growth.” 

Most economists, however, 
don’t accept this argument. 
Their contention is that the 
economy is expanding at 8 per cent precisely because of the robust 
project pipeline that CMIE is referring to. Besides, hardening interest 
rates will impact at least some of these investments. Says 
D.K Joshi, Principal Economist, CRISIL: “Let's not forget that high in- 
terest rates are hurting demand in the economy. This will lead to a 
slowdown in fresh investments in the economy as companies will not 
want to be left saddled with overcapacity.” 

The consensus, then, among economists not affiliated to 
CMIE, is that a 9 per cent-plus growth rate may well be beyond 
reach but that the economy still has enough momentum to 
meet the government’s target growth rate of about 8 per cent. 
And that’s not bad going. Says Amit Mitra, Director General, 
FICCI: “At 8 per cent, the Indian economy will remain among the 
fastest growing economies in the world.” 


Figures in per cent Source: BT Research 
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Q&A 


“Telcos Should 
Tap Solar Power’ 


UHA-ERKKI MANTYNIEMI, HEAD 
J (Environmental Management), Nokia 
Siemens Networks, spoke to Business 
Today’s T.V. Mahalingam on why 
Indian telecom service providers should 
look at sustainable energy resources to 
power their networks. Excerpts: 


What are the challenges that Indian 
telecos face from an energy efficiency 
point of view? 

Energy constitutes the third largest 
component of any mobile operator’s 
operating expenses and over 80 per 
cent of this comes from the network in- 
frastructure. The big challenge is to 
look at the total cost of ownership by 
examining sustainable resources like 
solar, wind and other green solutions 
rather than diesel. 


What should the priorities for service 
providers be? 

They should look at renewable sources 
for powering telecom networks. The to- 
tal cost of ownership of diesel-powered 
generators is very high, and, there- 
fore, unsustainable over the long term. 


But, aren’t the capital costs of energy- 
efficient networks higher? 

If you factor in installation and main- 
tenance costs, solar-powered networks 
are better than diesel-powered ones. An 
average operator with 4,000 base sta- 
tions in rural areas can potentially save 
up to 43 GWh of energy per year. This 
translates to 22,000 tonnes less of co2 
emission by GSM base stations manu- 
factured by us, which consume the 
least power in the industry. 
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The Italians never forgot colour, 
even in the days of black and white. 
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Is the FDI Target Attainable? 


OTWITHSTANDING THE MODE- 
IN sion in growth of the Indian 
economy, the foreign direct invest- 
ment (FDI) boom is continuing. 
According to the Reserve Bank of 
India, FDI inflows in the first quarter 
of the current financial year crossed 
$10 billion (Rs 43,000 crore). 
Coupled with inflows of $11.9 bil- 
lion (Rs 51,170 crore) in the last 
quarter of 2007-08, the figure for 
the first six months of 2008 is over 
$20 billion (Rs 86,000 crore). At a 
recent meeting, Ajay Shankar, 
Secretary, Department of Industrial 
Policy & Promotion, announced 
that the government expects FDI in- 
flows this year to cross $40 billion 
(Rs 1,72,000 crore). 

Subir Gokarn, Chief Economist, 
Standard & Poor's Asia Pacific, be- 
lieves that this figure is achievable 
given the spurt in investments in 
the infrastructure and the com- 
modities sectors. And these invest- 


A Bullish Trend 
April EBENEN. 3,749 
May ES 3,932 
June NN 2,392 


Apr-June Waaa IWWAWWWSSS 10,073 


Source: RB/ 


lll Foreign Direct Investment in 2008 in $ million 


Where Does it Come From? 
OECD Countries: 27 —— 


Mauritius: 49 
Other Developing Countries: 6 
Others: 18 


* Companies globally route investment through Mauritius and Singapore 


to take advantage of bilateral tax treaties 
Figures in per cent 


ments are largely unaffected by the 
domestic interest rate cycles and 
business sentiment. 

“New opportunities are certainly 
being created for private invest- 
ment, especially as the medium- to 
long-term story remains persuasive. 









WHERE DOES IT G0? 





m services sector (both financial 
and non-financial) 


m Computer software and hardware 

m Construction, including roads 
and highways 

m Telecommunications 

m Housing and real estate 

m Power 

m Automobile 


Source: ICRIER data for 2006 and 2007 


The risk, however, is of not moving 
fast enough to create more such 
avenues for investments," he says. 
The focus then, should clearly be on 
expanding the opportunities by ref- 
orm rather than on the numbers. 
SHALINI S. DAGAR 
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The Numbers Game 
BMS 


INTUC 
AITUC 
HMS 
CITU 


Figures in million indicate no. of members. Those in brackets 
indicate 1996 figures (rounded off to the nearest million) 
Source: Ministry of Labour, Government of India 
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Who Represents Workers? 


EST BENGAL CHIEF MINISTER 
X Buddhadeb Bhattacharya's 
comment that he would, in fu- 
ture, oppose strikes and bandhs, 
because they *do not help the 
country or the people" has led to 
his public censure by the CPI(M) 
politburo. Veteran unionist and 
Vice President of CPI(M)’s trade 
union wing, CITU, Shyamal 
Chakraborty said: “Strikes are the 
final weapon in the hands of the 
workers to protest injustice. As a 
party that truly represents the 
working class of India, we cannot 
oppose this fundamental right.” 
Really? The contention that the 
CITU and the CPI(M) are the true rep- 
resentatives of the working class is 
disingenuous, to say the least. 
According to the Union Ministry 


of Labour’s 2006-2007 census, CITU 
ranks a poor fifth among its peers, 
with only 2.6 million members. The 
biggest national trade union is the 
BJP-backed Bharatiya Mazdoor 
Sangh (BMS), with over 6 million 
members, followed by the Congress- 
affiliated Indian National Trade 
Union Congress (INTUC), which has 
3.8 million members. In fact, CITU is 
not even the top Left-backed union. 
That honour goes to the CPr-backed 
All-India Trade Union Congress 
(AITUC), which has 3.3 million mem- 
bers. Was Chakraborty speaking 
on behalf of the Left, then? Even 
then, the numbers belie his claim. 
The combined strength of AITUC 
and CITU is 5.9 million, less than 
the strength of the BMs alone. 
DHIMAN CHATTOPADHYAY 
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Distribution of Companies by Industry 








0 5 10 15 20 25 Automotive ——— m Computer F? iware & Software 
South East Chemicals "iliac 
ia l qo Paper a /.iligd Products 
Central Telecom d EP m Professional Services 
ia | | Am 3 = Healthcare 
North LE xa : 
ri mmal 3——— —— Banking 
| Central n 5 sil —— Insurance 
Latin America 13 — Consumer Products 
North N 
America EE —— Others 
Western P SAANEET SEE aA x Engineering and Research 
Europe E Rating=5 (Most Common) -—— - Energy Mining and Petroleum 









Eastern mm Rating=4 
Europe mm Rating=3 
I Rating=2 





Foreign Assignment? 


Its a Pain. . 


Postings abroad have long been coveted by Indians 
But, a study by global HR consultancy firm Mercer 





E Rating= 1 (Least Common) 


The figures may not add to 100 as these have 
been rounded off to the closest numbers. 





shows that Indian MNCs need to address several policy SESS 


issues fast, failing which such jobs may well come to 


be considered punishment postings. 


Focus Elements of International 
Assignment Policy 






Benefits (Medical/Accident/Death & Disability Insurance, Retirement, etc.) 






Allowances & Premiums (Cost of Living, Housing, Education, etc.) 84 Distribution 
81 of Companies 
44 by Reg Region 
During-assignment Support  P” greta 


Repatriation and Post-assignment Support 34 


Unlike frameworks of their western counterparts, Indian 
MNCs have not developed policies around softer issues. 


. Indian multinationals are falling short on soft issues such as spouse 
support measures and repatriation planning while sending employees 
-On international assignments. These issues often take second place 
| to daily operational aspects of international assignment management, 
according to a report by global human resource consultancy major 

Mercer, titled Expatriate Management Survey—India, which is based 


Most participating companies 
have their global headquarters 
in India, followed by Europe, 
Americas and Asia Pacific. 


All figures in per cent 


on contributions from 40 of the largest corporations in India and 
addresses India-specific nuances and practices as these companies 
send employees on international assignments. Says Rupam Mishra, 
who leads Mercer's Global Mobility Practice in India: "The returns 
on investments for these companies will not be as per expectations 
if these soft issues are not taken care of.” 
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All-in-one furniture system solutions 
Systema TOP 2000. There's method in the magic. 





Don't accept 
less! Insist on 
Hettich fittings - 
German quality 
you can trust. 


hettich © ATHeMEIN Aw Good FURNITURE. 
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TOP OF 


Total reQall on Your Phone 


What is it? reQall is a memory aid application developed by QTech, a 
Hyderabad-based company. reQall captures 

speech and converts it into to-do lists and di- 

ary entries on a mobile phone. For example, 

when the task date is due, reQall will send re- 

minders via text, e-mail or calendar alerts. 


Who can use reQall? Anyone who has ac- 


cess to a phone (including iPhones), web 
browser, AIM, Yahoo Instant Messenger, Google 
ers WF talk or Windows XP system can use it. Using your 
[5] web browser, reQall can be downloaded on to the 
computer, iPhone or iPod touch from any Apple 

store at no cost. 


How much does it cost? It is a free service in India. 


What is its USP? reQall solves the problem of for- 
getting and is the only application that converts 
voice to text. 


RAHUL SACHITANAND 


Digital Beats Analog 


What is it? It is an ultra high-resolution high-definition (HD) digital camera. 


But, aren’t analog cameras still the best? The Red One generates fives times 
as much data per frame as rival HD cameras. 


And that means? All film is eventually transferred to a computer anyway. Red 
just removes a step by giving excellent resolution on a digital camera. 


But why? Ask Jim Jenning, the guy who created Oakley’s and the brain behind 
Red. His logic is that most HD cameras 
nowadays are not good enough for the format. 


But still, won't the others catch up soon? This 
is Red's biggest ace. It's software and hardware 
can be modified as the technology advances. 


Wow, and how much would the camera 
cost? Just the chassis of the Red One costs 
$17,500 (Rs 7,52,500). The lenses and stor- 
age cost extra. 


And where can | get one? You can't right now. 
Red is so overwhelmed with demand from 
directors like Steven Sodenburg, Peter Jackson 
and the like that deliveries are taking a while. 


KUSHAN MITRA 
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| ECONOMY WATCH 


MOBILE SUBSCRIBER BASE 
STATUS: 296.08 million mobile sub- 
scribers (till July 31, 2008) 


A Connected Society 


pj HE 
296.08 
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pt: =a Total Mobile Subse Mobile ugs Base ™ Net Additions 
Figures in million Source: BT Research 
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IMPACT: The boom in the telecom in- 
dustry has been driven, of late, by 
growing demand from rural India. 
But this has significantly squeezed 
ARPUs (average revenue per user), 
though telecos expect huge revenue 
gains after the rollout of 3G services. 


IMPORTS 
STATUS: Rs 3,05,265 crore during 
April-June 2008-09. 


A Double-edged Sword 
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*Provisional figures for April-June 2008 
Figures in Rs crore Source: DGCI&S 


IMPACT: Over the last 2-3 years, 
most of the country’s imports—crude 
oil, gold, machinery and iron & 
steel—have seen a sharp spike in 
prices on account of the unprece- 
dented rise in global demand for 
these commodities. Though incre- 
ased imports, especially of capital 
goods, metals and crude, point to in- 
creased economic activity, expect 
trade deficit to widen further this 
year. And that may put some rene- 
wed pressure on the rupee. 
COMPILED BY MANU KAUSHIK 





(ofi yo? (loh, On 


ICIAL VISION CARE PARTNER 
4 > v 


ad 
Lu 


. d, - 














Now available at: Delhi - Bonton Opticians * Bonton Sight Care * Focal Point * Foursight Opticians « Gem Opticians * Lawrence & Mayo * Mumbai 


e Gangar Eye Nation * Girish Optics « Lawrence & Mayo * Lenseye * Stylex Opticians ° Varsha Optics « Bangalore - Lawrence & Mayo * | 


Lawrence & Mayo * Lens & Frames * New Venus Opticals * Turakhia Opticians e Hyderabad - Lawrence & Mayo * Reliance Wellness « Pune 
Vision Point + Kerala - Lawrence & Mayo * Lens & Frames Opticians * Kolkata - Himalaya Opticals « Lawrence & Mayo * And other 


For further details, call 1800 22 8585 or sms MOIST to 54646 


ACUVUE 


A n | 
í Í 


I - | " 
ieadin 








THE DIFFERENCE IS REAL" 





DU trends 


P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





MAYAWATIGROUNDED 


UTTAR PRADESH CHIEF MINISTER MAYAWATI MAY BE E 
heading for a fresh confrontation with the UPA gov- | 
ernment at the Centre. A few months ago, the 
Union Cabinet had given an in-principle clearance 
to the state’s proposed Taj International Airport 
plan near Greater Noida. However, the Attorney 
General now says that any new airport near Delhi 
will violate the agreement the Civil Aviation Ministry signed with 
Delhi International Airport Limited (DIAL) in 2006, which prevented 
the construction on any new airport within a 150-km radius of 
Indira Gandhi International Airport in Delhi. DIAL executives have 
privately said that they will contest any airport project either in 
Greater Noida or in Jhajjar in Haryana. Expect Mayawati to go to 
the Supreme Court on this. 

KUSHAN MITRA 








OPENING UP THE PENSION SECTOR 


NEW RULES OF THE GOVERNMENT IS PUSHING AHEAD WITH 
THE GAME pension reforms. It’s latest initiative is an 
attempt to further open up the sector. It 


m New Pension Scheme (NPS) ^ has now proposed that the New Pension 

to be open to all Scheme (NPs) should be extended to all 
m Unorganised sector workers individuals. Right now, only government 

to be brought under its ambit employees can avail of the scheme. The 
Finance Ministry has already forwarded 
this suggestion to the Pension Fund 
Regulatory & Development Authority, 
which will soon chalk out the modalities to 
take the scheme to the unorganised sector. In addition, those who are 
part of the organised sector but are not part of any social security 
scheme will also be brought under the ambit of Nrs. 


m Today, only government 
employees can avail of 
the scheme 


RISHI JOSHI 


FDI POLICY UNDER SCRUTINY 
MOVES ARE AFOOT BY THE GOVERNMENT TO HIKE THE CAP ON FOREIGN 
Direct Investment (FDI) in cable and direct-to-home (DTH) telecast 
services to 74 per cent. Right now, the policy restricts foreign hold- 
ings in these segments to 49 per cent. This initiative comes on the 
back of TRAI’s (Telecom Regulatory Authority of India’s) demand 
for acomprehensive review of the FDI policy to raise the ceiling in all 
forms of broadcast signal distribution to 74 per cent. This includes 
cable TV, DTH and IPTV. The Union Cabinet is expected to take a 
view on the matter soon. With the Left no longer around to veto the 
proposal, the approval may come sooner rather than later. 

RJ 
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-SUCCOUR FOR GOVT 


MANDARINS IN THE ECONOMIC MIN- 
istries are keeping their fingers 
crossed and hoping that oil 
prices don’t harden again. | 
Besides reining in inflation, they - 

point out, there will be more 
good news for the government. 
If oil stays at $110-120 
(Rs 4,730-5,160) levels, it will 
cut the under-recoveries of the 
oil marketing companies sub- 
stantially and the government’s 
bailout package will cost much ` 
less. Says a senior bureaucrat: - 

"Our estimate is that if oil stays — 
at the current levels, the burden 
on the government could ease 
by as much as Rs 40,000 


crore." Given the precarious ` 


fiscal position of the govern- 
ment, it’s something it can draw 
comfort from. 

RJ 


REDDY FOR MORE? 


RBI GOVERNOR Y.V. REDDY IS 
expected to get an extension 


once his tenure ends. But senior _ 


North Block officials underline 
that they are not particularly 
rooting for Reddy. It’s just that in 
the UPA government's last year, 
they are keen to ensure that 
there is continuity at the Reserve 
Bank of India. Says a senior 
North Block official: “There are | 
many challenges before us— . 
inflation is, perhaps, the biggest. 
We are keen to ensure that the 
RBI Governor, whoever he is, 
can continue with the central 
bank’s stance on key issues for 
one more year.” 


RJ 
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We'll move your household as carefully as you can imagine. 


'e know that the picture frame by your bed is Perforated packing material for footwear allows it 
yt just metal, glass or paper. It's a fond memory ` to breathe. Even toys receive special attention to 

it needs the kind of care our relocation experts make sure they move and play just like before. 
“we mastered. " 

All this expertise is backed by efficient systems, a 
at'S why we have in-house carpenters to build global network and state-of-the-art infrastructure 
ecial crating for your prized possessions, art that guarantees your belongings arrive just the 
àd artifacts. Similar care is extended to your way you want them. No wonder our clients, both 
rniture. We have dehumidifying systems to national and international, agree that we take 
tect it from damage while traveling through ‘Handle with Care' to a whole new level. 
ferent climate zones. Special wardrobe cartons 


xke sure your suits are not creased in the least. www.writercorporation.com 
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NUMBERS OF NOTE 


NEWS 


AKSHAY KUMAR 


$286 billion: India’s current foreign exchange 
reserves, which are much above optimal levels. 
Forex accumulation has reduced external 
vulnerabilities and decreased the risk of financial 
contagion, according to a recent IMF study 


Rs 3 ,300 crore: The amount Infosys 
Technologies will pay to acquire the UK-based 
Axon Group, a SAP consulting company, in an 
all-cash deal, which is also the largest overseas 
acquisition by an Indian IT company 





$2 38 million (Rs 1,023.4 crore): Investments 
made by venture firms in 17 deals in India in the 
second quarter of 2008, a 120 per cent jump from 
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Akshay Kumar: The next 'Kinng' of Bollywood? 


S AKSHAY KUMAR THE NEW KING OF BOLLYWOOD? DIEHARD 
Shah Rukh Khan fans may cringe at the suggestion, 
but it's not as blasphemous as it sounds. According 
to trade reports, Kumar's latest release, Singh is 
Kinng has grossed Rs 126 crore in the four weeks 
since its release. This figure will undoubtedly rise as 
the film continues to do well in India and abroad. 
The actor is passing through a purple patch. 
Last year, he gave four consecutive hits—/Vamastey 
London, Heyy Babyy, Bhool Bhulaiyaa and 


Welcome. Indu Mirani, a film trade analyst, says: 


"Yes, Akshay Kumar is a very serious contender for 


the comparable period a year ago and the 
second-highest quarterly total on record 


Rs 39,363 crore: Value of oil bonds that 


the three public sector oil marketing companies— 
IOC, HPCL and BPCL—are yet to receive from 
RBI for the first quarter of 2008-09 


$2 billion: Size of bilateral India-Pakistan trade 


330,000. Students that have trained or 


are training at Aptech China, the market leader 
in IT education in that country 


the title of 'Kinng', but one must not forget that 
Shah Rukh Khan has not had any releases this 
year." However, she concedes that Kumar has 
established himself as a one-man industry, much 
like southern superstar Rajinikanth, and held his 
own against the dominance of the Khans. He is al- 
ready the highest-paid star in Bollywood and re- 
portedly charges more than Rs 20 crore per film. 
And it isn't just the big screen that he's setting on 
fire. Kumar's tryst with the idiot box has also been a 
resounding success. His small screen debut as the 
host of Fear Factor: Khatron Ke Khiladi on Colors, for 
which he charged an exorbitant Rs 1 crore per 
episode, has also been well received. Says Harish 
Bijoor, CEO of Harish Bijoor Consultants: "Kumar can 
most certainly be called the next king of Bollywood." 
Will SRK retain his crown, or will he be de- 
throned by Kumar, who, incidentally, is the son- 
in-law of former superstar Rajesh Khanna? All eyes 
will be on Khan's next film, Billo Barber, which re- 
leases in October 2008. Meanwhile, Kumar's 

juggernaut continues to roll. 
| ANUSHA SUBRAMANIAN 


450 million barrels: Hydrocarbon reserves held by 
Imperial Energy, the British firm that OVL has bid for 


Rs 1,500 crore: The amount spent annually 
on print advertising in Mumbai, the highest in 

the country. Delhi, with an annual spend of 

Rs 1,200 crore, is at second place 


25 per cent: Of Fortune 500 companies have either 
a board committee or a separate panel to oversee 
environmental issues 


9. India's ranking on the list of 
the top 10 countries that send 
spam in the second quarter 

of 2008 


$ 1 7.2 billion: Budget for the 
London Olympics in 2012, which 
includes capital as well as 
operating expenses. The budget 
for the just-concluded Beijing 
Olympics was $42 billion 
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LP aching IT/ITES office spaces that live, breathe and grow 
with your business! The large and flexible office space allows 
better space management to create your dream office space. 
Every block is independent with multiple and expandable floor 
plates, so spaces can be customised according to the growing 
needs and volume of workflow. 

Upgrade your business now. Move into the Next Generation 
Technology Hubs in India. 
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IT PARK 


GREATER NOIDA * GURGAON 
"LUCKNOW + KHAPOLI (MUMBAI) 








NOIDA * LUCKNOW 


CALL: +919810658227, +919811713195 ~ www.ansalapi.com 





ANSAL PROPERTIES & INFRASTRUCTURE LTD., 115 Ansa 
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| Bhawan, 16, Kasturba 
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Who Owns 
India Inc.? : 


Promoters still own more than 
50 per cent of India’s most 
valuable companies, but the 
holdings of Fils and MFs, 
considered the most proactive 
of shareholders, are seeing a 
churn. Banks and financial 
institutions are buying while 
prices are down. 











BSE 500 
1] 


HOLDING 
PATTERNS 


Flls and MFs aren't 
really gobbling up 
the cream of 
Indian companies. 


TH E FAVOU RTI ES Institutional investors seem to prefer shares in financial and oil & gas companie: 


Fils 


Banks & Fin. Services 
Oil & Gas 

IT Services. 

Telecom 
Metals/Mining 
Engineering 

FMCG, 

Pharma: 


Real Estate 
Auto. 3 
Cement 2.7 
Infrastructure, — 1.7 
Miscellaneous 1.8 
Transportation 1.3 
Media 1.1 
Chem. & Fertilisers, 0.9 
Textiles 0.7 
Retail 0.5 
Diversified, 0.4 


4 
Energy 4 
3 


23.] 


Fils sold $4 billion - 


SOLD: ICICI Bank, HDFC, Reliance 
Capital, L&T, BHEL, NTPC, ONGC, RIL 


BOUGHT: Cairn Energy, Wipro, HDFC 
Bank, Idea Cellular, Reliance Power 


U/W ON: Oil & Gas, IT, FMCG 
0/w on: Banks & Financial Services, 


Pharma, Real Estate 
U/w: Underweight; 0/w: Overweight 


Figures in per cent pertain to the April-June 2008 period 


MFs and UTI 


Engineering 


Banks & Fin. Services 


Oil & Gas 
FMCG 
Metals/Mining. 
IT Services | 
Telecom 
Pharma 
Energy 
Infrastructure 
Cement. 

Auto 

Media 

Chem. & Fertilisers 
Miscellaneous. 
Transportation 
Textiles 

Retail 

Real Estate 


44 | 
3 MFs sold $231 million 


3.6 
3.2 
2.2 
2.2 
2.0 
1.2 
1 
0.8 
0.8 


Diversified 0.7 


SOLD: Cairn, SBI, NDTV, Grasim, 
Sterlite Inds, Sesa Goa, JSW Steel 


- BOUGHT: Bharti Airtel, Infosys, 


BHEL, TCS, HDFC, RIL, HUL 


U/W On: IT Services, Oil & Gas, 
Banks & Financial Services 


0/w on: Engg., Pharma & FMCG 
U/w: Underweight; 0/w: Overweight 





BSE100 


CNX MID-CAP 


Promoters 


= Mutual Funds/UTI 


IB Other Non-Institutions 


EB Other Institutions 
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Banks, Fis & Insurance (BFI) 


Oil & Gas 
Banks & Fin. Services 
Metals/Mining 








OLD: Wipro, Ranbaxy Lab, 
Infosys, Reliance Petroleum, Ispat 


i: NTPC, L&T, SAIL, SBI, 
Min ‘Bharti Airtel, HDFC, RIL 


: IT Services, Oil & Gas, 


Banks à Financial Services 


: Metals, Auto & FMCG 
U/w: Underweight; 0/w: Overweight 
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“The greatest management barrier in India is 
simply that most managers don't know what is 
possible. Indian managers could change the 
standard of living of the whole country if they 
only understood the basic lean principles" 


James P. V ç, Founder-Chairman of Lean Enterprise Institute, a 
non-profit aiia and research organisation, in Business Standard 


"We're in the lead not only in India, but in 
the whole world in delivering healthcare 


for the poor" 
l, Health Secretary, Government of Andbra Pradesb, in 
BusinessWeek online 


“Making money is not the only pleasure in life. 
Humanis a are not single-dimensional entities” 
Muhammad S, Bangladeshi Nobel laureate, in The Economic Times 


“I was an eternal optimist; now I have become a 
realist. Rretbedf has miscalculated" 


ini, Chairman, Pantaloon Retail, referring to the retail 
cela in Wall Street Journal 


“Everyone is trying to make an iPhone killer. 


We are trying to make a killer Palm product” 
n Rubinstein, Executive Chairman, Palm, in The New York Times 


“A slowdown in GDP growth will obviously be 
reflected in individual sub-sectors, so, this is not 
adding anything to what is known. I will only 
add that India can grow at the rate of 9 per cent 
over r five years (during the 11th Plan period)” 


k Singh Ahluwalia Deputy Chairman, Planning Commission, 
to M eres 


"An important step has been taken towards 
the journey to becoming a truly 


transformational player" 


pale CEO, Infosys Technologies, on the acquisition of the 
UK-based Axon Group, in The Economic Times 


“We can’t operate the plant with police 


“apawaq 
I, Chairman, Tata Group, referring to the Nano plant in Singur, 
to ptite 


“If you give a good idea to a mediocre team, 
they will screw it up. But if you give a mediocre 
idea to a great team, they will make it work” 


| Ca I, Cofounder of Pixar and President, Pixar & Disney Animation 
Studios, in Harvard Business Review South Asia 
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‘Brushes with History’ 


industrialist K.K. Birla passes away. 


LITTLE OVER A MONTH SHY 
Acs his 90th birthday, Krishna 
Kumar Birla, Chairman, K.K. 
Birla Group of companies, 
passed away at his Kolkata resi- 
dence after a brief illness on 
August 30. The eldest son of the 
legendary Ghanshyam Das Birla 
leaves behind a legacy of Rs 
9,000-crore conglomerate com- 
prising sugar, fer- 
tiliser, textiles, 
engineering, 
shipping, IT and 
media compa- 
nies. It is not 
very well known, 
but K.K. Birla 
did not inherit a 
lot from his fa- 
ther; most of his 
companies were 
self-promoted. 
Despite this, 
Birla managed to 
consolidate his 
group success- 
fully. Of course, 
his closeness to 
the Congress 
party and the Nehru-Gandhi 
family helped. That, however, 
did not stop him from being 
candid. As the then President 
of the Federation of Indian 
Chambers of Commerce and 
Industry in 1974, he countered 
Prime Minister Indira Gandhi 
about her economic policies, 
arguing that they had run 
their course and would be out- 
living their utility if persisted 
with further. 

“He wasn’t one to accept 





K.K. Birla 
1918-2008 





2008 


ideas unchallenegd—he critically 
analysed everything in depth and 
was quite precise in his ap- 
proach,” reminisces Amit Mitra, 
Director General, FICCI. 

Recalls Rahul Bajaj, 
Chairman, Bajaj Auto, whose 
family has known the Birlas for 
the last 70 years: “He was the 
kind of person, who, on the one 
hand, had strong 
views and the 
courage of con- 
victions to stand 
by them, and on 
the other, was 
not only affec- 
tionate in his 
personal dealings 
but also willing 
to listen to an 
opposite point 
of view.” 

Birla’s polit- 
ical innings 
lasted 18 years, 
starting from 
1984 when he 
became a life 
member of the 
Congress party and got elected 
to the Rajya Sabha, where he re- 
mained a member till 2002. But 
apart from his corporate and 
political innings, Birla was also 
Chancellor of Birla Institute of 
Technology and Science in 
Pilani, Rajasthan—the town 
where he was born in 1918. 
His wife, Manorama Devi, had 
passed away a month ago. Birla 
is survived by his daughters 
Nandini Nopani, Shobhana 
Bhartia and Jyotsna Poddar. 


PEER JURY FOR NEWS 





HE NEWS BROADCASTERS 

Association (NBA), an asso- 

ciation of private news and 
current affairs broadcasters in India, 
has announced the constitution of 
a “News Broadcasting Standards 
(Disputes Redressal) Authority” to 
enforce NBA’s Code of Ethics & 
Broadcasting Standards. 

NBA has committed to the 
government that it will put in place 
a Code of Ethics & Broadcasting 
Standards that will be followed by 
its members and a News 
Broadcasting Standards Disputes 
Redressal Authority to enforce the 
code. The nine-member redressal 


PLAYING REGULATOR 


m NBA constitutes News Broadcasting 
Standards Authority — —— —— — 


m Nine-member jury to exercise control 
over the redressal authority — — 


m First attempt by news channels 
at self-regulation — 


m Move expected to keep government 


interference in media at bay 


authority will be chaired by Justice 
J.S. Verma, former Chief Justice 
of India and former Chairperson of 
the National Human Rights 
Commission. 

Says G. Krishnan, President, 
NBA, and CEO, TV Today Network 
(a sister concern of this publica- 
tion): “The NBA believes that it 
falls upon the journalistic profession 
to evolve institutional checks and 
safeguards, specific to the elec- 
tronic media, that can define the 
path that will conform to the high- 
est standards of rectitude and jour- 
nalistic ethics and guide the media 
in the discharge of its solemn 
constitutional duty.” 
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Starting July 21, our Premiére passengers can win a free Premiére return-ticket to Kuala Lumpur, Singapore, Bangkok, Bahrain 
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For details, visit jetairways.com 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in August 2008. 


Deal Particulars: ONGC has agreed to acquire Imperial Energy Corp through its wholly-owned 
subsidiary, ONGC Videsh (OVL), for about Rs 11,260 crore. This all-cash deal is at a premium of 36.3 
per cent to the monthly average price of the Imperial stock. 


Impact Analysis: The acquisition is in line with ONGC's strategy to increase its oil & gas 
assets abroad to secure India's energy requirements. Imperial produced about 10,000 barrels of 
oil per day in December 2007 and this is expected to increase to 25,000 bpd by the end of 2008 
and 35,000 bpd by the end of 2009. This acquisition will help ONGC increase production as well 


DEALTR AC KER as mitigate concerns about the mature state of its domestic reserves. The deal is still awaiting 
Russian regulatory approval, which is not expected to be a problem. 








TARGET ACQUIRER INDUSTRY TYPE DEAL VALUE STAKE 
(Rs crore) 
Imperial Energy Corp ONGC Videsh S Oil & Gas Acquisition 112598 — 100 
Axon Group Infosys Technologies Technology Acquisition — 32741 — 100 
Amtek India Amtek Auto Automotive & Acquisition 1,394.5 66 
RIBPENI Industrial Products —— i 
SPV of Phoenix Mills MPC Synergy Real Estate, Hospitality ^ Private Equity — 1,300 NA 
Bb icr uu. Construction " | 
Peoplesupport - "— _ Aegis BPO, Essar Group Technology Acquisition — 1050 —— 100 
Quippo Telecom DB Zwirn, Indivest, Oman Telecommunication Private Equity 793.2 41 
poo á - 
Indu Projects Credit Suisse — ^ Real Estate, Hospitality Private Equity 476.0 14 
OO eee & Construction or a h 
RSP Architects Planners & Engineers Baring Private Equity Asia Miscellaneous Private Equity — 4287 — 40 
UTV Global Broadcasting UTV Software Communications Media & Entertainment Acquisition — 2443 15 
Dawnay Day AV Financial Services New Silk Route Private Equity — — Financial Services Private Equity 214.4 100 
Gayatri Infra Ventures AMP Capital Finance Real Estate, Hospitality ^ Private Equity 204.2 29 
uou e G Construction 
Ahmednagar Forgings Amtek Auto Automotive & Acquisition 201.9 47 
eee Industrial Products 
Apollo Sindhoori Capital Investments ^ AdityaBila Nuvo = Financial Services Acquisition 198.8 96 
Azure Knowledge Corporation Greater Pacific Capital = = Technology Private Equity — 1393 38 
Cotton County Retail „Sequoia Capital = ^ Manufacturing Private Equity 120.0 NA 
Pyxis Solutions ATC Infotech = ^ 111 Technology Acquisition 107.2 100 
MedPlus Health Services NEA-Indo-US Ventures —  — Consumer Products Private Equity — 1072 NA 
Nectar Lifesciences Citi Venture Capital International Pharmaceuticals Private Equity — 1012 . l6 
SpiceJet Goldman Sachs Infrastructure Private Equity 85.7 NA 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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Your car is not complete without world-class automotive components from Bosch. 

In fact, Bosch is the world's largest automotive components supplier - and the OE 

manufacturer of choice with almost all leading vehicle manufacturers in the world. 

Discerning motorists and workshop professionals in over 132 countries rely on Bosch's š 
extensive range of high-quality products to get the best from their cars. Choose the Invented for life 
best. Choose automotive products from Bosch. The advantage is yours. 


* Common Rail System * VE-EDC Pumps * Spark Plugs * Halogen Bulbs « Lubricants 
° Ignition Coils + Filters * Wiper Blades * Fuel Pumps * Brake Pads * Horns * Belts 
* Alternators * Batteries * Relays * Lambda Sensors ° Starter Motors ° Glow Plugs 





www.boschindia.com 





Bosch Limited (Formerly Motor Industries Co. Ltd.), Automotive Aftermarket, P.B. No. 3000, Hosur Road, Adugodi, Bangalore - 560 030. Ph. (080) 
2299 9228. Fax: (080) 2299 9796. Sales Offices: Ahmedabad: Ph.: (079) 2642 0401. Fax: (079) 2642 0523. Bangalore: Ph.: (080) 2223 7056. Fax: (080) 
2222 5101. Chandigarh: Ph.: (0172) 279 2916. Fax: (0172) 279 0486. Chennai: Ph.: (044) 2815 5815. Fax: (044) 2815 6624. Ernakulam: Ph.: (0484) 
280 5601. Fax: (0484) 280 5615. Gaziabad: Ph.: (011) 2334 8262. Fax: (011) 2334 8264. Guwahati: Ph.: (0361) 213 1647. Fax: (0361) 263 5706. Indore: Ph.: 
(0731) 307 5819. Fax: (0731) 307 5899. Jaipur: Ph.: (0141) 238 7048. Fax: (0141) 238 7109. Kolkata: Ph.: (033) 2226 5360. Fax: (033) 2249 7482. Lucknow: 
Ph.: (0522) 320 8474. Fax: (0522) 320 8474. Mumbai: Ph.: (022) 2493 2071. Fax: (022) 2497 3924. Nagpur: Ph.: (0712) 268 1738. New Delhi: Ph.: (011) 
2334 8260. Fax: (011) 2334 8264. Panchkula: Ph.: (0172) 279 4200. Fax: (0172) 279 4200. Patna: Ph.: (0612) 222 1503. Fax: (0612) 223 9759. Raipur: Ph.: 
(0771) 402 6333. Fax: (0771) 402 0989. Ranchi: Ph.: (0651) 325 4020. Secunderabad: Ph.: (040) 2799 0266. Fax: (040) 2799 0338. 

















THAILAND 
GDP: $245,701.9 mn 
GDP growth rate: 4.8 per cent 
Exports to India: $4.72 bn 

Imports from India: $1.26 bn 


ine PHILIPPINES 
GDP $146,894.8 mn - 

GDP growth rate: 7.4 per cen 
Exports to India: $1 
Imports from India: 























CAMBODIA 

GDP $8,662.3 mn 

GDP growth rate: 10.1 per cent MALAYSIA 

Exports to India: $0.77 mn GDP: $186,960.27 m = 
Imports from India: $35.58 mn GDP growth rate: 6.3 per cent 


Exports to India: $4.46 bn 
Imports from India: $1.56 bn 


ET NAM. 


/ 


LET THE TRADE FLOW Eti 


The recent India-ASEAN FTA, to be signed at Imports from India: $919.15 mn 
the 2008 Bangkok India-ASEAN Summit in 


SINGAPORE INDONESIA 
December, could open the floodgates for meram opr: $431717.7 mn 
bilateral trade. TEJEESH N. S. BEHL GDP growth rate: 9.3 per cent GDP growth rate: 6.3 per cent 

Exports to India: $5.62 bn Exports to India: $3.48 bn 

Imports from India: $5.14 bn Imports from India: $1.32 bn 


All data for 2007/2007-08; *Q1 GDP growth rate for 2008-09 is 7.9 per cent 


THE BI 90 INDEX Market Swing Continues 


BT Telecom 


Aug. 30, 2007 


BT Auto a BT FMCG 


420.26 
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Microsoft: 


Dell.com is one of the world's largest and most advanced e-commerce 
sites. As a technology leader, Dell relies on Windows Server® 2008 
for the flexibility and reliability needed to support a mission-critical 
environment where downtime is not an option. Get the full story at 
www.microsoft.com/india/windowserver2008 
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Consulting Caper 


Infosys’ acquisition of Axon could pay off in the long run. RAHUL SACHITANAND 


- Ë. 


= m A £ 
Infosys' Gopalakrishnan: He is banking on the acquisition to move up the IT value chain 


HIS WAS THE NEWS INDIAN IT WAS AWAITING 
for some time. With over Rs 8,000 crore in 
cash, India's best-known IT company, 
Infosys, finally bit the big acquisition bullet 
when it announced its plans to acquire 
London-based Axon Group, a specialist in sAP-related 
consulting and services, for $753.1 million (approx. 
Rs 3,300 crore) on August 26. If completed, this 
would be Infosys’ third buyout, after Expert Is in 
December 2003 for Rs 104 crore, and three Philips 
back offices in July 2007, for Rs 115 crore. But the 
Axon acquisition won’t be cheap: Infosys will be pay- 
ing roughly two times revenues, 20 times profits and 
a 33 per cent premium on the six-month average 
share price of the British company. 
For all that money, Infosys gets access to a fairly 
healthy firm; in a slow-growing European IT industry 
(inching ahead at under 5 per cent per annum), Axon 
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has been growing at a cumulative average rate of 42 per 
cent annually for the past four years. 

Its margins of 10 per cent are also better than 
many of its peers in that industry. Axon’s 2,100 SAP con- 
sultants will enable Infosys to double its headcount in 
that specialised area, where consultants are at a premium 
the world over. According to Infosys executives, the 
company services some 100 sap clients and the practice 
has grown at a cumulative average rate of 66 per cent 
over the last three years. 

“The acquisition is a strategic step and would 
strengthen the presence of Infosys in transformation 
deals, consulting and pi (Package Implementation),” says 
Priya Rohira, rr Analyst at Enam Securities. According 
to the brokerage, Axon's 61 per cent revenue deriva- 
tion from Europe would be instrumental in driving 
market share in large deals for Infosys. The acquisition 
of Axon Group would add 9 per cent to Infosys' 


2008-09 top line, 4 per cent to operating profits and 
3 per cent to post-tax profits, according to various 
industry estimates. 

Given the strategic nature of the deal, some 
analysts expect a counter offer from Infosys’ global 
and Indian competitors for Axon. According to 
Infosys CFO V. Balakrishnan, shareholders own- 
ing only 18.1 per cent of the company (the founders 
and the key management) have agreed to sell, with 
Infosys planning to de-list the company’s shares on 
the London Stock Exchange. Standard Life 
Investments, Blackrock, JPMorgan Chase, Aegon 
and UBS are some existing institutional investors in 
Axon Group. Infosys has little over a year to per- 
suade them to sell their shares. 

With nearly 82 per cent of the shareholding 
yet to be acquired, Infosys has given itself plenty of 
time. “We expect to complete the deal by November 
next year,” says Balakrishnan. Incidentally, Axon is 
hardly a pure-play consulting outfit. In reality, the 
company gets just a fifth of its revenues from the 
high-value consulting business and the rest from 
systems integration. 

Despite the long lead time before the deal is 
finally done, Infosys executives argue that the 
prolonged closure would be worth the wait. “In 
Axon, we find an opportunity to take full advantage 
of the clients they have, the capabilities they have and 
the reach they have to create one of the world’s 
largest SAP consulting providers,” Kris Gopala- 
krishnan, CEO and MD, Infosys, told analysts after 
signing the deal. 

According to some analysts, this deal works be- 
cause Infosys and Axon have complementary areas 
of expertise and client concentration. “The acqui- 
sition will significantly enhance Infosys’ high-end 
business consulting and global delivery capability. It 
now brings, we estimate, over a hundred new clients 
and missing industry verticals, such as the public sec- 
tor in Europe into Infosys’ fold,” says Sudin Apte, 
Senior Analyst with Forrester Research. The Axon 
buy also helps Infosys build local European ‘onsite’ 
presence with Infosys’ strong offshore delivery 
capability, he adds. 

Despite this bullishness, there are others who feel 
Infosys will take some time to digest such a large deal 
and key financial metrics could be hurt, at least in the 
short term. “We expect the deal to be dilutive in 
terms of operating margins in the current year and 
in 2009-10 notwithstanding enhanced offshoring 
efforts and other streamlining of Axon’s processes by 
Infosys,” according to Jayendran Rajappa and 
Jaspreet Chhabra, analysts at Mumbai brokerage 
Prabhudas Lilladher. 
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For Infosys then, the real value 
of this deal may be in the long term, 
as the Bangalore-based company 
seeks to transform itself from an 
India-based IT services company 
into a global technology and con- 
sulting firm. “This deal is the first 
yet substantial step towards building 
superior business transformation 
capability to match traditional back 
office services such as application 
development and maintenance,” 
says Forrester's Apte. Infosys had 
started its consulting business back 
in 2003-04, when it invested $20 
million (Rs 86 crore) in the outfit 
and hired veteran rainmakers. Four 
years later, Infosys gets around a 
quarter of its revenues from this 
business, even as it looks to trans- 
form itself into a high-value player. 
Clearly, Infosys’ quest for consulting 
is, as yet, work-in-progress. 
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Fulcrum's focus on hedge 
funds could cut both ways. 


HE HEDGE FUND BUSINESS CAN 
Le extremely temperamental. 
Just ask the Carlyle Group. It saw its 
$31-billion fund collapse in six 
months. On the other hand, the 
John Paulson fund grew from 
$12 billion to $30 billion when the 
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A Matter of Policy 


IRDA frees the commission structure in general insurance. 


IFE JUST GOT A WEE BIT EASIER - 
Ls brokers of general insur- 
ance. Last fortnight, the Insurance 
Regulatory & Development 
Authority (IRDA) decided to de- 
link the general insurance com- 
mission structure from the paid- 
up capital of the company taking 
the cover. The removal of this 
restriction could augur well for 
insurance broking companies as 
they can now go after higher bro- 
kerage rates in the case of certain 
general insurance policies. 

The IRDA has removed slabs 
of paid-up capital for all kinds of 
fire, all industrial risk and re- 
lated policy covers. Till now 
agents could get a commission 
of 10 per cent and insurance 
brokers of 12.5 per cent if the 
paid-up capital of the company 
seeking the cover was Rs 15 
crore. These rates were much 
lower, at 5 per cent and 6.25 
per cent, if it was a large cor- 
porate client, typically having a 
paid-up capital of Rs 25 crore 
or more. With these slabs gone, 
insurance broking firms can earn 
a standard brokerage fee of 
12.50 per cent and agents can 
earn a commission of 10 per 
cent, irrespective of the size of 


going was good. This market is a 
key focus for Fulcrum, a fund 
administration company, majority- 
owned by private equity giant 3i. 
Besides the tempestuous hedge fund 
market, Fulcrum will also focus on 
fund of funds and private equity 
companies. ^We will do back- 
office accounting, profit and loss 
calculation and investor reporting 
for our clients," says Akshaya 
Bhargava, a former Citibanker, who 
was CEO of Infosys' business process 


A LEG-UP FOR BROKERS 

Commissions have been de-linked 

from paid-up capital. 

m Slabs of paid-up capital have been 
removed for fire, industrial risk and 


related policy covers 
m Insurance brokers can now earn a 


standard brokerage fee of 12.50 per cent 
m Agents can earn a standard commission 
of 10 per cent 


the insured company. 

“Large corporate clients will 
be affected but only when the 
market stabilises in terms of pre- 
mium rates,” says Jagdish Bhat, 
Principal Officer, Ambit 
Insurance Broking & Advisory 
Pvt Ltd, It is, however, unlikely 
that commissions will go up in a 
major way, as competition has 
already beaten them down to 
low levels. 

The circular also clarifies that 
there should not be any pay- 
ment towards "administrative 
or service charges" to the agent 
or the broker. The regulator 
hopes to end a practice of 
insurers allying with banks that 
are not registered as insurance 
agents to get prospective clients 
for a referral fee. 

RACHNA MONGA 


outsourcing (BPO) arm before joining 
3i and then moving to Fulcrum. 
Unlike most conventional BPOs in fi- 
nancial services, Fulcrum's activi- 
ties require industry knowledge and 
are not about filling hundreds or 
even thousands of seats in a centre. 
"Unlike traditional BPO companies, 
we don't hire freshers; we recruit 
experienced accountants and cost 
accountants and our attrition is in 
low single digits," says Bhargava. 
According to some estimates, 
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large financial services companies 
such as State Street, Goldman Sachs 
and Citigroup account for around 
60 per cent of the hedge find mar- 
ket (although Citi of late has been 
scaling down its hedge fund oper- 
ations in the wake of huge write- 
offs because of the subprime crisis 
in the Us). Independent (and 
smaller) companies account for the 
rest. Besides the large players, in- 
dependent operators such as Citco 
and Globeop, along with Fulcrum, 
are the key players in the market. 
“Scale, in terms of assets under 
management, is a key metric in this 
industry. You have to have at least 
$50 billion in assets under man- 
agement to be recognised,” says 
Bhargava. Fulcrum itself works 
with 1,000 different funds, has 400 
employees and has over $100 bil- 
lion in assets under management, he 
adds. Fulcrum added scale to its 
operations by merging with 
Butterfield Fund Services in early 
August to create perhaps the third- 
largest operator in the market. “We 
didn't enter the market during the 
downturn, so we avoided the melt- 
down that many others suffered,” 
says Bhargava. Instead, he argues, 
large operators such as pension 
funds will look to invest in hedge 
funds to grow their portfolio in a 
stagnating or declining market. 
“With some clever investments and 
using derivatives and short-selling, 
a hedge fund manager can even 
make money in a downturn,” 
argues Bhargava. 

In the $2.7-trillion hedge fund 
market, the overall administration 
segment is just a sliver at around 
$2.7 billion, according to industry 
estimates. “Most of this adminis- 
tration is currently undertaken in- 
house, but there are compelling 
economic and logistical reasons to 
outsource this work,” says 
Bhargava. Fulcrum’s engineers 
allow us fund managers to have 
updated portfolios when they arrive 
for work the next day. “They 
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couldn’t have managed this without 
people in India,” he says. For Fulc- 
rum, growth will come in two 
ways; first, when the size of funds 
grows and, second, by winning new 
business, especially from funds 
locking for independent adminis- 
trators. Yet, with the us financial 
services market continuing to reel 
from the aftershocks of a subprime 
crisis, Fulcrum will need to be on 
the lookout for major aftershocks. 

RAHUL SACHITANAND 





Advantage Sun 


It gets closer to acquiring 
Taro, but is it close enough? 





Sun’s Shanghvi: Favourable ruling 


UN PHARMA’S HOSTILE BID TO TAKE 

over Israeli drug major Taro 
Pharma received a fillip last fort- 
night. An Israeli court ruled in 
favour of Sun and against the mo- 
tion of Taro to conduct a special 
tender offer. Taro’s directors had 
filed a suit in June this year, re- 
questing a Tel Aviv court to force 
Sun to comply with special tender 
offer rules. Such regulation is meant 
to protect minority shareholders’ 
interests under Israeli law. 

“Basically, this case is a big win 
for Sun. It proves that we have 
done everything that was to be done 





and Taro was not doing what was in 
the best interest of its sharehold- 
ers,” says a Sun Pharma spokesper- 
son commenting on the ruling. 

It may be recalled Sun and Taro 
had signed a merger agreement last 
May, which Taro withdrew from 
almost a year later. Since then, the 
two companies have been crossing 
swords in courts in Israel and the us. 
Taro had pulled out of the merger 
agreement citing that Sun’s offer 
price was too low considering 
Taro’s improved financial per- 
formance in calendar year 2007. 
Sun had contested the claim say- 
ing that the performance would not 
have been possible but for Sun's 
cash injections into Taro. Sun also 
held the Taro board could not uni- 
laterally terminate the agreement 
as per their original agreement and 
that its proposed revised offer of 
$10.25 per share was a fair price. 

Market watchers believe the lat- 
est judgment is a positive for Sun, al- 
though it might be too early to start 
dancing in the aisles. “It’s definitely 
a positive move for Sun Pharma 
but to say that Sun is closer to ac- 
quiring Taro is a bit too early. Taro 
can still appeal with the Supreme 
Court of Israel," says Sarabjit Kour 
Nangra, VP, Research at Mumbai- 
based Angel Broking. “However, 
the verdict might help as a base for 
any further litigation," she adds. 

But that's just one front that Dilip 
Shanghvi, founder of Sun Pharma, is 
fighting Taro on. As a Morgan 
Stanley research report says: 
"Separately, Sun continues to liti- 
gate with Taro promoters in New 
York courts, primarily on two counts. 
One, the enforcement of the option 
agreement; and two, a challenge to 
Taro's purported termination of the 
merger agreement. The elimination 
of the special tender offer holds the 
key to the Taro acquisition, and now 
Taro promoters have limited 
defense options left, we believe." 
Clearly, it's advantage Sun. 

T.V. MAHALINGAM 
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Dock 


IRDA's new investment 
guidelines are likely to hit LIC. 


HE INSURANCE REGULATORY 

Development Authority (IRDA) 
has changed the rules of the game 
for insurance companies by amend- 
ing investment regulations. The ob- 
Jective, according to IRDA, is to glve 
more flexibility to insurers. Among 
other recommendations, it has en- 
larged the investment universe by in- 
cluding debt securities, venture cap- 
ital and follow-on offers as ap- 
proved investment avenues. 
Eyebrows, though, have been raised 
at another guideline, which man- 
dates that no insurer can hold more 
than 10 per cent equity in any com- 
pany. Investment in debt has also 
been capped at a sum of 10 per 
cent of the paid-up capital, free 
reserves and debentures and bonds. 

This particular amendment, 
which doesn't really have major im- 
plications for the private insurers, 
could impact Life Insurance 
Corporation (LIC), the largest and 
the only public sector life insurer. LIC 
is not only the largest institutional in- 
vestor in the stock market, it also in- 
vests in debt instruments of large 





LIC’s Mathew: Testing times 
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Leg Up for IPTV — 


Cabinet nod for IPTV norms should rasuk in action hotting up. 


'S A BOOST FOR TELEVI- 
sion over broadband in 
India. The Cabinet has 
given its green signal to 
Internet Protocol Television 
(IPTV) norms. This will al- 
low broadcasters to share 
their content with IPTV 
providers. There is a scram- 
ble by several players now 
to launch the service in 
India and wrest the first 
mover advantage. Already, 
Aksh Optifibre, in associa- 
tion with BSNL, has launched 
its service, iControl, in 
Jaipur and is looking to 
scale up operations aggres- - 
sively. There are several 
other players in the fray, 
prominent among them be- 
ing Bharti Airtel and 
Reliance Communications. 
*We welcome the policy 
approval. IPTV remains a 
strong part of Bharti Airtel’s 
focus on converged media 
solutions and we will 
be launching the service 
this year,” says Atul — 
Bindal, President, Airtel 
"Telénsedi Services. —— 


vantage over DTH and cable oper- 


ators. It can provide viewers with 


true interactivity in terms of video- 
on-demand (VOD). For instance, 
viewers can choose to watch any 
movie available in the library of 
the service provider. Not just that, 


public sector undertakings and banks. 
As on June 30, it held more than a 
10 per cent stake in at least 45 listed 
companies including large cap com- 
panies such as Larsen & Toubro, 


Ranbaxy Laboratories, Mahindra 
& Mahindra and Corporation Bank. 





Ana Qu 
Happy signal 


IPTV does have a distinct ad- Country M 


this service also makes it 
possible for viewers to watch 
television programmes 
whenever they want, as the 
server stores data, allowing 
them to “play and pause” 
all content. What’s more, 
to access IPTV services, con- 
sumers require only a TV set 
anda set-top box. 
However, the biggest 
us i this service is the 
quality of, and low, 
broadband penetration in 
the country. As of now, 
there are 11 million inter- 
net users in India and play- 
ers will, willy- nilly, have to 
offer services at rates com- 
parable to cable operators 
and direct-to-home (DTH) 
providers. “My sense is that 
IPTV will have a limited play 
for sometime and cannot 
really spread the way ca- 
ble or DTH have in the 
country. There are also 
| jean investment costs that 








“nections in n the country 





y,” says Š 

Manager, Irdeto, a lead. 
ing security and digital solutions 
provider. Analysts predict that 


there will be only 75,000 users 
of IPTV in the country by 2011. It 


might be some time, then, before 


the concept catches on in India. 


SHAMNI PANDE 


If LIC has to meet the amended 
guidelines, it will not only have to re- 
duce its stake in the listed companies, 
it will also have to scale down its in- 
vestments in debt securities as well. 
“The issue is not just about reducing 
the equity stakes in companies. If 
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we have to bring down our debt 
investments, it will reduce the flow 
of debt to PSUs who are undertaking 
large infrastructure projects,” says a 
senior executive at LIC on condi- 
tion of anonymity. Out of LIC’s total 
portfolio of Rs 8 lakh crore, the 
equity component is about Rs 2 
lakh crore and the balance invested 
is in debt and real estate. 

Meanwhile, IRDA Chairman J. 
Harinarayan has reportedly clarified 
that LIC will have to reduce its stake 
in phases. However, the insurance 
giant has approached both the 
Finance Ministry and the insur- 
ance regulator seeking exemption 
from the new guideline. 

Experts emphasise that imme- 
diate implementation of the new 
norms by LIC will be detrimental 
to its policyholders and have an ad- 
verse impact on the net asset value 
(NAV) of their investments. “Any 
such changeover should be cali- 
brated over a reasonably long per- 
iod,” says R. Krishnamurthy, MD, 
Distribution, Watson Wyatt 
Insurance Consulting. 

_ A reduction of stake by LIC is 

bad news for company promoters 
as well. LIC is typically a long-term 
investor and as Thomas Mathew T, 
LIC's Managing Director, told BT 
in an earlier interaction (The Biggest 
Bull of All, August 10), never in- 
terferes in the management of com- 
panies. Some feel a strong pro- 
moter lobby could emerge to get 
the exemption for LIC. This, though, 
will work against the objective of 
bringing both private and public 
sector insurers under a similar reg- 
ulatory platform. “In the near-term, 
a level playing field among all kinds 
of players should be ensured,” says 
U.S. Roy, Managing Director & 
Chief Executive Officer at SBI Life 
Insurance. 

Clearly, the last word on the 
issue has not been said and it could 
snowball into a major bone of con- 
tention between IRDA and LIC. 

RACHNA MONGA 
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High Flyer: Delhi airport 
has overtaken Mumbai 





Flying High 


The Delhi airport will be 
India’s largest soon. 


ELHI'S INDIRA GANDHI INTER- 
D national (G1) Airport is well on 
its way to becoming truly world 
class. It can already boast of having 
Asia's longest runway. While there 
are still a few weeks of work re- 
maining, the Delhi airport formally 
welcomed the first flight to land on 
its spanking new 4,400-metre run- 
way 11-29. The aircraft, an empty 
Boeing 777-300ER named Chhattis- 
garh soared over the runway, testing 
the Instrument Landing System be- 
fore returning a few minutes later in 
front of Civil Aviation Minister Praful 
Patel, who promptly took credit for 
the new runway. Besides being Asia's 
longest, it will give Delhi's fog- 
plagued airport much relief in winter 
as it can handle low-visibility landing 
from both ends, unlike the current 
main runway 10-28. 

Crucially, the new third runway 
will help Delhi International Airport 
Limited (DIAL), the operator of IGI 
Airport, which is a consortium be- 
tween infrastructure group GMR, the 
Airports Authority of India (AAI) and 
Fraport, (operators of Frankfurt 
Airport in Germany and a partner in 
the new Beijing Airport as well), 
dramatically increase traffic. 
According to Patel, the new run- 
way, which is a fair distance from 





the existing ones, will allow for full 
parallel operations. With three run- 
ways functional (IGI has another 
runway 09-27), against the current 
two, DIAL will manage to dramati- 
cally increase traffic from the exist- 
ing 40 air traffic movements per 
hour (ATM) to 60 ATM within a few 
months. In fact, Patel says that after 
some changes are made in air traffic 
separation norms, IGI could see as 
many as 90 ATM in a few years on 
these three runways. More so, since 
work is continuing apace on the 
new terminals 1D and Terminal 3 
(T3), which will be opened before 
the 2010 Commonwealth Games, 
which are to be held in the capital. 
Meanwhile, the AAI recently re- 
leased passenger numbers for the 
month of June, and for the first 
time ever, Delhi exceeded Mumbai 
in terms of passenger traffic, though 
the difference was marginal. Delhi 
clocked 2.028 million passengers as 
against Mumbai's figure of 2.025 
million. Significantly, though, Delhi 
registered an overall growth of 3.2 
per cent in passenger traffic in June 
2008 over June 2007, while traffic 
to all five other metropolitan air- 
ports declined. While a DIAL 
spokesperson pointed out that 
“June was an anomaly, since more 
flights were cut from Mumbai air- 
port than in Delhi", it is only a 
matter of time before Delhi beco- 
mes India's largest airport in terms 

of passengers on a regular basis. 
KUSHAN MITRA 
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Primary Market 
Goes to Sleep 


IPOs dry up due to indifferent 
secondary market sentiment. 


HERE IS A DISCERNIBLE SLUMP IN 
Tu primary market. The 
volatility and range-bound trading 
in the secondary market has badly 





hit sentiment in the IPO market as 
well. Between February and August 
this year, the BSE Sensex shed 30 per 
cent. Only 25 small POs hit the 
market during this period, raising 
Rs 4,345 crore. The corresponding 
period last year saw 65 IPOs raising 
Rs 32,993 crore. There's more bad 
news. According to data compiled 
by Prime Database, over 500 com- 
panies have now put their plans to 


Winds of Change? 


RRB Energy is gearing up to take on Suzlon. 


N MANY WAYS, RRB ENERGY CAN 


be called a pioneer in the wind 
electric generator segment. It was 
founded in 1987 and had a head- 
start over competition. Suzlon 
came to the scene much later, in 
1995. The company, though, was 
left by the wayside even as Suzlon 


battled its way to the forefront 


and became the fifth-largest wind 
power company in the world. 
Today, RRB is doing everything 
it can to catch up—not only in size 
but also in terms of public mind- 
share and recall. *We were shack- 
led earlier by our joint venture 


partner (Vestas), which had a 49 


per cent stake. We were bound by 


an agreement to restrict operations 
only to India," explains Sarvesh 


Kumar, Deputy Managing 


Director, RRB. Things started mov- 


ing after the promoters bought out 


Vestas’ stake in 2006, though tech- 
nical support continued till May 
this year. With Merrill Lynch com- 





RRB's 
Kumar: 


mitting a PE investment of over Rs 
200 crore (the largest deal in the re- 
newable energy segment in Asia ) in 
November 2007, the company 
now has drawn up a clear cut strat- 
egy. “When we were with Vestas, 
we could only achieve a turnover 
of Rs 500 crore. Today, it's near 
Rs 800 crore. This has allowed 


.us to invest in a state-of-the-art 


technology blade manufacturing 
plant in Chennai, which has been 
validated by several agencies as 
Asia's best," Kumar says. 

The company plans to leverage 
the technological edge it claims it 
has over Suzlon. Already, its ex- 
ports are growing—turbines worth 
Rs 35 crore were exported to the 
US, Canada and nearby Asian coun- 
tries last year. While the company 
had committed a capex of Rs 100 
crore last year, this year an equiv- 
alent amount is being invested; 
this will be further scaled up next 
year. The turnover target for the 
current year is Rs 1,500 crore, 
with exports estimated at 15 per 
cent. If Suzlon has already got 
high-power 1.65 MW wind tur- 
bines in its stable, RRB plans to go 
one-up by launching a 2 MW ver- 
sion in a year's time. 

An IPO is planned for 2010 
"and there is no stopping us,” 
Kumar asserts confidently. 

NITYA VARDARAJAN 
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Dry run: IPOs reduced to a trickle 


list on the backburner. Says Prithvi 
Haldea, Chairman & Managing 
Director, Prime Database: “Earlier. 
hurdk 


for any company, the only 

was to get the SEBI approval. Once 
the company received the approval 
it would approach the market. But 
this is not the case anymore." 
Recently, as many as 22 compa- 
nies, which were planning to raise 


Rs 16,539 crore, have allowed their 
approvals to expire. These include 
big names such as Reliance Infrate! 
(Rs 6,000 crore), Jaiprakash 
Ventures (Rs 4,000 crore), UTI Asset 
Management (Rs 2,000 crore), MC» 
(Rs 600 crore) and Acme 
Telepower (Rs 1,200 crore) 
Generally, a company is mandated 
to enter the market within 90 days 
of receiving SEBI approval. 

At present, there are around 32 
companies that have filed their red 
herring prospectus with SEBI and 
are awaiting its approval. However, 
experts feel most of them are likely 
to end up deferring their IPO plans 
as well. This list includes some big 
names like Adani Power (Rs 5,630 
crore), Future Ventures (Rs 2,660 
crore), Bharat Oman Refineries (Rs 
2,400 crore), NHPC (Rs 1,670 crore) 
and Oil India (Rs 1,400 crore). 
Says Haldea: “The demand for 
paper is obviously very weak in a 
market like this; when there are 
no buyers for listed stocks, w! 
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have a proven track record, why 
will any one risk his money in the 
primary market?” What's more, 
the lukewarm response of Fils to 
new issues has further hurt senti- 
ment. Points out Donald D’Souza, 
President, India Infoline 
Investment Banking: “Typically, 
for any large IPO, Fils are the 
biggest subscribers. But over the 
last 4-5 months, the response of 
Fis has been lukewarm at best.” 
Experts now feel that the gov- 
ernment could take the lead in re- 
viving the primary market. Says 
Haldea: “Divestment and IPOs from 
PSUS at attractive prices could pull 
back investors easily. Once the 
momentum starts, the sentiments 
will improve. We have seen this 
happen in the past." In the mean- 
time, though, companies are likely 
to shy away from the IPO market, 
preferring to raise capital either 
through debt or private equity. 
MANU KAUSHIK 
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New Kid on 
the Block 


Currency futures will allow 
investors to hedge risk. 


HE INDIAN INVESTING COMMU- 
T and the corporate sector 
have now got a new financial prod- 
uct—currency futures. It will allow 
them to take a bet on the future 
movement of one currency against 
another. Investors will be able to 
protect their portfolios while com- 
panies will be able to hedge their ex- 
port receivables or import payouts, 
against currency risk fluctuations. 

Till now, companies could 
hedge the forex risk on their balance 
sheets by entering into contracts 
with banks in the over-the-counter 
(OTC) market. However, investors 
didn’t have access to a standard- 
ised and exchange-traded instru- 
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ment that could protect them against 
currency risk. 

At the outset, only rupee-dollar 
denominated futures with a mini- 
mum ticket size of $1,000 (Rs 
43,000) will be allowed. Later, other 
currencies will be allowed as well. 

The guidelines allow only retail 
investors, banks and companies to 
participate in the currency futures 
market; foreign institutional in- 
vestors (Flls) may be allowed in 
future. The dollar-denominated ru- 
pee futures first debuted on Dubai 
Gold and Commodity Exchange, 
which is partly owned by MCX, in 
2007. After recording reasonably 
large volumes in first few months, 


markets have produced many new 
products. In India, we adopted these 
products with considerable success,” 
Chidambaram said. 

The launch of currency futures 
on the National Stock Exchange 
moves India a step further towards 
financial sector liberalisation. There 
was a long-standing demand from 
institutional investors and 
academics for the product. 
Chidambaram, in the Union 
Budget, had agreed to introduce it 
in India soon. Currency futures 
were also recommended by the 
high-level committee on Making 
Mumbai a Financial Centre chaired 
by Percy Mistry. 





Future perfect? Tax issues may decide the popularity of currency futures 


the trading interest in this product 
seems to have waned now. NSE's 
rupee-denominated futures got off 
to a promising start, with more than 
65,000 trades worth $65.8 million 
(Rs 283 crore) on the first day of its 
launch. Forex expert A.V. Rajwade 
believes that the long-term popu- 
larity of currency futures will 
depend on whether such transac- 
tions are subject to securities trans- 
action tax or capital gains tax. 

If Finance Minister P. 
Chidambaram’s statement on the 
day of launch of currency futures is 
any indication, more new products, 
like credit derivatives, could be 


launched soon. “The global financial 


Over the next few months, two 
other exchanges, the Bombay Stock 
Exchange and the Multi 
Commodity Exchange, will start 
offering currency futures. 
Brokerages are also expected to 
offer the facility to their investors 
and some are even willing to 
initially offer trading facilities with- 
out any brokerage fees. 

While currency futures have 
been launched with much fanfare, it 
remains to be seen whether investor 
interest in the product will sustain. 
After all, interest rate derivatives, 
which were launched in 2003, have 
not taken off yet. 

RACHNA MONGA 
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IT to the 
Rescue 


TCS will do its bit to spruce up 
power infrastructure. 





HAT CAN BE DONE TO PREVENT 
India from unfailingly miss- 
ing capacity addition targets year 
after year and losing a third of the 
power it generates? The answer 
may well be with Tata Consultancy 
Services (TCS). India’s largest IT serv- 
ices firm will play its part to help 
state-owned entities like National 
Thermal Power Corporation 
(NTPC), Bharat Heavy Electricals 
(BHEL) and Power Grid Corporation 
upgrade their systems and meet 
their goals for the 11th Plan 
period (2007-2012). The Power 
Ministry recently met and decided 
to involve TCS to spruce up power 
infrastructure in the country. 
NTPC, along with two other 
public sector undertakings, Power 
Finance Corporation and National 
Hydroelectric Power Corporation 
(NHPC), has already put its best foot 
forward by inking a memorandum 
of understanding with TCs to set 


TCS’ Ramadorai: In a mood to empower 
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Twists in Rural Retail 


Households in villages are spending more on tobacco 


than on toiletries. 


ID YOU KNOW THAT THE 
D largest rural retail stores are 
located in the hilly state of 
Himachal Pradesh? That Goa is 
one of three states that have the 
highest density of such stores? 
And that village households spend 
more on tobacco than on toi- 
letries? These are just a few of 
the findings of a country-wide re- 
port on rural retail by Rural 
Marketing Agencies Association 
of India. The report is co-spon- 
sored by Francis Kanoi Marketing 
Research, a Chennai-based market 
research agency known for its 
syndicated studies on consumer 
durables and the agri sector. 

The study seeks to estimate 
the number of retail outlets in 
rural India by listing them in 609 
villages of differing populations 
(2,000+, 4,000+, 5,000+, etc.) 
across 67 socio-cultural zones in 
203 districts, which account for a 
third of all districts in the country. 
As many as 6,105 households 
were covered in these villages 
from different socio-economic 
segments (determined by land 
holdings and the lack of them) 
to ascertain their purchase 


up and operate a national power 
exchange. The facility will provide 
an electronic platform for power 
trading on a day-ahead basis. NTPC 
CMD R.S. Sharma is upbeat about 
the tie-up. “We are leaders in power 
generation while TCS is ahead in IT 
solutions. We will leverage each 
other’s strength and develop an 
efficient exchange,” he says. The 
cooperation between the two may 
well go beyond the exchange. The 
coming days, Sharma feels, may 
witness more areas of collabora- 





patterns pertaining to more than 
40 product categories. 
Maharashtra, Goa, West 
Bengal, Uttar Pradesh have the 
greatest density of rural retail 
outlets, at over 3 lakh each (Uttar 
Pradesh has 19 per cent of the 
total, while Maharashtra and Goa 
have 8 per cent each). Himachal 
Pradesh has turned out to be an 
eye-opener in terms of the size of 
its stores. If the national average 
size of a rural retail store is 150 sq. 
ft, in Himachal Pradesh it is 250 sq. 
ft. Food items account for the 
maximum expenditure of house- 
holds followed by tobacco, 
cosmetics/toiletries, followed by 
stationery and electricals. 
NITYA VARADARAJAN 


tion between the two companies. 
TCS is looking at the entire 
power landscape—from equipment 
manufacture (BHEL) to generation 
(NTPC, NHPC, state utilities, etc.) to 
transmission (Power Grid) to 
distribution (supply companies)—to 
play a bigger role and bring about a 
transformation. Says S. Ramadorai, 
CEO & MD, TCS: *The Power 
Ministry's aim is ‘Power for All by 
2012'. We are confident we will 
be able to partner with the 
ministry and other power utilities, 


and help the government achieve 
this in a scheduled timeframe.” 

The software major will help 
utilities like NTPC scale higher levels 
of efficiency by strengthening their 
research & development. It already 
has a joint initiative, called 
PowerAnser Lab, with trr Bombay to 
develop complex analytical models 
in transmission. “The Tcs flexi-grid 
framework will help utilities to es- 
timate accurate demand 24x7 and 
get real-time demand management 
and load-disruption management 
capabilities. This will help utilities to 
not only manage high quality supply 
but also stop outages and transmis- 
sion losses,” adds Ramadorai. 

India has set for itself a capacity 
addition target of 78,577 Mw for 
the five-year period up to 2012, 
but could build just 9,283 MW last 
year against the targeted 16,355 
MW. The country can reach its 11th 
Plan goal only if the generating 
companies, both state-run and pri- 
vate, can successfully add 69,294 
MW over the next four years. 

K. R. BALASUBRAMANYAM 





Out 
Shadow 


Murdoch’s split with Balaji may 
be good for the serial maker. 


N MID-AUGUST, EVEN AS THE PRO- 

moters of Balaji Telefilms were 
preparing for the release of their lat- 
est movie CKkompany, they were 
hit with news of rather anti-cli- 
mactic proportions. Rupert 
Murdoch’s Asian Broadcasting FZ- 
LLC, a holding company for STAR 
Group and 26 per cent shareholder 
in Balaji, announced that it wanted 
out of the joint venture. The two 
immediate concerns for equity an- 
alysts tracking the stock were: One, 
how would the termination of this 
exclusive agreement affect Balaji’s 


prospects, considering that 60 per 
cent of its revenues were coming 
from the STAR channels; two, how 
would the promoters, Jeetendra 
Kapoor and his family, rustle up 
the Rs 325 crore needed to buy 
Out STAR’s entire stake in Balaji—the 
Kapoors have 240 days to do so, 
failing which sTAR has the right to 
offer the stake to any other party. 

Analysts tracking Balaji point 
out that, with the exclusive agree- 
ment with STAR gone, its profitabil- 
ity will be affected. “We have to 





Balaji’s Kapoor: Weighing his options 


forget the premium pricing Balaji 
enjoyed for exclusive content, and 
this will impact on profitability,” 
says Ritesh Palodia, an analyst at 
Dolat Capital Market, who tracks 
the media & entertainment sector. 
Palodia expects Balaji’s operating 
profit margins to come down to 
31-32 per cent over the next few 
years from 37-38 per cent now. 
The good news, as Palodia adds, 
is that there will be volume growth 
with more work coming from other 
channels. After all, the termination of 


INVASOS HSAWN 


the exclusive agreement with STAR 
paves the way for Balaji to make 
TV serials for other channels, which 
can be run during prime time con- 
currently. The agreement with STAR 
prevented the Mumbai production 
house from making soaps for rival 
channels if they were to run at the 
same time as STAR’s Balaji-made 
prime-time shows. Without STAR as 
a partner, Balaji now has 
opportunities to explore, in the guise 
of recently-launched entertainment 
channels like NDTV Imagine and 9X. 
What may help Balaji is that the 
CEOs of both NDTV Imagine and 9X 
are former STAR TV honchos— 
Sameer Nair and Peter Mukherjea, 
respectively. When Mukherjea and 
Nair were at the helm as #1 and 
#2, the fortunes of both sTAR and 
Balaji went on an upswing, thanks 
largely to the success of the saas- 
babu format. 

So, whilst Balaji may still be in 
clover without STAR, the bigger 
worry is whether its promoters will 
be able to buy out Murdoch’s stake. 
“There are multiple options being 
considered by the promoters; 
either to buy the entire stake or 
give part of the stake to other 
investors,” says Sandeep Jain, Chief 
Financial Officer, Balaji Telefilms. 
Jeetendra Kapoor, Chairman of 
Balaji, declined to comment. What 
makes Balaji’s task even more diffi- 
cult is that even if it succeeds in 
buying out STAR, it will then have to 
make an open offer for an addi- 
tional 20 per cent at the same price 
of Rs 190 per share (as per regula- 
tions). This will call for another Rs 
247 crore. Jain, however, is hopeful 
that the Securities & Exchange 
Board of India could make an 
exemption and the promoters may 
not have to make an offer. 

The Kapoors, who currently 
have a 40 per cent stake in Balaji, 
may decide to take it up to 51 per 
cent; the balance 15 per cent (of 
STAR’s 26 per cent) may be sold to 
investors, strategic or financial, say 
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investment bankers. If everything 
works out to plan, the one-liner in 
the CKkompany Posters, “When 
losers become rulers,” may well hold 
true for Balaji—it might have lost 
STAR, but it still could rule the small 
screen at prime time. 

VIRENDRA VERMA 
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echn 
Edge 


Molecular Connections aims to 
lower drug development costs. 





S A RANK HOLDING CHARTERED 
K cost accountant and 
management grad, you’d assume 
Jignesh Bhate would be working in 
or heading the finance department 
of a company. Once a highly-rated 
pharma equities analyst, Bhate 
instead opted to broaden his hori- 
zons and graduate from comment- 
ing on the pharma and lifesciences 
industry to actually running a com- 
pany in the same market. He tied up 
with Limsoon Wong at Singapore’s 
Institute for Infocomm Research 
and domestic pharma major Dr 
Reddy’s to set up a bioinformatics 
firm. He started off in Singapore 
in 2001, but quickly realised talent 
was in acute short supply in the 
city-state and moved to Bangalore to 





Drug R&D: Bioinformatics booster shot 
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Bangalore Airport: Passengers may have to shell out more 
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Not Another Levy! 


How much should domestic flyers pay for using new airports? 


ANT A WORLD-CLASS FACIL- 

X ity? Well, then pay for it. 
That simply is the logic behind a 
“user development fee" (UDF) that 
every departing passenger from 
one of the new airports being built 
has to fork out. For the moment, 
the airports in question are the 
recently-built ones in Hyderabad 
and Bangalore. These new air- 
ports charge Rs 1,000 (Hyderabad) 
and Rs 1,070 (Bangalore) from 
every departing international pas- 
senger. But international passen- 
gers are just 20 per cent of those 
flying out of Hyderabad, and 15 
per cent out of Bangalore. The 
bulk of the flyers are domestic, 
and they do not pay any fee. The 
developers in both the cases—GMR 
Hyderabad International Airport 
Limited in Hyderabad and 
Bangalore International Airport 
Limited (BIAL) in Bangalore—have 
proposed a fee, of around Rs 600 
in both cases. While the Bengaluru 
International Airport is still await- 
ing an approval to levy a fee on 
domestic passengers, the one in 
Hyderabad has received an ap- 
proval from the Union Ministry of 
Civil Aviation (MoCA). However, 
MOCA says it can collect not 
Rs 600 but Rs 375 starting August 
22. No one seems sure but one 
view is that the government has in- 
dicated that this is more of an ad 
hoc amount decided upon, and 


the respective developers could 
take up the matter with a new 
regulatory authority, once it comes 
into existence. Till then, what does 
a UDF of Rs 375 per outbound 
domestic passenger mean? 


Evidently, it is not quite viable x 


or adequate. Take the case of GMR, 
which has built the Hyderabad 
airport—the Rajiv Gandhi 
International Airport (RGIA)—and 
is its developer and operator. 
According to A. Viswanath, Chief 
Commercial Officer, RGIA, this 
broadly means *a setback of 
between six months and a year in 
achieving breakeven, or a loss of 
around Rs 100 crore". RGIA 
expects 6 million passengers to 
travel each year from this airport. 
If half of these passengers were 
expected to pay Rs 600, RGIA 
would have netted Rs 180 crore. 
But at Rs 375 it can collect only Rs 
113 crore. Worse, for the past 
five months it has not collected a 
UDF from domestic passengers. So 
RGIA has only seven months, which 
means that it would get close to Rs 
70 crore from the 2.5 lakh-odd 
domestic passengers expected to 
leave every month. For passen- 
gers who are already reeling under 
rising fuel charges, this may not be 
the right time for another levy. 
But they can take comfort: The 
fee could have been much higher! 

E. KUMAR SHARMA 
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scale up his business. Back in 2001, 
when he first came to Bangalore 
and India, his start-up, Molecular 
Connections, was a four-person 
outfit, working out of a conference 
room-sized office; even till three 
years ago it was a relatively small, 
25-person outfit. However, over 
the last three years, Molecular 
Connections, with its headquarters 
in conservative Basavanagudi, in 
south Bangalore, has become a 250- 
person outfit, with four products 
under its belt, and funding from 
Barings Private Equity. 

According to Bhate, Molecular 
Connections focuses on two parts of 
the drug discovery value chain: 
Target identification and valida- 
tion. Its expertise lies primarily in 
the asthma, cardiovascular and di- 
abetes segments. “It costs around 
$800 million to develop a single 
molecule and the attrition rate using 
conventional in vivo (in the body) 
techniques is high. We want to use 
technology to reduce the cost of 
developing new drugs and speed 
up the process, too,” says Bhate. 

Indeed, bioinformatics is just 
making a comeback into the lime- 
light after a period of consolida- 
tion three-four years ago. “Many 
players thought that informatics 
was the holy grail of drug devel- 
opment, while in reality it was and 
is an enabler of the overall process 
of drug development,” argues Bhate. 
As a result of this over-optimistic 
view, several large companies in- 
cluding the likes of Pfizer reduced 
their investments a few years ago 
and are just beginning to re-invest in 
this market now. 

Besides providing these services 
to large pharma companies (Bhate 
claims he has identified 100 target 
molecules for asthma for a German 
customer), Molecular Connections 
has also built a portfolio of data- 
base products to bolster its margins 
and earn more steady revenues. “We 
probably have the world’s largest 
database of protein-protein inter- 
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actions and biomarkers,” boasts 
Bhate. According to some estimates, 
there are some 70 million papers 
in PubMed, a popular pharma data 
repository, and this is increasing 
around 20 per cent every year. “We 
want to provide structured, organ- 
ised access to researchers,” says 
Bhate. After building four database 
products and a strong services busi- 
ness, he plans to make acquisitions to 
drive growth. “We have issued a 
term-sheet to a London-based com- 
pany to give us broader marketing 
capabilities overseas,” he discloses. 
Bhate wants to also expand 
Molecular Connections’ presence 
in Western Europe and Japan and 
boost its fledgling presence in the on- 
cology segment. “We will consider 
going public in three years; we 
should have eight-nine products in 
the market and at least $100 million 
in revenues by then,” says Bhate. 
RAHUL SACHITANAND 
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N 1910, THE LATE JUGATRAM VAIDYA 

founded Zandu Pharmaceuticals 
Works in memory of his grandfa- 
ther Zandu Bajji, a famous 
ayurvedic physician. Almost a cen- 
tury later, his great grandson sold 
the Vaidyas' stake of 27.5 per cent 


in Zandu to rival Emami. Initially, 
this looked like just another change 
in ownership. It isn't. Simply be- 
cause Zandu has another promoter, 
the Parikh family, which owns 
20.19 per cent of the company. 
The Parikhs are not too happy with 
the Vaidya's sell-out to the Kolkata- 
headquartered company. Result? A 
corporate battle that's showing no 
signs of ending. 

Last fortnight, the Company Law 
Board (CLB) directed Zandu, which in 
a petition had alleged insider trading 
by Emami and its group companies, 
to go to the Securities and Exchange 
Board of India for investigations 
into alleged violations by Emami. 
The cup, for its part, allowed the 
company to hold its annual general 
meeting (which was originally sched- 
uled for August 9). 

Zandu alleged at the CLB hear- 
ing that the Emami and its group 
companies had violated the 
takeover code, the Companies Act 
and had resorted to insider trading. 
"There has been insider trading 
(in Zandu shares) by Emami," says 
Girish G. Parikh, Managing 
Director, Zandu Pharmaceuticals 
Works. Parikh's main contention is 
that the Vaidyas sold their stake 
without informing the Parikhs. “I 
am sad they did it,” says Parikh. 

So, who is better placed to con- 
trol Zandu? Parikh says Zandu has 
a broad-based board, with five in- 
dependent directors and two from 
the Parikh family. The Vaidyas are 
not on the board despite holding a 
stake that was higher than that of 
the Parikhs. The Parikhs, say mar- 
ket men, have been purchasing 
shares from the open market in a 
bid to shore up their stake. 

Even as the tug of war contin- 
ues, minority shareholders are mak- 
ing merry, what with the stock 
price having doubled over the last 
three months (see On a High)— 
after remaining static in the bull 
run of 2007. 
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Estimates of the number of poor in India vary so widely that they raise a 
fundamental question—who is the real poor? TEJEESH N.S. BEHL 
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w now counted among, 
a the world's *elite" poor, 


thanks to the raising of the mini- 
mum subsistence level by the World 
Bank to $1.25 from the earlier $1 a 
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day. The bad news: news doesn't 
cook food. Based on the World 
Bank's revised estimates, the number 
of poor in the developing world in 
1981 is—or rather was—a little 
over 1.9 billion as against the earlier 
estimates of 1.53 billion. This num- 
ber has now come down to 1.4 bil- 


lion in 2005, though it has risen 
against the earlier estimate—based 
on the $1 a day threshold level—of 
879 million. 

The Indian news is not too 
happy either—in absolute numbers, 
India, in 2005, had 455.8 million 
people living on less than $1.25 a 
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day vis-à-vis 420.5 million in 1981, 
which makes us worse-off than even 
Sub-Saharan Africa, whose figures 
for 2005 are 384.2 million. 
However, according to the $1 a day 
mark, the numbers have actually re- 
duced—from 296.1 million in 1981 
to 266.5 million in 2005. 

So, are we getting poorer by the 
day, even after 17 years of eco- 
nomic reforms? Hogwash, is what 
Surjit S. Bhalla, Chairman, Oxus 
Investments, dubs the latest World 
Bank report. “Real incomes in 
India have gone up by 71 per 
cent since 1993—the mid-point 
year in the period under review 
(1981-2005)—Aand yet according 
to the World Bank, it has decre- 
ased by 36 per cent. Its survey is 
missing out on a lot of consump- 
tion," points out Bhalla. India's 
official definition of the poverty 
line has hinged on the minimum 
caloric consumption of an indi- 
vidual—an average of 2,200 calo- 
ries per day on the premise that an 
intake less than this figure would 
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severely compromise an individual’s 
physical survival. But these figures 
date back to the 1970s and since 
then, interestingly, per capita 
incomes have risen by over 40 times 
while the caloric intake has in fact 
reduced even below the minimum 
urban requirement of 2,100 calo- 
ries. Bhalla’s take on India’s poverty 





“Real incomes in India have gone up by 71 per cent since 1993, 
yet the World Bank report claims a decrease by 36 per cent” 
Surjit S. Bhalla/ Chairman/ Oxus Investments 
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figures: six per cent for 2005, down 
from 13 per cent in 2002. That’s al- 
most 700 per cent less than the 
World Bank figure of 41.6 per cent 
as the percentage of Indians living 
below $1.25 a day in 2005. 

Despite the gloomy scenario, the 
report points out that efforts to red- 
uce poverty are bearing fruit—with 
the percentage of people globally 
living below the new poverty line 
halved from 52 per cent to 26 
per cent over 1981-2005, a 
reduction of 1 percentage point 
every year. However, most of 
them have just moved into the 
band between $1.25 and $2 a 
day—with their numbers over the 
same period doubling from 600 
million to 1.2 billion. That means ` 
that the total number of poor in 
developing countries living on 
less than $2 a day is 2.6 billion. 

Interestingly, a day after the 
World Bank's new definition of 
the poverty line, the Asian 
Development Bank came out with 
its own set of figures for the Asian 
region—less than $1.35 a day. 
So how poor are you? Well, that 
depends on which set of figures 
you want to believe. 8 
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The Tatas aren't the only one. Reliance, ArcelorMittal, 
Vedanta, POSCO... some of India’s, and the world’s, biggest 
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O big Tata 
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The shades of Mabua trees you took 
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T'S NOT EASY BEING RATAN 
Tata these days. In Singur 
in West Bengal, he has to 
contend with agitators who 
want him to return a part of 
the agricultural land allo- 


cated to his dream project, the 
Nano, back to the farmers. At the 
time of writing, threats by protes- 
tors to the workforce had resulted 
in a shutdown at the plant. 
Commercial production of the 
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Project: Bio-Tech SEZ 


much-touted Rs 1-lakh car was to 
start in October, but looks virtually 
impossible now. As Business Today 


Investment: Rs 3,000 crore 


seeking to put up a 6-million tonne, 
Rs 22,000-crore steel unit in 
Kalinganagar in Orissa. The com- 


Investment: Rs 9,154 crore 


went to press, the possibility of pany is also seeking to build a port INSIDE 

Tata Motors moving out of West in Dhamra on the Orissa coast. As if 16 On Ground Zero 
Bengal lock, stock and Nano app- the Singur showdown wasn’t I — —— 
eared very real. enough last fortnight, at the annual 78 Screech! 


Yet, Singur is just one trouble- 
spot for the highly-diversified Tata 
Group, which has a clutch of other 
companies in its stable that is hun- 
gering for growth. Just one of those 
companies is Tata Steel, which is 


general meeting (AGM) of Tata Steel 
in Mumbai, the 70-year-old 
Chairman had to contend with bel- 
ligerent activists who were also 
shareholders. The object of their 
ire isn't too different from that of 
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the Singur protestors— Tata 1s 
apparently using land that, well, it 
should not be using for industry. 
Representatives of environmental 
activist group Greenpeace stormed 
into the AGM in the guise of share- 
holders of Tata Steel, got on to the 
podium and alleged that the pro- 
posed port at Dhamra will kill the 
migratory Olive Ridley turtles there. 
Tata cajoled these Greenpeace 
members to agree to meet D. 
Muthuraman, Managing Director of 
the steel giant, on September 10. 
When one activist insisted that Tata 
himself should be talking to 
Greenpeace, the Chairman threat- 
ened to unleash the company's 
lawyers on the group. By then, it 
was the turn of other shareholders 
to get into the act. À few of them 
were keen to know the status of 
the steel plant in Kalinganagar. The 
Tatas have been facing violent 
protests in that region for the past 
two years. That's when Tata 
summed up the huge predicament 
staring not just the Tatas in the 
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Three big projects, of Tata Steel, POSCO “w d Sterlite 
industries, are stalled because of hurdles in land acqui- 
sition, though the projects have the state’s backing. 


face, but some of India’s biggest 


businessmen: “The issues at Singur 
and Kalinganagar are different. 
However, whether you want to 
build an industrial unit or mine for 


ore, you have to do it on agricul- 
tural land—and that is an issue we 
have to deal with.” 


It’s an issue that’s keeping others 


awake at night too—others, like 


ALUS LULE Chairman/ Tata Group 





The Tatas are facing stiff opposition in Singur and Kalinganagar. Their 
investments in both the states, Bengal and Orissa, are in jeopardy. The 
Tatas insist that the issues in these two places are pretty different. 


Mukesh Ambani who is struggling 
to make headway in acquiring land 
for two of his special economic 
zones (SEZs), one in Haryana and 
another on the outskirts of Mumbai, 
in Maharashtra; like L.N. Mittal, 
Chairman, ArcelorMittal, who is 
keen to put up steel units in Orissa 
and Jharkhand; like South Korean 
giant POSCO, whose steel project 
and SEZ are facing the same hurdles: 
of land acquisition. 

The list is long, but as es- 
timates by the Centre for 
Monitoring Indian Econ- 
omy (CMIF) indicate, of the 
total investments of Rs 70 
lakh crore planned in the 
country, projects worth a 


psychosis is being created to slow 
down certain projects of national 
importance. This will be counter- 
productive for the country’s eco- 
nomic growth, its global image as 
well as our ability to attract invest- 
ments from across the world. Indian 
industry and the political leadership 
in the country need to work together 
to deliver on the aspirations of the 
millions of Indians in urban and ru- 
ral areas,” said Ambani. 


ALL ABOUT MONEY? 


Land prices have zoomed after acquisition by companies. 
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Simmering in Singur 

Clearly the current flashpoint is 
Singur, where protestors, mainly 
members of Mamata Banerjee’s 
Trinamool Congress (TMC), are 
showing little signs of backing 
down, as one of Business 
correspondents who visited the 
area observed. “See that is my land, 
[ will not let this wall be com- 
pleted. Not for any sum of 
money,” declares Proshanto Singha, 
a local farmer, pointing a finger 
over the western wall of the Nano 
plant. Singha can’t do much since 
the project site is manned by a 
large police force, but warns omi- 
nously that he will support didi’s 
(Banerjee’s) agitation at the site, 
Becharam Manna, a TM: 
porter, is sitting at the block head- 
quarters in Singur town and claims 
that Banerjee’s agitation will go 
on for as long as it takes. ' 
be we will celebrate Durga Puja 
on the highway. We will not let the 
factory be built here.” The nub of 
the problem: Banerjee is 
demanding that 400 acres of the 
997.11 acres allocated to the proj- 
ect be returned to its original own- 
ers. Tata Motors, of course, says it 
needs all the land as one block not 
just for the main plant but for 
ancillary units, too (for more on 
Singur, see page 78). 

Cut to Orrisa. At least two big 
projects, of POSCO and Anil 
Agarwal’s Vedanta 
Resources, are stalled be- 
cause of hurdles in land ac- 
quisition. Vedanta’s Indian 
arm, Sterlite Industries, 
wants to mine bauxite re- 
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in late-August, to speak out 
on behalf of the Tatas. And 
also on behalf of all other 
mega-projects that are stuck 
(including his own). *A fear 





has got the go-ahead from 


Tata Steel, Kalinganagar 325 | the Supreme Court to mine 
Renault Nissan, Orgadam 14-20 60-80 on the hills. I he pr blem? 
The Niyamgiri hills are the 
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Utkal Alumina, a JV with Indian Aluminium, Alcan and Norsk Hydro, 
made no headway in Orissa for almost 12 years. Last year, the 
Aditya Birla Group took it over. It claims to be making headway. 


an indigenous tribal community. 
Although Sterlite claims that the 
site where it proposes to mine has 
nobody residing within 15 km, the 
Dongrias aren't convinced. For 
them, the mine will desecrate the 
abode of their god Niyam Raja and, 
more alarming, threatens to destroy 
their way of life by destroying the 
streams. The commercial benefits of 
the mine have cut no ice with the 
Dongrias; their leader, Kumuti 
Majhi, has even gone to London 
to explain to Vedanta sharehold- 
ers how digging up Niyamgiri is 
akin to digging up the St Paul's 
Cathedral there. Global activist 
groups like ActionAid, Survival and 
Amnesty International have joined 
him in his cause. 

Pramod Suri, Head of Alumin- 
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ium Business at Vedanta, reiterates 
what Chairman Agarwal told share- 
holders in London in July. “Without 
taking the people into confidence 
we cannot mine the area. We have 
to explain how we will improve 
their life.” Suri says Vedanta is al- 
ready working on bringing elec- 
tricity to 20 villages in the region 
and working on a project to eradi- 
cate malaria. “The Supreme Court 
took three years to deliver its judge- 
ment on the issue after looking at 
every aspect of protecting the envi- 
ronment. The kind of mining that 
we will do has been done by Nalco 
for 25 years. We will not start min- 
ing at 20 spots at the same time; and 
as soon as we vacate an area we 
will reforest it.” 

The Dongrias aren’t the only 
people who are trying to preserve 
their way of life in the face of what 
seems to be good economics—these 
projects, if they do come on stream, 
will generate industrial growth and 
employment. 

Still, in Orissa, Korean steel ma- 
jor POSCO is also up against a con- 
frontational local populace. The 
development of its proposed 12 
million tonnes per annum steel plant 
near Paradeep Port will need all of 
4,004 acres. As Vishal Dev, 
Chairman, Industrial Development 
Corporation of Orissa (IDCO), points 
out: “Only 436 acres (of that land) 
is privately-held; the rest is gov- 
ernment land, and now the 
Supreme Court has even given the 
project environmental clearance.” 

But that hasn’t quelled the 
protests. The anti-POSCO movement 
has spread across villages. Abhay 
Sahu, Chairman of the Posco 


RIL has been offering Rs 22 lakh per acre for land for its Haryana 
SEZ. However, negotiations are on as farmers are now asking for 
Rs 1 crore per acre, which may be close to the market rate. 
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Pratirodh Sangram Samiti (PPSS), 
says the village of Dhinkia will lose 
a third of its area to the proposed 
plant. The erudite Sahu contends 
that he is not against industrialisa- 
tion. “But this is fertile land, and the 
betel-vine (paan) that are grown 
here provide a ready source of 
money and employment. While the 
vines grow on government land, 
they have been here for centuries. 
There are 3,000 vines in the vil- 
lage area, and each vine provides Rs 
1 lakh of income every year." 
Then, there's Tamil Pradhan 
of Nuagaon, another village af- 
fected by the POSCO project. 
Pradhan is a leader of the United 
Action Committee (UAC) formed 
by the villagers to support the plant 
and to bargain for an R&R package. 
He explains that the villagers were 
against the project initially. “But 
now, we are already seeing some 
benefits. Land prices are rising, 
and people are making plans based 
on the plant. It will be a disaster if 
the plant does not come here, but 
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at the same time the compensa- 
tion must be good.” The current 
status, however, isn’t encouraging 
for POSCO. Construction, which 
was supposed to start earlier this 
year, is nowhere near beginning. 
“We haven’t been given posses- 
sion of any land as yet,” says S.K. 
Mahapatra, General Manager, 
Human Resources & Public 
Relations, posco-India. “We will 
only start acquiring land once our 
R&R package is cleared by the 
government.” 

Another promoter who has a 


Maharashtra government notified 
the acquisition of 20,285 acres of 
land in 45 villages of Pen, Panvel 
and Uran Talukas in Raigad 
District. Of this, about 5,000 acres 
have already been bought by the 
company on a “willing-buyer will- 
ing-seller” basis, but resistance 
from farmers has made the going 
tough. “It’s a challenge,” is how 
Jain, Chairman, Jai Corp, which 
has a 10 per cent stake in the proj- 
ect, put it to BT recently. “We are 
not moving any of the 45 villages 
in the SEZ and these people will 
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Sterlite Industries’ efforts to bring electricity and eradicate malaria in 
Dongria Kondh, Orissa, have cut no ice with the local residents. 
They are still against Sterlite Industries’ alumina refinery plant. 


lot riding on a sound R&R package, 
and policy—some Rs 70,000 crore 
on two SEZs—is Mukesh Ambani. 
He is is building the twin SEZs 
named Navi Mumbai SEZ and 
Mumbai SEZ covering almost 
25,000 acres of land. The Mumbai 
SEZ, in Raigad district on the out- 
skirts of Mumbai, is being built by 
privately-owned companies and 
Anand Jain’s Jai Corp. To ensure 
contiguity in the Mumbai sEZ, the 
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be the first to benefit,” he adds. 
In Gurgaon, Ambani has come 
under fire for giving farmers 
inadequate compensation. Led by 
erstwhile Congress leader Kuldeep 
Bishnoi, the protests have seen reg- 
ular blockades, including a crip- 
pling obstruction of the Gurgaon 
Expressway in June. According to 
observers, Reliance has been 
offering Rs 22 lakh per acre for 
the Haryana SEZ. However, nego- 


tiations are on as farmers are now 
asking for Rs 1 crore per acre, 
which may be close to the prevailing 
market price. But what may help 
Reliance in Haryana is the state 
government's innovative R&R policy. 
A big worry for industrialists is 
that once a project is delayed, it 
can stay stuck for a decade and 
more. Utkal Alumina, a project that 
started off as a joint venture of 
Indian Aluminium, Canadian Alcan 
and Norwegian company Norsk 
Hydro, has made no headway in 
Orissa for almost 12 years. Reason: 
hostile land owners. Last year, the 
Aditya Birla Group took over total 
ownership of the joint venture. Says 
a spokesperson of the Aditya Birla 
group: “There were problems re- 
lated to land before we took over 
the project. Now, there is little prob- 
lem.” Brave words those, but re- 
ports suggest that Chairman Kumar 
Mangalam Birla met the Chief 
Minister of Orissa, Naveen Patnaik 
in July, to discuss the R&R issue. 
There are no easy answers to 
these high-stake stalemates. Whilst 
landowners would seem within their 
rights to preserve their way of life, 
industry inevitably will have to tram- 
ple on agricultural land in its quest 
for growth. Somewhere between 
these two extremes there has to ex- 
ist a middle path. Compensating 
landowners in true free market style 
may be one answer. Outlining a 
clear R&R policy is an imperative for 
the government. Eliminating spec- 
ulative middlemen from the process 
of land acquisition is another. And 
corporations need to spend some 
thought on winning the confidence 
and support of the local populace 
before venturing blindly like pil- 
laging land-grabbers. In the next 
few pages, Business Today attempts 
to analyse the lacunae in policy 
measures, and also delves into some 
of the successful cases of land ac- 
quisition by promoters. Read on... 
ADDITIONAL REPORTING BY 
N. MADHAVAN 
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On Ground Zero 


What is it about Singur that made the Tatas want it so badly? 
Here's a BT guide to the region, its land, its politics, its 
inhabitants, and their gripes. kusHan mrrra 


The political backdrop 

Unlike most of West Bengal, Hooghly district, where the 
Singur block is located, has never been a stronghold of 
the Left parties. Even before the Singur crisis, the rul- 
ing Communists had been kicked out of several pan- 
chayats in the Singur block. It got worse for the Left 
Front last November when the Trinamool Congress 
won all 16 panchayats in the gram panchayat elections 
in the wake of the agitation over the Tata Nano plant. 


The Singur attraction 
The 997.11-acre Tata Motors facility for the Nano and 
its ancillary vendors is located on land mostly belonging 
to the villagers of Beraberi. This village adjoins National 
Highway (NH) 2, better known as the Grand Trunk 
Road, the lifeline between north and east India. A few 
kilometres south of the plant near Howrah, NH2 connects 
with NH6, the main east-west artery of 


WHY UNPAID PLOTS CAN’T BE RETURNED 


The unpaid plots are scattered all over the plant area. 


mm Fully unpaid plots 


India, linking Kolkata with Surat (and onward to 
Mumbai via NH3 or NH8). This highway also connects 
with NH5, the main east-south highway, linking Kolkata 
with Chennai. Short point: the Tatas chose Singur because 
of the excellent road connectivity it had on offer. 


So, what is the problem? 

Fed by the river Hooghly, Singur lies in the most fertile 
part of the Gangetic Delta of Bengal. The land, claim 
opponents of the project, can support four crops a year 
and diverting it for industrial use will not only ruin the 
livelihood of those working on it but also impact food 
security at a time of rising food prices. 


Did the Tatas get a sweet deal? 

The West Bengal Industrial Development Corporation 
(WBIDC) was so desperate to get the Nano project that 
the Comptroller & Auditor General of West Bengal 
claims that the WBIDC will make a loss of Rs 76.11 crore 
over the 90-year lease period for the land acquired for 
the project. Tata Motors will pay an annual lease 
rental of Rs 94.3 crore for the land (including the 
land for ancillary units). That said, West Bengal 
Chief Minister Buddhadeb Bhattacharjee was | 
so despite to get the project, he made sure 
the state machinery bent over back 
wards to woo the Tatas. LEO 




















400 acres or else! 


TMC chief Mamata Banerjee isn’t attacking the 
project anymore (as she was doing in the early days 
of the agitation, when a Tata Motor showroom was 
vandalised). Her demand now is that the Tatas return 
400 acres to the people who have refused to hand 
their land over to Tata Motors. This can be done out- 
side the project area, but the patchwork of plots 
inside the plant cannot be feasibly returned. 


But is it really 400 acres? 

Both local and state-level Communist leaders poke 
holes in Banerjee’s “400 acre” theory; they claim that re- 
habilitation cheques for only 193 acres remain to be dis- 
tributed and show maps of plots to prove their point. 


Common misconception 

That the Tatas acquired the land. The land was given 
by the West Bengal government. So, compensation, too, 
has to be handled by the government. But clearly, it has 
made a hash of its R&R programme. 


Is it all about money? 

Ever since the Tata project was announced, land prices 
in the surrounding area have shot up. While the Left 
Front government compensated farmers at prevailing 
market prices in 2006 at a maximum of Rs 12 lakh per 
bigha (three bighas=one acre), prices have shot up to 
over Rs 20 lakh per bigha in the adjoining area; villagers 
are talking about land values touching Rs 1 crore an acre 
if and when the Nano plant starts production. 


Nano factory: In the eye 
of a political storm 





Why can’t 400 acres be returned? 


The anti-Tata movement says: return 400 acres and build 
the rest of the plant on ‘Communist’-owned land across 
the road. Sounds simple, but unfortunately, car factories 
don’t quite work like that. The 400 acres, the Tatas 
claim, are required for the planned expansion of the 
Nano factory. After all, in case the people’s car does well, 
demand will soon outstrip the planned 250,000 units a 
year initial planned capacity. Besides, as the map shows, 
the 400 acres isn’t contiguous, which means the Tatas 
have to take all or none of it. 


Can the Tatas return the land reserved 
for ancillary industries? 


To be able to sell a car at Rs 1 lakh or thereabouts, the 
Tatas need to strip costs to the bone. Integrating the an- 
cillary plants with the main one is one way to make the 
project cost-competitive. Moving them away could 
make the low-cost car unviable. 


Why did Ratan Tata threaten to "- out? 


There were occasional threats 
of violence against Tata plant 
workers. Workers have been 
reportedly attacked, and pre- 
vented from entering the plant. 
At the time of writing, the Tatas 
had issued a terse statement: 
“There has been no impro- 
vement in the ground situation 
so far, hence, the conditions 
are still not conducive for resuming work today. We 
continue to assess the situation closely.” 


Where will he go if he pulls out? 

At least five states have sent signals that they are 
willing to accommodate the Nano project. The Tatas 
have their own facilities, too; it might just be possible 
for the company to produce the Nano at its Pantnagar 
plant in Uttarakhand (currently the mini-truck Ace is 
made there). 


What happens to West Bengal 
if Tata pulls out? 


It will dent its image, and few promoters will be will- 
ing to come near the state. The Nano project is high- 
profile but will only bring in Rs 1,500 crore; if the Tatas 
pull out, promoters planning investments running into 
tens of thousands of crores will block West Bengal out 
of their vision. 





Reaction from Corporate India 
Right from Mukesh Ambani to Sunil Munjal to Jamshyd 
Godrej, India Inc. is with the Tatas on this one. 
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Ratan Tata: 


creech! 


Delays in production will upset Tata Motors' plans 
to earn money out of the low-cost Car. KUSHAN MITRA 


Y THE TIME THIS MAGAZINE IS 
in your hands, there would 
be more clarity on whether 
conditions have turned “conducive 
for resuming work" at Singur, or 
whether Ratan Tata has decided to 
take the Rs 1,500-crore project out of 
West Bengal to a more investment- 
friendly state. Whatever happens from 
hereon, it's increasingly clear that 
Tata Motors and its shareholders are 
going to feel the pinch of a project 
that's delayed. Expectations of the 
first Nano rolling out of Singur 
by October—or even in the Oct- 
ober-December quarter—appear 
overly optimistic. That, coupled 
with Tata Motors' capital-raising 
compulsions for the acquisitions 
of Ford's Jaguar and Land Rover, 
have resulted in the stock having a 
torrid time on Dalal Street—it has 
slipped 24.4 per cent over the last 
three months, even as the BSE 
Sensex shed only 10.7 per cent. 
A delay in rolling out the 
Nano isn't good for a few rea- 
sons: for one, it's a project 
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whose viability hangs on wafer- 
thin margins (estimated at barely 2 
per cent); for another, every day 
lost pushes back breakeven, which 
analysts expect in two years. À 
key to the Nano's cost competi- 
tiveness is the integration of the 
adjoining vendor facility. Surinder 
Kapur, Managing Director, Sona 
Group, which is providing the 
steering column to the Nano, told 
BT: “Work on our facility is com- 
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BUSINESSMAN WANTS TO START—OR EXPAND— 

his business. He requires land, just as he 

needs capital and human resources. The 
businessman zeroes in on a location. He buys the 
land from the existing owners and starts his busi- 
ness. The cost of land acquisition, just as the cost 
of capital and wage bill, is a part of his business 
plan. Looked at from this somewhat innocent 
point of view, the current controversy over land ac- 
quisition in the country seems a bit out of place. 
Especially, when one considers the fact that India 
has abundant arable land (49 per cent of total, compared 
to 18 per cent in the Us and 15 per cent in China) and some 
of the biggest industrial projects in Independent India 
have been built on vast tracks of land acquired from farm- 
ers. So, why is it that land owners and land buyers can't sud- 
denly seem to see eye to eye? 

The missing meeting point is policy. India's Land 
Acquisition act is as old as 1894, though there have been 
amendments to it. And, until recently, the country did 
not have a law on rehabilitation and resettlement (R&R) 
issues. Past acquisitions were done without a framework or 
guideline—in some cases with little or no compensation. 
Says M. J. Vijayan, Coordinator of Delhi-based NGO, 
Delhi Forum, a support group for R&R activities in India: 
"The (R&R) track record of the state inspires little confi- 
dence, which leads to obdurate resistance to land acquisi- 
tion by local communities." 

Beginning 2003, both central and the state governments 
(land is a state subject) have made some efforts at framing 
policies for R&R. The pace of efforts has quickened over the past 
one year. Suddenly, there is a deluge of policies and guide- 
lines, from governments, public sector undertakings and private 
companies. This has brought some clarity—and lots of confusion. 
In the following two pages, we take you through both. 

RISHI JOSHI AND KAPIL BAJAJ 
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-per acre for 33 


POLICY INNOVATION: 
n Haryana, land owners are to- 


be paid an annuity of Rs 15 000 


years Over a 
above the Compensation ü 





The documents and debate on rehabilitation and resettlement (R&R) 
abound. Yet none—companies, governments, farmers/landowners— 
know the right course. Here are the reasons: 


through than the others. Then, 
many public sector companies 
(e.g. NHDP and NHPC) have their 
own R&R policies, as do several 
private companies, too. 


Public versus private 
interest 


According to legal experts like 
Prashant Bhushan, the land ac- 
quired by the government under 
the Land Acquisition Act should 
only be for public interest. He 
does not include the spate of re- 
cent acquisitions for private proj- 
ects under the definition of pub- 
lic interest. Clearly, there is a 
large grey area between public 
and private interest. Will the 
Nano plant benefit the public at 
large or not? If it does, should 
the government not enable setting 
up of the plant? Why are then 
states competing for investments? 
Perhaps, answers to these ques- 
tions go beyond the purview of 
current policies. The Land 
Acquisition Act Amendment Bill 
tries to overcome the confusion 
by coining a phrase *any purpose 
useful for general public". 


Role of the government 

If public interest can't be sepa- 
rated from private interest, the 
government will have to step into 
land acquisition for privately- 
owned projects. The proposed 
policy changes seem to assume 
this. For instance, the Land 
Acquisition Amendment Bill pro- 
poses that the government will 
step in with acquisition only after 


nm 
QUI. 


70 per cent of the required land 
has been acquired by the compa- 
nies. À possible confusion: will 
the method of acquisition be dif- 
ferent for the 30 per cent from 
the rest? 


Government and 

project size 

Apparently not all projects in- 
volving land acquisition are cov- 
ered by the R&R and 


POLICY INNOVATION: 





R&R Policy: There is still a long way to go on this front 


form of convertible pre 


the Land Acquisition Act. The 
R&R Bill lays down the bench- 
mark of “involuntary displace- 
ment of 400 or more families en 
masse in plain areas and 200 or 
more families en masse in tribal or 
hilly areas” for coverage. Projects 
that displace fewer families than 
these escape the provision of the 
proposed law. The Narmada 
Bachao Andolan (NBA) has ques- 
tioned this benchmark. Then, of 
course, there are 

£ state policies that 

` have different 


t benchmarks. 
: ilitation policy | 
The Orissa rehabilitation p Ta 
entails 50 per cent of cash compen j Who decides 
' cation for land acquired paid In ue | the price? 
ference share © Land price varies 
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rain, which makes a policy 
formulation on its 
determination difficult. Most 
state governments' R&R poli- 
cies define some criterion or 
the other for determining 
prices. Haryana, for instance, 
has fixed three price bands 
for different grades of lands. 
The state has also worked out 
a 33-year annuity payment 
plan for farmers whose land is 
acquired. Most industrial 
houses claim that they have 
paid prices higher than those 
mandated by the government. 
If the problems still persists, 
blame it mainly on the mis- 
match between the buyer and 
the seller on the expectations 
of future price appreciation. 


Land owners 

with no records 

This is a tricky aspect of land 
acquisition on which the pol- 
icy seems to be least clear. A 
large percentage of land 
users—farmers and non-farm- 
ers—in India have no records 
to prove that the land they 
are using is theirs. Land 
records are the worst kept 
official records in the coun- 
try—the key reason why for 
all these decades the country 
couldn't implement land re- 
forms. When it comes to ac- 
quisition and pricing, buyers 
will ask for proof of owner- 


R&R BILL: KEY TAKEAWAYS 


m Will establish an R&R 
administration at the central and 
state levels 


m Administration will plan and 
implement R&R 


m Guidelines laid down for 
PE ‘affected areas’ and 
‘affected families’ 


m Projects will be mandated to seek 
a Social Impact Assessment (SIA) 


e edes on minimising large 


Empha: 
scale displacements 

m Grievance redress mechanisms 
like AP ada R&R 
committees, an ombudsman and 
a National Rehabilitation 
Commission 


m Civil courts restrained from 
intervening in disputes 


m Focus on providing land for land 
rehabilitation 


m Unutilised land to be returned to 


the government 


O4 Rea SS ee VIRO 
R&R BILL: SHORTCOMINGS 


m Project planning process excludes 
local community participation 


m No in-built mechanism to min- 
imise large scale displacements 


m No guarantee of land for land and 
alternate livelihood-based 
rehabilitation 


m No clear time frame for 
completion of R&R 


m No penalty for violations of the 
guidelines 


ship—fearing multiple 
claimants to a piece of land. 
NGOs and lawyers have sug- 
gested ways of dealing with 
this situation (e.g. using the 
number of years a family has 
been occupying a plot) as cri- 
terion of compensation. Many 
states and companies have used 


this method. 


Time frame and 
violation 

None of the policies speci- 
fies any time frame to com- 
plete land acquisition and re- 
habilitation. This works 
against the interest of both 
companies and land owners. 
The only reference to time is 
in the case of failures. The 
R&R policy states that if the 
land acquired remains unused 
for five years, it will be taken 
back by the government. 
Nothing contained in the pro- 
visions of the R&R Bill or the 
Land Acquisition Amend- 
ment Act makes violations 
of the provisions a punish- 
able offence. This, claims 
NBA, makes much of the leg- 
islative effort pointless. This 
is especially true in the case 
of Rehabilitation and 
Resettlement where there has 
been several instances of 
companies and the land users 
refusing to comply with 
provisions. While policies re- 


lating to land acquisition and 
resettlement are unclear, what 









OVATION: f compounds the confusion is po- 
Keer un companies litical interference. Political de- 
Tami! ` land in the state to employ mands Pers override the exis- 
acquiring di vest in local social ting policy provisions. Till there 
local youth and in is greater clarity, India Inc.’s 


best bet is to deal directly with 

I = the land users. For more on 

pei this, turn to page 90. 

| ADDITIONAL REPORTING 
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Breaking New Ground 


The picture isn’t totally dismal. A handful of promoters has been successful 
in acquiring land, largely by keeping the local population’s needs in mind. 


SUMAN LAYAK 


AST FORTNIGHT, VASUNDHARA 

Raje, Chief Minister of 

Rajasthan, inaugurated 
Mahindra World City, Jaipur’s IT 
special economic zone (SEZ). The 
750-acre IT SEZ is part of a larger 
2,600-acre multi-product SEZ, which 
expects to attract investments of 
Rs 10,000 crore and create 100,000 
jobs by 2012. This is the Mahindra 
& Mahindra (M&M) Group's second 
SEZ that is up and running; the first 
started operations in Chennai three 


years ago. 
The Mahindras are perhaps the 
only Indian business group to have 





84 BUSINESS TODAY 


SEPTEMBER 21 2008 


been successful in translating their 
SEZ blueprints into on-ground in- 
frastructure. True, they’re smaller 
than the massive zones that the likes 
of Mukesh Ambani have on the 
drawing board (the Chennai SEZ is 
spread over 1,500 acres, some 
23,500 acres smaller than what 
Ambani is planning in Haryana); 
also, the Mahindras began early, 
and spent a fair amount of time on 
the learning curve (the Chennai SEZ 
was in the works for a decade). Yet, 
the M&M Group’s success at ac- 
quiring land without upsetting the 
local populace in both Chennai and 


Jaipur could be a handy case study 
for most implementers of mega- 
projects. 

At the heart of the Mahindras’ 
land acquisition game plan has been 
a desire to win the confidence of 
the people in the regions they’ve 
entered. And they’ve done that by 
first investing in commercial and 
social infrastructure. The tempta- 
tion for many developers is to create 
housing infrastructure first as that 
can generate revenues quickly. Says 
Arun Nanda, Executive Director, 
M&M, and head of the group’s in- 
frastructure business: “Our first 
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focus is on creating commercial in- 
frastructure. This enhances the value 
of the land and creates employment. 
The increased commercial activity 
also benefits the local people.” 

Also, when acquiring land in 
Jaipur, M&M factored in another 
100 per cent in its total land costs. 
Reason? A key clause in its negotia- 
tions was that it would return a 
fourth of the land acquired back to 
the land owners, after developing 
it—much more than what was 
mandatorily required. “The gov- 
ernment had offered us land at the 
official rates and we could have pur- 
sued that. Instead, we went for a 
negotiated rate and that way, while 
our total cost went up by a little, our 
time to market reduced significantly. 
The land cost is only 20 per cent of 
the total expenditure. On the other 
hand it has taken us just two years to 
get cracking—we signed up for the 
project in 2006 and we have now 
inaugurated it in 2008,” says Nanda. 
The Mahindras don’t get involved in 
the process of giving back land— 
that’s the government’s job, which 
does it via a lottery system. 

Along with the Mahindras, a 
handful of industrialists appears to 
be making steady progress in their 
land acquisition and rehabilitation 
& resettlement (R&R) endeavours. 
The Dhoots of the Videocon Group 
and the Jindals have come up with 
formulae that are showing signs of 
working. Venugopal Dhoot, 
Chairman, Videocon Group, main- 
tains he hasn’t faced any major 
roadblocks while buying land for 
projects in Siliguri and Asansol (in 
West Bengal). “We found that peo- 
ple preferred cash upfront. It is best 
to negotiate and deal with the land 
owners directly, pay them the price 
they want and also make them part- 
ners in the process. Singur is an 
isolated incident in West Bengal. 
Videocon has built a factory in 
Siliguri and is buying land near 
Asansol. We have no problems.” 

Also claiming to be on a good 
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he points out that compensa- 
tion packages cannot be pre- 
scriptive. Each case has to be 
worked out addressing local as- 
pirations. Cash, jobs, shares, 
profit sharing, alternative land, 
and housing are some proposals 
that can be tabled. 

But then, there are those 
who claim to have robust R&R 
packages, but are still stuck. The 
best such example: the Reliance 
Group’s Mumbai Special 
Economic Zone (MSEZ) in the 
Raigad district of Maharashtra. 
Reliance executives say the land 
selected for MSEZ is almost en- 
tirely un-irrigated degraded agri- 
cultural land, capable of pro- 
ducing only a single rain-fed 


“It is best to negotiate and deal with the land owner directly. Singur 
is an isolated incident in West Bengal. Videocon has built a factory in 
Siliguri and is buying land near Asansol. We have no problems” 


sed; WEE Chairman/ Videocon Group 


wicket are the Jindals. jsw Bengal 
Steel has approached the West 
Bengal government to convert its 
steel plant at Salboni into a steel sEZ 
that will import iron ore from Chile. 
Says Biswadip Gupta, Managing 
Director, jsw Bengal Steel: “Our 
proposed steel plant site is about 35 
km from Kharagpur on NH 60. We 
have about 4,800 acres, most of 
which was vested government land. 
We acquired about 300 acres of pri- 
vate land directly from the farmers 
and had no issues at all.” jsw Bengal 
Steel also chose to offer shares as 
well as jobs to the displaced people. 

Gupta says the process of at- 
tempting to acquire land directly 
from unwilling land owners is best 
dealt through direct communica- 
tion. “One should also handle the 
process with as much sensitivity 
and dignity as possible. After all, 
giving away land willingly towards 
development is a very emotional 
issue for a farmer," he adds. Then, 


crop of coarse grain. The group 
claims it offered farmers Rs 10 lakh 
per acre, five times the rate pre- 
scribed in the government's ready 
reckoner. It also says it has offered 
to make farmers stakeholders by 
offering 12.5 per cent of the deve- 
loped land against the area 
acquired; an option of encashing 
this offer at a rate of Rs 5 lakh per 
acre; and another option of a life- 
time monthly pension of Rs 5,000. 

What then is the roadblock to 
completing the total land acquisi- 
tion? MSEZ officials blame “mid- 
course policy changes." For exam- 
ple, the size of multi-product SEZs 
was reduced by half; the company's 
R&R package was approved 18 
months after it was submitted; and 
an amendment to the Land 
Acquisition Act is still pending in 
Parliament. Clearly, noble R&R 
intentions should be a priority for 
not just promoters but policy 
makers, too. 
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My Charter 











Every large project must be subjected to a holistic 

e appraisal. The people likely to be affected must be 

allowed to examine all aspects of the project, including 

the “public purpose”, and also the possibilities of 

achieving the same objectives through non-displacing 

or less displacing alternatives. Such “social appraisals” 
must be made legally binding. 


The project-affected people (par), other concerned 

e citizens and peoples’ organisations should have the 

legal right to challenge the claim of “public purpose” be- 

hind any acquisition, and such challengers should be 

given access to all relevant information and docu- 
ments.about the project. 


The prior informed consent of the community 
eshould be taken before any project resulting in 
displacement or loss of livelihoods is approved. Forced 
displacement of people should be permitted only in the 
“rarest of rare” cases. 


It must be ensured that the 
enumber of people displaced is 
the minimum required, and that 
no less-displacing or non-displacing 
alternatives are available. 


The principle of “land for 
3 e land” must be followed scrupu- 
lously in all R&R plans—that is, all 
land losers must be given the option 
of accepting alternative land as 
compensation. 


While determining compensation, the replace- 
e ment value of land at market rates must invariably 
be considered. 


Apart from compensation for lost property and as- 
NS the land acquiring authorities must also pro- 
vide compensation for lost livelihoods and lost op- 
portunities. Communities must be adequately com- 
pensated for common amenities and assets lost be- 
cause of the project. 


All those affected by any of the works or activities 
e related to the project must be treated as pap. This 
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AT LEAST 10 PER CENT 
OF THE PROJECT 
COST SHOULD BE SPENT 
ON R&R, NOT INCLUDING 
COMPENSATION 


policy should be applicable to all individuals, families 
and communities that are either physically displaced 
from their homes or whose livelihoods or access to nat- 
ural and common resources are adversely affected. 


9 The process of selecting rehabilitation sites and 
elands must involve the Pars and their consent- 
must be mandatory for the final selection. 


1 The time frame for the displacement process 
()..nould be sensitively determined and people 
must be given enough time to adjust to their new lo- 
cations and lifestyles. It should be mandatory to allot 
land to pap at least two years before they are displaced 
so that they can get used to cultivating this land even 
while they continue to live in their original homes. 


1 There should be no physical displacement 
e unless full compensation has been disbursed, the 
complete n&R package fully implemented, and the re- 
habilitation site completed in all respects, at least one 
year before the displacement is 

planned. 


Wherever the people are not 

e willing to shift, it must be 
assumed that the fault is either in the 
package being offered, the progress 
of implementation or in the 
approach to the displaced commu- 
nities. This must be recognised as a 
failure of the rehabilitation process. 


As far as possible, the displaced communities 


13 eshould be kept together. 


1 4 At least 10 per cent of the project cost should be 
e spent on R&R, not including compensation. 


Allotment of shares in the project should be 

e made according to the recommendations of 

the Bhuria Committee Report, which states that 50 per 

cent of shares of mining and other industries should go 

to the community, 10 per cent to the people who are 
directly affected and 10 per cent to workers. 


(As told to Kapil Bajaj) 
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BT's Guide to 


Land Acquisition 


If you're preparing to go up-country in search of open spaces, 
here are a few pointers you could keep in mind. suMAN LAYAK 


Communicate Directly 

As experiences of the Jindals and the 

Dhoots of Videocon reveal, direct en- 
gagement with local land-owners and farmers is a 
good idea. Remember, if he's content, so will you 
be. If he's unhappy, he could make your life, and 
that of your workers, miserable. Handle the 
process with sensitivity and dignity. Parting with 
land is an emotional issue, more so for a farmer. 
Also, you could do well to eliminate the middle- 
men looking to make a quick buck, and who are 
responsible for driving up prices via speculation. 


Look Beyond Money 
Whilst throwing hard cash may seem to 


be the easiest thing to do, don't go into 
rural India with the assumption that your money 
alone will lure the humble farmer. Perhaps a 
better way to buy the trust of the community is 
to create the social infrastructure they need: 
Housing, schools, roads etc. You can also offer 
alternatives to cash, like jobs, shares, a share of 
your profits, and alternative land. 


Rely Less on Government 

There are some areas where government 

intervention is inevitable: Like, for 
instance, approval of rehabilitation & resettle- 
ment packages. But it helps to depend less on 
policy and more on the robustness of your R&R 
package. If you keep waiting for government 
policy to suit your project, you could well be 
waiting for Godot. For example, a host of 
mega-projects have been hanging fire for some 
time now, because their promoters have been 
waiting for an amendment of the Land Acquisition 
Act. Its current status: Pending in Parliament. 
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Time is Money 
Once you zero in on the land you think is 


ideal for your project, your next task 
would be to determine how much you should be 
willing to pay for it. The easiest option would be 
to go by the government's Ready Reckoner. 
However, that may not be the best alternative, as 
those prices may be a bit dated and might not 
take into account more recent appreciation. In 
fact, it would make sense to offer a price higher 
than the prevailing one. After all, if this helps you 
get the land quickly, it will also enable you to get 
your project on stream faster. Which means you 
start generating revenues faster, and stand a bet- 
ter chance of making the project viable. That's 
exactly why the Mahindras have been able to 
get the Jaipur SEZ up and running in two years. 
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Avoid Uprooting Villages 

The Reliance Group's Mumbai SEZ may 

be having its problems, but one good 
thing about it is that it is determined to acquire 
the 8,114 hectares of land without shifting even 
one of the 45 villages in the Raigad district in 
Maharashtra. Ditto with the Mahindras who 


have religiously avoided villages—and 
agricultural land—when building their SEZs. 
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The buzzword at the country’s second-largest bank, which became famous 
for its scorching growth rates, is ‘measured growth’, a euphemism for 
losing steam. Here's what prompted ICICI Bank's strategic shift. 


ANAND ADHIKARI 


HERE'S A JOKE DOING 
THE rounds among 
Mumbai bankers: a 
committee was formed 
to create a race horse 
that would run at 80 kmph. The 
suggestions came flying in thick and 
fast—the horse should have long 
legs, a large neck, trimmed mus- 
cles... and so on. Finally, when all 
the suggestions were implemented, 
the race horse resembled a camel 
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and struggled to run at 20 kmph. 
The committee realised its mis- 
take and this time set out to make a 
race horse out of the camel. Some 
members suggested: *Cut the 
hump.” Others argued passionately 
to reduce the length of its legs. 
Then, someone pointed out: “If we 
cut the hump and the legs, the 
camel will surely die." But that left 
the committee with an even more 
intractable question: what was it 


to do with the camel? 

And guess who are laughing at 
the joke? icici Bank's rivals, of 
course. Why? The slowdown in the 
country's till recently sizzling retail 
banking segment has brought the 
high-flying bank back to sea level. Its 
business grew a paltry 6.9 per cent 
during the April-June 2008 quarter. 
By comparison, the public sector 
State Bank of India grew at 27 per 
cent and HDFC Bank at an incredible 


TS 





80 per cent (see The Numbers Tell 
the Story). 

The reasons aren’t difficult to 
fathom. The retail segment, which is 
close to 60 per cent of ICICI Bank’s 
portfolio, is feeling the pinch of ris- 
ing inflation and higher interest 
rates. Result: the retail growth has 
slowed down to single digit from 
over 35 per cent in the last 
4-5 years. 


Change of Tack 

The buzzword at ICICI Bank's head- 
quarters in Mumbai’s Bandra Kurla 
Complex now is “measured gro- 
wth” and “growth with profitabil- 
ity”. Says Chanda Kochhar, Joint 
MD & CEO at the bank: “The 
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“The growth engine has to adjust itself to the new opportunities and the 


requirements therein” 


Chanda Kochhar, Joint Managing Director & Chief Financial Officer, ICICI Bank 


The Numbers Tell the Story 


ICICI Bank's credit growth is much slower 
than its peers. 


HDFC Bank 80 
46.6 
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OEE 6.9 
Figures in per cent for Q1 of 2008-09 Source: BT Research 


The Big Hump 
Retail lending, which is slowing down, still 
accounts for the bulk of ICICI Bank's advances. 


RETAIL 

51% 
Domestic 
Corporate 


Rural 


3% SME & Others 
Figures are for Q1 of 2008-09 Source: /CICI Bank 
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growth engine has to adjust itself to 
the new opportunities and the re 
quirements therein.” Shorn of jar- 
gon, it means the effects of the re- 
tail-induced steroid have worn ofi 
and that the bank must learn to 
live with less than spectacular rates 
of growth in future. 

That’s a big climbdown for the 
K.V. Kamath-led bank, which has al 
ways believed in aggressively riding 
growth opportunities, even if it 
meant compromising somewhat on 
asset quality, but more on that later. 
ICICI Bank's bread and butter retail 
credit is now expected to grow at 
5-10 per cent or even lower, com- 
pared to 35-40 per cent over the 
last 4-5 years. The bank is also tr« 
ing cautiously on its foreign sojourn 
after booking $264 mill 
(Rs 1,135 crore) losses in credit de- 


ad- 


on 


rivatives. Its rural portfolio, another 
engine it has identified for future 
growth, is yet to acquire the critical 
mass required to power growth. 
And for the moment, this segment, 
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too, is growing at a snail’s pace. 

Market experts point out that 
ICICI Bank's heavy reliance on retail, 
which powered it way ahead of its 
rivals and made it the largest private 
sector bank in the country, is now 
coming back to haunt it, though 
they accept that the strategy was 
right at a time when interest rates 
were falling or stable. 

So, did it err in putting most of 
its eggs in the retail banking basket? 
“The retail strategy was right for 
its time,” says V. Vaidyanathan, 
Executive Director at the bank. 


Plan B 


ICICI Bank is readying a new strat- 
egy to deal with the challenging 
times. “The success of an organisa- 
tion lies in it being able to sense 
the environment as it comes and 
in also proactively changing its 
stance to suit the unfolding land- 
scape,” explains Kochhar. 

There’s plenty of the latter hap- 
pening already. In order to cut costs 
and rationalise systems, the bank 
has merged its Used Car and New 
Car financing divisions and also its 
Home Loan and Loans Against 
Property units. The loan origina- 
tion process is also being tweaked; 
for two-wheelers, it has been shifted 
completely from the bank’s dealer 
network to its own branches. 

“The reliance on outside mar- 
keting channels is gradually com- 
ing down because of our growing 
branch network,” says Kochhar. 
The customer-calling division has 
also been shifted to its branches. 
The bank now wants to aggres- 
sively leverage its branch network 
to generate retail business in seg- 
ments like two-wheelers and credit 
cards. Obviously, given its mas- 
sive retail portfolio and the possi- 
bility of its revival, if the economic 
outlook turns bullish again, it can- 
not ignore the sector. But for now, 
caution will mark its approach to 
retail lending. 

“The current environment has 
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“The last three years have given us the experience of 15 years and the next two 
years will give us the experience of 10 years” 


V Vaidyanathan, Executive Director, ICICI Bank 


made our business far more res- 
ilient. Our capability to change with 
the times has been tested and we’ve 
come out stronger,” says Vaidya- 
nathan. “The last three years have 
given us the experience of 15 years 
and the next two years will give us 
the experience of 10 years,” he adds. 

The management is also focu- 
ssing on improving operational ef- 


Touch and Go 
ICICI Bank is cutting down on marketing 
expenses to keep costs in check. 


Staff RR 521 
Expenses Bee 532 


Direct 
Marketing pe 382 
Expenses lll] 228 
^ NN 
Operatin UU Á 
Egone INL] 16.2% 
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Figures in Rs crore unless otherwise indicated 
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ficiencies. It now has guest houses in 
every major city for travelling em- 
ployees, thus, cutting down on hotel 
expenses. Then, it has discontinued 
the practice of flying in regional 
managers to tts head office for meet- 
ings. Instead, it now follows the 
more cost-effective option of flying 
out a senior executive to other cities 
to meet regional managers. 


New Opportunities 
The need of the hour is to find one 
or more growth engines to replace 
retail banking. Says Kochhar: 
“There is another opportunity in 
the form of corporate business, and 
it will grow at over 20 per cent.” 
The bank has been strengthening 
its loan syndication capabilities to 
provide funds to the corporate sec- 
tor. But here again, rising interest 
rates can play spoilsport. At a CII 
function recently, K.V. Kamath, MD 
& CEO of ICICI Bank, said India Inc. 
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“The profitability of companies is being impacted by higher lending rates, 
high commodity prices and costlier inputs” 
K.V Kamath, Managing Director & CEO, ICICI Bank 


may put some concept stage 
investments on the backburner 
because of high interest rates. “The 
profitability of companies is being 
impacted by higher lending rates, 
high commodity prices and costlier 
inputs,” he said. 

The bank has two other focus 
areas—international business and 
rural credit—but it has to tread 
cautiously on both as the former is 
exposed to geographic risks and 
places it in direct competition with 
well-established global banks and 
the latter has been, historically, a 
risky business fraught with the pos- 
sibility of higher NPAs. “We have 
been growing our international 
book at over 50 per cent,” says 
Kochhar. The bank’s global business 
mostly comprises advising and fi- 
nancing mergers and acquisitions 
(M&As), loan syndication, etc. 
International assets now account 


for 24 per cent of ICICI Bank's con- 
solidated banking assets. But, Punit 
Srivastava, Banking Analyst at Enam 
Securities, says: “Margins are low in 
the international business compared 
to the domestic segment." Theref- 
ore, this segment can't really replace 


Against all Odds 


Despite a rise in gross NPAs, ICICI Bank has 
managed to rein in net NPAs. 
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retail lending as a growth engine, at 
least not just yet. 

Then, the bank has had to ab 
sorb huge losses on account of credit 


derivatives in the international book. 
Of the $2.1-billion (Rs 9,030 crore) 
credit derivatives portfolio, 70 per 


cent was [ndia-linked, which the 
bank plans to hold till maturity. 
“We had a non-India-linked credit 
derivative exposure of around $700 
million (Rs 3,010 crore) but we 
have sold quite a bit of it in the re- 
cent past," says Kochhar. 

Growth from ICICI Bank's rural 
portfolio, at 10 per cent, is also 
nothing to write home about. 
"We are investing for the future," 


adds Kochhar. 


Danger Signals 

What's worrying many analysts 
more than the lack of any significant 
growth drivers are the rising delin 
quencies in ICICI Bank's portfolio. 
Over the last year, the bank's non 
performing loans have swelle 
50 per cent to Rs 9,280 crore, tho 
ugh net NPAs have grown at a slowe: 
pace (see Against all Odds). 

More than 60 per cent of these 
NPAs come from its retail portfo 
lio, while the balance relates to sec 
tors like iron & steel, power, food 
& beverages and others. The sharp 
increase in interest rates over the 
past few months—and the possi 


The Troubled Segments 


ICICI Bank's retail loan portfolio is responsible 
for its rising NPAs. 
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bility of more to come—can result 
in even more delinquencies, espe- 
cially in mortgages (see The 
Troubled Segments). 

Vaidyanathan, however, says 
ICICI Bank will leverage its large 
branch network and state-of- 
the-art back-end systems to deal 
directly with customers for loans. 
This move will not only help cut 
costs, but also result in better 
risk management. 

Then, treasury losses have also 
impacted profitability. In the first 
quarter (April-June) of 2008-09, 
treasury losses of Rs 594 crore 
pulled down net profits by 6 per 
cent to Rs 728 crore. But the bank is 
putting up a brave face. “A large 
part of the volatility is now behind 
us, and the environment should im- 
prove going forward,” says Kochhar, 
who is considered the front runner 
to succeed Kamath—due to retire in 
March 2009 as MD & CEO. 
However, there is a possibility that 
Kamath may get an extension. 

Meanwhile, icici Bank is also 
evaluating the option of offloading 
its 24 per cent stake in a BPO, first- 
source, which is valued at over 
Rs 600 crore. This is expected to 
make good the losses that the bank 
is incurring in its treasury portfolio. 

Incidentally, 1cicl Bank has seen 
a fair bit of attrition in its senior 
ranks recently. Kalpana Morparia, 
Vice Chair (Insurance, Securities & 
Asset Management) and Chief Stra- 
tegist and Communications Officer, 
recently quit the bank to join JP- 
Morgan as the CEO of its Indian 
Operations. Earlier, Sunil Rohokale, 
MD & CEO of ICICI Home Finance, 
left to join the ASK Group’s real es- 
tate fund and last year, J. Niranjan, 
Head (Investment Banking), sud- 
denly resigned to join CLSA. 

The only silver lining for the 
bank seems to be the rising share of 
Current and Savings Account (CASA), 
which can help it replace high-cost 
deposits with low-cost ones. “The 
flattening (of the) lending book has 
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The Crown Jewels 


There is massive value locked up in 
ICICI Bank's non-banking subsidiaries. 
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The Comfort Zone 


ICICI Bank's portfolio of low-cost deposits is 
growing at a fast clip. 
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its advantages. The high interest 
rate situation tempered the growth 
of the lending book. As a result, 
the ratio of low-cost CASA to total li- 
abilities increased sharply by 400 
bps," says Vaidyanathan. The bank 
is now targeting a CASA ratio of 28 
per cent (by March 2009) com- 
pared to 26 per cent now, but even 
this figure is way short of those of its 
peers mainly because of the legacy 
issues of converting from a DFI to a 
bank. HDFC Bank has the best CASA 
ratio in the industry of over 45 per 
cent, and is followed by the State 
Bank of India (42 per cent) and 
Axis Bank (40 per cent ). 


Jewels in the Crown 

The rising valuations of its non- 
banking subsidiaries—some of them 
market leaders in their respective 
fields—are a big comfort for the 
bank (see The Crown Jewels). 1cici 
Bank's share price (Rs 671.50 on 
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A rough patch: So, can ICICI Bank 
regain its growth momentum? 


August 29, 2008), which is down 56 
per cent from its peak of Rs 1,465 
per share on January 14, 2008, fac- 
tors in 35-40 per cent of the valua- 
tion of its subsidiaries. 

Does it plan to unlock the value 
in its subsidiaries? ^We are well 
capitalised and there is no urgent 
need to unlock value in subsidiaries, 
but a final decision will also de- 
pend on market conditions," says 
Kochhar. In fact, an IPO for ICICI 
Securities is already on the radar 
but has been held back due to bad 
market conditions, and the two in- 
surance subsidiaries could be next. 

Undoubtedly, it's a challeng- 
ing period for the country's second- 
largest bank that left its rivals far 
behind by both riding and con- 
tributing to the retail boom over 
the last decade. By doing so, it 
changed the paradigm of banking 
in India. Now, there is another 
change—many will call it a course 
correction—taking place. Says 
Vaidyanathan: “Of course, we are 
changing. What's wrong with 
that?" Adds Kochhar: *It's all 
about adjusting the pace of growth 
on one side and honing the skills 
needed to ride the next growth 
opportunity." 

It has proved in the past that it 
can do so with elan. Its future now 
depends on how quickly it can go 
back to those roots. BM 
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Slowed Down 


As valuations take a beating, a number of companies, big and 
small, are being forced to tweak their fund-raising plans. 


RACHNA MONGA 


AST FORTNIGHT 
Tata Motors 
announced a 
plan to raise 
funds to part- 
finance the $2.3-billion 
acquisition of Ford’s iconic 
auto brands Land Rover and 
Jaguar. The latest proposal is 
slightly different from one the auto- 
major announced in May: That it 
would raise Rs 7,200 crore via three 
@\ rights issues. There's no change in 
' jË two proposed issues to raise Rs 
ra c 4,200 crore. However, the Tatas 
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Ue JE have dropped a third rights issue 
We of five-year 0.5 per cent convert- 
ible preference shares to raise Rs 
3,000 crore. Instead, the 
commercial vehicles and car giant 
has opted to raise that amount 
through a divestment of its stakes in 
group companies. 

Around the same time, Aditya 
Birla group company Hindalco be- 
came another Indian mega-corp— 
which had also made a multi-billion 
acquisition, of aluminium giant 
Novelis for $6 billion—to rejig its 
capital-raising game plan. In June, 
the Birla aluminium major had 
proposed to raise Rs 5,000 crore by 
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issuing one rights share for every 
three held, at a price of Rs 120. 
Last fortnight, the Hindalco board 
decided to scale down the issue 
price to Rs 96, and changed the ra- 
tio to a seemingly more attractive 
three rights shares for every seven 
shares held. 

Blame it all on the current slug- 
gish market conditions and bat- 
tered valuations. If the bellwethers 
of Corporate India are being forced 
to go back to the drawing board in 
their quest to finance their big-bang 
growth plans, it’s largely because the 
downturn in equities has upset their 
fund-raising programmes. For in- 
stance, analysts point out that per- 
haps the finance honchos at Tata 
Motors weren’t too sure that a 
rights issue of low coupon-bearing 
preference shares, where returns 
would accrue to investors after 3-4 
years, would find many takers. 
Ditto with Hindalco, which had to 
factor the bearish investor sentiment 
into its rights issue. 

Tata Motors and Hindalco are 
just two corporations at which the 
Chief Financial Officers (CFOs) are 
burning midnight oil to ensure 
there’s adequate, and affordable, 


capital to keep the growth engine 
humming. Across India, a rash of 
promoters, big and small, has ear- 
marked capital expenditure that runs 
into thousands of crores. According 
to the Centre for Monitoring Indian 
Economy (CMIE), Corporate India 
has investments totalling Rs 
71,10,334 crore lined up. The tril- 
lion-dollar question is: Where is all 
that money going to come from? 

The subdued sentiment on the 
D-street is taking its toll on all forms 
of equity capital-raising: Initial pub- 
lic offerings, follow-on public of- 
ferings, private placements and de- 
pository receipts (see Turning into a 
Trickle). Rights issues have been a 
relatively popular avenue for cor- 
porations, but as the tinkering in 
the Tata and Hindalco blueprints 
indicates, such fund-raising isn’t 
without its share of hiccups. Debt 
may seem a better option, and lend- 
ing by banks has galloped ahead in 
2008 so far; but as corporate chief- 
tains (like Icici Bank MD K.V. 
Kamath) have warned, rising inter- 
est rates (which haven’t yet peaked) 
threaten to throw a huge spanner 
into the mega-expansion plans of 
Indian promoters. What’s more, 
the higher cost of debt will result in 
interest costs rising further, eating 
more into India Inc.’s profits (in- 
terest expenses as a percentage of 
sales have already begun rising in 
the quarter ended June 2008, com- 
pared to the previous year’s corre- 
sponding period). 

The threat of deterioration in 
the investment climate—coupled 
with lower profit growth—may not 
be yet visible, but it is very real. As 
S. Ramesh, coo, Kotak Mahindra 
Capital, points out, the impact will 
be felt with a lag effect. *With de- 
terioration in macroeconomic and 
business conditions, new invest- 
ments can drop and credit demand 
could slow down from the current 
elevated growth to more reason- 
able levels. The investment slow- 
down is more likely in the next fi- 


nancial year than the current one as 
the pipeline of investments this year 
remains strong," explains Ramesh. 


Turning into a Trickle 


As primary markets slow down, bonds, bank loans 
and rights issues are the glimmers of hope. 






Jan-July 
2007 


A CA 
[ 
' LI 


Jan-July 
2008 






Initial Public 
 Follow-on Public 
Offerings 


ee 


Rights Issues 





^ Non-food credit (RBI data) 
Figures in Rs crore and those in brackets are the number of issues. 


** For the full year. 


QIP: Qualified Institutional Placement Source: Prime Database 


Ratan lata 


COMPANY: 
RAISING FUNDS FOR: 


ORIGINAL PLAN 


REVISED PLAN 


raise h 


Pawan Agrawal, Directo 


Corporate and Governance ! 


at credit rating agency Crisil, 
cates that early signs of troub 


beginning to show: “Dem 


al 


consumer-oriented sectors is $ 
ing down. However, econ 
growth is still healthy, drive 


investment demand. Proje: 
being implemented in power 
frastructure sectors and 

expansions are 
Companies that are highly 


U11661 


A 


aged and operating in capit: 


tensive and cyclical industries 
more vulnerable.” Agrawal | 


cerned about the increase 


use of debt, what with banks’ 


food credit soaring nearly 2! 
between January and July (o 


previous year's corresponding sevi 
months) to close to Rs 66,000 


Small wonder then that 
flashed the amber light i: 


when, for the first time in five vea: 
its number of rating down; 


was more than its upgrad 


2007-08. This was mat! 


SEPTEMBER 21 2008 I 





bt 


NISHIKANT GAMRE 


corporate 





Ashutosh Agarwala 
CFO, Strategic Finance 


COMPANY: GMR Group 


— e — FR m 


RAISING FUNDS F0R: Expansion of energy business 


ORIGINAL PLAN: Raise around Rs 3,500 crore 
via an IPO 


REVISED PLAN: IP0 plans on hold. Will partly fund 
expansion through proceeds of a qualified 
institutional placement (QIP) done in December 
2007. Exploring other options to raise money 





account of the high debt exposure 
and big-ticket acquisitions of Indian 
companies. 

One till-recently-red-hot sector 
that’s been scalded badly is real es- 
tate. Banks are reluctant to dole 
out loans to developers, and the 


Neither Equity Nor Debt 


erosion in their stock prices (by as 
much as 70-75 per cent in a few 
cases) puts raising equity out of 
bounds, too. “The business growth 
over the past 3-4 years was almost 
volcanic as many developers ex- 
panded much beyond their scale. 
With the scenario changing over a 
short period of time, the same de- 
velopers find themselves in over- 
leveraged positions,” says Ajoy Veer 
Kapur, MD, Saffron Group, a real 
estate investment fund. Indeed, the 
scenario is desperate enough for a 
few real estate promoters to pledge 
their shareholding in lieu of loans. 
And interest costs continue to rise. 
The Delhi-based Unitech’s interest 
cost as a percentage of net sales 
doubled to 18 per cent in the June 
quarter (over the previous corre- 
sponding quarter). For Ansal 
Properties & Infrastructure, the 
corresponding figure went up from 
2.75 per cent to 9 per cent. 
Another high-growth industry 
that’s feeling the chill of high interest 
rates is infrastructure. In a recent 
meeting with equity analysts in 
Mumbai, a research note by Enam 
Securities reveals, engineering and 
construction behemoth Larsen & 
Toubro (L&T) indicated that “given 
the recent rise in interest rates, a 
slowdown is imminent and that it 
was already visible in its product 
business in the first quarter of this 
fiscal”. The L&T management for 
its part stressed that despite these 


A few companies are resorting to innovative instruments. 
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Allcargo Global Logistics 





Kumar Mangalam Birla 


Chairman, Aditya Bi 
COMPANY: Hindalco _ 


RAISING FUNDS FOR: Repaying a bridge loan of 
$3 billion taken for the acquisition of Novelis — 


ORIGINAL PLAN: Announced a rights issue of 
Rs 5,000 crore in the ratio of 1:3 in June and at a 
price of Rs 120 


a Group 








REVISED PLAN: Altered the share ratio from 1:3 to 
3:7 in August and reduced the price to Rs 96 


conditions it was confident of a 30 
per cent growth in order flows. 
Sumeet Agarwal, analyst, HSBC 
Securities and Capital Markets, cites 
higher interest costs and an increase 
in debt-equity ratios, due to lack 
of equity financing, as near-term 
risks associated with the in- 
frastructure sector. It has duly 
reduced its profit estimates 
for the sector. 

Promoters in such core 
sectors are scampering for 
alternative sources of fi- 
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Citius. Altius. Fortius. 


The Sakaal Media Group is Maharashtra's most successful and wide reaching media conglomerate. For 
over 75 years now, we have been at the vanguard of social, economic, educational and intellectual 
reform in Maharashtra. And now we are poised to grow beyond. 


We are moving 


Swifter than ever before. 


Marathi daily ‘Sakaal' redesigned by 
world leading designers, Garcia Media 


India's first international current 
affairs magazine, ‘India & Global 
Affairs', launched 

National English daily, 'Sakaal Times’, 
launched 


Marathi TV channel - 'Saam TV' 
launched 


... all this in merely 8 months! 


We are reaching 


Higher than ever before. 


e Reaching the global Indian 
through eSakal.com, the world's 
largest online Marathi community 


* Talking to India with 'Sakaal Times' 


e Taking India directly to opinion 
leaders of the world with 'India & 
Global Affairs' 


We are emerging 


Stronger than ever before 


360 degree media solutions 


Strong presence in Web, Print 
and on TV 


24 x 7 presence in the collective 
consciousness of a national and 
global audience 





The Sakaal Media Group - Inspired by the true Olympic spirit. Committed to moving forever Swifter, 
Higher and growing Stronger. Not only for our own sake, but for the sake of the untold millions whose 
hearts we touch, whose opinions we form, whose lives we transform - in India and across the world. 
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Finance, Jsw Steel, the promoter 
company of Jsw Energy, is counting 
on internal accruals. *We had 
planned a capex of Rs 11,000 crore 
for jsw Energy, of which Rs 3,000 
crore has been funded through 
internal accruals. The Ipo will be 
considered for the next growth 
phase," says Rao. 

JSW Steel has lined up capital 
expenditure worth Rs 14,700 crore 
till 2010. But Rao isn't biting his 
nails as the company has achieved fi- 
nancial closure for Rs 6,000 crore 
and has tied up funds worth 
Rs 8,000 crore through rupee loans 
and foreign currency convertible 


bonds issued in July 2007. Yet, the : 


cost of rupee loans, at 11-11.5 per 
cent, is nearly 2 per cent higher 
than earlier projections. “In the 
environment of higher interest rates, 
the only way out for a CFO is to 
take a floating rate loan with 
refinancing options," says Rao. 
Ashutosh Agarwala, CFO, 
Strategic Finance, GMR Group, 
doesn't seem worried about his IPO 
getting delayed. “We would have 
used the Ipo funds over a period of 
3-4 years. The immediate funding 
for GMR Energy will be done 
through the proceeds of a Rs 4,000- 
crore qualified institutional place- 





104 BUSINESS TODAY SEPTEMBER 21 


DEBASHISH PAUL 


2008 





Sajjan Bhajanka 


Managing Director 
COMPANY: Century Plyboards 


RAISING FUNDS FOR: Expanding capacity of 
cement division, entry into new business segment 


ORIGINAL PLAN: Raise Rs 300 crore through 
QIP/private placement 


REVISED PLAN: Dropped the placement plan. 
Looking at private equity and promoter contribution 


ment (QIP) done in December,” says 
Agarwala. The GMR group had 
achieved financial closure for its 
projects in March and could manage 
to hedge its debt borrowings by 
locking interest rates for 3-5 years. 

Perhaps more badly hit than the 
big boys are the medium enter- 
prises. Consider the Rs 1,200-crore 
Kolkata-based Century Plyboards, 
which had plans to raise Rs 300 


Seshagiri Rao 


Director-Finance 


. COMPANY: JSW Steel 


RAISING FUNDS FOR: Capital expenditure in the 
energy businesses 


ORIGINAL PLAN: Raise Rs 4,000 crore via an 
initial public offering (IPO) 





REVISED PLAN: IPO shelved as of now; will use a 
mix of internal accruals and rupee loans instead 


crore via a QIP to fund a cement 
plant expansion, set up two ply- 
board plants and to enter a new 
segment of medium-density fibre 
(MDF). Since the QIP didn't take 
place, the MDF expansion has been 
put on hold. *For the other two 
projects, we plan to use internal 
accruals, contribution from pro- 
moters and a 10-15 per cent stake 
sale to private equity players," says 
Sajjan Bhajanka, Managing Director, 
Century Plyboards. 

But private equity may not be a 
quick-fix. “If a promoter was willing 
to dilute, let's say, a total of 10 per 
cent in an IPO, he's likely to dilute a 
smaller percentage to a private equity 
player at this stage, so that he main- 
tains an overall target of 10 per cent 
whenever he goes public," says Ranu 
Vohra, MD & CEO, Avendus 
Advisors. However, there may not be 
too much of a choice. Rao of Jsw 
Steel is candid when he says CFOs 
have to make a choice—either take 
on more debt or sacrifice a stake. 

Investment bankers for their 
part are attempting to design prod- 
ucts that are a hybrid of equity and 
debt in a bid to balance out risk. An 
example: Structured debt instru- 
ments, which carry a low coupon 
rate and an option to convert into 
equity at a future date, either at a 
predetermined price or a price 
linked to the performance of the 
company. Since January, at least 
three companies have raised funds 
through optionally-convertible or 
fully-convertible debentures (see 
Neither Equity Nor Debt). Explains 
Kishore Srinivasan, Executive 
Director, Structured Finance, 
Avendus Advisors: “A low coupon 
rate ensures that the profit and loss 
doesn't get strained because of a 
higher interest outgo; and the 
conversion to equity acts as a sweet- 
ener." With the bitter pill of high- 
cost debt and low valuations staring 
them in the face, such sweeteners 
may be just what the doctor ordered 
for India Inc. 8 
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WELCOME TO 


` THE SHOW 


As a raft of general entertainment channels hits TV, the 
scramble for eyeballs gets even more frantic. That’s throwing 
up some Surprising winners and losers. sHAMNI PANDE 


ALL IT LADY LUCK. ON AUGUST 17, WHEN 
Colors’ big-buck reality show Bigg Boss-2, 
hosted by Bollywood actress Shilpa Shetty, 
went on air between 10 and 11 p.m., it 
ended up attracting more eyeballs than 
even the No. 1 and No. 2 channels, srAR Plus and ZEE 
TV, respectively. According to television rating agency 
aMap, some 11 million viewers tuned in to watch the 
svelte Shetty launch the reality show, which revolves 
around the relationship dynamics of 16 men and 
women living under the same roof (Bigg Boss House). 

Evidently, Shetty's charm waned a bit subsequently, 
but it still managed to keep Colors, the newest general 
entertainment channel (GEC) in the Great Indian 
Television Bazaar, at the No. 3 slot for much of August. 
Rajesh Kamat, CEO of Colors, a joint venture between 
Network 18 and Viacom, can't stop grinning. *We 
have already crossed the historical mark of 150 GRPs (as 
per TAM data). While Bigg Boss-2 has just debuted, 
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what I am thrilled about is the very positive audience re- 
action to all our shows. Khatron Ke Khiladi (anchored 
by movie star Akshay Kumar) came as a proposition that 
was both disruptive and differentiated... and it's been 
good for our fiction serials as well," he says. 

Making it to the No. 3 slot just a month after the 
launch is no mean feat in the Indian broadcast market. 
At least 15 new satellite channels (some media planners 
put the number at 25), all launched in a matter of 12 
months, and epic media properties such as the Indian 
Premier League jostle for eyeballs and, consequently, the 
advertiser's rupee. In this melee, the genre that 
accounts for nearly a third of the audience share is 
Hindi general entertainment. It includes everything 
from the famous saas-bahu soaps on STAR Plus to the 
long-running Sa Re Ga Ma Pa Challenge on ZEE 1v to 
now reality shows such as Colors' Bigg Boss-2. 

Not surprisingly, this is where the hottest action is. 
More than nine months ago, Peter Mukerjea's INX 


Network launched 9x, followed by NDTv Imagine 
(headed by former STAR executive Samir Nair), and then 
Colors. There are other channels such as Urv's Bindass 
and ZEE's ZEENext that are aimed at a younger audience 
between 15 and 34 years of age, but don't like to call 
themselves GECs. Therefore, depending on how one cat- 
egorises them, there are at least 11 GECs, including 
Doordarshan's DD, STAR Plus, STAR One, STAR Utsav, ZEE, 
Sony, SAB TV, 9x, NDTV Imagine, Colors and Sahara 
One. Two more are set to enter the fray shortly and in- 
clude the Turner-Alva Brothers’ joint initiative and some- 
thing from the ADAG-owned Reliance Communications. 
Given the clutter, it’s not surprising that all the new 
launches have been backed by huge marketing and pro- 
motion spends and very aggressive pitches to mar- 
keters. Even as STAR Plus has fought tooth and nail to 
retain the top slot versus ZEE, Sony is finding the No. 
3 slot rather slippery for it. “We are seeing a close bat- 
tle for the No. 3 slot,” says Indrani Mukerjea, Founder 
& CEO, INX Media. “Since April (this year) 9x, along 
with other channels, has been at the No. 3 slot at dif- 
ferent times,” she points out. Adds Harsh Rohatgi, 
Executive Vice President (Revenue Management and 
New Ventures), NDTV Imagine: “NDTV Imagine is cur- 
rently bunched in the second tier of GECs after STAR 
Plus & ZEE.” Of course, Sony doesn’t agree with INX 
or NDTV Imagine. “We are the third-largest player 
and there's no dispute there, but there is a fight for 
space among all the new entrants," says Rohit Gupta, 
President, Sony Entertainment Television. 


Risk of Fragmentation 


Such skirmishes are just a tell-tale sign of the fierce bat- 
tle that lies ahead for viewership as well as the adve- 


HOW THEY STACK UP 


STAR Plus is the undisputed leader... 















“We have already crossed the historica 
mark of 150 GRPs. | am thrilled about the 
positive audience reaction to all our shows 


Rajesh Kamat/ CEO/ Colors 


rtising money, which drives every GEC's business 
model. In anticipation of the bloody battle ahead, 
channels are experimenting with new ingredients to 
whip up a compelling concoction for advertisers. 
For example, 9x got Pakistan's cross-dressing diva 
Begum Nawazish Ali to host a chat show, while NDTV 
Imagine roped in Bollywood's iconic choreographer 
Saroj Khan to instruct viewers and participants on 


... but there's a new No. 3 








Channel š Apr May June Channel 3rdto 10th to 
- — — Rank 9th Aug 16th Aug 
BENDUM 28 M 2 3 31 oe 
mv 27 X21 5 20 JP UM STAR Plus 26 26 
SonyEntertammen 8 9 7 8 9 8 ya ZeeTV — 17 7 
NIMM 8 B 8 7 7 B Uu Colors — 11 11 
EM Olle 0 å 7 LE "Mi Sony Entertainment TV 8 11 
fa 5 8 35 8 O JM STAR One 8 8 
mu 60 LA 6 095 6 Lb JE NDTV Imagine 7 7 
m o 59 0 0 o 3 "aM shor One 6 , 
nuum 2 3 353 EB Qu nS 
uu 5 å 3 X | ME 3 RM 
° parer Hindi speaking saa aI ae Feb to July '08 us SAB — 2 2 
; P t st El 
E Tu s mm D Zee Next ' ÁB 
SEPTEMBER 21 2008 BUSINESS TO 107 


IWNVAASOD LIHOVMN 


SHEKHAR GHOSH 


E ) 


"With markets evolving, broadcasters will 
segment their audiences by psychographics, 
geography, or through content" 

Sunil Lulla/ Director & Group CEO/ Alva Brothers Entertainment 


Bollywood-style shimmies. Says Nandini Dias, coo, 
Lodestar Universal, a media buying arm of Interpublic 
Group (IPG): “Advertisers always include GECs in their 
media plans because they offer the highest reach. But 
with fragmentation, channel shares have reduced and ad- 
vertisers find that they need at least 35-40 channels for 
an all-India plan.” Besides, Dias adds, advertisers are 
choosing to spend on “unique-content” channels as 
long as it helps them reach a very specific audience. 

9x and Imagine aren’t the only ones attempting 
something different from the run-of-the-mill soaps and 
shows. Anuradha Prasad’s B.A.G Films & Media has 
launched E24, an entertainment news channel, that is 
partly fashioned after Times Group’s Zoom Tv. And 
the fact that the new GECs have dived into reality 
shows and mythological serials (or even spiritual 
shows such as Mata Ki Chowki on Sahara One) is a 
pointer to their desire to slice their target group 
more finely. 

So, there’s Chak De Bachche from 9x that, de- 
spite being in the eye of a storm over alleged abuse of 
child rights, has garnered a rating of 2.07 TVR (as 
per TAM People Meter Audience Research) or Kahaani 
Hamaaray Mahabharat Ki, again from 9x, which has 
been building up TRPs. NDTV Imagine, too, has found 
loyal viewers for a new Ramayan. 


Action, Reaction 


Just the same, being a new player, catering to a smaller 
audience set isn’t easy. That effectively means having to 
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put compelling deals on the table for advertisers. The 
new GECs, for instance, are having to guarantee a min- 
imum viewership, failing which the deal gets sweeter 
and sweeter for the advertiser. Earlier, Sathyamurthy 
N.P., Joint President, Lintas Media Group, had told 
Business Today that media planners were taking in- 
vestment calls based on guarantees of viewership share 
from broadcasters. “Usually, we review this within 
four weeks of launch, and if the commitment has not 
been met by then, we get additional commercial time 
for our clients,” Sathyamurthy had said. Evidently, 
the viewership commitment gets reviewed in six months 
and then nine months. “If 70 per cent of the viewership 
commitment has not been met until that time, we get 
30-35 per cent of our commitment money back,” 
Sathyamurthy had explained. 

It could be this safety net, or the fact that advertisers 
know a good thing when they see one, that has led to all 
the big brands spreading their presence onto the new en- 
trants as well. And with this rush, the era of a handful of 
shows delivering all the eyeballs is apparently over. 
"The era when shows used to garner viewership rating 
of 10 and 12 is over," says Debashis Sarkar, Senior 
Director & Chief Marketing Officer, Max New York 
Life. His company has just unveiled a new brand posi- 
tioning tagline and will allocate nearly Rs 25 crore to 
promote it this quarter. 

Other marketers agree. For instance, Behl says that 





"NDTV Imagine is currently bunched in the 
second tier of GECs after STAR Plus & Zee" 
Harsh Rohatgi/ Executive Vice President (Revenue Management 
and New Ventures)/ NDTV Imagine 
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the general entertainment 
genre is bound to face stiff 
competition from other genres 
on account of decreasing share 
of overall viewership and in- 
creased fragmentation within 
this segment. “This will im- : 
pact advertising revenues be- 6 t 
cause marketers will chase tar- de 
get group eyeballs and not any 
particular genre," adds Behl. 
That raises an important 
question: are the new players 
eating into the shares of the in- 
cumbents, or are they surviv- 
ing on discounted deals to ad- 
vertisers? *Competition is 
good for the customer because 
it will eventually improve the 
quality of content produced 
by broadcasters to stay ahead in the race. And com- 
petition is also good for the advertisers because space 
sellers will enhance brand value through more cost com- 
petitiveness and innovations," reasons Behl. So, who's 
getting hit? *I think the pressure is on the new entrants, 
since the established players with a basket of channels 
to offer are well cushioned. Besides, we have 100 per 
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GEC channel” 


Changing Tastes 


Local cable viewing is declining, but more people are 
watching Hindi movies. 





2008 

Jan-June 

Business News O01 05 06 06 06 — 
Cable - NONE. 13 MiB 124 305 


English Entertainment 08 06 04 03 02 





English Movies 15 12 10 09 O06 
EngihNews $$$ 03 03 05 06 05 
HindiGEC —— 1 360 359 348 33! 328 
Hindi Movies 14.7 149 156 152 3170 
HMM 1 64 69 74 ES 
otn 45 13 2 12 9 
KU ciue BA - 5.0 A8. 6.3 60 
ND o 23 95 29 995 
Regional GEC 106 105 98 105 103 
Regional Movies 01 00 01 03 06 — 
Regional Music |^. 07 09 09 08 3208 
Regional News $$ 03 05 09 15 18 J 
O; G 1.2 b 12 09 
eee 47 MÀ 38 33 
Others 09 05 05 08 03 


Market: Hindi Speaking Markets — Period: 2004-07, 2008 
Source: TAM Peoplemeter System TG: CS 4+ years 
Figures are television rating points 
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15-34 age group... We are not a 


Zarina Mehta/ CEO/ Bindass 


cent sellout of our inventory 
and our spot rates have in- 
creased by 10-15 per cent," 
claims Gupta of Sony. 


Final Measure 

Given the mood, it's not sur- 
prising that more and more 
players want to define their 
turf differently. “With the 
market evolving, broadcast- 
ers will be segmenting their 
audiences more keenly— 
either by demographics, psy- 
chographics, through geogra- 
phy, or through content," says 
Sunil Lulla, Director & Group 
CEO, Alva Brothers Entertai- 
nment. His company is on the 
verge of launching a new 
channel in the GEC space. So, there will be more and 
more players who will target either metro, semi-urban, 
rural, or go for a different demographic band alto- 
gether. *Bindass is India's No. 1 youth channel and its 
target audience is 15-34 age group... We are not a GEC 
channel," declares Zarina Mehta, CEO, Bindass. 

Her view is in sync with what advertisers also 
feel. *I think channels themselves will formulate their 
unique strategy; it's happened across categories," says 
Chandrasekar Radhakrisnan, Head of Brand & Media, 
Bharti Airtel. *The moment they do this, the mar- 
keter can also decide what channel/programme to 
back at what time." The good news: viewership for the 
space has not gone down. So, this category will only 
grow the way News grew with the entry of new 
players, reckons Radhakrisnan. 

[Interestingly enough, neither the broadcasters 
nor the advertisers think that there are too many 
GECs around. “With only 12 GECs at present, it would 
not be fair to say that it’s a crowded space,” argues 
Mukerjea of NX. She points out that in places with 
lesser diversity and smaller population there is a far 
higher number of GECs. In the US, for example, there 
are more than 40 GECs, in the UK over 28 and 
Germany has nearly 60. 

It’s clear that over time there will be more ex- 
perimentation, with newer and different formats get- 
ting tried out. “Even as channels are growing, so are 
the brands and their needs. I do not see budgets 
coming down at all, but will get more finely focused 
on chasing specific audiences,” says Sarkar of Max 
New York Life. Looks like there’s a happy story in the 
making for India’s starry-eyed broadcasters of general 
entertainment channels. 8 
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Why Ramesh Chauhan is 


High on Water 


He claims to have 60 per cent of the Rs 2,000-crore crowded market for bottled water, and his brand, 
Bisleri, is valued at Rs 3,000 crore. Chauhan is now thirsting for more. ANUSHA SUBRAMANIAN 


“It just happened” 
Ramesh J. Chauhan, 
Chairman, Bisleri International 


N 1969, WHEN RAMESH J. 

Chauhan bought the Bisleri 

brand from an Italian entre- 

preneur, the last thing on his 

mind was bottling water and 
selling it. Chauhan, then a 28- 
year-old sprightly player in soft 
drinks, was on the hunt for a 
branded soda (carbonated water) 
to complete his portfolio. Signore 
Felice Bisleri, who created the 
eponymous brand in 1965, intro- 
duced the concept of bottled 
water to India in the same year. 
Bisleri was launched in Mumbai, 
in glass bottles, in two variants: 
Bubbly and Still. 

“We had brands such as Gold 
Spot but no soda; in the late ’60s 
and early ’70s there was good de- 
mand for soda from five-star hotels. 
Bisleri Soda was popular, which is 
why I bought out the company. 
But we did not even look at the 
water business then,” recollects the 
67-year-old canny businessman. 

Chauhan turned the spotlight 
squarely on bottled water only in 
1993, after selling his soft drinks sta- 
ble to Coca-Cola for a cool $60 
million (Rs 186 crore). But the go- 
ing wasn’t easy. Being a heavy but 
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AND YOU THOUGHT 
IT’S ONLY WATER 


Bisleri has been around for 
over four decades. 


ORIGIN: Italian entrepreneur Felice Bisleri 
brings the bottled water brand to 
India in 1965 


EARLY AVATAR: In glass bottles, in two 
variants: Bubbly and Stil = 


THE CHAUHAN FACTOR: In 1969, Chauhan 
buys the brand (for its club soda) 


Ne ee À—— À À—— ee 


BIG BREAK: In 1993, when Bisleri 
was sold in half-litre packages for Rs 5 


BIG GAMBLE: A foray into transportation. It 
worked. Today, Chauhan has some 2,000 
trucks nationwide 


ANNUAL GROWTH RATE OF BISLERI: 
35-40 per cent. 


BOTTLES SOLD PER DAY: 15 million 


em eee À 


NUMBER OF RETAIL OUTLETS COVERED: 
5,000 


— ee — M — e——  — — M 


EXCLUSIVE DISTRIBUTORS: 3,400 


NUMBER OF FACTORIES: 54, will have another 
30-32 more by March 2010 Wes 


NEW VARIANTS: Bisleri Mountain Water, 
Bisleri Mountain Water from the Himalayas. 
Contemplating launch of enhanced water, 
vitamin water and flavoured water 


GOOD REASON FOR BEING IN THE 
BUSINESS: Water is 2.2 times the soft drinks 
market in litres, according to a study 














low-priced product, transporters 
were not willing to touch Chauhan's 
water bottles. Solution? Transport 


the water on his own. The gamble 
has paid off; today Bisleri has over 
2.000 trucks moving the Bisleri 
range—which starts at 250 ml and 
goes up to 20 litres—across 
the country. 

To be sure, Chauhan can take 
credit for creating a category from 
scratch, which is today estimated to 
have a market size of Rs 2,000 
crore (just the organised sector). 
In the process, he has succeeded 
in making Bisleri a generic name for 
bottled water; he controls 60 per 
cent of the market in volume terms; 
owns a brand that consultants have 
valued at Rs 3,000 crore; and is 
growing at 35-40 per cent annually, 
faster than the industry rate of 25 
per cent. The company claims to be 
selling some 15 million bottles a 
day via 3,15,000 nationwide retail 
outlets (paan shops are one of the 
most popular) and some 3,400 
exclusive distributors. 


Ahead in the Race 

That's not bad going, considering 
that the market for bottled water 
has three strong national players 
other than Bisleri: Aquafina, Kinsley 
and Tata's Himalayan; and count- 
less regional pretenders. There 
seems to be room for all. And a 
few more, too. *The water busi- 
ness is huge and is going to get 
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Ramesh Chauhan 


Chairman | 
Bisleri International 


much larger,” says Chauhan. He 
points to an ACNielsen study on 
the beverages market that indicates 
water is 2.2 times the size of the soft 
drinks market, in terms of litres. 
The most developed market is 
Tamil Nadu, followed by Gujarat 
and Maharashtra. Adds Homi Batti- 
walla, Vice President, Emerging 
Categories, PepsiCo India, which 
owns Aquafina: “The packaged 


» 
- 
Ë 
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water business has shown robust 
signs of growth as more and more 
consumers have become increas- 
ingly hygiene-conscious. In addi- 
tion, there has been a growing trend 
of consumer awareness about health 
& wellness, which has spurred the 
growth in packaged water phe- 
nomenally." Battiwala claims 
Aquafina is *among the top three re- 
tail water brands in the country." 





“Every bottled water is called Bisleri, and that's what we need to overcome. If we are able to 
do ten times of what we are currently doing, then we would be in a satisfactory position" 


Chauhan's advantag: 

focus is water and little els 
the likes of Coca-Cola (whi 
Kinley), Pepsi, Kingfisher, N 
et al, water is just another bus 
and not the flagship one. TI 
allowed Chauhan to get 
bution act together—right 
paanwalla in the remotest vil 
get his pricing and packagin 
and focus on innovation. 


his d 
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RACHIT GOSWAMI 


Chauhan isn’t keen to get into 
other related segments like fruit 
juices or beverages. However, he 
sees infinite potential to extend the 
Bisleri brand into premium cate- 
gories. In October 2006, along with 
a re-branding exercise (the Bisleri 
colours were changed from blue to 
green), the company introduced a 
new variant of natural mountain 
water. Today, it has two brands in 
the premium segment: Bisleri 
Mountain Water and Bisleri 
Mountain Water from the 
Himalayas. Although a higher- 
margin business, it is still small and 
serves more as an image driver than 
a revenue generator. 


Go Global 


Bisleri plans to take its mountain 
water brands international, to 
Europe, America and West Asia. 
Says Chauhan: “We have not yet 
started exporting because we are 
still working on getting the pack- 
aging right; we are looking for 
innovative, light-weight and sturdy 
packaging material.” In future, 
Chauhan doesn’t rule out forays 
into enhanced water, vitamin waters 
and flavoured waters, where the 
company is doing its research. 
Meantime, Bisleri finds itself 
locked in combat with Tata’s 
Mount Everest Mineral Water (a 
bottled water firm that Tata Tea 


recently bought into). Chauhan is 
fighting charges of breaching copy- 
right for the use of the Himalayan 
brand name, under which Mount 
Everest sells its water. Bisleri 
believes that the word Himalayan is 
generic and cannot be used as a 
registered trademark. 

“Bisleri had launched its moun- 
tain water ‘from the Himalayas’ in 
December 2006. We question the 
delay in filing an objection to the 
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Spotlight on bottled water at Bisleri: Brand expansion into premium products 
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authorities. The company is trying 
to hide its marketing failures, which 
is the real reason behind the legal 
move. I believe that this move will 
have a zero effect on Bisleri." 
Mount Everest officials were 
unavailable for any comment. 

Another headache for Chauhan 
is the generic nature of his brand. 
It's doubtless a matter of pride for 
virtually every bottle in the market 
to be called Bisleri, but it also means 
that consumers aren't exactly brand- 
conscious and will settle for any 
bottle thrust into their hands. “Every 
bottled water is called Bisleri and 
that’s what we need to overcome.... 
If we are able to do ten times of 
what we are currently doing, then I 
would say we are in a satisfactory 
position," shrugs Chauhan. “There 
is a lot of work we need to do for 
Bisleri. We have to now make in- 
roads into Kerala, Jammu & 
Kashmir and other places. We have 
not paid attention to these markets 
so far. We have a long way to go in 
this business," he adds. 

The pioneer is clearly thinking 
ahead, but that doesn't prevent the 
grapevine from crackling with talk 
of Bisleri being sold. If he could 
sell Thums Up, say observers, why 
not Bisleri? *No, they (these 
rumours of selling out) are not true. 
| might have sold our carbonated 
brands. But the water business 1s 
doing well and I am in a position to 
build and sustain Bisleri, and will 
not sell it at any cost." 8 
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The world population is growing, especially in poorer developing 
countries, but the land under cultivation has remained stagnant. 
That's a huge challenge: How to increase the food output from 
the same amount of cultivable land and at the same time, how to 
provide food security to growing masses? 


Thanks to science, genetically modified seeds and hybrid seeds 
have emerged as a part of the answer to the problem. However. 
as India's experience shows, hybrid seeds or GM seeds are not 
the only solution. There are problems of farmer awareness and 
poor farm practices that need to be addressed. Besides, there's 
more to farming than just seeds. 


Come and join the Industry Leaders on 
September 19th, 2008 at Hyderabad. 
And make this world a better place. 





ax Entry by invitation only. 


DuPont Solutions for a Better, For more information, contact us at: 
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Shitting 
Gears 








Truck market's distant No. 2, Ashok Leyland, is 
aiming for a larger share not just in India but 
also abroad. Problem: there are newer global 
rivals and tougher market conditions to 


negotiate. N. MADHAVAN 


AND ON THE GO”, 

proclaim dark 

blue posters 

adorning the 

walls of Ashok 
Leyland’s executive offices on the 
fourth floor of Standard Chartered 
building in Parry’s Corner, one of 
the oldest business boroughs in 
Chennai. On September 7, 2008, 
the company that started life as 
Ashok Motors and as a manufac- 
turer of Austin cars will turn 60 
years old. In an era where few com- 
panies survive to be 60—at least 
without getting acquired by or 
merged with a bigger player—the 
milestone is worthy of celebration. 
However, a more accurate boast 
would have been “60 and Finally 
On the Go”. After all, Ashok 
Leyland, which got the Leyland 
suffix after British Leyland picked 
up a stake in it in 1955 and turned 
it into a commercial vehicle (CV) 
manufacturer, has so far been 
happy being a distant No. 2 in the 
CV market to Tata Motors. 
Evidently, that’s about to change. 
“In the overall group mission for 
2010, we see ALL (Ashok Leyland 
Ltd) growing to become a truly 
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global company, easily among the 
10 largest commercial vehicle man- 
ufacturers in the world,” says 
Dheeraj G. Hinduja, co-Chairman 
of the company. 

Wishful thinking? Maybe not, if 
ALL’s current actions are any indi- 
cation. It is investing about Rs 3,600 
crore in capacity addition over a 
three-year period—that’s more than 
what it has cumulatively invested 
over the last 60 years! It has also en- 
tered into a joint venture with 
Nissan for a Rs 2,300-crore project 
that will produce light commercial 
vehicles both for India (and thus 
plug a gaping hole in the company’s 


Dream Run 





ALL has doubled revenues in five years, but the road ahead may be steeper. 
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product portfolio) and markets 
abroad. It has pumped in Rs 600 
crore over the last five years to beef 
up its research and development to 
develop globally competitive prod- 
ucts. More importantly, says R. 
Seshasayee, Managing Director and 
the man behind this transforma- 
tion, “we had to address a mindset 
issue as well. In today’s world speed 
is everything. We instantly remem- 
ber Jamaican Usain Bolt as the win- 
ner of 100 metres at the Beijing 
Olympics. Does any one remem- 


ber the marathon winner? Every 
employee has been made to realise 
the importance of speed.” 


Testing Times 

But ALL’s future has never been this 
challenging. The cv market is get- 
ting crowded. World’s leading truck 
makers such as Daimler AG, Man AG 
and Scania are entering India. And 
Volvo is expanding its decade-old 
presence in India through a joint 
venture with Eicher Motors. “India 
is a fast-growing economy looking 


ALL’s Seshasayee: He has been 
driving home to all employees 
the importance of speed 


for an efficient way to mos 
people. We think we have the : 


essary solutions and our Jy 
Eicher will be mutually benefi 
says Marten Wikfross, H« 


Media Relations, Volvo Grou 
Even as competition is set t 


crease, demand—afte: 

strong growth—is showing si 
slowing down. “Commercial x 
industry is sentiment di 
Uncertainty in the economy 
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poor availability of finance ha: 


fected growth,” rues Seshas 


SEPTEMBER 2 2008 


bt corporate 





COO, ALL 


“Mission Gemba increased 
productivity by 40 per cent and 
cut costs by a similar value” 


Also, there is a clear shift in de- 
mand away from medium com- 
mercial vehicles (which account for 
a good chunk of ALL’s volumes) to 
light commercial vehicles (where 
ALL is practically absent) and heavy 
trucks. That apart, the company is 
being tested to its limits by the sharp 
rise in input costs; steel prices alone 
have risen by more than 50 per 
cent since February this year. Unable 
to bid for certain state transport 
undertaking tenders that were un- 
viable at current costs, ALL’s market 
share in the bus segment had 
dropped from 51 per cent to 49 
per cent in July. 

Retaining talent will be another 
challenge for ALL, as it is a fertile 
poaching ground for MNC rivals 
and some of them, like Daimler, 
are setting up shop at ALL’s back- 
yard. The Hero-Daimler Jv, for ex- 


Chinks in the Armour 


It's the market leader in buses... 


4 6 I 41 
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ample, is coming up at Oragadam, 
near Chennai. “With India being 
the only market to post robust 
growth, it will be naive not to ex- 
pect the MNCs to come. We have 
prepared ourselves by benchmark- 
ing our practices to the best in key 
areas,” explains Seshasayee. 


Shaping Up 
Although ALL is known for its qual- 
ity products, its bugbear was delays 


in product launches. For 12 months : 


now, it has been working on fixing 
that as well. An all-new process of 
product development, dubbed GEN- 
MOD for generation modern, works 
on the principles of concurrent de- 
velopment and modularity and in- 
volves as many as 13 departments 
from Day One of product devel- 
opment, explains R.R.G. Menon, 
Executive Director, Product Devel- 
opment, ALL. “This way we cut as 
much as half of the development 
time as the product does not go 
back and forth for rectifications/im- 
provements,” he explains. The 
“Unitruck” platform, unveiled re- 
cently, was developed in 14 months 
employing GENMOD as against 24 
months it took earlier to develop the 
platform for semi-low-floor buses. 
ALL claims that it can now launch a 
variant in just 15 days as against 
the nine months it took earlier. 
“Agility is going to play a key role in 
the market because, for us, offering 
value to the customer is a key dif- 
ferentiator," adds Menon. 

Eager to move away from the 
world of borrowed technology, ALL 
over the last five years invested 


.. buta distant #2 in trucks. . . 
25 8.4 63 








` ALL's shareis less than 1%, Figures indicate market shares in per cent as of July 2008 
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Dh 
Co-Chairman, ALL | 
“ALL will be one ofthe 10 
largest CV manufacturersin z — —— 
the world by 2010" EX MICE 


more than Rs 600 crore to set up a 
full-fledged R&D centre that now 
employs 600 engineers. The head 
count and its annual R&D spend 
(currently Rs 202.30 crore, or 2.6 
per cent of revenues) will double in 
another two years. The “Unitruck” 
platform, Neptune engine (in col- 
laboration with AVL Austria) and a 
new generation cab are fruits of 
this investment and conform to in- 
ternational standards, says Menon. 
“Also, it is ALUs new 1.5-litre engine 
that will power the LCVs manufac- 
tured by the ALL-Nissan JV," points 
out Seshasayee. 

To gain economies of scale, ALL 
is enhancing its capacity from 
84,000 units to 1,84,000 units by 
setting up two 50,000-unit facilities, 
one in Uttarakhand and the other in 
Tamil Nadu. The Uttarakhand fa- 
cility will help the company pene- 


...and a non-entity in LCVs 
28.45 43 4 98 
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An exclusive seminar with 
Thomas Davenport 


What's the magic tool to reduce costs, cut your time to market and 
improve efficiency? It's called analytics and it is fast becoming 
an essential tool of trade. Why? Because business 
leaders, CEOs, operational heads and other decision makers battling 
information overload are realizing the power of analytics in resolving 
the conflicting views presented to them in the boardroom 

and in the market. The rapidly growing Analytics industry in India, reflects 
the rising demand of business managers for a new business strategy tool. 


This seminar will serve as a powerful platform to exchange ideas between 
CEOs and decision makers from the Financial Services, Telecommunications, 
Retail, Pharmaceuticals, ITES and Analytics companies. 


Seminar Details 
Venue: ITC Windsor, Bangalore 
Date: September 9, 2008, Time: 10 am to 3 pm 
Registration Fee: Rs. 12,500" per delegate 
Group Discount (3+): Rs. | 1,000" per delegate 


* plus 12.3676 service tax 


Register now! 
Please contact us at the following: 
hbr@intoday.com or call us at 011- 43530837 / 816 


Named as one of the world's ‘Top 25 Consultants’, Davenport has authored several path-breaking 
articles for Harvard Business Review and other renowned journals. His latest book ‘Competing on 
Analytics' establishes him as the guru of analytics. 
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trate the northern markets more 
aggressively and bring about sig- 
nificant savings due to its proxim- 
ity to the market. Separately, ALL is 
also modernising its Ennore plant, 
which produces gear boxes and en- 
gines. “The capacity expansion fac- 
tors in large-scale exports as the 
‘Unitruck’ range reflects our global 
ambition," explains Seshasayee. 
How is ALL funding this expan- 
sion? "Through a mix of internal 
accrual and debt," explains K. 
Sridharan, CFO. 


Internal Catharsis 
Unlike Tata Motors, which has 
economies of scale and a steel sup- 
plier in group company Tata Steel, 
ALL has had to counter rising input 
costs through value engineering, 
e-sourcing to reduce procurement 
costs, global sourcing and long- 
term contracts, explains Vinod K. 
Dasari, COO. The company has also 
had to pass on the price increase to 
its customers faster (6.5 per cent in- 
crease over the last six months) 
than competition. That’s despite 
attacking wastage aggressively. “We 
initiated Mission Gemba (it means 
workplace in Japanese) in July 2005 
and initially identified 64 Gembas. 
With active employee participa- 
tion, limitations of each of these 
units were mapped and improve- 
ments identified. In four months, 
capacity/productivity and quality 
were higher by 40 per cent and 
costs lower by a similar value,” 
explains Dasari. 

As 80 per cent of ALL’s inputs 


ALL's revamped Ennore plant: Capacity expansion factors in ALL's global ambition 


are bought out, it has now taken 
this initiative to its suppliers. “In 
March 2005, our turnover was $1 
billion. But for these measures it 
would not have reached $2 billion in 
March 2007 without significant in- 
crease in manpower or investment,” 
adds Dasari. It is these efforts that 
enabled ALL to improve its operating 
margins by 80 basis points in 2007- 
08 despite strong increase in input 
costs, says Sridharan. ALL has also si- 
multaneously strengthened its man- 
agement bandwidth with specific 
focus on people who have global 
experience. It has appointed V. 
Sumantran, a former General 
Motors and Tata Motors executive, 
as executive Vice Chairman of 
Hinduja Automotive, the holding 
company of ALL, and has at least 10 
people who have worked in Detroit. 

Meanwhile, the company’s 
non-auto business is gaining mo- 
mentum, too. In its engines’ group, 
It is positioning itself more as a 
solutions provider than as a man- 


Poor Pick-Up 


The stock market has consistently 
undervalued Ashok Leyland. 
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ufacturer. “Initially we were selling 
just the engines, which were get- 
ting packaged and sold as genera- 
tor sets. We then thought of doing 
that ourselves and launched 
Leypower gensets,” says Dasari. 
Now, the company is considering 
offering power solutions rather 
than just gensets. “We may ex- 
tend this concept to trucks as 
well,” adds Dasari. 

While ALL’s belated decision to 
transform itself is in the right 
direction, the timing of it may 
prove tricky. A slowdown in 
demand, rising input costs, and 
formidable competition from newer 
global rivals may hurt ALL’s prof- 
itability in the near term. But 
Seshasayee is unfazed. He firmly 
believes that the latent growth is in- 
tact and demand will recover. How 
right he is will determine the quan- 
tum of pain ALL has to bear as it 
matures into a globally competi- 
tive player. 8 
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ENTRANT: Essel Group, with 
Talkie Town and Bioscope 
brands of cinema theatres 
and multiplexes 


OFFERING: Cinema theatres and 
multiplexes in small towns with 
tickets priced between Rs 65 
and Rs 100 


COMPETITIVE EDGE: Multiplex tickets 
in such regions begin at Rs 120 
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It's not just in aviation or automobiles that businessmen are seeking out 
low-cost solutions. From housing to gyms, from entertainment 

to banking, a clutch of canny entrepreneurs is seeing big opportunity 
at the lower rungs of the proverbial pyramid. T.v. MAHALINGAM 


LÀ 


T IS SAID THAT MUMBAI FULFILS THE LOW-COST cost housing. It's a realm that has 


aspirations of most people exclusively belonged to government 
who come to the city. Jobs, a ATTRACTION s bodies like slum redevelopment 
lifestyle, an entry into Bolly- Why marketers are veering 

j towards the bottom. 


wood... you dream it, work 





boards, which specialise in build- 
ing ill-lit, cramped hovels. Perhaps 


hard enough, and Mumbai can give @ Over 80 per cent of Indian no longer. A number of developers 
you the lucky break. But one thing households earn less than across the country see an 
that people in Mumbai really prize Rs 10,000-12,000 per month. opportunity in low-cost housing. 
and yearn for but find the toughest — & Marketers are looking for new Affordable houses are set to spring 
to get is a home of their own, which markets as urban centres come up across the country, not just in 
remains a dream for many. closer to saturation metropolises like Mumbai or 


That aspiration may soon become Bangalore but also smaller cities 

B - l 
more reachable. By early 2009, 300- " srt tie tee aa et like Ahmedabad. “There is a huge 
500 sq. ft flats will be up for grabs on (as identified by NCAER and Future deficit in urban housing—of about 


the outskirts of Mumbai (like Karjat) Group Research) will be middle 24.7 million units, most of it 
at an unbelievable price of Rs 3.5-5 class (annual incomes of $6,000- amongst the poorer segments of 
lakh. The going rate currently for $30,000) compared to about 20 society,” says Ashish Karamchan- 
such homes in these regions is at least per cent in 1998-99 dani, CEO, Monitor Group, India, a 
Rs 8-10 lakh (as most decent flats @ Indians are known to be one of Massachusetts-headquartered con- 
are a minimum of 600 sq. ft). the most price-sensitive customers sultancy, which is working closely 
Welcome to the world of low- in the world with developers on this concept. 
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It’s not only in housing that 
companies are seeing a big market 
nearer the bottom of the pyramid 
(although not at the very bottom, 
not yet). Across service categories 
like organised retail, entertainment, 
fitness and banking, marketers have 
begun training their sights on con- 
sumers for whom the buzzword is 
affordability. And the target audi- 
ence in this high-volumes play is 
not necessarily just rural folk, but 
also that set of the urban working 
class whose monthly take-home 
may not run into five figures. 

Cut to Kishore Biyani’s Future 
Group, which runs the Big Bazaar 
chain of hypermarkets, amongst 
other formats. If you thought Big 
Bazaar is the place to go for mouth- 
watering discounts, you obviously 
haven't been to Biyani’s no-frills KB 
Fair Price Outlets. Customers are 
expected to get their own carry 
bags. These outlets are not air- 


conditioned. Local brands are : 


stocked and there are no compli- 
cated schemes. Only 300 items are 
stocked in a store. And there's no 
home delivery. These 
outlets are typically 
located in high-vol- 
ume residential areas. 
“It started from an in- 
sight that a large num- 
ber of people instinc- 
tively reject mall offer- 
ings because they fear 
there is a catch some- 
where," says Damodar 
Mall, CEO, Innovation, 
Future Group. The cost 
per sq. ft of the KB Fair Price Outlet 
is Rs 387 compared to a neigh- 
bourhood supermarket that has costs 
in the region of Rs 2,000 per sq. ft, 
adds Mall. Capital employed is a 
fifth and operational costs are half of 
those of neighbouring supermar- 
kets. Result? Prices are 10-15 per 
cent lower. Currently, there are 
about 125 such outlets in Delhi, 
Mumbai, Hyderabad and Bangalore. 
Mall sees 1,500 more such outlets 
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ENTRANT: KB Fair Price Outlets ad N 


OFFERING: Stocks just 300 items, í E 
in non-air-conditioned stores 


COMPETITIVE EDGE: Prices are 
10-15 per cent lower than those 


in supermarkets 


coming up in these cities over the 
next 18 months. 

Let's move to another sector 
that's perceived to be the domain of 
the well-heeled: banking. A num- 
ber of public sector banks like Union 
Bank of India, Canara Bank and 
Indian Bank have opened branches 
in and around the much-maligned 
Dharavi slums in Mumbai. The lat- 
est addition to the landscape is a 
snazzy looking branch of a *new- 
generation" private bank— 
Development Credit Bank (DCB). 

"Dharavi has over a million res- 
idents and a turnover in excess of Rs 


É 





slum—Hindi, Marathi, Telugu and 
Gujarati. “We have given out more 
account opening forms in the last 
one month than we have accounts in 
some of our branches,” adds Kutty. 

The target audience of such mar 
keters is often blue-collar workers 
and small-time entrepreneurs. “We 
are targeting factory workers and 
self-employed entrepreneurs who 
make between Rs 5,000 and Rs 
10,000 a month,” says Taral Bakeri, 
a developer in Ahmedabad. Bakeri is 
coming up with 850 low-cost apart- 
ments on the outskirts of the princi- 
pal city of Gujarat in areas like 
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2,500 crore. We 
are trying to get 
the money from 
under the pillows 
and beds into bank accounts. 
According to a study we conducted, 
almost 45 per cent of all commercial 
establishments in Dharavi borrow 
money at interest rates as high as 5 
per cent per month,” says Praveen 
Kutty, Head-Consumer Banking, 
DCB. The bank is targeting the slum 
residents by offering a no-frills ac- 
count that will have a minimum 
balance of just Rs 250 and a host of 
services including an account state- 
ment in the lingua franca of the 
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Isanpur, Lambha, Narol. The price 
tag for these homes: Rs 3-5.5 lakh. 
The first of these flats will be ready 
for occupation a year from now. 
The Mumbai-based Matheran Realty 
announced that it will put up a town- 
ship with 2,00,000 such apartments. 
Occupation is expected to begin by 
early 2009. Bangalore-based 
Puravankara Projects, which is 
known for its lavish housing com- 
plexes, has set up a 100 per cent 
owned subsidiary, Provident Housing 
and Infrastructure, for its foray into 
“affordable housing”. “We will come 
up with projects in Bangalore, 
Chennai, Hyderabad, Coimbatore 
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and Mysore where apartments are 
priced at Rs 10 lakh, Rs 15 lakh 
and Rs 20 lakh, respectively, for 
one-, two- and three bedroom 
houses,” says Ashish Puravankara, 
Director, Puravankara Projects. 

If so much action is concentrated 
around low-cost housing in the big- 
ger cities, it isn’t without reason. 
“Over 80 per cent of India’s house- 
holds make less than Rs 10,000- 
12,000 a month. As a result, most of 
the housing options available today 
are beyond their reach,” says 
Karamchandani of Monitor Group, 
which has conducted an extensive 
self-initiated study into the low-cost 
housing opportunity in India and 
is helping builders interested in such 
projects in an advisory role. 

Yet, the quest to woo the not-so- 
well-heeled with inexpensive services 
is not restricted to the big cities. 
Inevitably, the small town- 
ers, who are increas- 
ingly aspiring in a 
way not too differ- 
ent from their city- 
slicker counterparts, 
are coming onto the 
radar of service 
providers. Entertain- 
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ENTRANT: Matheran Realty, 


OFFERING: Apartments of 
350-500 sq. ft between 


is a huge audience for movies," says 
Vishal Kapur, coo, Fun Cinemas, 
who is also overseeing Talkie Town. 
Typically, the cost of setting up in- 
frastructure for a multiplex in a 
small town (like Indore) is Rs 4-5 
crore. “That drives ticket prices up to 
Rs 130 in a town that's used to pay- 
ing Rs 50 for a movie. Therefore, 
the success of multiplexes in these 
towns has been limited," says Kapur. 










| ow-cost Housing 


ment is one such as- — Rs3andRs5lakhinthe — To address 
piration, and the no- suburbs or on the city outskirts the gap, Fun 
frills mantra is on dis- COMPETITIVE EDGE: NE E Cinemas has 
play here, too. Subhash this size are generally not built by been taking over 


Chandra’s Essel Group, 
which operates the pre- 
mium multiplex chain 
Fun Cinemas mainly in the metros, 
has a two-pronged plan to tap the 
booming small-town segment. Essel 
has seeded two chains, Talkie Town 
and E-City Bioscope Entertainment, 
both targeted at non-urban India. 
The business rationale is rather sim- 
ple: There are over 10,000-odd 
screens in the country and 2,000- 
odd touring theatres. Of these, 80-85 
per cent are in non-metros. Half of 
these screens are in towns that do 
not even have municipalities. “The 
theatres in these towns have primi- 


tive infrastructure, even though there 
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developers as margins are wafer thin, 
and builders do not get financing 


single-screen 

theatres in towns 
like Gulbarga, 
refurbishing them and upgrading 
the technology. Currently, Talkie 
Town has 10 screens across five 
locations in Goa, Gulbarga and 
Hyderabad with tickets in the Rs 
75-100 price band. Kapur says that 
Talkie Town will open 25 screens 
over the next year, and plans to 
scale up to 250 screens by 2011. E- 
City Bioscope, the other multiplex 
chain of the group, will be much 
more than just a theatre. “We are 
coming up with more than 30 such 
projects in Rajasthan. These will be 
centered around a multiplex but 


will also have family activity centres 
like retail space and food courts. 
The ticket will be priced about Rs 
75-80," says Vinod Menon, CEO, 
E-City Bioscope, which opened its 
first property in Jodhpur in January 
this year. 

To be sure, the no-frills concept 
isn't just an Indian phenomenon, 
which is best illustrated by the num- 
ber of players in the global low-cost 


Mot 


aviation sector. Recently, Snap 
Fitness, a Us developer of no-frills 
fitness chains, announced plans to 
start operations in Mumbai and 
Bangalore. Snap's membership fees 
will be priced at $30-40 (Rs 1,290- 
1,720) per month, compared to 
$50-75 (Rs 2,150-3,225) charged 
by its larger (and more feature-rich) 
peers. *The Indian market can sup- 
port 500-1,000 units," says Snap 
Fitness CEO Peter Taunton. More 
and more Indians will be eager to 
work out. Just as more and more 
will be eager to go out shopping 
(so what if they have to carry their 
own shopping bags), visit a multi- 
plex, and of course own their own 
home. The bottom line: just bring it 

all within reach. 8 
ADDITIONAL REPORTING BY 
RAHUL SACHITANAND 
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-L EXECUTIVE CHAIRMAN/ 
EGON ZEHNDER INTERNATIONAL 


“CEOS MUST HAVE THE 
ABILITY TO INFLUENCE 
ACROSS BORDERS © 


ORPORATIONS TODAY ARE 
running thin on patience 
with CEOs. They’re booting 
them out for non- 
performance, often with- 
out the courtesy of a golden para- 
chute, says John Grumbar, 
Executive Chairman, Egon Zehnder 
International, the largest non- 
us-based executive search firm with 
revenues of SF 700 million (Rs 2,730 
crore). Also, exclusivity to informa- 
tion is no longer in the domain of 
the CEO, who now increasingly finds 
himself working his influence across 
geographies and cultures, and man- 
aging intra-organisation conflicts. 
In this exclusive interview with 
Business Today’s Tejeesh N.S. Behl, 
Grumbar speaks about, among other 
things, the skill-sets required in the 
global cEo. Excerpts: 





How has the role of the CEO changed 
over the years; what are Boards of 
Companies looking for now? 


There has been an evolution—a few ` 


years ago, traditionally one looked 
for skills that had a lot to do with 
controlling a hierarchy, giving orders 
and the CEO typically had a lot more 
information than everybody else, 
working in his rnarketplace. Now, as 
we all know, the world is a lot flat- 
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ter and everybody has to deal with 
lots of different countries. Typically, 
in the larger and even the medium- 
sized organisations, everybody has 
the same information and so the 
CEO no longer has the advantage of 
knowledge and has to demonstrate 
that he can inspire and lead. So, we 
are looking for slightly different 
skill-sets—the ability to influence 
across borders and the ability to 
grasp the developments in knowl- 
edge, which are happening much 
faster than before. You also need 
adaptability and ethics because as 
information travels further forcing 
more transparency, people get found 
out more quickly; and at the 
moment we're seeing a lot of leaders 
being replaced, particularly in the 
financial services. 


So, is the CEO more of a coach or 

a mentor? 

That's obviously a key part of it— 
building a team around you. It’s 
very hard to find many organisa- 
tions now where there's a single 
dominant person who can really 
be effective without the support 
of a great team. I think choosing 
people has become critically 
important as organisations spread 
geographically. And the job's 


become so much more demanding 
that CEOs are lasting less long—par- 
ticularly in public companies. If 
they don't perform, they have less 
time to prove themselves. 


But have the jobs become demanding 
or the compensation levels increased 
so much that people are not willing to 
cut you any slack? 

Probably, but I think shareholders 
and fund managers have become 
impatient; they want results and 
ultimately they are the ones who 
call the shots. They are also 
becoming tough on compensation, 
cracking down on obscene pack- 
ages. Companies have been trying 
for years to align the interests of 
the individual with the interests of 
the company and there has been a 
move away from highly leveraged 
compensations towards equity. But 
at the end of the day, the really 
outstanding leaders with a great 
track record are still able to 
command very large packages. And 
I think you're going to see the same 
thing in India where there's more 
and more competition for a 
limited pool of talent. 


What are the trends that are coming to 
the fore now, in terms of compensation? 


'4 4 4 4 444 
U YY 
532434444, 
KLI LN WAYS 
"4444444 
'P*88884824 
f'“"““úd4 444. 
`Yhhhkhhb 
‘sea’ 
^ 
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The norm today is one year con- 
tracts. Also, golden parachutes— 
which were the norm five years 
ago—are no longer tolerated, 
especially in the UK and the us. But 
the really talented people want to 
make the most of this opportunity 
and want to make a lot of money. 
If they can’t get it in public com- 
panies, they will go into private 
equity and they'll get into situa- 
tions where they can have a piece of 
the action. But you'll always see 
huge packages being offered to 
truly exceptional leaders because 
they are a rare breed and have 
proved themselves. 


As an executive search firm, what are 
the trends you are noticing? 

Search is moving—it's becoming 
more and more sophisticated as 
resources need to be allocated ever 
more quickly between ever 
increasing opportunities. Whole 
new sectors have emerged, for ex- 
ample, infrastructure and media 
and thus the hunt for human talent 
is becoming much more intense. 
Executive search is becoming much 
more sophisticated in terms of how 
we evaluate people—there's a lot of 
research being done into the can- 
didate's psychology, on how you 
can really judge people and measure 
their expected performance after 
hiring them. Which means looking 
at the effectiveness of the boards— 
of managing executive teams, how 
people interact with each other and 
how members of a team comple- 
ment each other. 
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bt 60 minutes 


they've got to understand the dif- 
ferences and they've got to appre- 
ciate what each others’ culture 
offers. At Egon Zehnder itself, we 
have Indians managing the Indian 
operations and Japanese managing 
the Japanese operations—but we 
share a certain way of doing things, 
which makes it possible to run an 
organisation in 38 different coun- 
tries. Any organisation that aspires 
to be global will have to appreciate 
the slight differences and avoid the 





where many family companies of 
significant size had to bring in 
professionals and I suspect that’s 
what is going to happen in India— 
it’s happening in China as well. 
Then it becomes very difficult 
for the founders to let go or 
slacken the reins or recognise that 
their own immediate family are 
not competent. So, more and 
more of our work, in fact, is help- 
ing companies plan about 
succession. 


“Shareholders and fund managers 
have become impatient; they 
want results... They are also 


becoming tough on com- 
pensation, cracking down 
on obscene packages” 


bad things. So, the French and the 
Germans are obsessed with—for 
legal reasons—social charges of their 
employees. They have to respect 
employee rights to a much greater 
degree than, say, Chinese companies 
which give little attention than they 
need to. Similarly, American com- 
panies are more reward-driven and 
less-unionised—so, I think every 
environment is different. 


How do you seek a cultural fit for an 
expat manager with an Indian com- 
pany, which is often family-owned 

or managed? 

It's difficult, so you expose them 
as much as you can but it's a gam- 
ble. What we haven't yet seen is 
how will these “global” Indian 
corporations be able to get to 
the next stage when they become 
truly next generation, how do they 
cope with the second generation 
when perhaps there isn't the talent 
they need within the family. This is 
the thing that Germany coped 
with after the Second World War 
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Do you also advise family-owned 
companies on what cultural changes 
they might be required to undertake 
to attract a talented CEO? 

A lot of great opportunities 
are missed because clients don't 
give enough emphasis to integra- 
tion. They think we are paying so 
much and this person's going to 
come and sort out all our prob- 
lems. In a way, they take a certain 
sadistic pleasure in letting these 
highly-paid persons go into the deep 
end and sort themselves out; 
whereas the more intelligent thing 
to do is to recognise that anybody 
going into any new environment 
has a learning curve. So, a little bit 
of investment early on, in terms of 
initiation and helping to understand 
how the company works, as also 
its culture, can massively increase the 
chances of success. 


Are there any generalisations in terms 
of managerial skill-sets based on 
geographies? 

Some nationalities are much more 





adaptable than others—like the 
Dutch and the Scandinavians 
who have been brought up to 
work overseas. So, are the British 
to a large extent, less so the French 
and Germans—it's only in the 
recent generations that they have 
started to go overseas. The 
Anglo-Saxons are perhaps strong in 

finance as a lot of them 
have a strong financial 
understanding and 
à upbringing. The 






Germans—maybe it’s a carica- 
ture—are strong in engineering 
and the Italians are perhaps 
stronger on flair, design and 
creativity. So, there are some 
characterisations and caricatures 
and much of it is true. Some 
nationalities are very difficult to 
move around. 


So, does that play a role while hiring 
a CEO? 

We try to be totally objective and 
look for evidence of what people 
have achieved. But obviously, you 
do start with a slight (bias)—if you 
have a very senior banker who’s 
come out of the Anglo-Saxon sys- 
tem, you might take him more 
seriously than a very senior banker 
out of the German system or the 
Czech system or the Chinese system. 
You do have judgments but because 
we work globally according to the 
same norms, same criteria and same 
competencies and compare skills 
from one country to another, we try 
to be really objective. m 
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to Somewhere 


The pace of infrastructure-creation in the country may leave a lot to be 
desired, but the good news is that the process has well and truly begun. 





~The New Intra £s 
Gold Fields Pg 136 


On the BOT 
Bandwagon Pg 138 


The Infra 
stop Pg 146 


z A 
" ji, : t e 
Kz 
i S. 
4. r 


d kta 


C ees 





bt special 


From airports and ports to expressways, a few 
standout projects hold out hopes for the future. 


AMIT KUMAR 
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SK VISITING CORPO- 
rate executives or 
dignitaries for their 
view India’s 
prospects for eco- 
nomic growth, and 


on 
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the answer would inevitably run 
along these lines: *India has a bur- 
geoning middle class with rising as- 
pirations and spending power, 
which will boost consumption- 
oriented growth. But a lack of qual- 


— Gn 


The new runway at 
Delhi airport: Taking it 
into the elite league 


ity infrastructure in the country 
could be a big barrier to economic 
prosperity.” Indeed, you don’t have 
to be Einstein to figure that India’s 
infrastructure-creation lags woe- 
fully behind its growth potential. 
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Power demand outstrips supply 
by far, the road and highway net 
work is creaking under the weight 
of mounting traffic, airports and 
ports are ill-equipped to deal with 
increasing movement of people 
and goods, and even telecom net 
works, though much more ex 
tensive than a decade ago, 
have still to spread thick into 
non-urban India. 

The good news, however, is 
that inertia of the past is begin- 
ning to fade—very slowly, but at 
least it is beginning to. A host of 
delays notwithstanding, from 
airports and ports to express 
ways and rail systems, the 
process of world-class infra- 
structure creation has finally be- 
gun. The private sector today 
has little qualms in opening its 
purse-strings liberally and pump- 
ing big investments into the high 
growth sector of infrastructure 
development. Engineering 
and construction majors lik« 
Larsen & Toubro, Hindustan 
Construction Company and Puni 
Lloyd are taking the lead in 
developing integrated infrastru- 
cture. More heartening is the 
trend of a number of smaller 
promoters making the transition 
from small-time contractors to 
major players in the booming 
build-operate-transfer sector. 

As the photographs on this 
page, of a few landmark proj 
ects, suggest, India Inc. is earning 
Its spurs in creating world-class 
infrastructure. Finding global 
majors with deep pockets and 
knowhow to back them isn't a 
problem any more, what with 
every international engineering 
and construction major wanting 
a piece of the Indian action. Yet, 
it's clearly very early days in the 
Indian infra saga. Plenty can go 
wrong, and is in fact going 
wrong. For now, though, let’: 
have one and a half cheers for 
what’s already on the ground 
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A spate of new, emerging op 
players into infrastructure i 


Private Container train at Loni, 
near Delhi: The Railways is 
throwing up new opportunities 


E EXPECT TO BECOME a 
$2-billion (Rs 8,600- 
crore) company by 
2012," says Indresh 
Batra, Managing Director, Jindal 
Saw, of Jindal rrr, a less-than-a-year 
old subsidiary. Sounds ambitious? 
Yes. Is it achievable? Yes, given the 
new business opportunities open- 
ing up in the infrastructure sector. 
The new subsidiary, with the man- 


date of being Jindal Saw's infrastruc- 
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ture holding arm, is training its sight 
on three lines of business—water 
& waste management, transportation 
(inland and coastal waterways and 
rail) and shipbuilding. It has already 
won a Rs 220-crore waste-to-power 
contract in Delhi and is among the 
short-listed bidders for a $300- 


million (Rs 1,290-crore) water and 


utilities contract for the Gujarat 
International Financial Tec-City. 
It is not alone. If the private 








equity arm of IDFC, the infrastruc- 
ture financial services company, is 
rapidly investing in companies fo- 
cussed on some of these new areas, 
a new subsidiary, IDFC Projects, is 
planning to get into the trenches 
with development, implementa- 
tion, ownership and operation of 
infrastructure projects. 

This subsidiary has already 
snagged a lucrative water manage- 
ment project in Haldia in West 


Bengal, in a tie-up with Jamshedpur 
Utilities & Services Company 
(JUSCO), the utility that manages 
Jameshedpur’s water supply, and 
Ranhill Utilities Berhad of Malaysia. 
The project involves the construc- 
tion, operation and maintenance 
of a 113.5 million litre per day 
water treatment plant on a design- 
build-finance-operate basis. 

Pradeep Singh, Vice Chairman 
& Managing Director of IDFC 
Projects, says: ^The project will be 
the first end-to-end, river-to-tap 
water project to be implemented 
as a public-private partnership (PPP) 
in India, and, indeed, one of the 
few such projects in the world." 

Business is clearly booming. The 
new private townships being built, 
and others still on the drawing 
boards, will throw up more such 
urban infrastructure opportunities. 
There's more: the government's 
efforts at “renewing” 63 cities un- 
der the Jawaharlal Nehru National 
Urban Renewal Mission will only 
add to the volume of business—in 
water and waste management or 
in improving urban transport. 
Then, the growth of private retail 
chains is forcing fresh investments 
in supply chain, logistics and ware- 
housing. “The logistics industry is 
receiving massive investments due 
to the changing requirements 
of the retailers as well as 
suppliers,” says Vineet 
Agarwal, Executive Director, 
Transport Corpor-ation of 
India, adding that for every 
square foot of retail space cre- 
ated, 4 square feet of back- 
end space is needed. But the 
biggest projects, from the pub- 
lic sector and its master, the 
government, are still on the 
drawing boards. 

For example, the staid 
Indian Railways is trans- 
forming itself into a story of 
dynamic growth and this is 
throwing up many opportunities 
for the private sector. The pro- 
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posed $6-billion (Rs 25,800- 
crore) dedicated freight corridor, 
which includes linkages to eastern 
and western ports from north 
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India, will require freight termi- 
nals, logistics parks and inland 
container depots (ICDs), among 
many other things. The spin-off 
benefits include the Rs 1,047- 
crore order to infrastructure giant 
Larsen & Toubro to build a 
wheel factory at Chhapra in 
Bihar. And it is not just Indian 
companies that are benefiting 
from this gravy train. A few 
months ago, Bombardier Transp- 
ortation, the Railway Equipment 
Division of Canada’s Bombardier 
Group, bagged a contract to sup- 
ply advanced Traffic Management 
Systems (TMS) to the Central 
Railway in Greater Mumbai. 
Sudhir Kumar, Officer on 
Special Duty with the Railway 
Minister, believes that the Indian 
Railways can provide a value propo- 
sition for its customers and even 
competitors. In this context, he 
points to the successful operation of 
private container trains. 

That apart, the Railways has 
more infrastructure projects lined 
up to entice the private sector, 
There’s the multi-billion dollar 
revamp of the New Delhi Railway 
Station that is being planned. About 
13 bidders are already salivating 
at the size of the project. “We ex- 
pect to close the transaction by 
January. Once this goes 
through the rest will be easy,” 
says a Railway Ministry offi- 
cial. In the Phase | itself, 25 
more stations have been 
identified, of which work on 
the Delhi, Patna and 
Secunderabad stations will be 
undertaken in the current 
financial year. 

Add to that the nuclear 
energy option that should 
open up once the Indo-us 
nuclear deal goes through 
and there seems to be a 
range of options to diversify in 
the infrastructure space. Nation- 
building, surely, can be a very 
lucrative opportunity. 8 
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Highway to High Growth 


Maytas Infra is well-entrenched in sectors 
ranging from transportation to power. 


T IS THE EXACT OPPOSITE OF SATYAM. AND WE’RE 
talking only about its name. Maytas, which is 
Satyam spelt backwards, quite like the IT services 
giant that is today the flagship of the Raju business 
empire, is in a high-growth sector and doing pretty 
well for itself, thank you. Maytas started out in 
1988 when it was incorporated as Satyam 
Constructions, but shot into the limelight last month 
when, as part of a consortium, it emerged as the low- 
est bidder for a proposed Rs 12,000-crore 
elevated metro rail system in Hyderabad 
that will be constructed on three corridors 
of 71.16 km. But its biggest break came in 
2000, when it won the bid to build a 
part of the Rs 1,500-crore, six-lane 
Mumbai-Pune expressway. It hasn’t 
looked back since. “Our order 
book stands at around Rs 
11,000 crore in constru- 
ction; in BOT, we are 
today involved in pro- 
jects worth around Rs 
20,000 crore,” says 
B. Teja Raju, Vice 
Chairman of 
Maytas, and son of 
Satyam Computer 
Services Chairman 
B. Ramalinga Raju. 
In BOT, it 1s present 
across sectors like 
transportation and 
power. 
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Long Distance Runner 


Nagarjuna Construction has made a seamless 
transition, and it shows in its heady growth. 


in 1995. A decade later, it crossed the Rs 1,000- 
crore mark. The latest annual report card of 
Nagarjuna Construction Company (NCC) reveals 
that the Hyderabad-headquartered construction ma- 
jor closed the year ended March 31, 2008 with a net 
profit of Rs 162 crore on a top line of Rs 3,478 crore. 
NCC has a presence across nine verticals, 


[: FIRST HIT AN ANNUAL TURNOVER OF RS 100 CRORE 





ranging from water and irrigation to buildings 
and housing to oil and gas and power. That trans- 
lates into an order book valued at Rs 12,500 
crore at present. Thanks to its rapidly expanding 
order book, NCC has steamed ahead at a com- 
pounded annual growth rate of 36 per cent over 
the past five years. The company is currently in- 
volved in 10 BOT projects in consortia with other 
companies. Says A. Ranga Raju, Managing 
Director, NCC: *We hope to grow at a 25-30 per 
cent cumulative average rate over the next 3-4 
years...we can touch a turnover of Rs 10,000 
crore in four years." 
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Eyeing the Big League 


IVRCL Infrastructures has set a dizzying pace of growth. 


S 10,000 CRORE IN TOP LINE IN THREE YEARS— 

that’s the target IVRCL Infrastructures & Projects 

has set for itself. That would appear daunting 
at first glance for this Hyderabad-based infrastructure 
major, which closed last year with revenues of 
Rs 3,698 crore. But a look at its compounded annual 
growth rate over the past four years—of 52 per cent 
for top line and 55 per cent at the post-tax profit 
level—reveals that the goal is possible. 

That is quite a pace for a company that five 
years ago would call a Rs 200-crore project its 
biggest. Today, the biggest is a little over four times 
that figure. It has just bagged a Rs 837-crore turnkey 
project from ONGC. Says E. Sudhir Reddy, CMD, 


IVRCL Infrastructures & Projects: “We have reached - 


a stage where we do not need to associate with a for- 
eign company for Rs 1,000-crore projects just for the 
strengths of its balance sheet. We are now building 
our project management and design skills by lever- 
aging our subsidiary Hindustan Dorr Oliver.” 





“We don't need to associate with a foreign 
company for Rs 1,000-crore projects” 

















L. M.Rao 
chairmat 
nirate 


High-Octane Growth 


Developing highways and ports as well as generating 
power go hand in hand for Lanco Infratech. 


to switch from the agri-business to construction, 

little would he have thought that his company, 
under its second-generation leadership, would talk big 
numbers and grab national attention in construc 
tion and infrastructure development. Lanco Infratech 
(LAN in Lanco being the initials of the patriarch’s 
name), which has L. Madhusudhan Rao as Chairman 
(he is Naidu’s nephew), closed the year ended March 
31, 2008 with income of Rs 3,241 crore, a net profit 
of Rs 354 crore and a construction and EPC order 
book of Rs 13,017 crore. 

Lanco shot into the limelight in June 2006, wher 
it outbid Reliance Energy and Essar Power to bag a 
1,200 Mw thermal project at Anpara in Uttar Pradesh 
(initially it was 1,000 Mw). A consortium of which it 
was a part also bagged a 4,000 Mw ultra-mega power 
project at Sasan in Madhya Pradesh. Lanco, however, 
eventually lost it to Reliance Energy when its 
Singapore partner, Globeleq, exited power generation 

But that hasn’t dampened Rao’s ambitions in 
power. According to the company, its portfolio 
cludes an operating capacity of 518 Mw and a little 
over 8,000 Mw that is under implementation. And 
there's more than just power. Lanco is also des 
oping 163 km of national highways on a BOT ba 
and has won a bid to develop a major tranship 
ment container port in Kerala. 
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Flying High 


Airports, roads, oil & gas, mining, ports... 
GVK wants a piece of all the action. 


UNAPATI VENKATA KRISHNA REDDY OR GVK, THE 

man behind his eponymous group. began his en- 

trepreneurial career as a small-time contrac- 
tor in the ’50s. But it was in the third quarter of 1990 
that GVK hit its first major milestone. His group bid for 
the Rs 817-crore Jegurupadu Phase I Power Project. 
“Winning that project changed the entire face and focus 
of GVK,” G.V. Sanjay Reddy, Vice Chairman of the 
Group and Director of GVK Power & Infrastructure, re- 
cently told Br. GVK Power & Infrastructure went on to 
execute a major project for the National Highways 
Authority of India (NHA))—the Rs 614-crore Jaipur- 
Kishangarh Expressway. The scale of GVK's operations 
got even bigger in 2006 when it was awarded a contract 
to modernise the Mumbai airport. That's estimated 
to call for an outlay of Rs 9,800 crore, and is slated to 
be completed in December 2012. 

GVK also has aggressive growth plans in the oil & gas, 
mining, ports and urban infrastructure sectors. It is now 
focusing on captive and merchant power opportunities 
and also preparing to transmit and distribute power. 


In oil and gas, it is developing seven deepwater blocks that COM “Winning the Jegurupadu Power Project 


were awarded to it, in partnership with global players, in OKNE changed the entire face and focus of GVK” 
Round VII of the New Exploration Licensing Policy. ici Sh 











fin the Rinht Track T HE MID-'80S WAS WHEN MADHUCON 

| On the Right Track eu | Projects saw a giant opportunity to earn its 

. Madhucon Projects wants to emerge as an spurs. That's when the Hyderabad-based 

integrated infrastructure developer. construction firm got a piece of a once-in-a-lifetime 

| project—the Konkan Railway, which was built 

along the west coast of the country. Madhucon 
laid 9 per cent of the total rail link. 

In the late 90s, Madhucon got involved with 
the NHAI’s Golden Quadrilateral project—it rolled 
out 360 km of road, or around 7 per cent of the 
project (which connects the four major metros via 
four and six-lane expressways). These were pres- 
tigious assignments, but not enough to propel 

= Madhucon into the big league—till a decade ago, 
it had revenues of Rs 34 crore. 
Things are a bit different these days. 
Madhucon closed 2007-08 with a bottom line of 
Rs 52 crore, on a top line of Rs 738 crore. In five 
years, it hopes to touch a turnover of Rs 5,000 
| crore. Says Managing Director Nama Seethiah: 

Bae “in roads alone, the target is to build 1,000 "We hope si p more into EPC and "E projects. 
PENNE km over the next three years" For instance, in roads alone, the target is to build 
1,000 km over the next three years.” 
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Weare 
Punj Lloyd 


Punj Lloyd | Sembawang | Simon Carves 


We have done it all. 


Designing and building the world's largest single stream 
LDPE plant. Completing our section of Baku-Tbilisi-Ceyhan 
Crude Oil pipeline eight months ahead of other contractors. 

Constructing Marina Bay Sands™ integrated resort's 
casino, theatres and retail arcade. 


These are just some achievements that have made 
us the foremost name in the oil & gas, infrastructure 
and petrochemical sectors. 


The stage is global, the projects complex, 
the staff diverse. But in unity, we are one name. 





" 





bt special 


3 


[oce eg 


The Developer's Edge 


Why is Gammon Infrastructure more 
valuable than its parent company? 





Mead : 





IGURE THIS OUT: GAMMON INFRASTRUCTURE, A 76 

per cent subsidiary of Gammon India, has a net 

profit that is less than a fourth of its parent's. 
Yet, its market value on the stock exchanges is three 
fourths that of the flagship. There’s a rather simple 
explanation for this: the markets see more value in an 
infrastructure developer (read Gammon 
Infrastructure) than a pure contractor. That’s precisely 
why the management of Gammon India chose to spin 
off Gammon Infrastructure, which undertakes BOT 
projects, into a separate company. “There is more 
value in being an infrastructure developer than a 
contractor,” avers Parvez Umrigar, Managing 
Director, Gammon Infrastructure. That’s because Virendra . SECUS ECTS | 
operating margins in BOT projects can be as high as 90 DEI O: tol coljections ambe He eo 
per cent; in construction, they're 20 per cent. IRB ! | VERN | 

Gammon Infrastructure has taken up BOT projects 


in roads, ports, container terminals and power. Collecting the Cream 


Umrigar expects to take Gammon Infrastructure’s 
Š P ! IRB Infrastructure Developers is a 
revenues up to Rs 500 crore in three years from 


around Rs 160 crore in 2007-08. major operator of toll roads. 
| HIRTY YEARS AGO, THE IRB GROUP ENTERED THE 

road construction activity with a privately- 

held company, Ideal Road Builders. But once 
it moved beyond building roads, it was made a sub- 
sidiary of IRB Infrastructure Developers, which claims 
to be one of the biggest operators of toll roads, with 
some 800 km under its belt. “IRB has experience in 
building and maintaining roads, and shifting to BOT 
road projects was the next step," says its 37-year-old " 
CMD Virendra D. Mhaiskar. 

The prominent toll roads IRB has on its hands incl- 
ude the Mumbai-Pune Expressway, along with two 
highways that connect Pune with Sholapur and Pune 
with Nashik. The company also recently bagged toll 
collection rights for a 239-km highway between 
Mumbai and Surat. *Currently our toll collections are 
Rs 1.2 crore a day, and from next year, it will be 
Rs 3 crore," says Mhaiskar. In 2007-08, IRB's revenues 
of Rs 785 crore were equally split between con- 
struction and BOT projects. When executing BOT 
projects, IRB functions as a holding company, and each 
project is spun off into a special purpose vehicle 
(sPV). These separate entities help diffuse risk and 
| make capital-raising simpler. To further mitigate 
| risk, the company is looking at developing the area 
Parvez Umricar .S : > | around highways. For instance, along with road de- 

ME “ammon intrastructure’s revenues wil x velopment in Kolhapur city in Maharashtra, IRB has 
taken on a 99-year-lease a 30,000 sq. metre plot. 





UMESH GOSWAMI 
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MD, Gammon 


Hare rise to Rs 500 crore in three years" 
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AND LESS NOTEBOOK 


The Lenovo ThinkPad X300: Fully-loaded, yet the thinnest ThinkPad ever. 


It’s a razor-thin 18.6 mm and weighs only 1.33 kg. But, in its sleek carbon-fibre hybrid frame, the X300 packs 
just about everything a road-warrior needs. This includes an optical drive, built-in 3G wireless modem 
spill-resistant keyboard, roll-cage protection and a battery that runs for 10 hours on a sii gle charge. 
So, pack one and hit the road. You'll find you have more to think about and less to weigh you down 








LENOVO THINKPAD X300 NOTEBOOK 
MTM: 6478-18Q 


Intel® Core™"? Duo processor SL7100 (LV) 
Genuine Windows Vista? Business 32 

2 GB RAM 

64 GB SSD 

DVD RW 7 mm Optical Drive 

Finger Print Reader 

Camera 

33.8 cms (13.3) WXGA+ 


ThinkPad. 





lenovo 


OLenovo 2008. All rights reserved. ThinkPad is a trademark of Lenovo. Intel, the Intel logo, Intel Core and Core Inside are trademarks of Intel Corporation in the U.S. and other countries. Mic 
registered trademarks of Microsoft Corporation in the United States, other countries or both. Lenovo reserves the right to alter product offerings and specifications at any time without notice 
photographic or typographic errors. ThínkVantage Technologies are available on select models, not available on Linux/DOS models. MS DOS is not a standard inclusion in any of the products an 
at an extra cost. Visuals shown may not represent the actual product. 


Call 1800 425 3336 | 080 22108490/91/92 
sms BIZTOOL to 53636 | www.lenovo.com/in 
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While it is everybody's case that big, bold infrastructure aes erative 
n the ground continues to )p short o 
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the mammoth requirements of a nation i 





AST FORTNIGHT, AMID A 
light drizzle, and with 
Beethoven’s Fifth Symp- 
hony playing, Delhi 
Airport acquired its third 
and the country’s longest runway. 
Among those present was an appre- 
ciative Civil Aviation Minister Praful 
Patel, top bureaucrats and execu- 
tives from developer GMR Group, 
including G.M. Rao himself. The 
cause for celebration: The third run- 
way made Delhi one of the few air- 
ports in Asia to have one. The icing 
on the cake: it was completed about 
six months ahead of schedule. And it 
is one of the few demonstrable 
examples of partial success of the 
much-hyped policy of public-private 
partnership (ppp). Civil aviation and 
telecom are the tiny glimmers in an 
otherwise gloomy infrastructure story 
for India (see Infrastructure Deficit). 

Infrastructure seems to be one 
area where India as a country finds 
it almost impossible to deliver on 
the scale required. Many projects 
are delayed at the conception stage 
itself. Getting subsequent regula- 
tory approvals is a maze in which 
many infrastructure providers have 
got stuck (see Hit by Roadblocks). 
Why should this be so? 

After all, there is a ready market of 
infrastructure users who have time 
and again demonstrated their will- 
ingness to pay; the private sector’s 
capacity to fund and execute proj- 
ects is hardly in doubt and even the 
government, at the highest level, be- 
lieves infrastructure is the mantra for 
double digit growth (a government 





Bangalore-Mysore 
industrial Corridor: 
Stuck over land transfer 3 
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committee reckons India will need 
$500-billion or Rs 22 lakh crore in- 
vestments in the sector during the 
11th Five Year Plan). Why, then, is 
service still not delivered? 

It is the nature of the animal, be- 
lieves Gajendra Haldea, advisor on in- 
frastructure to the Deputy Chairman 
of the Planning Commission. In in- 
frastructure, he says, the command- 
and-control psyche survives despite 
the end of license raj. 

“State-owned monopolies con- 
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tinue to dominate different infra- 
structure sectors and the main re- 
sistance to change comes from their 
contract raj,” he says. That may well 
be the immovable force permeating 
the entire sector as roughly 70-80 per 
cent of the infrastructure spend is 
through the public sector. 

"Unless there is a strong CEO 
driving it (example E. Sreedharan at 
Delhi Metro and Konkan Railway 
and R. C. Sinha and Nitin Gadkari 


for the Mumbai-Pune Expressway), 


| ' contract often leads 

it] [O Dí 
vith each othet incentive structure’ 
Pradeep Singh Shailesh Pathak 
Vice President and MD Senior Director, Investments / 
IDFC Projects ICICI Venture 
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Delays in land acquisition and 
regulatory approvals occur frequently 


PROJECT : Mumbai international 
airport 
VALUE: Rs 7,000 crore 


ë Dn! 


PROJECT Reliance Power's Dadri 
Power Project 
VALUE: Rs 22,440 crore 


PROJECT : Jawaharlal Nehru Port Trust 
(IV Container and Marine Chemica 
Terminal Project) 

VALUE: Rs 4,600 crore 


PROJECT : Kerala High Speed Corridoi 
VALUE: Rs 7,000 crore 

PROJECT : MSRDC Mumbai Trans 
Harbour Link 

VALUE: Rs 6,000 crore 


PROJECT : Reliance Mumbai 
Integrated SEZ 
VALUE: Rs 4,800 crore 


E HYDERAI 
PROJECT : Hyderabad Metro Rail 
VALUE: Rs 12,100 crore 


Source: Projects Today, July 31, 2008 


the nature of the usual governmen 
contract often leads to a pervers: 
incentive structure that rewards 

lay and cost escalation, rather t! 
on-time performance," says Shailes! 
Pathak, Senior Director, Invest 
ments, ICICI Venture, who himsel! 
has been in the public sector for 1 
years. In fact, ICICI Venture wil 
shortly launch a Rs 6,000-8,000 
crore equity fund for investment 
in infrastructure projects over | 
next four years. 
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Naturally, then, the private sector 
has been welcomed to bring effi- 
ciency and accountability—along 
with 20-30 per cent of the funds 
needed. And PPPs have become the 
buzzword. 

Yet, as an exasperated Ajit 
Gulabchand, Chairman and MD, 
Hindustan Construction Company, 
says: “The handshake has to be a 
good one.” He cites an example: ac- 
cording to the NHAI, any increase in 
taxes after the award of the contract 
would be reimbursed. Yet, the same 
has been challenged right up to the 
level of the Supreme Court. Such 
uncertainties are additional risks, and 
the private sector abhors non-quan- 
tified, unmitigated risks. According to 
ballpark industry figures, roughly Rs 
75,000 crore worth of infrastructure 
projects are stuck due to disputes. 

Pradeep Singh, Vice President and 
MD, IDFC Projects, says both the pub- 
lic and the private sector try to play 
“cute and clever” with each other. 
“There is inadequate appreciation 
and identification of the risks...To 
encourage private sector investments, 
these must be allocated upfront in a 
transparent manner,” he says. 

The private sector is wary of tak- 
ing the huge risks alone. Take land 
acquisition—the biggest factor de- 
laying large-footprint infrastructure 
projects. Lagadapati Madhusudhan 
Rao, Chairman, Lanco Infratech, 
says: “Most major power projects 
require 1,000-2,000 acres and they 
need to be near highways, railways 
and water sources (up to maximum 
of 15 km away). All of this cannot be 
left to the private developer. There 
is need for government support 
here.” Yet, land acquisition is a 
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messy affair even for the govern- 
ment and needs long-term sustain- 
able solutions. (see Cover Story, 
Page 68). 

Environmental clearances still 
play havoc, more often than not. E 
Sudhir Reddy, Chairman & MD, 
IVRCL Infrastructures & Projects, 
recounts how the likelihood of there 
being a rare bird in the Budwel re- 
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gion of Cuddapah in Andhra 
Pradesh got the company into trou- 
ble during its work on an irriga- 
tion project. Company executives 
were jailed and equipment worth Rs 
5-7 crore was seized. *For the next 
nine months, it was just visits to 
the courts, spending on court fees, 
spending man hours on getting the 
people freed and our equipment 
released," he says, yet again pointing 
to the need for a greater govern- 
ment role in such issues. 
Transparent rules and frame- 
works, with clear division of 
responsibilities between the two 
partners, are imperative for the suc- 
cess of PPPs. Here, Vinayak 
Chatterjee, Chairman of infrastruc- 
ture consulting firm Feedback 
Ventures, says the government needs 
to play a crucial role in structuring or 
“cooking” bankable projects. “The 
private sector is willing to be the 
change agent. Yet, it needs a frame- 
work to operate in," says Chatterjee. 
And that framework has to be pro- 
vided by the government— that is 
what the many failed and some suc- 
cessful projects have shown. Where 
the framework is clear and trans- 
parent with defined risks and re- 
turns, the private sector response 
has been overwhelming. Initially, 
private road operators were unwill- 
ing to take the market risk of tolling. 
Once the annuity projects demon- 
strated the manageability of that 
risk, their aversion has gone down. 
But the list of bankable projects is 
not too long. “Should we not have 
had a larger volume of cooked proj- 
ects farmed out to the private sector 
than what we have managed to do?" 
asks Feedback's Chatterjee. Is there a 
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lack of will? People like Haldea de- 
bunk the idea. “Which politician does 
not want to be associated with de- 
velopment2” he asks. Yet, develop- 
ment does drop off the agenda in 
the face of political exigencies. Despite 
having well-intentioned, competent 
people at the helm, the record of the 
UPA government has been sub-optimal. 
The same NHAI, which was delivering 
a few kilometres of road every day 
during the NDA regime, is now al- 
most immobilised. 

There are other examples of de- 
livery backed by will and determi- 
nation to get things done (see 
Movers Wanted). When bureaucrats 
were allowed to take complete own- 
ership of projects and given full au- 
tonomy by smart political masters, 
the performing ones worked won- 
ders. M.V. Subba Rao, Director, 
GMR Energy, says: “It is important 
that bureaucrats handling govern- 
ment infrastructure projects are re- 
tained till the project is completed. 
Changing them midway slows 
down projects.” Moreover, there 
has to be a means of institutional- 
ising freedom as happened in case 
of NHAI’s creation or, indeed, in 
the case of the formation of Delhi 
Metro Rail Corporation (DMRC) as 
a joint venture. 

So, what is the way out? Haldea 
believes the easiest way to improve 
efficiency in the sector is through 
the demonstration impact of PPPs 
and by increasing competition in 
different sectors. Singh of IDFC 
Projects agrees. “Our best hope is 
not in the government improving 
but in it becoming less relevant.” 

However, as the macroeconomic 
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Road to nowhere: 
Incomplete flyover near 
Gomti Nagar, Lucknow 





situation becomes tougher, it is not 
going to be easy to entice private 
capital into infrastructure projects. 
“For every percentage point increase 
in interest rates, the internal rate of 
return for the infrastructure proj- 
ects drops drastically,” says 
Gulabchand. Add to that the ab- 
sence of deep and liquid long-term 
debt markets and even the capital 
that is sitting on the shelf waiting 
to be invested suddenly looks more 
remote. Infrastructure necessarily 
needs long-term funding, and most 
current financiers do not have lend- 
ing horizons beyond 10 years. 
Then, there is apathy at the state 
level even though half the public 
spending in infrastructure is hap- 
pening there. “A large number of 
infrastructure PPP projects are in 
the states and without their active 
participation, it will not be possible 
to achieve satisfactory results,” says 
Somak Ghosh, President, Corporate 
Finance & Development Banking, 
yes Bank. A few dynamic chief min- 
isters could change the climate. 
Standardisation of bid docu- 
ments, processes and issues will 
help (too much can kill: at Ennore 
Port, the bid process eliminated 
two major global port operators at 
the technical stage itself). Less com- 
petition at the financial bid stage 
is hardly a desirable outcome. Yet, it 
is early days for the PPP process. 
And the hope is that we are learn- 
ing. The question is: are we learning 
fast enough for an economy grow- 
ing as fast as India’s? MI 
ADDITIONAL REPORTING BY 
E. KUMAR SHARMA AND 
K.R. BALASUBRAMANYAM 


. THE PUBLIC SECTOR DELIVERS WHEN - 
- there is a happy confluence of 

. political will, determination and 

. bureaucratic autonomy. Here are 
- some examples. 


E.Sreedharan | 

. Rail Corporation. | 

war: Delivered a world 
Class metro in a city 


. interference. And. 


mega power projects 


mense private sector 
interest and subse- 






MD, Delhi Metro 





rife with political 





managed to do so 


.. with minimum trouble 


for citizens. 


— KEY TAKEAWAY: Autonomy through 
joint ownership of state and central 
_ governments helped. 


Sudhir Kumar, officer on 


Special Duty, Railway Ministry 
wav: Has helped turn around — 


the mammoth public sector 


organisation. Has managed to - 


leverage public resources to - 


. invite private investment in rail 


infrastructure. 

KEY Taxeaway: Complete backing 
from political master, Railway 
Minister Laloo Prasad Yadav 
created wonders. Political 
mandate and economics do mix 
but through careful thought, 
says Kumar. 










‘wer: Managed to put 
together (or cook, as 
some infrastructure ` 
experts say) the ultra. 


which received im- 


quently investments. 


KEY TAKEAWAY: Shahi's own 


intimate knowledge and 
experience in the private sector 
led to appropriate structuring 
of the projects. 


Deepak Dasgupta 

former NHAI Chairman 

wew: Managed to kickstart the 
ambitious National Highways - 
Development Programme. 

KEY TAKEAWAY: Careful planning 
matters—whether it was the 
highways cess or the innovation 
of annuity-based projects. 
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The Best 
Dividend Yield Stocks 





In a comatose market, smart investors are scurrying for regular 
returns. Where should you look for them? CLIFFORD ALVARES 


HE STOCK MARKET IS 
gripped by fears of a 
slowdown in the econ- 
omy—and the future 
is looking bleak for eq- 
uity investors. A high inflation rate, 
the runaway rise in food prices, 
the credit squeeze in the US econ- 
omy and rising interest rates don’t 
bode too well for the stock market 
over the near term. Many investors 
are now looking for a safe haven 
for their capital. But remember: 
it’s only during such market down- 
turns that investors can lap up some 


A RICH HARVEST 


of the best undervalued stocks. In 
this market, among the best gauges 
of stocks that are trading at a dis- 
count to the market is the divi- 
dend yield. 

Dividends are profits that com- 
panies distribute to their share- 
holders; they also allow investors to 
get regular returns from their in- 
vestments. With the stock market 
looking down, dividend yielding 
stocks can provide a good cushion 
for investors. These stocks usually 
trade at a discount to the rest of 
the market, which makes them at- 


The companies that have good dividend yields—and profitability. 
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ANDHRA BANK 





2006-07 2007-08 


Total Income (Rs cr.) 3,901.7 4,951.5 
Total Exp. (Rs cr.) 3,363.8 — 4375.9 
Profit (Rs cr.) 537.9 575.6 — 
Dividend (Rs cr.) 19 1843 
Dividend (76) 38 
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Total Income (Rs cr.) 298616  33,675.8 
Op. Profit (Rs cr.) 13116 2,168.6 
Profit (Rs cr.) 565.3 1,122.9 
Dividend (Rs cr.) 28957 . 2932 
Dividend (76) 120 170 
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tractively-priced. Investors can con- 
sider stocks with a dividend yield of 
at least 5 per cent, which is higher 
than the Sensex’s dividend yield of 
1.25 per cent. 

But before you go in for a divi- 
dend strategy, you must consider 
a few fundamental aspects of com- 
panies. Invest in only those com- 
panies that are in a position to sus- 
tain their dividend payouts over 
the coming years. Therefore, in- 
vestors must seek companies that 
have good cash-generating 
businesses as well as the ability to 









HAWKINS COOKERS 


2006-07 2001-08 





Total Income (Rs cr.) ^ 1845 221.1 
| Op.Profit(Rscr.) ^ 149 208 
. Profit (Rs cr.) 15 11.3 
 Divdend(Rscr) — 37] 5.29 
Dividend (76) ee 0: 1090 
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grow their businesses. This can 
result in substantial capital appre- 
ciation when the market turns. 

On the flip side, investors must 
also be careful of the dividend trap. 
Some companies may not be able to 
maintain their dividend payouts 
over the long term due to their 
weak financials. This will reduce 
the yields in future. Besides, it can 
also lead to a drop in stock prices of 
such companies, which can negate 
all the gains from dividends. That is 
why it's important to assess a com- 
pany's financial health before in- 
vesting in it. 

Dividends are tax-free in the 
hands of investors. So, if a com- 
pany has a yield of, say, 7 per 
cent, it's equivalent to a yield of 
10 per cent on taxable fixed de- 
posits. Investors looking at a divi- 
dend strategy can, with a good 
portfolio of high-dividend paying 
stocks, use it to maximise their 
cash flows. Here are a few divi- 
dend yielding stocks that look 
good for the long haul. 








NIIT TECHNOLOGIES 


2006-07 2007-08 


Total Income (Rs cr.) 312.1 496.5 
Op. Profit (Rs cr.) 137.8 173.7 
Profit (Rs cr.) 110.7 143.1 
Dividend (Rs cr.) 25.4 38.2 
Dividend (%) 65 65 
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THE DIVIDEND ANGLE 


The bellwether index's yield was the 


14,798.06 
highest before the bull run began. 4 
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Andhra Bank 


The banking sector has been grap- 
pling with issues such as a rise in 
delinquencies. But in the first quar- 
ter of 2008-09, Andhra Bank re- 
ported a dip in its gross non-per- 
forming assets (NPAs) to 1.15 per 
cent, compared to 1.51 per cent in 
the first quarter of 2007-08. Over 
the next few years, loan growth is 
likely to be restricted but the bank- 
ing sector will benefit from a rise in 
yields on assets due to the rise in in- 
terest rates. Then, Andhra Bank has 
managed to reduce its cost of depo- 











Total Income (Rs cr.) 199.8 1,185.5 
Op. Profit (Rs cr.) 693 1411 
Profit (Rs cr.) 29.5 69.6 
Dividend (Rs cr.) * M 17.7 
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sits in the first quarter to 6.2 per 
cent compared to 6.5 per cent in the 
first quarter of 2006-07. As a result 
of this and also judicious asset man- 
agement, the bank should be able to 
maintain a decent growth in profits. 
It has maintained a stable dividend 
payout over the last cou] ple of years, 
and its current yield is 7.1 per cent. 


Chennai Petroleum 

On the back of rising crude prices, 
petroleum product manufacturers 
have been raking in profits. Chennai 
Petroleum has enjoyed above ave- 
rage refining margins, which is why, 
in 2007-08, it notched a profit gro- 
wth of 98.6 per cent to Rs 1,122.9 
crore. In the coming months, re- 
fining margins may fall as oil prices 
cool down, but the refiner should be 
able to maintain its profitability as it 
expands the capacity of its Manali 
plant through de-bottlenecking at a 
cost of Rs 134 crore. Besides, a 
shortage of refining capacity globally 
should keep Chennai Petroleum’s 
cash registers ringing. The com- 
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2006-07 2007-08 
Total Income (Rs cr.) 338.7 374 
Op. Profit (Rs cr.) 117.7 124.6 
Profit (Rs cr.) 92.36 81.48 
Dividend (Rs cr.) 68.16 68.16 
Dividend (%) 300 300 
I t 68 
499.1 
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pany’s refining complexity is among 
the highest, which means it can re- 
fine heavier crude that is much 
cheaper, which will help keep its 
margins buoyant. At the current 
price of Rs 266, the stock carries a 
dividend yield of 6.4 per cent, mak- 
ing it a good defensive play in this 
lacklustre market. 


Hawkins Cookers 

While the kitchenware segment 
has many small and regional 
brands and plenty of competition, 
Hawkins Cookers has carved a 
dominant share for itself in the 
marketplace. Its Futura brand of 
non-stick cookware has been a 
success even as Hawkins tapped 
organised retail chains to pene- 
trate the market and expand its 
business. More importantly, the 
company’s brands have an excel- 
lent brand recall among cus- 
tomers. Besides, rising disposable 
incomes in the hands of con- 
sumers have helped the company 
post a stellar 19.8 per cent com- 
pounded annual growth rate over 
the last three years. It clocked 
revenues of Rs 221 crore and 
profits of Rs 17.81 crore in 2007- 
08. Hawkins has also steadily in- 
creased its dividend payout from 
Rs 1.59 crore in 2004-05 to Rs 
5.29 crore in 2007-08. Its stock is 
discounted by 8.56 times at its 
current price of Rs 167. At current 
prices, the stock will give a divi- 
dend yield of 6 per cent. 


NIIT Technologies 

This software company operates 
in three major areas—business 
process outsourcing, IT services 
and products. The company had a 
muted profit growth last year due 
to a dip in the performance of 
its BPO business and the lacklustre 
performance of its IT solutions 
business. However, its new ini- 
tiatives should provide opportu- 
nities in the coming years. The 
company acquired a 100 per cent 
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stake in SofTec GmbH, a German 
IT solutions provider for $5 mil- 
lion (Rs 21.5 crore) in February 
this year. This company spe- 
cialises in the niche business of 
airline accounting. Besides, NIIT 
Technologies has launched "soft- 


THE PAYMASTERS 


Infosys Technologies leads India Inc. as the top 
Dividend 
Payout 


dividend payer. 


Infosys Technologies 
hii DE 
TCS 

ITC 

SBI 

Tata Steel 

ICICI Bank 7 

Wipro 

HDFC 

NMDC 

Tata "€ 
Larsen & Toubro 
PNB 


Power Finance Corp. 


3,143.42 


Neyveli Lignite Corp. 1.098 87 


== Income == Net profit 
Figures in Rs crore for 2007-08 


ware as a service", a delivery 
model that makes application 
software available to clients on 
demand, thus reducing their IT 
investments. While growth rates 
could be muted this year, its new 
initiatives should pay off in the 
long run. Currently, the stock is 







quoting at a dividend yield of 
5.7 per cent. 


Tata Metaliks 

This Tata group company is a ma- 
jor producer of pig iron, which is 
used in the manufacturing of steel 
and steel products. It has been 
growing at a robust 56.6 per cent 
compounded annual rate over the 
last three years on the back of a 
major boom in the construction 
and infrastructure sectors. Now, 
this company is moving up the 
value chain by foraying into pipe 
manufacturing, for which it has 
planned an investment of Rs 150 
crore. Tata Metaliks is also in- 
creasing the output of value-added 
products to improve its realisations. 
Another profitable avenue has been 
its business of ferrous engineering 
and auto castings. The company 
has a good dividend track record, 
and at the current price of Rs 139, 
the dividend yield works out to 5 
per cent. For investors, this stock is 
a good long-term buy. 


Wyeth 

Mid-sized pharmaceuticals com- 
pany Wyeth manufactures a 
whole range of therapeutic drugs 
such as anti-infectives, hormone 
therapy drugs and vaccines and is a 
leader in oral contraceptives, de- 
pilatory cream segments and folic 
acid. Besides, this company has 
a strong parent in the $18-billion 
(Rs 77,400 crore) Wyeth, us, which 
continues to focus on new drug 
launches. In India, its products com- 
mand a premium in the market. In 
2007-08, the company clocked a 
net profit of Rs 81.48 crore, a hand- 
some margin of 21.8 per cent. 
Besides, Wyeth also has an ex- 
tremely strong balance sheet and 
plenty of cash in its books—Rs 229 
crore. The company has been a 
consistently high dividend payer 
over the years. At the current price, 
the dividend yield works out to 
6.8 per cent. l 
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A Touch of Balance 


With the stock markets meandering sideways, investors 
are turning to balanced funds. MANU KAUSHIK 


N 2007, WHEN MOST INDIVIDUAL 
portfolios were tilted in 
favour of equities—thanks to 
the rally in the stock mar- 
kets—investors barely looked 
at balanced funds. Their perform- 
ance lagged behind equity funds. 
Cut to 2008. With equity markets 
running into rough weather, bal- 
anced funds are back in favour— 
and rightly so. Says Viraj Ghatlia, 
Head (Financial Planning & 
Wealth Advisory), Ask Wealth 
Advisors: *Balanced funds are con- 
sidered middle-of-the-road invest- 
ments as they provide investors an 
opportunity to diversify across two 
asset classes—equity and debt. 
When the equity market goes 
down, they tend to perform better 
than equity funds. In a bullish mar- 
ket, though, they lag behind." 
Typically, balanced funds invest 
65 per cent of their corpus in equi- 
ties and the rest in debt. In an un- 
certain market, such as at present, 
when the equity component is 


shrinking, the debt side of the port- 


Steady Your Portfolio 


RAMEN SARKAR 





folio acts as a cushion against the fall. 
Says Jimmy A. Patel, CEO, Edelweiss 
Asset Management: “While they are 
not exactly a ‘safe’ avenue, balanced 
funds carry a lower risk on the risk- 
return spectrum compared to pure 
equity funds." And in a volatile mar- 
ket, they serve to lend stability to 
your portfolio. Experts feel that in- 
vesting in balanced funds in the cur- 
rent scenario will give a two-fold 


Afew select balanced funds can lend stability to your portfolio. 


SBI Magnum Balanced 
Asset Allocation 
13.66 | Debt 


17.54 | Others 


RUN 





Top Holdings 
Axis Bank 
Reliance Industries m 
First Leasing 4.55 
BHEL 3.78 
Larsen & Toubro 3.38 


Figures in percentas on July 31,2008 
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Principal Child Benefit 
Asset Allocation 
16.8 Others 


24.23 | Debt 98.97 | Equity 





Top Holdings 
ABN Amro Bank 
Federal Bank | 


Sagar Cements 
RPS Securities | 
JM Financial 





benefit: asset class diversification 
coupled with rising interest rate in- 
come. Says Ritesh Sheth, Fund 
Manager, sBI Mutual Fund: “First, it 
helps investors to graduate from a 
savings mindset to an asset class 
one, and, secondly, given that the in- 
flation rate is higher than interest 
rates, wealth is destroyed if money is 
kept in a savings account. Balanced 
funds help build an equity portfolio, 
which, over the long term, can de- 
liver better returns.” 


Showing Their Mettle 

But it’s in a down market that bal- 
anced funds help cushion the blow. 
Over the past year, while the equity 
market has gone nowhere, balanced 
funds have returned an above- 
average performance. Says Patel: 
“Last year, the CRISIL Balanced Fund 
Index—a typical benchmark for 
most balanced funds—generated 
returns of around 5.62 per cent for 
a one-year period. During the same 
period, the s&p Nifty generated a 
return of just 4.9 per cent.” 


HDFC Prudence 
Asset Allocation 
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21.72 | Debt 75.27 | Equity 
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Smart Energy Management 





SADLY, THIS IS THE MOST COMMON VIEW OF 
ENERGY IN INDUSTRY. 





LUCKILY, THERE IS A WAY TO CORRECT IT. 


This is the perfect time to take up Way 2 Save™ with Conzerv. 

We will provide you with a Remote Energy Consulting Service that will open ways 
to major savings in energy costs. Once you’re convinced, we will install the 
products and energy management system at your plant. The results, we assure 
you are huge enough to lift the financial bottom-line. 
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Energy Improvement Program 
Remember to make your purchase of Energy Management System before 
30" September 2008 for a special NO-OBLIGATION 6-weeks experience of 
Way 2 Save", It is an eye-opener. 


Conzerv Wins 
Cll National Award for Excellence in Energy Management 2008 
Innovative Product- cooLite™ Lighting Energy Saver 


3" IETE Corporate Award for Performance Excellence 2008 | 
in Electronic Instrumentation — E 
Conzerv Systems Pvt Ltd, 


44P Electronic City East Phase, Hosur Road, Bangalore 560 100 INDIA 
Help Desk 1800 425 0555 Or SMS “ W2S " to 99017 78080 


www.conzeryv.com 
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Balanced fund managers also al- 
ternate between asset classes de- 
pending on market conditions. A 
fund loaded with equity can lighten 
up and re-invest in debt when equity 
markets look shaky. Says Apoorva 
Shah, Fund Manager, psP Merrill 
Lynch: *Another distinct advantage 
of balanced funds is that they con- 
tinuously rebalance the portfolio to 
ensure that the broad asset allocation 
is not disturbed. As fund managers 
balance the pre-determined equity- 
debt ratio, they have to regularly 
book the gains clocked. A fund man- 
ager effectively buys equities in a 
falling market and books profits 
when the markets rise. This also al- 
lows investors to maintain an ap- 
propriate asset mix without having to 
rebalance their portfolios on their 
own." Therefore, if you want a mix 
of both asset classes you must con- 
sider balanced funds, especially with 
a 3-5-year horizon. And you can 
forget about market timing. 

Out of 32 balanced funds, 20 
have been around for five years. 
And over this period, their per- 
formance has not been found want- 
ing. On an average, they have given 
23-24 per cent returns. The 
top three funds have been consis- 
tently good performers and in- 
vestors can consider adding them 
to their portfolios. 


SBI Magnum Balanced 

This fund invests in a good mix of 
large- and mid-cap stocks. Its per- 
formance over the past five calendar 
years speaks much about its ability to 
generate returns. With its NAV ap- 
preciating 17.32 per cent CAGR 
(compounded annual growth rate) 
and 32.05 per cent CAGR over the 
last 3-year and 5-year periods, re- 
spectively, the fund has outper- 
formed its peers by some distance. 
As on July 31, 2008, its top three 
sectors—technology, energy and fi- 
nancial services—accounted for 
about 30 per cent of its portfolio. If 
you want some concentrated stock 
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In a downturn, balanced funds tend to 
perform better than equity funds" 


Viraj Ghatlia / Head (Financial Planning 
& Wealth Advisory)/ ASK Wealth Managers 
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“Balanced funds can deliver — 
better returns over the long term 


Ritesh Sheth/ Fund Manager/ 
SBI Mutual Fund 


Balanced funds have put up a sterling performance over the last five years. 










Scheme 


Principal Child Benefit 71.63 — 2316 
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Tata Balanced — — 5462 — 20522 
Canara Robeco Balance 39.69 12143 
46.00 


Escorts Balanced 2.55 


Returns as on August 25, 2008 


investment action and performance 
to boot, this fund is your answer. 


Principal Child Benefit 

Every investor desires a fund that 
can deliver excellent returns year 
after year. That's a tough task, but 
this fund has lived up to such ex- 
pectations. With an NAV apprecia- 
tion of 27.10 per cent CAGR and 
29.03 per cent CAGR over the 3- 
year and 5-year periods, respec- 
tively, the fund has given returns 
unmatched even by some diversified 
equity funds. Being very conserva- 
tive, the fund has less than 59 per 
cent of its total investments in eq- 
uity. It is suitable for investors with 
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a moderate appetite for risk. 


HDFC Prudence 


This fund easily ranks as one of the 
top performers in the balanced 
funds segment. With high expo- 
sures to sectors such as financial 
services, pharma and engineering, 
the fund has delivered good returns 
over the years—its five-year annu- 
alised returns of 27.96 per cent 
makes it very attractive to investors. 
The fund has stuck to its large-cap 
orientation but also invested in mid- 
cap stocks. As on July 31, 2008, 
the fund has 75.27 per cent of its 
investments in equity, so expect it to 
be volatile for a while. 
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RAVI S. SAHANI 


Cashing in on Gommodities 


Agri-commodities can be a hedge against inflation in any portfolio. 


But at current high pric 
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OU MAY THINK THAT AGRI- 

commodities are for sophis- 

ticated investors only, as they 
involve a high degree of under- 
standing and speculation. But they 
are turning to be an attractive 
alternative investment for ordinary 
investors, too. Kande R. Ramesh 
is among the many regular investors 
in commodities. This 34-year-old 
invested in contracts of sugar and 
gur five months ago on anticipa- 
tion of a higher sugar demand and 
a decline in production. On a 
hunch, the businessman from 
Karnool, Andhra Pradesh, also 
invested in jeera this July. When 
he settled his position last month, 
Ramesh netted Rs 1.5 lakh on sugar 
and Rs 30,000 on gur. Jeera let 
him down with a loss of Rs 1 lakh 
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mainly on account of quality con- 
cerns, but overall, Ramesh romped 
home clear with a profit of 
Rs 80,000. “I have knowlegde in 
commodities. I regularly track their 
price movement,” he said. 

For many investors, agri- 
commodities are proving to be a 
good hedge against inflation. Last 
year, select agri-commodities surged 
by an average of 25 per cent (see 
Spicing Up Your Portfolio) far ahead 
of inflation (12.44 per cent on 
August 2, 2008) making their 
investors richer. 


Look Before You Sow 

Still, in the world of agri- 
commodities, investors must step 
with caution. There are many fac- 
tors that play on agri prices in the 









es, should you invest in them? K.R. BALASUBRAMANYAM 


short run. These could be geo- 
graphical, political or pure eco- 
nomic factors like supply and de- 
mand. Says R. Ramaseshan, CEO, 


National Commodity and 
Derivatives Exchange (NCDEX): 
“One should track the build-up of 
the monsoons and crop sowing 
patterns, and even crop damages 
due to pest attacks.” 

But from an investment point 
of view, agri-commodities should 
do well over the long haul. One 
factor going in their favour is the 
diversion of agricultural land to bio- 
fuels globally in response to high 
crude prices. Says Hyderabad-based 
Harish Galipelli, Chief Analyst, 
Karvy Comtrade: “High oil prices 
resulted in land being diverted from 
traditional commodities like sugar, 





ee al col m e n tt 


» =A f -~ 
Ts K SEEEN a E A 2o ru t Le eee or — 


Pm the guy with the answers. 
not the accent. 








bi UNPTTYIT 38 





MAIL TODAY 


Currently available in Delhi and NCR region. www.mailtoday.in News for the new Inala 


bt money 


RACHIT GOSWAMI 


“Investors should track the build-up of the 
monsoons and crop sowing patterns, and 
even crop damages due to pest attacks” 


R. Ramaseshan, MD & CEO, NCDEX 


palm oil, soyabean oil, corn, etc., 
to industrial use, thus, curtailing 
their supply in the market.” 


High-yield Crops 

So, which agri-commodities can reap 
good harvests for investors? A sweet- 
ener for your portfolio in this market 
is sugar. Sugar prices in Maharashtra 
increased 17 per cent this August to 
Rs 1,675 per 100 kg from a month 
ago. Analysts see prices at Rs 2,000- 
2,100 per 100 kg by December, 
2008. The reason? The acreage 
under sugarcane declined to 4.4 
million hectares from 5.3 million 
hectares last year. Besides, the 
diversion of sugarcane to produce 
ethanol may lead to lower produc- 
tion of sugar in India. “Sugar looks 
good as an investment opportunity,” 
says Galipelli. 

Another popular commodity 
with investors is soyabean. Says 
Galipelli: “Demand for byproducts, 
such as soya oil and soya meal, is 
robust.” Due to a rapid rise in its 
price, a correction could be on the 
cards, according to Badruddin, 
Senior Research Analyst, Angel 
Commodities Broking. But over the 
long term, soya prices should stay 
firm on the back of the rising 
demand for edible oil in India. 

The star commodity last year, 
however, was turmeric. The yellow 
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“International markets are looking at Indian 
spices as the crop in other producing 
countries has declined” 


Harish Galipelli, Chief Analyst, Karvy Comtrade 


spice delivered the highest returns as 
its prices doubled over the last one 
year. Badruddin feels turmeric prices 
will remain strong till the end of 
the year due to a crunch in supply. 
“Investors can buy NCDEX turmeric 
October contract at Rs 3,420-3,480, 
but should maintain a stop-loss of 
Rs 3,340. The commodity could hit 
Rs 3,850-4,050 per quintal in about 
a month,” says Badruddin. Spices 
are in demand now. “Spices like 
turmeric, chilli, pepper, jeera, 
cardamom and coriander are 
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x Start Vus futures by 
paying just 5-15 per cent of the 
original value of the contract 


m Even a small price movement can 
have a big impact on your 
commodity portfolio 


w Keep an eye out for demand and 
supply and crop production to be 
successful i in commodity investing 


* Investors should take advantage of 
the commodity market, but keep 
their exposure levels in check 

* Commodities carry a negative 
correlation to other asset classes. 
Including commodities will bring 
in stability at your portfolio 





"Due to a rapid rise in soyabean’s price, a 
correction could be on the cards. In the 
long term, prices should stay firm" 


Badruddin, Sr Research Analyst, Angel Comm. Broking 


expected to extend their bull run 
on the back of robust global de- 
mand. International markets are 
looking at Indian spices as the crop 
in other producing countries has 
declined," says Galipelli. 


Another popular spice is jeera, 
whose prices rose 34 per cent 
between April and mid-August this 
year. Though the Indian produc- 


tion has been good, a decline in 
production in Afghanistan, Syria 
and Iran has led to a buoyancy in 
prices. “Investors can go for a ‘buy’ 


in the commodity," says Badruddin. 


Jeera stocks will remain low till fresh 
arrivals commence from February- 
March next year. “Investors can buy 


October Jeera at Rs 11,390-11,425 


and keep a stop-loss below Rs 
11,000," says Badruddin. “We have 


a target of Rs 12,100, then 
Rs 12,400 in about a month." 

On the other hand, pepper is 
in short supply, and the north 
Indian markets are expected to step 
up their purchases in the coming 
weeks. Badruddin notes that this 
should strengthen prices till 
November. Thereafter, the trends in 
global production will determine 
its prices. He recommends a ‘buy’ 
on pepper September contract at 
Rs 13,350-13,400, with a stop-loss 
of Rs 12,800. His target is 
Rs 15,000 in one month. 
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The holiday season is approacmme andis time to m eut the insurance 
packages that will keep you safe on your vacation. NITYA VARADARAJAN JEN 


HIS HOLIDAY SEASON, WHILE 

you are busy with tickets 

and reservations, currency 
conversions and time-tables, do 
consider one crucial item—travel 
insurance. Whether you are going 
away for the weekend or spending 
a few weeks overseas, accidents 
can be a costly affair. But that’s 
not all. Travel insurance covers 
healthcare costs, if you fall sick 
overseas, and even baggage lost in 
transit. In fact, insurers are bun- 
dling in all the costs that a traveller 
can incur to make your journey 
happy and safe. 

There’s insurance for all kinds of 
travellers. For the frequent traveller, 
particularly high-flying executives, a 
“multi-trip” cover is ideal for over- 
seas trips. For students, insurers pro- 
vide for emergency trips back home 
and all the basic healthcare insurance 
requirements. And even for senior 
citizens, there are covers to meet 
their specific requirements. So, pick 
the cover that suits your profile, 
duration of stay and the expenses 
you are likely to incur. 
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INDIAN HOLIDAYS 


Policies for trave! within the 
country are cheap. 


INSURER: Bajaj Allianz General 

NO. OF DAYS: 21-30 days; Multi-trip 

PREMIUM: Rs 239; Rs 2,950 

SUM ASSURED: Rs 2,00,000 

POINTS: Among the cheapest policies, it 
mimicks features of overseas travel, without 
the mediclaim bit and, instead, offers hospital 
cash. There are exclusions for injuries/death 
due to adventure sports 

INSURER:ICICI Lombard (Domestic Travel for 
Air Deccan Passengers)* 

NO. OF DAYS: 21-30 days 

PREMIUM: Rs 99 

SUM ASSURED: Rs 75,000 

POINTS: Does not cover accidental death but 
only medical expenses, baggage loss and delay 
and ticket loss. Covers no other travel risks 
INSURER: Tata AIG 

NO. OF DAYS: 21-30 days; Multi-trip 

PREMIUM: Rs 263; Rs 2,686 

SUM ASSURED: Rs 50,000 

POINTS: Similar to the Bajaj Allianz plan, it 
gives more for personal liability claims than 
accidental death 


* ICICI Lombard offers customised policies 
for domestic travellers. 





A Few Firsts 


But first, ask yourself: how much 
travel insurance do I need? The 
answer lies in the kind of trip you 
are making and your destination. 
For a trip to the us or Europe, you 
will need to load on travel insur- 
ance, because of the high medical 
costs in there. Says Chandan Kumar 
Sinha, President, Religare Insurance 
Broking: “Your destination, age 
and duration of stay should deter- 
mine the amount of insurance. The 
longer you stay and the older you 
are, the more you are likely to re- 
quire insurance.” Third-party lia- 
bility is equally important—just in 
case you happen to injure some- 
one or damage property uninten- 
tionally, you could get sued for 
huge amounts. 

Also, ask insurers whether they 
offer a network of hospitals for 
overseas trips, and how to facilitate 
a claim in case of an emergency. 
ICICI Lombard, for instance, has tied 
up with United Healthcare’s net- 
work of hospitals overseas and offers 
a card to overseas travellers that 

















ensures access to these facilities. 
All travel policies cover baggage 
loss. But check up on compensa- 
tion in cases of lost passports, or 
whether there's a distress allowance 
in case of hijacking, or hospital cash 
benefits, and other expenses due 
to a delay. Among others, insurers 
provide personal accident and dis- 
ability covers. Also, read the fine 
print for special situations, such as 
medical evacuation emergencies. 


The Policy Features 

You can choose from a host of dif- 
ferent policies. Policies can be silver, 
gold or platinum, depending on 
the insurer, and the sum assured 
can range between $50,000 (Rs 
21.5 lakh) and $5,00,000 (Rs 2.15 
crore). In case of accidental death, 
there's a 100 per cent payout, but 
for other claims, such as baggage 
loss, the payout rates depend on 
the type of loss. 

Travellers should also study the 
fine print carefully, as they vary 
between insurers, For instance, some 
insurers may not cover hospital stays 
beyond seven days. There may also 
be a cap on medicines and doctors' 
fees. If your policy has such limita- 
tions, it may be worthwhile to check 
the probable cost of medical 
expenses at your destination. 

When you are holidaying with 
your family, opt for a floater cover 
. but ensure that it's adequate. Says 
“Ramesh Chordia, Managing 

. Director, Insuregain.com: “Many 
families opt for a cumulative 
$200,000 (Rs 86 lakh) cover think- 
ing that not everyone can fall sick at 
one time. But in an accident, all 
members are affected and the cover 
might not be enough." 

Insurers have begun offering 
domestic travellers policies akin 
to those relating to foreign travel. 
You get accidental death benefits, 
emergency hospital benefits, and 
even trip cancellation charges. So, 
if you are planning a journey, don't 
take any chances. 
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NEWS ROUND-UP 


The Equity Touch 


New FMPs offer a chance to participate in the market—safely. NITYA VARADARAJAN 


F YOU ARE LOOKING TO PARTICI- 
p. in the stock market but don't 
want its downside risk, then you 
should consider equity-linked fixed 
maturity plans (FMPs). With negative 
news like the global slowdown and 
soaring inflation making the head- 
lines almost everyday, the market is 
unlikely to rebound in a hurry. Yet, 
if the global cues turn positive 
quickly (recall the sharp pullback 
in the dollar and the subsequent 
decline in gold prices), investors 
might miss a chance to buy cheap in 
this market. Equity-linked deben- 
tures ensure that you are not left 
ruing such missed opportunities. 

Fund houses Prudential icici and 
Birla Sun Life are offering equity- 
linked FMPs with attractive features, 





INVASOD LIHOVM 


benchmarked to Nifty’s perform- 
ance. Prudential ICICI AMC is offering 
a minimum return, irrespective of 
market performance, which is good 
news for investors. Even if the Nifty’s 
performance is below par, Prudential 
ICICI will give a minimum pre-tax 
yield of 15-16 per cent (absolute re- 
turns) over 24 months and an 18-19 
per cent return on its 36-month 
plan. These returns could be higher, 
if the market improves. Besides, in- 
vestors can participate in the Nifty’s 
performance in case the market re- 
bounds. Both these plans come with 
a knock-out level, beyond which 
the Nifty’s returns are capped. 

On the other hand, Birla Sun 
Life provides a 60 per cent partici- 
pation in the market in its three-year 


"The minimum yield is an attempt 
to woo wary investors to an indirect 
equity route" 

Nilesh Shah, Deputy MD, Prudential ICICI AMC 


like definite returns. Prudential ICICI’s 
SMART FMP series will invest up to 95 
per cent of its corpus in equity-linked 
debentures. The debentures are 


plan, and a 45 per cent upside in its 
21-month plan. This means that if 
the Nifty appreciates by 1,000 
points, the investor gets returns 
equivalent to 600 points. 

For investors, it's a good way to 
hedge their entry into the stock 
market. But there are drawbacks. 
Says Nilesh Shah, Deputy 
Managing Director, Prudential ICICI 
AMC: *The product is less liquid 


POWERED BY EQUITY-LINKED DEBENTURES 


The new schemes are loaded with good features and come with a minimum retum. 


ICICI Prudential Birla Sun EL Birla Sun 
SMART Fund-f d | FMP-D 


ICICI Prudential 
SMART Fund—C 


Key points 





Offer Closing Date September 19. September 19 September 10 September 10 

Tenor (months) 7 36 2] 36 because there are not too many 
x f roli y 
Market 100 percent of 100percentof 45percentof — 60 per cent of esha y. d apte 

Participation upside of S&P — upsideofS&P — upsideof S&P upside of S&P b vo^ sura ria 

Ee CNX Nifty CNX Nifty CNX Nifty ONN —— exit load before maturity. 
145 percentor 160 percentor 140percentor 180 percent or The returns are, pOWeNers 
Knock-out above of above of above of above of quoted on an absolute basis. In sim- 
pee Ton reference index “reference index  referenceindex reference index ple interest terms, the assured re- 
Payoff at 19.5-20.5 60 20.68 41.11 turns work out to around 6.2 per 
Knockout (%)* cent in Prudential icic's schemes, 
Capital Protection (%) 100 100 100 100 and around 8 per cent per annum 
Coupon (%) 15-16 assured 18-19 assured — l4assured — 26 assured js ku Sun 55 sees 
: $ ess than regular returns of 10- 
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Maturity: nil Maturity: nil equity route.” For many equity 
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168 BUSINESS TODAY SEPTEMBER 21 2008 


investors still sitting on the fence, it’s 
a win-win opportunity. 


To Your Instant Health 


A new health plan offers a quick and easy cover tailored for you. NITYA VA RADARAJAN 


NCE YOU BUY BAJAJ ALLIANZ'S 
d aa health scheme, Bajaj 
Allianz InstaInsure, you can be 
pretty much assured that the policy 
will get activated within 10 min- 
utes. What's more, you will be in- 
formed of this via sMs. The policy, 
which you can purchase easily 
through its partner outlets, pro- 
vides a floater cover—for the entire 
family—at competitive rates. 

The rates of premium are fixed 
throughout the tenure of the policy. 
A booklet that comes with the policy 
lists the details of the policy—and its 
fine print. And the proposal form is 
also simple. However, buyers can 
enter the scheme only up to the age 
of 45, though the policy will be re- 
newed till age 70. Says Swaraj 
Krishnan, CEO, Bajaj Allianz General 
Insurance: “There is a big gap be- 
tween the insured and the non-in- 
sured. We found a pent-up demand 
for a simple health product with 
fixed rates. With this, we have 
launched the most basic health 
insurance policy.” 

For starters, the sum assured is 
only Rs 1 lakh, and the premium is 
Rs 2,050 for a husband and wife 
duo. If you need to extend the cover 
for two children, you will have to 





add another Rs 500 to the pre- 
mium. Additionally, you—the pro- 
poser—are insured against accidents 
up to the sum assured. Even single 
people can opt for the policy, unlike 
a traditional mediclaim where single 
people find it difficult to get health 
insurance as the insurer finds such 
policies unviable. 

The policy covers day care ex- 
penses for 130 ailments. Besides, 
the insured have cashless access 
to 2,500 empanelled hospitals. If 
you opt for hospitals other than 
the ones empanelled, you 
are promised a quick claim settle- 
ment—within 14 days of submit- 
ting all documents. 

Like many other policies, this 
one, too, has its limitations. For 
one, the pre- and post-hospitalisa- 
tion expense is limited to a paltry 
Rs 600. This is a small cushion 
compared to the cost of arriving at 
a diagnosis or post-discharge treat- 
ment. Hospital room charges and 
nursing expenses are capped at 1 
per cent of the sum assured, but 
this is doubled for ICU treatment. 
Apart from that, surgeon’s fees and 
all related doctor fees has been 
capped at Rs 30,000 and medi- 
cines/surgical appliances, lab charges 


A PULSE CHECK 
How the different health policies compare. 


Cholamandalam MS's Family Floater Health Plan 
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during hospitalisation, artificial limbs 
at Rs 40,000. 

A policy that can be compared 
to Bajaj Allianz’ is the Chola- 
mandalam Ms's Family Floater 
Health Plan. However, this policy 
does not get activated instantly, 
though it offers more benefits 
for the insured. The policy allows 
for 60 days of pre-hospitalisation 
expenses and 90 days of post- 
hospitalisation expenses. It also 
covers other incidental expenses 
and external aids and appliances 
up to a specified limit and allows 
for co-payment (the insured pays a 
part of the bill) if treated in a non- 
network hospital. 

Many advisers reckon that it's 
important to have a medical in- 
surance cover of at least Rs 4 lakh, 
if not more, so that the basic emer- 
gency medical expenses, at least, 
are covered. For those who don't 
have medical insurance, Instalnsure 
could be the answer. 

Healthcare costs are on the rise, 
and so are the costs of basic check- 
ups. Uninsured medical care can be 
financially taxing. But health insur- 
ance is an excellent solution for in- 
dividuals. And its benefits far out- 
weigh the costs over the long run. 


Bajaj Allianz’ Instalnsure 
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Back in Business 


IT stocks are rebounding due to a weaker rupee, 
but choose your stocks carefully. 


OR A LONG TIME NOW, INDIAN IT COMPANIES HAVE 
F had to contend with a rising rupee and shrinking mar- 
gins. But not any more. With the rupee hitting a new low 
of Rs 43.92 on August 29, 2008, the fortunes of IT 
companies have taken a turn for the better—and Ir 
stocks have started to perk up. Last month, the BSE IT 
Index rose 2.5 per cent even while the frontline BSE 
Sensex dipped 1.2 per cent (see Steady Recovery). 

While a strong dollar is good for tech companies in gen- 
eral, not many IT stocks make the investment-grade. That’s 
because their business environment still looks weak due to 
the slowdown in the us. Further, the valuation gap between 
the large-cap IT companies and those in Tier II has increased. 

A recent report by India Infoline says that the valu- 
ation discount between Infosys Technologies and Satyam 
Computer Services has expanded from 15 per cent in 
April 2008 to 26.8 per cent at present. The report men- 
tions that Tier-II companies, such as Satyam, HCL 
Technologies and Tech Mahindra, are better placed 
than the top three companies—Infosys Technologies, TCs 
and Wipro. This is because of the increasing valuation gap 
between the top players and the Tier-II companies. 
*Notwithstanding the relatively better fundamentals, 
Tier-II large companies’ valuations in terms of P-E and 
P-B multiples for 2009-10 are at a significant discount of 
34.4 per cent (9.6x vs 14.6x) and 35 per cent (2.6x vs 
3.9x), respectively. Existing discounted valuations factor 
a bit of exaggerated risks to their earnings growth and we 
expect this aberration to correct over the next couple of 
quarters," the report says. India Infoline is overweight on 
HCL Tech, Tech Mahindra and Satyam and underweight 
on Wipro, Infosys and TCS. M 


CLIFFORD ALVARES 


STEADY RECOVERY 


IT stocks are perking up, thanks 
to the falling rupee. 





INVASOD HSAWD 


170 BUSINESS TODAY SEPTEMBER 21 2008 














MF SCOREBOARD 


The top performers category-wise. 


1-MONTH 


RANK RETURNS ^ 






















DIVERSIFIED EQUITY 


1 UTI Master Value 5.38 
2 UTI Mid Cap 410 
3 JM Contra 432 
4 Birla Sun Life Buy India 411 
5 ING Dividend Yield 


1 HDFC LT Advantage 
2. Principal Personal Tax Saver 


3 Franklin India Taxshield 281 
4 Fidelity Tax Advantage 2.14 
5 JM Tax Gain 2.45 











SECTOR FUNDS 
1 Reliance Pharma 


2 Franklin Infotech 1.31 
3 JM Auto Sector 6.91 
4 UTI Software 6.39 
5 Magnum IT 5.84 
























BALANCED FUNDS 
1 HDFC Children's Gift Investment 


2 HDFC Balanced 3.84 
3 JM Balanced 3.39 
4 Templeton India CAP Gift Plan 3.26 
5 Principal Balanced 


1 Birla Sun Life MIP II Savings 5 


2 JM MIP 158 
3 FT India MIP 1.08 
4 Birla Sun Life Monthly Income 1.05 
5 HDFC MIP Long-term 1.04 





INCOME FUNDS 


1 Canara Robeco Income 3.74 
2 DWS Premier Bond Regular 1.40 
3 ICICI Prudential Income 1.25 


4 Tata Income Plus HI K 1364 1.08 
5 Tata Income Plus .6 





LIQUID FUNDS 
1 Principal Money Manager Regular 
2 HDFC Cash Management Savings 
3 Taurus Liquid 

4 DSPML Cash Plus Regular 

5 HDFC Liquid 


*Absolute returns percentage as of Aug. 26, '08 Source: Valueresearchonline.com 
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IT’S ALL HAPPENING AT 


$ 162,000,000 


WORLDWIDE BOX OFFICE TO DSRS 


FROM M. NIGHT SHYAMALAN WRITER-DIRECTOR Ol 
THE SIXTH SENSE AND SIGNS 


MARA WAHLBERG 
DU mi 


HAPPENING 














ninm 


— 


TEER iij Iu ut nn HHHHIUIHI s 
NUM i um HUU "E = 

a QM BU WU II W 
AN f WARN 
I MOU 

| 

I 


Ill 
l!!! 
TELE WA 
AULAE ADU QUU Win qm 
TITI iii 
TO VO III 


UR ih I 
i SR NNN, 


Acree INI LOT sg 
MIRA nl NAM N | 
a TUTEETETEHLETI Ht ttl 


Pontum n HUH NER it ikan i 


Í 
} 
| 
| 
I 


Il 

i 

AA I= Pera 
A U amma 


Usha pas us t i 


OD eet a 


c- 
—— 
c 
— 


SCALABLE OFFICES INCUBATION CENTRE WIDE COLUMN SPANS EFFICIENT TRAFFIC MANAGEMENT 
SUPERFAST ELEVATORS MULTI-LEVEL BASEMENT PARKING ZERO DISCHARGE ENVIRONMENT 100% POWER BACKUI 
INTELLIGENT BUILDING MANAGEMENT SYSTEM REST & RELAXATION ZONES LANDSCAPED WALKWAYS 
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the time when ‘conservation’ is the keyword in all we do. From fuel to water to air, we are now 
towards making our natural resources last longer by using them better. The result: green cars 
iving and working spaces. 


IHyderabad's IT corridor, it offers the latest in building technology to make it a great green optic 
addition, there is also a mixed-use residential and retail space spread over 300 acres. From i 
lighting to superior waste management, every aspect of Maytas Hill County SEZ has been we 

icut to meet the stringent standards of LEED (Leadership on Energy and Environmental Desig 


certification from the Indian Green Building Council. 


S TERRACED PLATFORMS © NATURAL ROCK FORMATIONS z CAR PARK MANAGEMENT SYSTE 
£ WI-FI ENABLED o 24X7 MEDICAL FACILITIES o SHOPPING CENTRE x CCTV « HIGH BUHLI 
| LEED GOLD CERTIFICATION NORMS = LARGE MODULAR FLOOR PLATES = BUILT.-TO-SUIT SOLUT 
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uality in any office is synonymous with the com- 

fort of the employee. Professionals across the 

world spend more than 40 hours a week at their 
workplaces, and therefore, it is important to create the right 
environment to attain optimum productivity. Don't forget 
that smartness also goes hand in hand with environmental 
conscience. Thus, a ‘smart office’ is a place that combines 
quality and comfort while reducing its ecological footprint. 
And this is true not only for big offices but also small com- 
panies. There are various methods and equipments available 
that can help make your office the best place to work in. 
How to make your office smart 
O Office Automation: Office automation means equipping 
the office with varied technology, and computer accessories 
and software. These help collect, create, store and manipu- 
late data and office information which is required for the 
smooth functioning of the office. Office automation helps in 
the optimisation of the procedures in the office while reduc- 
ing the time spent on them. Various office products include 
copiers, scanners, telephone, fax machine, projectors etc. 
These are used in the various functions in the office like, 
copying, scanning, collecting data, transferring files from 
one computer to another and so on. Office automation helps 
you to work better, smarter and easier. 
O Office Furniture: Office is the place where you spend the 
maximum part of your day, and it is important that it should 
be a place where you can be comfortable. Jobs in comfort are 
jobs in the long run. The need for physical comfort in an of- 
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( A SMART OFFICE DESIGN IS A RESULT OF PAYING HEED 3 
e TO THE EMPLOYEE S COMFORT AND ENVIRONMENT BY @ 
DEPLOYING THE ESSENTIAL TECHNOLOGY AND TOOLS 
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fice can be taken care of by choosing the right office furni- 
ture. Comfortable office furniture also ensures better quality 
of work as people can work longer hours without experiencing 
physical fatigue. Office furniture includes desks, tables, glass 
partitions, chairs, cabinets, board etc. Comfort of the employ- 
ees should be kept in mind while purchasing any furniture. 
You should look for furniture that combines look with ease. 
O Office Security: Whether it is a home, bank, restaurant, 
hotel or any other building, security is very important. An 
office is no exception. Every office should have security 
alarms, fire alarms, smoke detectors, card entry and the like 
to make it secure against theft, burglary, fire etc. Setting up 
all these things might be an expensive affair, but it is worth- 
while. 

O Office Stationary: Office stationary may not occupy a 
very significant place while talking about smart offices but it 
surely is as essential to a smooth running office as the latest 
computer software. Office stationary generally includes sta- 
plers, pens, punches, scissors, note pads, post-it notes, etc. 
Unavailability of the required stationary in the office might 
impede the work. 

O Environmental Accessories: Proper selection procedure 
is essential for accessories like inverters, gensets, vending 
machines, carpets, wall papers, tiles etc. This will go a long 
way in ensuring that you do not put a heavy burden on the 
environment. The type of accessories you choose would de- 
pend upon many factors, the most important being the re- 


quirement and the nature of the office. 
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. Imagesbazaar.co 


magesBazaar.com is the world's largest collection Bajaj, GE Money and 

for searching, purchasing and downloading creative many others have been us- 

images with Indian faces. It isa collectiveandongo- “ing their images for various 

ing endeavor of over 50 talented and passionate photographers national as well as interna- 

led by renowned Indian photographer Sandeep Maheshwari tional campaigns. And they 
who has created a area Satisfied lot. 








ony, World Record in "ImagesBazaar.com 
Bie oui ideal INTRODUCING Professional Pho- iS the best image bank in 
= THE 45 DAY MIRACLE. tography. India. The processes and 
KN ImagesBazaar Systems are simple, and the 
works with almost turnaround time is excel- 

f tore egy all the advertising lent. Talking of the collec- 





tive professionals of wide variety from all seg- um E 


India. Thousands of ments and across indus- T 21 
. " LET wre Ladies Pram oo d al mon 
leading brands such tries. The other thing that g P £ RÀ | 
ç : n ^ å I 
kia. IBM. Reliance, the continuous innovation to bring the best to the customer," ex- 


ICICI, Apollo, Mi- claim Lakshman Raju from R K Swamy BBDO. And as Ashwir 
crosoft, Club Mahi- Kunder of Digital Driftwood says, "I am sure, in times to come, 
ndra. Emaar MGF.  ImagesBazaar.com would add more value to Indian advertising 
Epson, TATA, HP, & marketing communication." 


Smart Orrice! Smart Documentation! 


look at the new age office A DMS also means that it has to 
spaces in India shows very integrate the entire chain of document 
clearly that there is a sharp life cycle like : 
departure from the old age Office with ¢ Input : Digitisation of Physical Doc 
Iron Chairs, Tall Cupboards, Blackened uments into electronic Form 
Pigeon Holes and so on ... * Process : Put the Electronic Docu- 
Today's office are smart, cool in its ments into the Workflow 
look and effective in its layout. * Publish : As and when required in 
Gone are the days when office used whichever form. 








to be cluttered with a host of papers lying 
around in corners to be used for different 
purposes . Outbound (invoice, challans 
etc.) or Inbound (claim forms, inventory 
list etc). Today most of the offices are 
connected and most of the documents are 
printed only when it is required. 

At the core of this clutter less and clean 
office is something known as Document 
management Solution or in short DMS. 
DMS can be defined as a system of manag- 
ing documents of any type in any organisa- 
tion of both electronic and physical form 
right through the entire life cycle of the 
document from its creation till its destruc- 
tion in a meaningful way so as to boost the 
productivity of the organisation and pro- 
vide ease of usage to its employees. 





Som Gangopadhyay, Director Business Imaging 
Solution Division, Canon India 





* Output : The total output in any set- 
up (geographically dispersed across 
the globe or not) 

Organisations are putting enough 
money in R&D to ensure that they 
come out with effective packaged 
solutions along with Hardware and 
Software to address all the above. And 
Global giants like Canon have been 
offering its state of the art packaging 
to address all the above in the most 
cost effective way. 


Be it Canon -eCopy for Inputing, 
to Canon- ParaDM for Processing . 
to Canon 1W360 for Publishing and 
finaly Canon- UniFLOW for con 
trolling the entire printing of the oi 
ganisation. 
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nity Automation Solutions Ltd., (UASL) was set up 

with the basic intent of delivering “Investment Pro- 

tecting” Service in the Electronic Security World. 
As the Original Equipment Manufacturers (OEMs) in the Elec- 
tronic Security Domain, focused on securing new business, 
their Service levels dropped astonishingly in their chase to se- 
cure more and often bad business. The tailspin of failure was 
inevitable, and Customer Satisfaction levels plummeted to new 
lows. The essential happened, as the User Community jilted by 
their previous Vendors, looked for newer 
OEM’s and bigger brands, but with the 
same result. 

Enter Unity Automation into the scene 
in the early 2000’s. The prime focus that 
Unity carried was to extend the lifecycle of 
the installed products at the Customer loca- 
tion, irrespective of the OEM who supplied 
it. The business model was based on mak- 
ing existing Investments work for the Customer Community. The 
model also ensured, that Unity did not chase after more and more 
‘first sales’ and concentrated on fixing problems and enhancing 
value for existing Customers. The Value proposition to the Cus- 
tomer was extremely evident and new business was offered to 
Unity most often without Commercial Tenders. Unity’s goals of 
“True Partnering with Customer Organisations” rode on the suc- 
cess of Service Delivery Programmes and Initiatives. 





UNITY AUTOMATION 


SOLUTIONS LIMITED 





Unity Automation — [HE Security EXPERTS 


Today, Unity Automation has significant and satisfied 
Customers in the Banking Sector & Financial Sector. They 
have developed innovative Security Concepts which have 
been successfully deployed in this Sector. Unity Automa- 
tion has amalgamated Automation Concepts using Auto- 
mation Blocks for delivering Remote Facility Monitoring 
& Critical Data Monitoring Solutions by leveraging the 
power of the internet and GSM Technologies. Besides these 
path breaking Solutions, Unity “Supplies, Installs, Tests, 
Commissions, and most importantly 
Supports any make of Access Control 
Systems, Fire Alarm Systems, CCTV 
Surveillance Systems and Building 
Management Systems. 

The new initiative from Unity Auto- 
mation is the “ADDS” programme used to 
effectively Assess the Threats and Vulner- 
abilities of the Customer, Design a solution 
to mitigate these, Deploy the Solution and Support it through 
the lifecycle of the threat. 

Unity Automation today supports over 250 locations across 
India while retaining the ethos of “Service First” and “Only 
Consistent Service Sustains”. These two phrases embody the 
entire Customer Focus of Unity. Unity is the only organisation 
in the world to actually deliver ‘measured continuous improve- 
ment’ in System performance and Services. 








Kerox Apps Corour To Business PRODUCTIVITY 





Wiru Its 'Coron In Orrice Series’ 


Research has proven that black-and-white documents become 
more powerful when produced in color 


olor makes the documents more powerful. It not only 

helps documents stand out and make an impression, 

but also adds to the effectiveness of documents. 
Color captures ‘attention’ by emphasizing on critical infor- 
mation and conveying a sense of professionalism. It increases 
reader's willingness to read by 80% and recall value by 82%. 
This can in turn reduce the number of service calls and save 
time and money for the company. Color makes an impression 
that is 39% more readable. 

Color also plays a vital role in enhancing productivity. It 
reduces search time by about 80% and errors by 80%. Highlight 
color improves search time by 39% compared to using different 
fonts and hence, reduce the reading time spent. It has also been 
proved that color can increase payment response by upto 30%. 

Color also improves communication by increasing compre- 
hension by 73%, learning and retention by 78% and motivation 
and participation by 80%. Low response on 
customer satisfaction surveys can be im- 
proved and repeat mailings made unneces- 
sary by using color to grab attention. 


xerox @) 


Lastly, color boosts sales by 80% and can also improve 
brand recognition by upto 80%. 

Xerox a leader in the A3 color technology has recently 
launched its ‘Colour In Office’ series in the printer and MFD 
categories with a wide portfolio of products. The new products 
are targeted at Corporate, Large enterprises, SMEs Advertising 
& Design houses where color has a growing usage. The launch of 
affordable color and a wide range of products are aimed to help 
customers increase color penetration in the office segment in the 
A3 and A4 category. This will help improve work processes for 
small and midsized businesses, as well as large enterprises. 

Xerox has recently launched the Xerox Phaser 8860, a 30 
ppm color printer based on the Solid Ink technology. Solid 
Ink is Xerox patented wax based technology that is environ- 
ment friendly producing 90% less waste than laser printing. 
As a result after 100,000 prints, a color laser can produce 157 
pounds of waste, while a solid ink printer 
produces only 5 pounds. It also offers the 
most affordable color prints in the world at 
Rs 2 per print. 











MAB 
EXECUTIVI 
>> GEO for Auto Components / Engineering Industry 
COACHING 
>> Ë 
CEO for Retail, lifestyle, luxury products, SERVICES 
>> CEO for Telecom / Media - DTH - Entertainment pee 
>> WP - Projects for Metals / Chemicals Industry availiabl 
Preferred Background paese 
nkh1@vsni.con 


>> Finance Professionals 
CFO’s from MFG Co’s 
leadersnkh@gmail.com 














HOW THE WORLD WORKS « WHAT THE FUTURE LOOKS LIKE 
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Get the inside track on emerging 
trends In science, technology & 
business and how they are shaping 
our future - today. 


To subscribe, log on to www.sciam.co.in 
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ETHICS AT WORK 





In Honest Compan 


Integrity can take you places as India Inc. lowers its tolerance on 
‘unethical’ behaviour by employees. MANU KAUSHIK 


m/n 2007, a young management 
graduate applied for a job in business 
development at a leading Mumbai- 
based capital goods company. An 
entry test later, this candidate was 
comfortably saddled in the new job 
till his new employer decided to 
get information on his provident 
fund account for taxation purposes. 
The exercise revealed that the can- 
didate had overstated his salary by 
Rs 10,000 and forged the salary 
certificate. This prompted the com- 
pany to check on his education cre- 


- “Workplace ethics is simply about doing the right thing. It is 
asetat —_ oa ec ie Nome any” |- 


dentials, which also revealed a few 
falsehoods. The employee was 
fired immediately. 


m Last year, a Bangalore-based IT 


company hired a bright young soft- 
ware engineer. The company, for 
its part, was happy with its choice 
till it discovered something odd. 
Two months after this engineer 
joined, the company detected a 
pattern of large files being uploaded 
on the servers of its competitors at 
odd hours from its office computers. 
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A team of internal forensic experts 


launched investigations and caught 
this engineer stealing sensitive 
data. He was sacked on the spot. 
Investigations revealed that the 
engineer bad been offered money 
for the information by bis 
previous employer. 


ALL IT ETHICAL EROSION AT 
workplace. India Inc. is fac- 
ing, and increasingly be- 
coming conscious of, issues relating 
to workplace ethics. A case in point: 


“Providing work-life balance results in a more 
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Eth s has become. an issue ue managements are placing increasing sess 


"S 


 Onasth ey have begun to realise its benefits” jose Linee pm 
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India’s largest IT services provider 
Tata Consultancy Services (TCS) re- 
cently asked 20 employees at its 
Kolkata centre to leave after the 
company, during a background ver- 
ification exercise, found that these 
employees had used fake resumes to 
get jobs. Says Kris Lakshmikanth, 
Founder-cEo & Managing Director, 
The Headhunters India: “TCs is not 
the only firm doing this. Infosys 
had asked close to 100 employees to 
leave between April 2006 and 
March 2007 due to discrepancies 
found in their resumes. The same 
goes for Satyam Computer Services 
and Wipro Technologies.” 


Right vs Wrong 

The issue of workplace ethics is not 
limited to fake resumes. Workplace 
ethics encompass issues such as 
cheating on expense reports, sexual 
harassment, doing personal work 
during office hours, offering bribes, 
and even regularly coming to work 
late or calling in “sick” inappropri- 
ately, among others. 

Says Nalin Garg, VP (HR), Coca- 
Cola India: “Workplace ethics is 
simply about doing the right thing. 
It is a set of protocols that drives the 
culture of our company. Every em- 
ployee needs to abide by it regard- 
less of the designation or role. It 
includes punctuality, keeping per- 





sonal work to the minimal, con- 
trolling expenses, maintaining office 
decorum and contributing towards 
creating a positive culture that re- 
sults in enhanced performance and 
workplace relationships.” 

That’s not all, though. At Coca- 
Cola, the recruitment and hiring 
process finds a way to measure an 
applicant’s stand on personal ethics. 
“No matter how much pressure we 
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have on us to recruit, hiring an em- 
ployee whose ethics are suspect is a 
no-go,” he adds. 

Says Deepankar Sanwalka, Head 


(Forensic Services), KPMG: “Ethics 
has become an issue managements 
are placing increasing stress on as 
they have begun to realise its bene- 
fits. The corporate sector in India is 
moving towards ‘zero tolerance 


towards instances of misconduct or 
erratic behaviour of employees.” 


While the definition of work 
place ethics differs from one com 
pany to another, there are some 
basic similarities. Based on this, 
companies formulate some “safe” 


rules that will work for their or- 
ganisation. Motorola India, for ex 


ample, offers training courses to 
selective employees—usually after 
they complete six months on the 
job. “This is done in order to teach 
legal requirements, raise ethical 


consciousness, and encourage 
employees to do the right thing,” 





Inflated promises in the resume 
SOLUTION: Rigorous pre-employment 
screening, multiple interviews 


Cheating on expense reports 
so.ution: Computerised expense tracking 
software, fraud control policies 


Sexual harassment. 
SOLUTION: Confidential hotlines, grievance 
forums and strict policy implementation 


Personal work during office hours 
soLurioN: Most companies are flexible 
but moderation is the key 
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Bribe someone for business purpose 
soLurioN: Most companies have strict 
business codes of conduct 


Not working the stipulated hours 
SOLUTION: Some companies like Infosys 
stop promotions and increments 


ethical workplace and better-adjusted employees” 
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says V. Ramachandran, Senior 
Director (Human Resources), 
Motorola India. The company en- 
courages Its employees to under- 
commit and over-deliver, so as to 
avoid the common pitfalls. 

To deal with the issue, Coca- 
Cola has gone one step further. It 
has tied up with an external agency, 
Human Dynamic Asia Pacific, for its 
employee assistance programme, 
under which the agency provides 
confidential counselling and sup- 
port during personal crises. “The 
purpose of this hotline service is to 
encourage whistleblowers in the or- 
ganisation. That is precisely what we 
need to develop and communicate 
ethics to our employees. Employers 
have a legal obligation to prevent 
harassment and discrimination in 
the workplace,” says Garg. 


Room for More 

However, unethical behaviour re- 
mains endemic in the Indian work- 
place. Ganesh Shermon, Partner 
& Head (Human Capital Advisory 
Services), KPMG, says: "Most com- 
panies do not have a streamlined 
process to check or control uneth- 
ical behaviour apart from internal 
audit processes or direct control 
over business matters of a finan- 
cial nature. Many organisations 
lack the will and intention to spend 
top dollar on a sound Business 
Code of Conduct to track white- 
collar frauds and maintain an ethi- 
cal workplace.” 

Reasons Nandita Gurjar, VP & 
Global Head (HR), Infosys 
Technologies: “The most obvious 
reason for policies failing to work is 
that employees perceive them to 
be nothing more than lip service. 
This, of course, is clearly the case 
when employees observe the senior 
management behaving in a man- 
ner inconsistent with the stated pol- 
icy. In cases where the senior man- 
agement fails to articulate the ra- 
tionale for the policy, instead of 
viewing the policy as a set of stan- 
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dards that says something important 
about the culture and values of their 
company, employees get the im- 
pression that the policy is there 
merely to adorn office walls." 
According to Gurjar, Infosys 
doesn't just put its value systems 
on the wall but ensures that every- 
body follows it. “It is critical that 
you drill it everyday into each em- 
ployee working with you," says 
Gurjar, adding that in 2008, the 
company held back promotions and 
increments to those employees who 
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hadn't put in the minimum work 
hours (9.15 hours per day). 

The biggest challenge compa- 
nies face in terms of defining ethics 
is the blurring of lines between per- 
sonal and professional time. 
Employees chatting over the 
Internet, visiting job sites and trad- 
ing on the stock market are a few of 
the tricky issues companies have to 
deal with all the time. “Most people 
don't give company assets a sec- 
ond thought until they are lost, 
stolen or broken. Herein lies the 
problem. It is acceptable for em- 
ployees to do some personal work 
during office hours, but if the degree 
of work keeps on increasing, or- 
ganisations become intolerant be- 
yond a certain point," says 
Dhirendra Shantilal, Senior Vice 
President (Asia Pacific), Kelly 
Services, a global recruitment firm. 

M.S. Venkatesh, Senior VP (HR), 
Educomp, offers another viewpoint. 
“It is important for a company to 
understand that employees spend 
most of their time in office. So, pro- 
viding some sort of work-life balance 
not only gives them better-adjusted 
employees; it also results in a more 
ethical workplace," he says. 

Companies across the spectrum 
agree that unethical behaviour 
can hurt the employee more than 
it can hurt them. Ethics at work 
is, then, the good idea whose time 
has come. 
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Make a Career Out of Valuation 


Valuators get their worth as global standards take centre stage. 


HE DEMAND FOR VALUATION 
j| etos is on the rise. As India 
Inc. goes global—by accessing capital 
or making acquisitions abroad—com- 
panies are seeking authentic valuations 
for their businesses. 

Explains Varun Gupta, Managing 
Director, American Appraisal India, a 
global valuation services firm: 
"Mergers and acquisitions (M&A) ac- 
tivity, which is growing at 30-35 per 
cent annually, is driving the demand 
as is the trend of Indian companies 
raising capital from global markets. 
They will have to restate their balance 
sheets in accordance with interna- 
tional accounting standards and this 
requires a fair valuation." 

Valuation has multiple 
facets—valuations of business enter- 
prises, financial assets, intangible ass- 
ets, real estate and machinery & 
equipment. Market analysts point 
out that the purpose of valuation 
has evolved over the last few years. 
Today, valuations take place for 
investment decisions, litigation, tax 
and strategic planning initiatives, 
mergers and acquisitions, restruc- 
turing, employee stock ownership 
plans and incentive stock options. 

Says S. Sethuraman, CFO, TMI 
Group, a Hyderabad-based talent ac- 
quisition firm: *The complexity of 
valuations and sophistication of busi- 
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Varun Gupta: M&A activity is driving 
the demand for valuation professionals 


nesses have forced the valuation pro- 
fessional to seek specialised training 
and knowledge in order to keep up 
with the changing times." 

However, Gupta believes that the 
demand for valuation professionals 
will see a major jump once Indian 
companies adopt International 
Financial Reporting Standards (IFRS). 
“The implementation of IFRS is ex- 
pected to happen by 2011 and this will 
open up tremendous opportunities 
for such fair valuation work. It is an 
area most corporate houses need to 
start addressing very proactively. As a 
result, it is expected that industry will 
require over 2,500 such professionals 
in the next three years." 8 
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Post your Resume for FREE Today 
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INVASOD LIHOVM 


WHO'S HIRING: 
PricewaterhouseCoopers, KPMG, 
Deloitte, Ernst & Young, 
American Appraisal India and 
Grant Thornton, among others. 


WHO'RE THEY HIRING: 
Chartered Accountants and MBAs 
with specialisation in Finance. 


AT WHAT LEVELS: 

At all levels—Consultant, 
Associate Consultant (two or 
more years of work experience), 
Senior Consultant (five or more 
years of work experience), 
Assistant Vice President 

(over eight years of work 
experience), Vice President 
(over 12 years of work 
experience) and Partner (above 
15 years of work experience). 


AT WHAT SALARIES: 
Consultants start with salaries of 
between Rs 6 lakh and Rs 10 
lakh per annum. Senior Consultants 
can command anywhere around 
Rs 15-20 lakh p.a., Assistant Vice 
Presidents get around Rs 25-30 
lakh p.a., while a Vice President 
can earn upwards of Rs 40 lakh 

a year. Partners can get a salary 
of above Rs 60 lakh annually, 
including both fixed and 

variable components. 


WHAT ARE THE NUMBERS LIKE: 
There are around 300 

valuation professionals currently 
employed across big consultan- 
cies. This is expected to touch 
2,500-3,000 by 2011. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Affarsstrategerna Think Tech 
Technologies (P) Ltd, Project Mgrs, 
Pune, 8-15 years, Job ID: 6015688 
Aspirant with min 5+ yrs exp in working on 
Oracle Apps Technical, Oracle Apps 11i, 
forms 6i, reports6i, PL/SQL is must, AOL, 
XML & Oracle Discoverer are preferred). 
Should have exposure to at least 2+ end-to- 
end implementations in Oracle Apps 
technical. 

Axles India Ltd, Divisional Manager 
(Mfg), Chennai, 14 - 20 years, Job ID: 
5014279 

Full time B.E (Mechanical or Production ) 
with minimum 10 years experience as a senior 
manager (manufacturing) involving press 
operations such as Blanking, Piercing, 
Forming, metal forming operations, etc. 
Bhagwati Autocast Ltd, VP 
Operations, Ahmedabad, 15 - 20 
Years, Job ID: 5981307 

Shall be responsible for efficient and 
economical manufacturing of company 
products in conformance with established 
goals and objectives. 

Bombay Dyeing & Mfg Co., General 
Manager - Projects, Mumbai, 15 - 20 
Years, Job ID: 5965059 

Applicant with BE in Civil Engineering is 
desired. A total of 20-25 years of work 
experience with some of the leading real estate 
developers and construction contractors in 
the domestic às well as the international arena 
is desired. 

Cadila Pharmaceuticals, Head - 
Marketing, Ahmedabad, 15 - 25 Years, 
Job ID: 5950810 

Essential functions:Leading and actively 
participating in developing the short term and 
long term business strategies for sales in 
regulated as well as semi-regulated markets in 
Latin America. 


Centurywells Roofing India Private 
Limited, Head Of Projects, Chennai, 
10 -15 Years, Job ID: 5975572 

Those with professional engineering 
qualifications and wide experience in handling 
major industrial, warehousing and building 
projects, exposure to Architechs, Building 
contractors, are invited for this important 
position who will report to the Managing 
Director. 
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to apply for these jobs, 


Cranes Software International Ltd, 
Project Manager, Bangalore, 8 - 12 
Years, Job ID: 4299314 

Candidate should have at least 3 years hands- 
on development exp in Java. Good 
communication, leadership and managerial 
skills. Should have thorough knowledge on at 
least one Project Mgmt methodology and 
processes. 


Infotech Enterprises Ltd, Practice 
Head - Aerospace, Hyderabad, 20 - 25 
Years, Job ID: 4416396 

Aspirant must have bachelor’s or master's level 
degree in engineering. An MBA is preferred. 
Worked in a global organization in the 
industry in a customer facing role (preferable 
business development or sales) 


Maytas Infra Limited, VP - Supply 
Chain Management, Hyderabad, 17 - 
23 Years, Job ID: 5979489 

Will be responsible for overall planning and 
procurement of bulk materials, general 
procurement at corporate office and overall 
mgmt of stores functions at the project sites. 


Mobile Tech Services India, Senior 
Commercial Mgr, Delhi, Mumbai, 10 - 
20 Years, Job ID: 4753536 
Responsibilities include: Draft, negotiate and 
review contracts, including service and 
engincering contracts, supply and purchase 
agreements, License agreements. Formulate 
and execute contractual policies and strategies 
and more. 


Muras HR Solutions, Country 
Managet, Nasik, 12 - 17 Years, Job ID: 
6009558 

An army officer with 15 years of experience 
who is willing to take a challenging post and 
possess relevant experience. Experience in 
Academic background would be an added 
advantage. 


Omam Consultant Services Pvt Ltd, 
HOD (Piping), Bangalore, 15 - 25 
Years, Job ID: 6007732 

Applicant should have worked as Lead 
Engineer for a refinery / petrochemical / 
fertilizer units. Should be well versed with all 
Piping Engineering & design activities. 
Should have supervised / guided a team of 
engineers / Designers / Draughtsman. 


Radical Thoughts, Head of 
Operations, Coimbatore, 18 - 26 Years, 
Job ID: 5945964 

Responsible to head the total foundry 
operations as SBU head. To lead a team of 
functional professionals for achieving results. 
To improve operational efficiencies and lower 
the costs. To develop new products for 
domestic & International clients. 

Saravana Global Energy Ltd, 
Dy.Manager (Maintenance),Chennai, 
Pondicherry, 10 - 18 Years, Job ID: 
5998529 

Will be responsible for maintenance of Plant, 
Machinery & utility. Preparation of preventive 
maintenance schedule & carrying out the same 
in time. 

T John Group of Institutions, Director/ 
Practice Head (PR), Bangalore, 10 - 15 
Years, Job ID: 3019935 

Applicant must be a computer savvy. Should 
have worked in a Management College. Good 
at inspiring students & placement of all 
Management Students. Strong at taking 
individual decisions instantly. 


Task Staffing Solutions Pvt Ltd, 
Electrical Engineer, Mumbai, 10 - 15 
Years, Job ID: 6008068 

Electrical Engg graduate from reputed 
institution, with at least 10 yrs experience in 
detailed electrical design, specification and 
selection of the power plant electrical 
equipments. 


Tata International Limited, Head - 
Railway Project, Kolkata, 18 - 20. 
Years, Job ID: 5961879 

Person must essentially have a -Mechanical 
Engineering Degree / MBA. Must have 
knowledge of diesel locos wagons, 
manufacturing processes. (foundry, 
machining, welding, fabrication) and related 
standards and specifications. 


Trowano Avenues, SAP Business 
Analyst, Bangalore, Mumbai, 8 - 15 
Years, Job ID: 6016683 

Person must have exp in data modeling 
techniques and disciplines, running and 
facilitating workshops /seminars with clients, 
architects, development/delivery areas. 
Proficient in Business Analysis techniques, 
etc. 
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Candidate having: min, 3yr exp. i in alt industry : 


TU pena e and d capable t to > work k under 






Cranen Software International. Ltd L 
Sales Engineer, Bangalore, 2- 3 Years, 


Job1D:4979042 ` 


Any BE (Diploma i in Marketing i is prefered), $ 
Sales experience preferably in Automotive. 
Awareness of Automotive. domain, Good 


communication skills, Knowledge of 





‘Taxation, Experience in handling | Domestic 


customers, Building presentations. 


Eur )bond Industries Pvt Ltd, 
Business | Development ‘Executive, 


Chi ennai, 1- 4 Years, Job ID: 6017258 ` 


SSE tial functions: 





visit etc 

















com unication, C ~ ; 
an: een — as skills Sell SAP 


agoing Sales sec who vill look ae 
new business and build 
» Enjoys a technically challenging 
— stic, dedicated, hardworking, 
€ e iclentious with an abiiy to work on 


f otech Pvt Lud, Manager - 
> z, Mumbai, $c 6 | um Job 


Essentia Liasoning with 
Architects, Interior Designers, Builders and 
Project. Management. Consultants to fetch. 
orders of. company s manufactured products 
used in Construction. — Scanning/š Site 


1 E-Valley Solutions, e: 


working daysi ina month. 


Holy Mary Group, Business Head & 
Representative, Hyderabad, 5 - r” 


Years, Job ID: 4989562. 


Candidates with strong knowledge i in Business l 
development, Marketing & Sales who can act 


as Business Head & Representative. ` 


India Medtronic: Pvt Ltd, Territory | 
Manager, Mumbai, Cochin, 4-8 
Years, Job ID: 5958255 (Mumbai) & 
5945348(Cochin) | | 
Science / B.Pharm. graduates between 26-28 x 
years from. healthcare/ related industry who 
has previous sales & marketing experience in. 
He /she will 
operate as sales person for Cardiac. Surgery : 


C vardiology | Super ‘speciality, - 


Div.in parte of Mumbai & Gujarat. 


Infogain, Business. Developement i 
Manager, Mumbai, Pone 7 


Job ID: 5993672 _ 


Drive: sales. in India ` T Western region and : 
Middle East Market. Experience of around T 
yts of IT software and services. sales, will: be. 
preferred from retail, bank, ERP, and finance. 
corporate sector experience. Experience. in š 
generating leads, managing opportunites, ind 


closing business. 


Lera Technologies Pvt Ltd, Business 
Development Manager, Hyderabad, 6 ° 


-9 Years, Job ID: 5914147 _ 


Responsible tor achieving Individual and team 
targets based on. numbers and revenue. ` 
Identify, educate. and generate interest of the 
prospect and explore and identify needs and. 
pain points of the prospect & convert the 


prospectinto: active customers. yon 





M-Te ch. Innovations. 


selection of Doctors: & € hemists ~ 
regular visits & prepare effective DVL as per 


company E guidelines. field work for: at least 25 e eee in fecil : id — 


client 4 Media v 


launch and set up. Plan & achieve the busines : 


- P eari x plans & targets. ] Build the Organisation team. | 


Pammvi | Ex ports | Pvt 
males Manager, Delhi, 5- 1 Years, Job 


| He. will be onc e developing sa sales esin, 


de b Ltd, T u 
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Area Sales a sites a 10 o-a 
Year, Job] ID: 6017054 — o s 


1 ncumbent functions: 


“Business strategy x 
formulation & implementation. Needs to have —< 
rich exposure to a New product / pro: we 
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Finance Jobs 








umbai, 0-4 Years, Job ID: 4626189 





à operational and management audits in 
manufacturing, - capital. market, insurance, 
construction, etc industries. 


Arpitha Exports, Accountant, 
Bangalore, 1-3 Years, Job ID: 6013897. 

Incumbent will be Accounting daily purchases 
& sales, with miscellaneous expenses, intering 
the payments and maintaining the outstanding 


payments, Regular update of accounts, and 
Í other routine activities related to accounts. 


: Ashtech Infotech Pvt Ld, Credit 
š Controller, Mumbai, 1- 10 Years, Job ID: 
5916266 ` 
Candidates should be aggressive in nature. He 
will be responsible for collection of revenues 
"from customers: Should have work experience 


in accounts. Should be fluent in^ speaking 
Hindi, English and Marathi. La 


Cranes Software International Ltd, 
Executive - Accounts, Bangalore, 2- 5 
Years, Job ID: 5742716 

‘Essential functios:Preparation of bank 
reconcilation statement. Preparation cash flow 
statement & Fund flow statement. Preparation 
of General and Accounts expenses. 
Preparation of. monthly. and quarterly 
accounts. Creative, conceptual & analytical 
mindset. 





TE 'itnessOne India Ltd, Accountant, 
i Bangalore, 0-1Year, JobID:5479645 — 
Accountant. will do maintenance of Petty 
"Cash. Preparation. of monthly VAT returns. 
Preparation. of Vouchers. | Experience in 
passing the. day. to.day transactions through 
Tally. Accounting. package. Preparation of 
‘Sundry Debtors s statement and more. 


Jobseekers - To apply for above jobs 


l. Logon to www.monster.com 





homepage 
3. Click the “Go” button 





ja "Associates, Internal. Audit, Fullerton 


: > Accounts Manager, Mumbai, i 
icant should be CA, CIA, CISA, MBA, 3 iu of 


ACWA. "Responsible for. conduct of Responsibilities. 


Palmy Days Consultants Prt Lts 


2. Type the Job ID in the “Search jobs” box on the 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


India Credit Co Ltd, 





Yea s, Job ID: 6014484 . 


and Internal Auditors. Audits- Annual and 
Quar terly, Maintenance of books of ; accounts, 


| Integrity of ledgeraccounts. 


Knight Frank (India) Pyt Lid, 
Assistant Manager - Accounts, 
Mumbai, 4- - 6 Years, Job ID: 6014291 - 

Aspirant musts have expertise in general 
accounts with ‘basic knowledge of taxation. 
‘Hands on experience in invoicing and billing, 


Well versed with tally latest version. B.Com 
graduates with 4-5 years of perea ina 
reputed firms. 


Larsen. & Toubro. Limited, "Cost 
“Accountant, Mumbai, 3- 6 Years, Job 
ID:6013440 3 | E 
Person should have working knowiedee on 
Cost. Accounting procedures. | Collate 
information from different SBUs on 
production, cost, labour hrs & stock details, : 
Inventory, . MMI, WIP, EG. C ustomer — 


standing: details, etc. 


Leo Travels, Accountant, Mumbai, 1 + 


3Years, Job ID: 4914149 


Aspirant's role: Daily cheque & voucher 
preparation, Banking, Airline coupon audit 
BSP 
reconciliations, Airline Pay ments , Preparation 
of refund credit notes, Bank reconciliations 


for domestic. & international; 


mon thly, Administration matters. 





Years, Job ID: 6012638 ` 


Person with ICWAI with 3: yrs of apa 
or CA Inter with 4-5 yrs of. experience (other 
than article expereince). Should have 
supereior knowledge of the subjects _ ot i 


Accounts, C osting, Taxation Laws, EAM 








or 






Now Search jobs on mobile, SMS jobs «keyword» to 53030 








include: Preparation. t x 
monthly Balance Sheet: Handling of Statutory 


4579098 ` 


Play xw 


u auditors. E 


25 5 years of eren e 
Indirect: "fax matters. Should be u l versed 
with central excise, sales tax, serui cClax works 
contract tax; V. . (C 

‘Sarovar oe and Resorts, Assi it 


Yeats, JobID:6014266 — 
B UN M. Com vha a ret ese gs E 


q d. Aser I 
Manager (Accounts), . 3- 6 


"^ is error Hu subiined | 
communicated effectively. 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 
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bt reporter’s diary 


Foot Tied and 
Dance Bar(red) 


Bangalore’s image as India’s pub capital has taken a 
pounding, with confusing local laws and overzealous 
law enforcement acting as party poopers. 

RAHUL SACHITANAND 


r TEST 
























6. nic 


caTmoKILh ertsi 


186 BUSINESS TODAY SEPTEMBER 21 2008 


OLOHd Nd? 


11.30 PM., AUGUST 16, 2008 
Kumara Park, Bangalore 


N MOST CITIES ACROSS THE 
world, you'd be laughed out of 
sight for suggesting an end to 
your Saturday evening at this 
*late" hour. But in Bangalore, iron- 
ically dubbed India's pub capital, 
you really don't have a choice. So, 
here I am, two hours after setting 
out, looking for dinner, after my 
night out has come to an abrupt 
halt. Classifying our evening as pub 
hopping would be pushing it a bit, 
since we didn't really get to our sec- 
ond joint at all, instead restricting 
ourselves to a few beers at Sutra, 
the Grand Ashok's swish lounge 
bar. The place is clearly popular, 
there's only standing room at the 
bar, and it takes a few minutes to get 
the bartender's attention. Even then, 
everyone present seems to be taking 
things a tad easy. The normally pul- 
sating Sutra is more staid, with mu- 
sic turned all the way down and 
everyone staying firmly rooted to 
the spot. Ironically, just next door, a 
Salsa Congress has just wrapped up 
and several participants have found 
their way to Sutra to unwind. 
While Bangalore's nightlife has 
already been crippled by a 11.30- 
p.m. closing time, all dance floors 
across the city have also been shut 
now. No one is allowed to break the 
law—by dancing. Fundamentally, 
nightlife in Bangalore is governed by 
The Licensing and Controlling of 


¢ 
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$ Harvard Business Review 


SOUTH ASIA 


Presents 


WINNING WITH ANALYTICS 


in association with 


absolutdata 


Research&Analytics 





In an increasingly competitive and rapidly changing business 
environment, the key to successful decision making lies in 
being better informed and being able to correctly interpret 
the abundant volume of trends, data and statistics floating 
around. This Seminar addresses the problems faced by 
business leaders who are grappling for solutions which could 


give them a competitive edge. 


Harvard Business Review's mission has always been to bridge 


the gap between Theory and Practice, and with this event we 





J ; ill reveal powerful 
Named as one of the world's “Top 25 hope to do just that. Thomas Davenport will reveal powerfu 


Consultants’, Davenport has analytics techniques that are used to build strategies as well as 
authored several path-breaking 

articles for Harvard Business Review resolve tactical marketing problems. Business Leaders and 
and other renowned journals. His $! i I 

latest book ‘Com petin g on decision makers will learn examples that will help them apply 
Analytics’ establishes him as the 


guru of analytics, those insights successfully at their workplace. 


Seminar Details 


Venue: ITC Maurya, New Delhi 
Date: September 12, 2008 
Time: 10 am to 2 pm 


Registration Fee: Rs. 12,500 per delegate 
Group discount (3+): Rs. 11,000 per delegate 


t Plus 12.36% service tax 


lo register, mail us at hbr@intodav.com or 
o + 
call us at 011- 43530837/ 816 
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Stung by the law: Taika s Pat Manaschung and (right) 





Places of Public Entertainment 
(Bangalore City) Order, 2005, and 
the Karnataka Excise Act of 1965. A 
prospective bar owner has to ap- 
ply for a CL9 bar licence from the 
state Excise Department and then 
get a raft of permissions from re- 
lated departments, including law 
and order, fire service and health de- 
partment, before his venture gets 
off the ground. 

However, in 2005, the govern- 
ment decided to crack down on 
dance bars (which operated under 
the same broad cL9 licence) and 
promulgated the draconian 
Karnataka Police Act that allowed it 
to pull the plug on anyone previ- 
ously owning the CL9 bar licence. 
“We got caught in the crossfire,” 
says Gina Campos Braganza, 
spokesperson for the Restaurant & 
Pubs Association and Partner at 
Opus, a popular watering hole. 

Since then, the Bangalore Police 
has forced all outlets to reapply for 
licences and their reissue is far from 
guaranteed. “The new procedure is 
more subjective and arbitrary. Part of 
the process involves inviting objec- 
tions from anyone, for example, 
which could be misused,” says 
Braganza. While the industry asso- 
ciation is talking to the government 
on this issue, she doesn’t rule out the 
option of going to the courts if 
things don’t work out. Bangalore 
Police, for its part, claims to have 
cracked down on 32 establishments 
that were operating without the re- 
quired paperwork. 

For now, several upmarket 
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Blue Bar at Taj West End 


dance floors across the city have 
gone silent. Another crackdown, 
this time on DJs (with their tunes 
placed under the “live music" cate- 
gory) further darkens the mood. 
“Bangalore’s reputation as India's 
Pub Capital has been killed. With 
everyone working late these days, 
there's nowhere left to party," says 
Lourde Vijay, a dance instructor. 
The law enforcers are unwilling to 
back down. *The Karnataka Excise 
Act stipulates a closing time of 11.30 
p.m. and we will not change this," 
says Bangalore City Police 
Commissioner Shankar Bidari. And 
he's willing to walk the talk, raiding 
prominent establishments such as 
the Taj West End's Blue Bar for 
staying open beyond the permissible 
hours. For the record, Taj West 
End's executives deny any wrong- 
doing, claiming they were putting 
away drinks returned from rooms. 
Situated on the Church Street, in 
central Bangalore, Taika, a spa 
lounge, which had one of 
Bangalore's most throb- 
bing dance floors, is now 


MIDNIGHT BLUES 


@ Three years ago, the 11.30 
p.m. deadline came into force for 
all night clubs in Bangalore 


€ Clampdown on dance bars two 
months ago. Discos and bars 
caught in the crossfire. Reason: 
licences broadly remain the same 


@ The Karnataka government has now 
banned live music. DJs, too, come 
under the ambit of this move 







, which was raided for staying open late 


a pale shadow of itself, as fewer pa- 
trons are willing to risk tangling 
with the law. For Pat Manaschung, 
the Thai owner of Taika, and two 
others—Kosmo and Geist's Room— 
this downturn spells bad news. “No 
one is sure about the rules regarding 
drinking and dancing and so we're 
suffering," she complains. 

A stone's throw away on M.G. 
Road, Gautam Krishnakutty, who 
runs the popular Tai Tai lounge 
bar, is in no mood to take chances 
with the law. *Last drinks are at 
10.45 p.m. and we give guests their 
bills no later than 11.15 p.m. The 
local cops have been fairly good to 
us, but we don't want to take a 
chance," he says. The end result of 
his caution is that fewer people are 
turning up at his bar, instead pre- 
ferring to either party at home or a 
farm house. 

Some of the discontent over 
these laws spilled into the open on 
August 10, when about 1,000 peo- 

ple assembled at M.G. Road to 
make their protests heard. 

This protest was primarily 
against the ban on dancing, 
with renowned theatre per- 
son Girish Karnad accusing 
the state administration of 

*going after musicians rather 
than criminals". An assortment of 
DJs, musicians, theatre persons and 
other creative folk banded together 
to try to project a united front 
against the "suppression of artistic 
freedom". But, for the moment, it 
looks like Bangaloreans will have to 
mothball their dancing shoes. 8 
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Deconstructing Innovation 


The Game-Changer is an inspirational and practical 
guide for internalising success. ARNAB MITRA 


THE GAME-CHANGER HE QUESTION, IN ONE FORM OR THE OTHER, 
A.G. Lafley & is thousands of years old: how do you 
Ram Charan teach an elephant to dance? There are 
| ; essentially two ways to approach this query. You 
Penguin Portfolio h CHR 4 uh i 
Pages: 336 can choose Option 1, the easy way out, an 
Pina: Rs 399 decide, after a few failed attempts, that it can’t be 


done and focus your attention, instead, on cats, 
dogs or any other creature more amenable to your 
instructions. But you can also choose Option 2, 
throw away the existing rule book, think differ- 
ently and actually come up with a new set of in- 
structions that transforms your pet pachyderm 
into Mr Twinkletoes. 

This brings us to a second question: can such 
innovations be institutionalised? In The Game- 
Changer, How Every Leader Can Drive Everyday 
Innovation, A.G. Lafley, Chairman & CEO of 
Procter & Gamble, and Ram Charan, whom 
Fortune called the most influential management 
thinker alive, argue that given the right leadership, 
conditions and resources, innovation, too, can be 
replicated with almost assembly line regularity. 

Lafley, who took over the reins of P&G at a 
time when analysts were writing its obituaries, has turned the FMCG be- 
hemoth around. How did he do it? The short answer to that is 
innovation—by putting in place a broad template within which individ- 
uals and departments could do things differently while remaining loyal to 
P&G’s overall goal of “delighting customers at two moments of truth—first, 
when they buy a product, and second, when they use it”. 

The authors also turn on its head the conventional wisdom that 
small companies make better innovators than large ones. Large corpo- 
rations, they argue, enjoy advantages—like scale, management and financial 
bandwidth and other resources—that smaller companies don’t, and 
these can be leveraged to embed innovation in their DNA. 

The book is clearly divided into two “voices”—Lafley tells the reader 
how to proceed down the often slippery road to innovation, drawing from 
his own experience in turning P&G around, while Charan, the uber- 
cool guru to Fortune 500 CEOs, explains why he succeeded and how such, 
and other, innovations can be internalised by almost any corporation. One 
must add here that the examples don’t relate to P&G only. The authors 
draw liberally from innovation successes at Nokia, Samsung, Lego, 
DuPont and GE to highlight real life examples of how visionary companies 
have used “innovation as the basis for sustaining profitable organic 
growth and consistently improving margins”. It is such practical examples 
and the DIY guides at the end of several chapters that make this book a must 
read for occupants of C-suites as well as those who don’t quite aspire to 
get there. As the authors say, the spirit of innovation has to percolate down 
the organisation—from the CEO down to the man on the shop floor. 
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RAPID TRANSFORMATION 
Behnam N. Tabrizi 
Harvard Business School Press 


Pages: 328 
Price: $29.95 (Rs 1,290) 


T'S A CLICHÉ, BUT IT’S TRUE: 
La is the only constant in 
life—for human beings and for 
organisations. It's also a fact 
of life that people and compa- 
nies find it difficult to adapt to 
change. For corporations, which 
have to cope with changes in 
technologies, markets, con- 
sumer mindsets and people be- 
haviour, it is sine qua non to 
have in place a template to 
manage change. 

Rapid Transformation, by 
Behman N. Tabrizi, Consulting 
Professor at Stanford 
University's Department of 
Management Science and 
Engineering, offers companies a 
90-day plan for fast and effec- 
tive transformation. Drawn from 
10 years of research with more 
than 500 leading companies, 
the book breaks down the trans- 
formation architecture into three 
30-day modules and proposes 
clear, easy-to-understand steps 
and a detailed framework to 
manage change. 

The book gives real life ex- 
amples of transformation man- 
agement undertaken at such 
thoroughbred companies as 
IBM, 3M, Apple, Nissan and 
HP. Drawing from the examples 
of these companies that have 
reinvented themselves time and 
again, in different geographies 
and cultural contexts, Tabrizi 
tells readers, managers and stu- 
dents not to resist change but to 
ride it to its logical conclusion. 
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Back of the book — 


The Power of 


Play 


Banks are courting high net 
worth customers through 
the medium of theatre. 


SAUMYA BHATTACHARYA 


Double Deal: A still from a theatre 
production for HSBC Premier 








T THE TATA AUDI- 
torium, NCPA, 
i | EE Mumbai, a gro- 
` up of young re- 

lationship man- 
agers from a leading bank 
huddle together on a warm 
n... August evening. The excite- 
JU mentis palpable as they vo- 
P ciferously discuss the intri- 
cacies of the event about to unfold 
over the next couple of hours. 
Numbers crunched databases at 
their fingertips, the managers are 
ready for the performance of the 
day. We are talking business all 
right, but with an “arty” twist. 
Theatre has now gone luxe, and 
banks and financial services com- 
panies are turning to this fine ex- 
pression of art to “capture” high 
net worth individuals (HNWIs). An 
evening of theatre is not just about 
power-packed performances; it is 
turning into a powerful medium to 
create a premium aura around 
brands and more importantly, cap- 
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We were the first to adopt theatre 
for brand-building our business in 
India and other countries. 

Rajesh lyer, Head (PFS Mktg.), HSBC India 
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ture leads for business conversions. 

It was a germ of an idea that 
clicked for HsBC Premier, the private 
banking arm of HSBC Bank, which 
has been associated with theatre for 
the past three years. “The HNWI 
space has seen intense activity over 
the past few years. To differenti- 
ate ourselves in this space, it is im- 
portant to engage with customers 
beyond their banking and financial 
needs,” says Rajesh lyer, Head 
(Personal Financial Services, or PFS, 
Marketing), HSBC India. 

So, how exactly does theatre 
work for banks and financial serv- 
ices companies? Says Girish Shah, 
Head (Branding), Reliance ADA 
Group: "The objective (of the the- 
atre experience) is to be able to 
engage with HNWIs in a non- 
obtrusive environment. Done right, 
it's a great multiplier for the brand." 

The initiative starts with choos- 
ing the right producer and the right 
play to complement its brand mes- 
sage. On the City of Dreams play 
that Ashvin Gidwani Productions 
staged for Reliance Capital, Shah 
says: “Reliance Capital is all about 
'enabling people to achieve their 
financial dreams’. Our association 
with City of Dreams, which is about 
how aspiring Indians come to 
Mumbai to realise their dreams, 
was, therefore, the right fit as there 
is a congruence between our brand 
philosophy and the play." 


Exploding Markets 

The intense competition in the race 
to acquire HNWI clients has 
prompted several banks and finan- 
cial services companies to turn to 
theatre as a hook. Sample these 
numbers: according to the 12th 
Annual World Wealth Report re- 
leased in June 2008 by Merrill 
Lynch and Capgemini, India led 
the world with a growth rate of 
22.7 per cent in its HNWI population 


Theatre has always been a fine expression of art, 


and can be very engaging. 


Of the 200 shows in 2008, 85 per cent have been 


created for banks and financial services companies 


Shiv Khazanchi, MD (Pvt. Banking, India), Standard Chartered | 


in 2007. This followed an equally 
impressive performance in the pre- 
vious year. Banks can ignore this 
market at their own peril, says a 
market analyst. For the record, the 
HNWI threshold stands at $1 mil- 
lion (Rs 4.3 crore) excluding the 
value of their residential premises. 

Standard Chartered Private 
Bank, which was launched in India 
in June 2007 as part of a global 
launch across 11 markets, has been 
an early adopter of theatre as a 
marketing tool—and with good rea- 
son. “Following the acquisition of 
American Express Bank, Standard 
Chartered Private Bank has ex- 
panded its footprint across five cen- 
tres in India—Mumbai, Delhi, 
Kolkata, Chennai and Bangalore. 
India is a key market, has an HNWI 
population of 123,000, and a 
growth rate higher than that of any 
other country,” says Shiv Khazanchi, 
Managing Director and Head 
(Private Banking), India, & Global 
Head (NRI Banking), Standard 
Chartered Private Bank. 

And where does theatre fit in? 
“Theatre has always been a fine ex- 
pression of art, and can be very en- 
gaging. We create unique experi- 
ences therein,” he says. 





This new-found interest of 
banks such as HSBC Premier and 
Standard Chartered Private Bank 
and financial services companies 
has spelt exciting times for theatre 
production houses. Ashvin 
Gidwani, the man at the helm of 
the eponymous production house, 
which has created “properties” 


-We support productions based on 
the credentials and content of — 
production houses and artistes. — 

Sevantika Bhandari, Head (Marketing), - 
-ICICI Group Global Private Clients — 





(read: plays) for banks and fina 
services companies, calls i 
porate theatre". And for 
banking person, he seems to 





his numbers quite well. “Of tl 
200 shows that we did/are doing 


2008, 85 per cent have be 
ated for banks and financial i 
tutions. Over the next year, í 
400 shows planned acros 
world, 60-70 per cent will 
to the banks and financial sei 
companies.” The percenta 
lower because insurance co 
nies, too, are jumping 
theatre bandwagon, he adds. 


Unique Recipe 
Every bank and financia 
company has its own culturi 


on to t 


thi 


11 


guidelines to showcase through 


theatre. Says Sevantika Bhan 


Head (Marketing), ICICI 
Global Private Clients: “Every 
from venue to décor to foo 
beverages has to be 'best i: 
This is our single-point brief 
our partners. We also focus 
the synergies between our | 
image and that of the prodi 
house and artistes and, her 
port productions based oi 
credentials and content. 
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Standard Chartered Private Bank, 
too, has its distinctive specs for con- 
tent and ambience. “Creating an 
experience for our clients involves a 
lot of planning and careful execu- 
tion. We usually initiate work well 
over two months in advance. 
Planning involves going through 
every minute detail to deliver a fine 
and special experience,” says 
Khazanchi. For HSBC Premier, as 
with other banks, the idea is to de- 
liver the essence of its brand— 
“opening a new world of possibilities 
for our customers by linking them to 
the world, and the world to 
them”—through theatre. 

For banks and financial serv- 
ices companies, it is important to as- 
certain subjects that will have a 
broad mass appeal (or no appeal) in 
a country as diverse as India. The 
trick is to know which brands (non- 
competing) to associate with, decide 
on pre-event engagement initiatives 
and, then ensure delivery accord- 
ingly. “It is important to have 
both—engagement with customers 
at the venue as well as brand 
salience; and we do that in consul- 
tation with the production house 
that we work with,” says HSBC 
Premier’s lyer. 

Ultimately, it is not about getting 
HNWIs to watch a play, but to create 
an overall experience that will stay 
with them even after the show is 
over, reason most banks. 
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Noises off 


Theatre is now a curious mix of art and 
networking, triggered by the growing need 
of banks to address a niche market. 

Raell Padamsee, Ace Productions 


The Future Is Here 
Reliance Capital plans to extend 
its footprint in theatre across the 
top 20 cities in India, and this will 
be a key driver of its growth within 
the HNWI universe in the near future. 
“We are strategising towards de- 
veloping a panel of like-minded 
producers with whom we will work 
on an annual basis, so that our as- 
sociation with theatre is om- 
nipresent,” says Shah. 

To this end, the company has 
roped in Ace Productions of Raell 
Padamsee that is staging two shows 


"* 


The objective of these plays Is to 
be able to engage with HNWIs 

in a non-obtrusive environment. 
Girish Shah, Head (Branding), 

Reliance ADAG 





of the play Noises Off for it in 
September. Says Padamsee: 
"Theatre is becoming a curious mix 
of art, food and networking, trig- 
gered by the growing need of these 
banks to address a certain kind of 
niche market." 

HSBC will continue to build on 
this platform for the future as the 
overall feedback from customers 
and the frontline has been posi- 
tive. Iyer claims: “While there have 
been isolated instances of banks 
and financial services companies 
getting involved with theatre, we 
were the first in India to have 
adopted the medium as a full- 
fledged platform for brand-building, 
not only for our business here but 
also for our NRI business across mul- 
tiple geographies like the us, the UK 
and West Asia. ” 

Given the high fragmentation 
levels in the media and the difficul- 
ties in targeting specific consumer 
communities, it has become imper- 
ative for banks and financial services 
companies to go beyond the 30- 
second TVC and other conventional 
media. In such a scenario, theatre 
works as an innovative marketing 
practice. ^Theatre, apart from be- 
ing more effective in terms of com- 
munications and costs, strategically 
weaves in our brand experience and 
product sampling with the HNWIs,” 
says Shah. For banks, then, it's a de- 
cisive "curtains up" for theatre. 
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Microsoft Makes a Better Browser 


The IE8 makes browsing safer and easier than before. KUSHAN MITRA 


HEN FIREFOX 3 LAUNCHED 

a couple of months ago, 

the makers of the open 
source browser attempted a world 
record for voluntary downloads 
in a 24-hour span, and with eight 
million downloads, they achieved 
their aim. 

This meant Microsoft Internet 
Explorer (IE), king of the prover- 
bial hill till then, faced a major chal- 
lenge. It has now responded with 
the eighth iteration of the browser. 
So, is it any good? 

Well actually it is. For one, it is 
a lot lighter on the system, even 
though we were using a fairly hefty 
machine. That said, it seems the 
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folks at Redmond have 
Incorporated a lot of the 
little things that made 
Firefox so good. While 
Internet Explorer 7 
also had tabbed 
browsing, the new ` 
browser has an. 
"auto-suggest" 
feature and better 
integration with 
search engines. 
Microsoft also claims that IF8 
leads to a safer browsing experi- 
ence, very important, given the 
large amount of online commer- 
cial transactions that take place 
today. In an interesting aside, the 























browser has something 
called *InPrivate", 
which keeps vour 
browsing history secret 
(it’s something you can 
do on any browser, but 
IE8 makes it very easy). 
Experts have wasted 
no time in dubbing the 
feature *porn mode". But this 
little feature is definitely a plus for 
the browser. 

Would we recommend it? Yes 
we would. iE8 is a definite 
improvement over any previous 
version of Internet Explorer. How 
does it stack up against Firefox3? 
Honours even, we'd say. 


Who Needs a Standalone 





FTER USING THE NOKIA 6210 
Navigator for a few days, we 
wonder why you would 

want a standalone navigation tool. 
Maybe, they have bigger touch- 
screen interfaces, but you can't of- 
ficially buy the really good stand- 
alone navigation systems from man- 
ufacturers like Garmin or TomTom. 
Nokia's play is simpler, dictated 
by a $8-billion (Rs 34,400-crore) 
acquisition of map-making com- 
pany Navteq in 2007—put navi- 
gation in as many mobile devices as 


Navigation Device? 


possible and given that Nokia is 
the leader in the mobile devices 
space, in the virgin navigation mar- 
ket of India, the combination is 
bound to succeed. 

There are only a few problems 
with the Navigator. The first is that 
it is still a phone. This means it is 
useful in getting an Assisted-Global 
Position System (A-GPS) fix but is a 
bit of a pain if you're trying to 
find something and a call comes. 
The second is that Nokia only has 
maps for eight Indian cities. 

But these are little 
niggles. On the whole, 
for Rs 18,200, the 
Navigator is a great 
phone for those who live 
in the eight chosen cities 
and have an awful sens 
of direction. 
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| FIVE REASONS WHY 
YOU SHOULD EAT [eam 
MORE VEGETABLES | 


BAN es, 
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Fitness Rules You Must 
Break Today! 








HERE’S A VAST AMOUNT OF FITNESS INFORMATION DOING THE ROUNDS, AND 

not all of it is as accurate as it claims to be. Take a look at the lifestyle 

supplements of popular morning newspapers, and you'll see what we 
mean. Almost all of them run the obligatory Health and Fitness page at least 
once a week, and you often come across advice that contradicts itself, or 
offers opinions that are in direct conflict with views that appeared the week 
before. So, we're going to look at common gym beliefs, and how breaking 
the rules can actually help you achieve your fitness goals more quickly. 


Rule # 1: Stick to machines to prevent injury 

HOW IT STARTED: Exercise machine manufacturers, 
obviously! 

BREAK THE RULE: Exercise machines work by isolat- 
ing target muscles, thereby promising better results. 
But this also prevents natural body movement, which 
may actually increase the risk of injury. On the other 
hand, when you use free weights, your body makes 
natural adjustments throughout the exercise's range 
of motions. This also works out smaller muscle 
groups and makes the exercise even more effective. 





Rule # 2: 'Shock' your muscles for best results 

HOW IT STARTED: Bodybuilders who noticed how a new workout routine helped them 
achieve better results. 

BREAK THE RULE: Switching exercises, sets and reps is one thing, but purposely over- 
loading your system is a sure precursor to injury. Contrary to popular belief, 
being completely fatigued after your evening workout isn't a sign of a good exe- 
rcise session. In fact, exercise stimulates the senses, and a good post-workout meal 
later, you should be raring to paint the town red. 


Rule # 3: There's nothing like the treadmill to lose weight 

HOW IT STARTED: Novice gym-goers who found that the treadmill was the only 
machine they were confident of using. ! 

BREAK THE RULE: Cardio is the best *old-fashioned way" of losing weight. 
Remember, when you're running for X amount of time, you're burning calories 
only during that period. On the other hand, lifting weights (even light ones) and 
putting on a bit of muscle mass torches fat 24x7. 


Rule # 4: 60 crunches+60 leg raises every day-Great abs 

HOW IT STARTED: Human nature, which overplays the importance given to vanity muscles; 
arms for men, a slim waist for women, and abs are the muscles of desire for both sexes. 
BREAK THE RULE: Men’s Health’s September issue has a reader on its cover who has 
gone from fat to flat. Says Yashwin Srinivas: “Prolonged exercise doesn't do any- 
thing more than lead you to exhaustion more quickly. Instead, do three sets of 
12 reps each of crunches, followed by leg raises, three times a week. Keep your 
form in check. A few weeks later, you'll be admiring your torso." 8 


JAMAL SHAIKH 
nee Jamal Shaikh is Editor, Men’sHealth 
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PRESENTING, THE ALL-NEW 
READER'S DIGEST 


Reader’s Digest has been a great unifying 
force among friends and family. Its 
inspiring real-life stories from people 
across the world, easy-to-read and well- 
researched articles on every useful 
subject, its Word Power quizzes and its 
engaging humour, have all made the 
Digest the world’s largest selling 
English monthly for eight decades. 


The Digest has now entered a new era - 








with a new contemporary design, a 
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topics. Basically, a new way of sharing life. 


Pick the all-new Digest today! 
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WISE UP! 


DEBIT CARDS 
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N WORLD 


A Business Today-DuPont round table on sustainability 
drives home the point that responsible growth is also 


more profitable growth. A report. MANU KAUSHIK 


^ ESS THAN EIGHT DECADES 
ago, there were just two 
billion people living on 
earth. Since then, the 
number has more than 
tripled to 6.7 billion. Despite the 
explosion in population, if the 
world in general is more prosper- 
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ous than it was in the early 20th 
century, it's because advances in 
science and technology have 
worked wonderfully well to beat 
the Malthusian prophecy: that the 
number of mouths to feed will 
eventually outstrip food produc- 
tion in the world. 


Yet, there's no doubt that the 
same advances in technology that 
made rapid development possible 
have also created imbalances. Global 
climate, for example, is experienc- 
ing unprecedented changes; hu- 
mans are depleting natural resources 
faster than ever before (hence, soar- 


ing commodity prices); and the di- 
vide between the rich and the poor 
is only widening. For example, the 
world’s 200 richest people are 
worth more than all the other peo- 
ple put together. 

The challenge that people 
around the world face today is 
simple, and that is to continue liv- 
ing in a way that does not jeopar- 
dise future generations. That means 
ensuring that global warming does 
not accelerate, natural resources, in- 
cluding water, are not depleted, 
and the divide between the rich 
and the poor is not deepened. 
Most importantly, corporations 
need to realise that sustainability is 
not a discrete activity to be pursued 
by a “department”. Rather, sus- 
tainability is strategy and unless it 
forms the very basis of all actions at 
a corporation, it will not succeed. 


The Panellists (L to R): Yashashree 
Gurjar, Head (Corporate Social 
Responsibility), Ballarpur Industries; 
Dhruv Sawhney, Chairman & 
Managing Director, Triveni 
Engineering & Industries; R.N. 
Mukhija, Member of the Board & 
President (Operations), Larsen & 
Toubro; BT's R. Sridharan; 

Vivek Bharati, Executive Director 
(Agriculture & External Affairs), . 
PepsiCo India; Balvinder Kalsi, 
President & CEO, DuPont India 


Globally, there are organisations 
such as GE and DuPont that have 
already made sustainability the 
driver of their strategy. 

To kick-start a debate in India 
Inc., Business Today and DuPont 
decided to launch a four-part round 
table on sustainability. The first 
round table in the series was held in 
New Delhi on August 21, and took 
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up the broad theme of “Sustainab 
ility in an Uncertain World" to g 
the debate going. The heavyweig 

panellists comprised Dhruv M. 
Sawhney, Chairman & Mai ging 
Director, Triveni Engineering & 
Industries; R.N. Mukhija, M« 


mber 


of the Board & President (Operati 
ons), Larsen & Toubro; Vivel 
Bharati, Executive Director (Agricu 
Iture & External Affairs), PepsiCo 
India; Balvinder Singh Kalsi 
President & CEO, DuPont India: 
and Yashashree Gurjar, Head 
(Corporate Social Responsibility), 
Ballarpur Industries. The round table 
was moderated by BT's R. Sridh: 


After a welcome address by B7’s 
Publishing Director Aseem Kay 
and opening remarks by Hı 
Bhedwar, Director of DuPont: 
Knowledge Center, L&T’s Mul 
set the ball rolling by pointing out 
that his company has created 
unique model for execution of every 
project at L&T. “While workin: 


projects, our mind has always been 
concerned about what we are giving 
back to the community. And not 
only that, we are also trying to find 
ways of transferring our value system 


to the complete supply chain of ven 
dors, distributors and others 
work with us,” said Mukhija, ad 
that in terms of technology and de 
velopment, L&T has worked on var 
ious energy management soluti. 
“Due to conscious efforts, we 
achieved a 10 per cent reduction in 
our power consumption every year. 
Similarly, with water, we are moving 
towards zero-discharge of water 
our units. And this is not merely be 
cause we want to reduce our costs but 
because we have a vision of achi 
growth through sustainability.’ 
Stressing on the need for sus 
tainability in today’s world, Triveni’ 
Sawhney tapped into his own com 
pany's experience to drive home 
the business rationale for sustain 
ability. “As far as the sugar industry 
is concerned, Triveni has di 
number of things quite well. Firs: 
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Dhruv Sawhney 
Chairman & Managing Director, Triveni 
Engineering & Industries 





“Water should be treated as a raw 
material and if you don't think so, 
you will be in trouble one day” 


our sugar plants are zero-discharge 
units, and that means we actually re- 
cycle all our water requirements. 
Secondly, everything in a sugar plant 
is sustainable; so we use all our 
byproduct such as molasses to get 
ethanol and bio-manure. We have 
sustainable solutions in all the three 
fields we operate in—sugarcane, 
power generation and waste-water 
treatment,” Sawhney revealed. 

He also expressed his concern 
at the poor farm yield levels in the 
country. He said that there is a scope 
to improve farm yields up to 60-70 
per cent. “Today, there is an enor- 
mous problem of food security be- 
cause of low productivity. We need 
to pay attention to why we are not 
improving our yields. I think what is 
missing is basic training and devel- 
opment for our farmers. First, there 
is not even a single ITI for farmers. So, 
you are in the hands of government 
extension services, which is not the 
most efficient way of enhancing 
farm productivity. 

Secondly, everybody knows that 
retail-led demand can spur farm 
productivity but there are not 
enough incentives for corporations 
to solve the problems. Companies 
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Yashashree Gurjar 
Head (Corporate Social | 
Responsibility), Ballarpur Industries 





"We have avoided growing pulp 
wood on agricultural land because it 
is related to our food security" 


like PepsiCo will want to buy pro- 
duce from farmers and so they have 
an interest in raising their produc- 
tivity, but the system is not being 
supportive enough to encourage 
them. I believe India can't grow at 
10 per cent without agricultural 
growth being sustainable at 3-4 per 
cent," said Sawhney, adding that 
his corporate social responsibility 
is to put more money into cane de- 
velopment, not just because it is a 
sustainable thing to do, but also be- 
cause it will ensure that his company 
has ample raw materials and happier 
suppliers and these will, in turn, 
enable Triveni to make more money 
over the long term. 

Managing a company that is a 
major consumer of water, Sawhney 
made some interesting points about 
the water industry. “We have always 
publicised that water should be 
treated as a raw material and if you 
don’t think so, you will be in trouble 
one day,” he cautioned the audi- 
ence. He also mentioned that because 
of wrong pricing, water is not being 
treated as a valuable resource by in- 
dustry and households. “At Triveni, 
our view is to treat the effluent 
through primary, secondary and ter- 





tiary treatment so that it can not 
only be used for drinking purposes 


but also in boilers,” he said. 

Focus on Agriculture 

Giving the discussion a slightly dif- 
ferent angle, Vivek Bharati of 
PepsiCo cited some interesting num- 
bers from the 2007-08 Economic 
Survey. He pointed out that the 
contribution of technology in the 
growth of the agricultural sector 
over the last 10 years ending 2007 is 
zero. “According to the Economic 
Survey, the gap between potential 
yields and actual yields in foodgrains 
range as high as 100-200 per cent. 
So, the government must add to its 
own extension services to incentivise 
corporations with a track record in 
farm extension to improve farm 
productivity,” Bharati argued, point- 
ing out that PepsiCo works with 
around 30,000 farmers under its 
direct contract farming operations 
and shares its cutting-edge technol- 
ogy and best agronomic practices 
with them. “But even government 
authorities can leverage our skills 
in the interest of the country. We 
would welcome offers for public- 
private partnerships,” Bharati said. 


Vivek Bharati 
Executive Director (Agriculture & 
External Affairs), PepsiCo India 


“We can do direct seeding of rice 
into fields and this can minimise 
water usage by up to 35 per cent” 





Giving an example of the kind 
of work PepsiCo is doing in India to 
drive its sustainable growth, Bharati 
cited the US company’s experience of 
producing basmati rice in the coun- 
try. Traditionally, Bharati explained, 
rice is transplanted from nurseries to 
fields and a lot of water is used in 
‘puddling’ it. “Our scientists dis- 
covered that through some modifi- 
cations, we can do direct seeding of 
rice into fields and that this can 
minimise water usage by up to 35 
per cent,” Bharati revealed. 
According to him, paddy cultiva- 
tion requires 7,500 kl/hectare but di- 
rect seeding of paddy saves 2,250 
kl/hectare. Direct seeding as a tech- 
nique is not new, but Bharati said 
PepsiCo was the first to attempt it in 
India. "This year, we are doing 
1,000 acres of direct seeding of 
rice. People accuse industry of guz- 
zling water because they don't look 
at the overall numbers. Eighty per 
cent of the water is consumed by 
agriculture, whereas industry uses 
only 6-7 per cent; the rest is con- 
sumed by households. If you can 
attack agriculture and make it sus- 
tainable on water, you have tackled 
the water issue," he pointed out. 





Balvinder Kalsi — 
President & CEO, DuPont India 


“There is a need for products 
that are safe, less toxic, and 
use fewer raw materials 

like energy and water” 





Incidentally, direct seeding can 
also cut down greenhouse gas emis- 
sions, Bharati explained. “Rice is a 
huge emitter of methane—1 tonne 
of methane is equal to 21-22 tonnes 
of CO2. Various research papers 
show that direct seeding of rice re- 
duces methane emission by as much 
as 43 per cent. So, by moving 
towards direct seeding, we can make 
a huge impact on global warming,” 
Bharati noted. 


Technology as a Solution 
On his part, DuPont’s Kalsi touched 
upon some of the most critical chal- 
lenges facing the global community 
in the 21st century. “Today, DuPont 
is in its third phase of sustainability 
programme, where we have taken a 
much more holistic approach as we 
have included both human safety 
as well as environment protection. 
And it is now fully integrated into 
our business models,” he revealed. 
Kalsi contended that only science 
and technology can provide answers 
to the problems facing the world to- 
day. “In terms of DuPont’s role in sus- 
tainability, our overall mission itself is 
sustainable growth. And the way we 
define sustainable growth is creating 
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shareholder and societal value while 
reducing our environmental foot- 
print across the value chains that we 
operate in. We have a history of tak- 
ing action on some of the most press- 
ing needs of society and working at 
the front-end of it.” he said. 

Explaining his vision for a sus- 
tainable future, Kalsi said: “In fu- 
ture, there is a need for products 
that are safe, less toxic, and use fewer 
raw materials such as energy and 
water. As an ingredient supplier com- 
pany, we supply products to all ma- 
jor industries that, in turn, face sig 
nificant challenges in terms of both 
safety and environment. So, it is our 
responsibility to put our science and 
technology innovations to work in 
favour of our customers.” 

Giving an insight into the sus 
tainability scenario at the Avantha 
Group, Yashashree Gurjar said 
that being a diversified group, 
Avantha had sustainability as the 
common thread running through 
all its businessses. For example, in 
the paper business (Ballarpur 
Industries), Avantha doesn’t de 
plete forests anymore to grow 
pulp wood; instead it uses de 
graded land owned by more than 
17,000 small and marginal farm- 
ers. "So, it's a win-win situation 
for us as we are not only greening 
those barren lands but also getting 
abundant raw material, which is in 
extremely short supply," Gurjar 
pointed out. *Although it's an 
easy proposition for us to grow 
pulp wood on agricultural land, 
we have chosen to avoid it be- 
cause it is something related to 
our country's food security." 

The panellists summed up the 
discussion explaining that it’s the 
responsibility of leadership to 
demonstrate by either their vision or 
through actions that sustainability is 
not in conflict with business and 
it’s truly a win-win for everyone. 
The event concluded with a vote 
of thanks by Br's Associate Publisher 
Ashish Chadha. m 
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The panellists: (from L to R) Kumar G.B., Senior Vice President-Services (India & SAARC), Cisco; Arnab Mitra, 





Deputy Editor, Business Today; Muralikrishna K., Vice President and Head, Computers & Communication Division, - 
Infosys; Jessie Paul, Chief Marketing Officer, Wipro Technologies; Ashish Chadha, Associate Publisher, we 
Business Today; and Don Koch, Chief Operating Officer, ING Vysya Bank | | | 


Stay with the Customer 


For businesses, just successfully selling their products isn't enough; even more 


critical is sustaining a wholesome customer experience. K.R. BALASUBRAMANYAM 


OR A BUSINESS TO BE SUC- 
cessful, half the challenge 
is won if it is able to fath- 
om its customer's mind 
and decode his tastes and 
preferences. The rest of the chal- 
lenge lies in servicing and sustaining 
those preferences. But this is usually 
easier said than done. Four experts 
from Ir and financial services sectors 
converged at Boardroom Breakfast, 
a panel discussion organised by 
Business Today at Le Meridien 
hotel in Bangalore on August 20, 
and provided insights on "Creating 
the Total Customer Experience", 
the topic of discussion, which was 
moderated by Arnab Mitra, Deputy 
Editor, Business Today. 
Cisco's Senior Vice President, 
Services (India & sAARC), Kumar 
G.B., kick-started the discussion by 
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narrating a personal experience. He 
said the Golden Quadrilateral con- 
necting all major cities of India was a 
superb idea. When he drove down to 
Karwar in coastal Karnataka three 
years ago, the journey gave him *an 
almost developed country experi- 
ence". But driving on the same road 
on August 15 this year, his experi- 
ence was painful; the roads were in 
a bad shape. The point Kumar was 
trying to make was that it's not 
enough to successfully commission a 
project. Its more important to sustain 
customer experience through the 
life cycle of that project. Delhi Metro, 
he noted, has ensured that customers 
get a wholesome experience. 
Infosys Vice President and Head, 
Computers & Communication 
Division, Muralikrishna K., said 
today’s customers are well-connected, 


networked and informed. Even when 
they have to enter into a conversa- 
tion, they think about whether it 
will bring any value. “The demands 
of customers are increasing and the 
use of technology is critical to un- 
derstanding their needs,” he added. 

Don Koch, Chief Operating 
Officer, ING Vysya Bank, who 
spoke about the challenges of serv- 
icing the large client bases typical in 
the financial services sector, said a 
company cannot flourish by just 
successfully selling a product to a 
consumer. It must keep servicing 
the consumer through the 
product’s life cycle. “You have to 
manage the expectations of differ- 
ent customers and that is the key 
part. You have to make intelligent 
use of technology to make the cus- 
tomer feel that it (the product) is 


suited to his needs,” he said. 

Wipro’s Chief Marketing Officer 
Jessie Paul said that customers want 
to be a part of a company’s product 
innovation process. “We share with 
our Customers our innovation space 
and vice versa. The customer is part 
of the solution. We (Wipro) share 
our plans with our customers and 
link up with each other to align our 
roadmaps,” she said. 

Asked by Mitra to elaborate on 
the importance of customer seg- 
mentation, Koch said segmentation 
helps a company identify its cus- 
tomer and target his needs. Tele- 
marketing a banking product to a 
lady without understanding her 
needs may only keep her away from 
that bank, he said. “Customer seg- 
mentation is part of the journey; 
not an end in itself.” 

Cisco’s Kumar said he believed 
that businesses have not been able to 
tap technology fully. “We are still 
scratching the surface when it comes 
to the use of technology. We are at 
the tip of the iceberg as to what 
technology can really make possi- 
ble.” Paul added that technology is 
just an enabler and can help cate- 
gorise Customer trends and prefer- 
ences and save them for the future. 
“As technology evolves, you add 
more to that information. 
Technology follows marketing and 











Actively involved: Members of audience chipped in with smart questions 


not the other way around.” 

A member of the audience won- 
dered if technology was making busi- 
nesses impersonal by taking away 
the human touch. He said doctors 
now examine patients without touch- 
ing them; they do so by merely look- 
ing at the medical reports. Koch, 
too, hinted at the declining human 
interface when he cited the findings 
of a survey wherein respondents 
hailed a bank for its technological 
advances like ATM network etc., but 
said they still preferred to use the 
bank’s branches. But Paul cited the 
success of telemarketing saying the 
new generation, being tech savvy, 
prefers technology in their dealings. 

Muralikrishna stressed the im- 
portance of customer feedback, 
adding that sales people remain in the 
background at Infosys’s annual cus- 
tomer meets. It’s the same at Wipro, 
Paul said. “One of the rules is that we 
do not discuss business at such meets 





Muralikrishna K. 


and this helps keep the persona! con 
nect going.” Muralikrishna said at 
Infosys a lot of new services have 
been introduced following feedback 
from customers. “And products like 
the Walkman, iPhone, etc., had fol- 
lowed after the companies concerned 
(Sony and Apple) understood cus- 
tomer trends," Paul added. 

Paul explained how the public 
and the private sectors differ in the 
way they work. A psu bank offers a 
lower rate of interest whereas a pri- 
vate sector bank lends at a higher 
rate but delivers more in terms of 
customer experience and satisfac- 
tion. Many people, she said, go for 
higher rates if it involved better serv- 
ices. Kumar added: “No doubt, over- 
delivery is the key here, but one 
must do it profitably." 

The event concluded with a vote 
of thanks by Ashish Chadha, 
Associate Publisher of Business 


Today. m 





Kumar G.B. Jessie Paul 
Senior Vice President-Services Chief Operating Officer, Vice President and Head, Computers. Chief Marketing Officer 
(India & SAARC), Cisco ING Vysya Bank . & Communication Division, Infosys - Wipro Technologies 
"We'restillscratchingthe ^ "You have to manage “A number of new services . "These days, customers 
surface when it comes to the expectations of were introduced because of ^ want to be part of our 
the use of technology” — different customers" feedback from customers" innovation process” 


SEPTEMBER 21 


2008 BUSINESS TODA 201 


bt 


RACHIT GOSWAMI 


Fresh Innings 


SHE IS BACK. KALPANA MORPARIA, 59, IS THE NEW 
head honcho of JPMorgan's India operations. 
What attracted her to the Investment bank after 
working for 33 years in the ICICI Group? Says a 
confident Morparia: “It’s a great platform to lead 
in India.” She will accelerate JPMorgan’s pres- 
ence in investment banking, wealth management 
and treasury and securities services. She will also 
have a seat in JPMorgan’s Asia Pacific Executive 
Committee. *There will also be an opportunity to 
participate in a global initiative," says 
Morparia, who was Joint 
Managing Director until last 
year at ICICI Bank. While 
there are restrictions galore 
for foreign entities in India, 
Morparia says: “JPMorgan 
is here in India for the long 
haul." Readying for her second 
. innings, Morparia—till re- 
Š M > cently the Vice Chair 
j —— 3 TN of the ICICI’s in- 
ALA NES surance, AMC, 
7 EE and securities 
subsidiaries—says: 
“Tve imbibed every- 
thing from ICICI and 
that’s something I 
take with me to 
the new job." 
































Ë 
L 
Li vy 








Small Step, Big League 








On a Return Path 


HE HAS BEEN THE FACE OF SWEDISH POWER EQUIPMENT 
giant ABB in India for the last two-and-a-half decades 
and after rising through the ranks to head the coun- 
try business, he was elevated as Head (Global 
Markets) a year ago, and moved to Zurich to take 
up this role. Now, the 56-year old RAVI UPPAL has 
quit and is headed back home. This is his second 
move out of ABB; the first happened over a decade 
ago, when he moved from one Swedish giant, ABB, 
to another, Volvo, to run the auto major’s fledgling 
local operations. Having helped both these com- 
panies set up and grow their India operations, it ap- 
pears that Uppal is now turning his attention beyond 
ABB. According to an ABB media statement, he will be 
leaving the company “for personal reasons” and re- 
locating to India to pursue opportunities “outside of 
ABB”. Given his successful track record with ABB 
and Volvo, Uppal (who couldn’t be reached for 
comments) shouldn’t be short of job offers. 








SANTANU ‘SANDY’ K. BARUAH, 43, IS NO BOBBY JINDAL, BUT THE ASCENDANCY OF THIS INDIAN AMERICAN-—- 
little known in India—in the US federal bureaucracy is significant. He has been Assistant 
Secretary of Commerce for Economic Development, heading the Economic Development 
Administration (EDA) under the US Department of Commerce. He has now been 


appointed as the Acting Administrator of Small Business Administration (SBA), which 
supports small businesses across the US. The significance of this move lies in the US slow- 
down, which is making life difficult for small businesses, and some serious questions that SBA 
faces in terms of its credibility. Baruah, who could not be reached for comments, is said to 
be a sharp and hands-on bureaucrat. The right man in the right place, by all accounts. 
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We made valves that can breathe. 


Valvetronic, our revolutionary engine breathing concept enhances performance and yet gives 10% better fuel; 
BMW. With leadership comes responsibility. 


For more information visit www.bmw.in. 
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Power and Panache 


INDRA NOOYI, 52, THE INDIA-BORN CHAIRWOMAN & 
CEO of PepsiCo., continues to accumulate power that 
comes with her stewardship of one of the world’s 
most visible multinational corporations. Forbes has 
elevated her stature from #5 last year to #3 this year 
in its annual ranking of the world’s most powerful 
women. Nooyi is the world's second most powerful 
businesswoman. Only German Chancellor Angela 
Merkel and Chairman of the us Federal Deposit 
Insurance Corporation Sheila C. Blair feature above 
her in the list. She has led the Fortune list of the most 
powerful businesswomen for 2006 and 2007. If 
that's not enough, Conde Nast Portfolio magazine 
recently celebrated Nooyi as one of the “execu- 
tive icons with distinct fashion sense." Business 
and élan go hand in hand for this power woman. 


Eo 








Headed Back Home 
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Lord of Fizz 


UK-BASED LIQUOR BARON LORD KARAN BILLIMORIA. 
46, who drove around London with his business pari 
ner in a battered old Citroen 2cv to sell less gassy 
beer, is now in the news for supposedly wanting to 
sell the popular Cobra Beer that he established 
nearly two decades ago. This comes in the wake of 
the news that the company's talks on a minority stake 
sale to Diageo have fallen through. In fact, Cobra 
Beer even toyed with the idea of listing its Indian do 
mestic subsidiary, to raise nearly $100 million (Rs 
430 crore) for its operations here. While Billimoria 
could not be contacted, he is said to be looking at a 
valuation of $350-400 million (Rs 1,505-1,720 
crore) for Cobra Beer. It should not find itself short 
of takers if it does choose to exit. Players such as UB 
Group, SAB Miller are thirsting for growth and a lot 
of it involves increasing market share through 
acquisitions. Time, perhaps, for Billimoria to look fo: 
fizz in his decade-old wine business. 


IT'S A HOMECOMING AFTER A LONG SOJOURN. UNLIKE HIS COLLEAGUES WHO CHOSE TO TAKE A BREAK WITH 
a handsome severance package or moved on to JPMorgan, NIKHIL PURI, the former mo in the 
global industries group of beleaguered investment bank Bear Stearns, has chosen to return 
to India. He will be the Managing Director of Ambit Corporate Finance, a homegrown inves- 


tment bank promoted by Ashok Wadhwa. Puri, who is in his early forties, returns to 
India after a 15-year stint across firms like Arthur Anderson and Lehman Brothers and insi- 
sts his homecoming is not a defensive move. “The aspirations of Indian promoters have grown 
tremendously.... Therefore, | think this is the right time to be on ground." The doting father, 
however, hopes the transition is smooth for his family since his two daughters are very young. 
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DESIGNATION: Governor 
INSTITUTION: Reserve Bank of India 


The iPhone you've 
been waiting for. 
Now available 





Governor Courageous 


Air AGA VENUGOPAL REDDY HAS ALWAYS KEPT HIS COOL DESPITE AN ACTION-PACKED FIVE 
years at Mint Street that saw humungous levels of dollar inflows, an unusual rise of 
the rupee against the greenback, soaring inflation and also overflowing consumer 

credit in the economy. But his biggest achievement was the way he resisted pressure from 
North Block and from India Inc. on interest rates. Reddy, the 21* Governor of the Reserve 
Bank of India, was always bombarded with multiple options just before every quarterly 
review on the interest rates. The Governor's decision to move cautiously on key policy 
issues prevented the formation of an asset bubble in the economy. Today, everybody knows 

x what happened in the us, where the previous Chairman of the Federal Reserve pushed rates 
to a low of 1 per cent. 

Of late, Reddy, a 1964 batch officer of the Indian Administrative Service, has been busy 
tackling *imported inflation" emanating from soaring crude and high food prices. Here 
again, he has shown no haste to please his political masters, many of whom wanted him 

i to hold, or even lower, interest rates in order to spur growth. Instead, he has cau- 
The new iPhone is here. . | : ; 
aeneo bod Intimet tiously raised the cost of funds to cool down demand, and, at the same time, avoided sharp 
and phone. Allin one super | interest rate hikes on the premise that they would boomerang and result in a series of de- 
fast 3G device. faults in consumer loans where people (and also banks) have overstretched themselves. 
| He completes his five-year term on September 5, 2008. The economy is slowing down 
and inflation is still an area of high concern. There is some speculation that the govern- 
ment wants him to continue in office, but he has not yet indicated whether he wants to 
do so. Meanwhile, the names of bureaucrat D. Subbarao and RBI Deputy Governor Rakesh 
Mohan are doing the rounds as his possible successor. Whoever succeeds him at RBI's 
Shaheed Bhagat Singh Office, will have his hands full. 
Whatever happens, Reddy will be remembered as a courageous RBI Governor. 
ANAND ADHIKARI 


x Some features and services are not 
_ available in all areas. TM & € 2008 Apple Inc. 
< All rights reserved. 
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The iPhone you've been waiting for. 
Now available 
iPhone3C 
i The new iPhone is here. Widescreen iPod, Internet and phone. All in one super fast 3G device. 


Available at select Airtel stores. 


For more information, log on to www.airtel.in/iphone3g 


Some features and services are not available in all areas. TM & © 2008 Apple Inc. All rights reserved. 
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IBM helped Staples create a better, more efficient online experience, which 
Increased their online conversion rate by 60%. Start iiia; Drowsers Into 
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From The Editor 


S THERE A SLOWDOWN? HOW BAD IS IT? WHICH SECTORS 


and companies are worst affected? What is causing 4 


it? How long will it last? Most debates on the current 
business environment are centred on these questions— 
and pointlessly so. Downturns, even the most definitive 
ones, strike different sectors in different ways and at dif- 
ferent times. As long as we are clear that business con- 
ditions today aren't as good as they were last year, the 
debate has to move to the next level, which is: how to 
ride out the slowdown or mitigate it or even avert it. 

That's exactly what this issue's cover story sets out 
to do. Over the past fortnight, Business Today reached 
out to key industry leaders to learn from them how they 
are managing the slowdown—present or prospective, 
severe or slight. The lessons we learnt from them are in- 
teresting and instructive. Not just from the companies 
that have borne the brunt of a full-fledged demand re- 
cession, e.g. Maruti Suzuki and icici Bank, but also from 
those that haven't yet witnessed a demand recession, like 
L&T and Samsung. The downturn strategies go much be- 
yond conventional cost-cutting measures. They in- 
clude steps like finishing a greenfield project ahead of 
schedule to advance revenue 
streams, reducing the weight 
of auto components by just one 
gram each, or cutting assem- 
bly-line times by fractions of a 
second. Between pages 62 and 
84, you will find several such 
learnings. Pay special attention 
to the bulleted boxes on each 
page for anecdotes from indi- 
vidual companies. 

Of course, slowdowns aren't 
the only time companies do interesting things. This mes- 
sage comes across very clearly from Dell's experience 
in India (Dell’s Designs, page 86). Dell India is the 
company's largest set-up outside the Us and is the 
fastest among all its global subsidiaries to reach $1 
billion in revenues. That speaks volumes for the growth 
and opportunities in India's computer hardware and 
services sectors. But more surprising are the small but 
significant successes of Indian companies making soft- 
ware products (Indian Microsofts in the Making? page 
98). This kindles the hope that one day, India may well 
have its own Microsoft or Oracle. 

That success, sustainability and inclusiveness go to- 
gether is demonstrated by a unique initiative of “resp- 
onsible tourism" in picturesque Kumarakom in Kerala. 
Read Lessons from the Backwaters on page 178 to 
understand how the government, industry and pan- 
chayats can not only work together, but do so to each 
others' advantage. It is business models such as these that 
bridge the divide between the interests of stakeholders 
and shareholders—the holy grail of modern businesses. 


ROHIT SARAN 











ALL DAY COMPUTING (AND ALL NIGHT) 


Up to 19 hours of battery life*. 
Energy Smart power management. 


THE NEW LATITUDE" E6400 


www.dell.co.in/latitudelaptops 
FOR BUSINESS ENQUIRIES CALL 1800 209 5060 


TOLL-FREE Mon-Sat: 9am-6pm (All networks except Spice Telecom) 








Subscription Service: 


To begin or renew your subscription, 
please contact the customer services. 
Please have your credit card number 
and expiry date ready. 


@ 0120-2479900 

(Monday - Friday; 10 am - 6 pm) 
Prefix 95120 from Delhi and Faridabad 
and 0120 from Rest of India 


© Call Customer care: Toll free no. 1800 
1800 100 (from BSNL/ MTNL Lines) 


—@ | wecarebg@intoday.com 

s WWW. businesstoday.in 
0120-4078080 

Subscription for 1 year (26 issues): Rs 390 
Subscription for 3 years (78 issues): Rs 1,170 
Alternatively you can subscribe by 
completing and mailing the form below to: 


>< Living Media India Ltd., 
A-61, Sector 57, Noida (UP)-201301. 


Toe PPP ORO P Pee eee Pee ee eee eee eee eee rh his oth ttc ttn 


FRR 


COR eee 


| ROBT ————— —"—""———Y—"—" 


| ————— — o drawn on 
| (specify bank & branch)............................... 


: Favouring Living Media India Ltd. 

: (Please add Rs 10 for non-Delhi 

: payment). Or please charge my card 

I Wl aukana 


| EST casei RERUM FA DRM Ris 


` Mamber's SIgnalumm: vechuscsssesccsersesssensscsnznses 


| My subscription number: ............................ 


; (In case of renewal) 
! * Terms & conditions apply 


Ree eee ee .................................................4 


LATEST ISSUE OCTOBER 5, 2008 
Economy: What Next? 


This isn’t a story about how much industry has 
slowed down by. Rather, it’s about how the bell- 
wethers of some of the sectors closely linked to the 
economy are devising strategies to drive growth—in 
investments and in volumes. Read on... to find how 
some of India’s most proactive corporations across 
a cross-section of industrial sectors—Banking, Auto, 
Real Estate, Power, Capital Goods and Consumer. 
Durables—are managing the slowdown, smartly. 
wi] There are more than a few tricks to learn from them. 
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Review Land Policy 
WITH REFERENCE TO YOUR COVER STORY 
India Inc. Stuck (BT, September 21), 
the need of the hour is an overhaul of 
the Land Acquisition Act, which is hor- 
ribly out of sync with the country’s 
modern needs. There is no doubt that 
India’s metamorphosis into an industrial 
power will require flexible land acqui- 
sition policies, but if we fail to carry the 
affected people along the road to 
progress, the nation will witness many 
more Nandigrams and Singurs. 

ROSHAN KUMAR AGRAWAL, through e-mail 





— 





Hitting a Political Hurdle 
YOUR COVER STORY INDIA INC. STUCK 
(Br, September 21), makes it clear 
how self-serving politicians are 
playing political footsie in Singur. 
Never mind that in the process, 
the economic progress and well- 
being of the country goes for a 
toss. Could it have been possible 
for us to enjoy the benefits of a 
project like the Delhi Metro if it 
had been subjected to the same 
kind of political backlash and 
stonewalling that is now being 
meted out to the Nano project in 
Singur? Like Delhi Metro, Tata's 
small car project is also in the na- 
tional and public interest. Not 
only will it help position India as 
a global hub for small cars, the 
project also promises to offer di- 
rect and indirect employment to 
thousands in and around Singur, 
including farmers whose lands 
have been acquired. 

MAHESH KAPASI, through e-mail 


Remove the Bottlenecks 

YOUR COVER STORY INDIA INC. 
stuck revealed the roadblocks in 
the path of industrialisation. The 
Singur imbroglio is symbolic of 
the larger issues that need to be 
addressed before industrialisa- 
tion can take off in a big way. 
Even as the West Bengal govern- 
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ment attempts to pacify opposi- 
tion to the Nano project, no real 
headway appears in sight. While 
the row over transfer of land still 
continues to rock the state, does 
anybody care about what's on 
the minds of those farmers in 
Singur who sold their land in an- 
ticipation of a better future? 

B. RAJASEKARAN, through e-mail 


PPP Is the Key 

THIS IS REGARDING YOUR COVER 
story on Best Cities for Business 
(BT, September 7). Finance 
Minister P. Chidambaram had said 
that India will need at least $500 
billion (Rs 21.5 lakh crore) over 
the next five years on infrastructure 
alone. The truth is that India will 
need much more than $500 billion 
to provide world-class infrastruc- 
ture and, therefore, the Public 
Private Partnership (PPP) is an effi- 
cient way to finance infrastruc- 
ture projects in the country. The 
new Hyderabad Airport, built by 
the GMR Group, is a successful ex- 
ample of PPP. Using this approach, 
private players can invest more re- 
sources effectively and efficiently. 
Another major draw for PPPs is the 
fact that chances of corruption is 
minimal in such projects. Let's 
hope that the PPP model becomes 
popular, as it will help bring 


greater investments from outside 
into the infrastructure sector. 
R.K. BARANWAL, through e-mail 


Staying Ahead of the Times 
YOUR IN-DEPTH ARTICLE "ARE THE 
Dark Clouds for tbe Real?" (Br, 
September 21) reminds me of the 
erstwhile Industrial Credit and 
Investment Corporation of India, 
prior to the era of globalisation. 
Once the process of liberalisation, 
initiated in 1992, rendered its model 
outdated, K.V. Kamath, the man at 
the helm, quickly perceived the chal- 
lenges ahead and swiftly corpora- 
tised it into ICICI. The reverse merger 
of the 30-year-old parent with its 
three-year-old banking arm suc- 
ceeded with operational integration 
of various subsidiaries into a one- 
stop financial services entity. As a 
result, ICICI Bank nosed ahead of the 
curve. Indeed, the success of any or- 
ganisation lies in. being able to sense 
the environment and proactively 
change to suit the changing business 
dynamics. It should, therefore, sur- 
prise nobody that ICICI Bank is able to 
identify new growth engines to shift 
gears and remain competitive. 
SRINIVASAN UMASHANKAR, through e-mail 
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' Educational Campaign : A special initiative by SBI. 

Financial planning can help you a great deal. 

These tips will help you to make financial planning one of your main goals. 

Tip 1: Budget - Make budgeting part of your financial planning and you will realize 
saving is not so hard. 

Tip 2: Spend Less than You Earn - Discipline yourself to spend within what you earn. 
Make savings an important part of your financial planning. 

Tip 3: Invest - Financial planning means you are saving for the future in many cases. 
So invest for a better future. 

Tip 4: Pay off debt - Debt, especially credit card debt, is one of the biggest obstacles 
against financial planning. 


For more information please write to us at contactcentre@sbi.co.in Or call 1800 11 2211 
(Toll free from BSNL/MTNL landlines) or 080-26599990 
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Into a Brave New World 


RIME MINISTER MANMOHAN SINGH HAS FINALLY 
| qnt his place in history by getting the approval 
of the Nuclear Suppliers Group (NsG) for India-specific 
exemptions from restrictions on nuclear trade—there is 
still the small formality of a us Congressional nod 
that now looks like becoming a fight against the cal- 
endar, given the US's own political exigencies and the 
looming Presidential elections. But then, seeing how the 
US went out of the way to secure the NSG waiver for 
India, there's a fair chance of an encore before the us 
Congress adjourns by the end of this month. Be that as 
it may, New Delhi already knows that the trump 
card—the NSG and IAEA waivers—ies with it rather than 
with Washington, for if the deal fails to muster support 
in the us Congress, South Block has the option of shop- 
ping elsewhere—and the *nuclear malls" in Paris and 
Moscow are more than eager to hawk their wares 
to India. 

Russia, in fact, also 
has a strategic interest in 
nuclear trade with India 
as this country's deepen- 
ing romance with 
Washington has neither 
been digested by 
Kremlin, nor washed 
down by the gallons of 
vodka that is available 
aplenty there—given the 
historical context of 
India-Russia relations. 

And that, interest- 
ingly, could be a valuable 
lesson in progress for the 
stodgy mandarins in the Foreign Office whose predilec- 
tion to stick to the tried and the tested is dumbingly leg- 
endary. Today's foreign policy is not conducted on the 
basis of ideology but more on strategic interests—recall 
Bush's visit to India in 2006 when he repeated ad 
nauseam that India and the Us were strategic partners. 
After all, let's not forget in the current bonhomie of the 
nuclear deal that both countries are bitterly opposed to 
each other in the Doha Round of the wro on the issue 
of farmer subsidies and Washington still hems and 
haws on supporting New Delhi's candidature for a 
permanent seat at the UN Security Council. 

Even with Russia, despite the Friendship Treaty, 
both countries have walked their own paths since the 
last decade of the 20th century. Both still need each 
other—Moscow for a big customer for its military 
hardware and New Delhi for oil and military supplies. 
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Let's tango: India and 


16 BUSINESS TODAY OCTOBER § 2008 


"4 


'4 





as toS f cas n 
the US are allies, but are they also 


But the two countries still have strong differences over 
the pricing of the Admiral Gorshkov aircraft carrier and 
the quality of military spares that Russia supplies. 
Also, Russia doesn’t offer a thimble of a discount on the 
oil it retails to India. The Russian example, in fact, 
should be an eye-opener for our diplomatic corps— 
especially the way it charted out a strong foreign pol- 
icy under Prime Minister Vladimir Putin in his earlier 
avatar as President—putting Russia’s selfish geo-polit- 
ical interests above everything else. 

Countries don’t have friends, they have interests, 
and what earlier Indian governments forgot was that for- 
eign policy is the tool to further those interests. It is heart- 
ening that India is at last coming to terms with this reality, 
though, ironically, two of the earliest strategic documents 
on foreign policy originated in this country. Kautilya’s 
Arthashastra and the Mahabharat, in a chapter called 
Shanti Parva, set out in 
detail how relations with 
other kingdoms should 
be governed—not by the 
personal preferences of 
the king, but by a hard- 
nosed assessment of his 
kingdom’s needs. 

This newfound prag- 
matism in the MEA, 
however, needs to be in- 
stitutionalised. It re- 
quires innovation and 
boldness—pusillanimity 
in global geo-politics 
and foreign policy con- 
ducted by rote will not 
get India very far. New Delhi’s foreign affairs man- 
darins need to realise that modern diplomatic rela- 
tions between nations are like modern-day mar- 
riages—where the spouses spar during the day, but 
share the same bed at night. India’s foreign 
policy, long targeted at winning applause from the 
Leftwing intelligentsia who so debilitated the 
country in the first few decades after Independence, 
is coming of age at last. 

Yes, there will be flashpoints in our alliance with 
the us; there will be issues on which the two countries 
will be in opposing camps. But that is a part of 
modern-day diplomacy. By keeping the bigger picture 
in mind and by ignoring the WTO fiasco, Manmohan 
Singh, the architect of economic reforms, has com- 
pletely snapped the remnants of the umbilical cord that 
still tied India to its socialist past. l 
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Oil at $100; Now What? 


Lower crude prices is good news, but don't 
count your blessings yet. RISHI JOSHI 





Finally! Crude prices are falling much to the relief of sectors like aviation 


OR THE GLOBAL ECONOMY, SINGED BY THE SPURT IN CRUDE PRICES, IT’S 
a shot in the arm. Crude prices are now on a downward trajectory, 
about 30 per cent off their all-time high of over $147 (Rs 6,321) per 
barrel in mid-July this year. At the time of going to press, crude prices were 
within a whisker of the $100 (Rs 4,500) per barrel mark. The Indian econ- 
omy, too, stands to gain substantially from this—particularly, the oil 
marketing companies (OMCs), which had been bleeding heavily from 
mounting underrecoveries. Lower prices will also provide a fillip to the gov- 
ernment’s efforts to rein in inflation. Though Petroleum Minister Murli 
Deora has ruled out a reduction in the retail prices of petrol and diesel, 
falling crude prices will still have a positive impact on the economy. 
For one, input costs of several important sectors—among them avia- 
tion, automobiles, power, steel and cement—will come down as prices of 
commodities such as aviation turbine fuel (ATF), naphtha and furnace 
oil, which are sold at market-determined rates, fall. Says D.K. Joshi, 
Principal Economist, CRISIL: ‘It will help bring inflation down to single digits 
in the medium term.” This could eventually lead to a softer interest rate 
regime and give a boost to consumption demand in the economy. 
Then, if crude prices continue to soften, the government may consider 
the option of actually reducing pump prices. Says a senior bureaucrat: “The 
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The fortnight's burning question. 


IS THE INFLATIONARY 
TREND IN THE INDIAN 
ECONOMY BEGINNING 
TO REVERSE? 


No. Vivek Moorthy, Professor, 
IIM Bangalore 

Inflation is likely to remain in double 
digits in the coming months and 
can even go higher. Energy sector 
trends, one of the main drivers of in- 
flation, are very difficult to gauge. 
And the weaker rupee will make it 
worse. | believe the surge in July 
WPI numbers, following the in- 
crease in retail energy prices, will 
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underrecoveries of OMCs will be lower now, and, that means the 
bailout package for them will cost substantially less than our earlier 
estimates. This will give us an opportunity to consider lowering the 
prices of petrol and diesel. But we ideally want prices to fall to un- 
der $90 (Rs 4,050) per barrel before we act.” 

Incidentally, OMCs will break even only if crude prices drop to $60 
(Rs 2,700) per barrel—an unlikely scenario. But even if prices remain 


Oil prices continue to soften as 
global demand eases ... 
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Figures are oil demand in million barrels per day 
Source: ASSOCHAM 


„But benefits of lower prices 

will accrue if: —— 

m Crude prices don't flare up again 
and fall to about $90 a barrel ` 


m Auto, aviation and energy sectors - 
will be immediate beneficiaries 

m Govt subsidy to oil will fall, 
reducing fiscal stress 

m inflation could moderate too, but 
depreciation of rupee will temper 
the moderation © 





at $100-110 (Rs 4,500-4,950) 
per barrel, the cost of the pro- 
posed Rs 1.6 lakh-crore 
bailout package announced 
by the government will fall 
by Rs 10,000 crore. 

Then, a study by As- 
SOCHAM says the government 
will save $17 billion (Rs 
76,500 crore) on its oil im- 
port bill. The savings on the 
OMC bailout package and the 
lower oil import bill will help 
check the gaping holes both 
in the current account and 
the balance of payments and 
prevent a runaway deprecia- 
tion of the rupee. Says Rajiv 
Kumar, CEO, ICRIER: “This has 
made RBI’s job easier. If crude 
had still been at $150 (Rs 
6,750) levels, the rupee might 
have fallen further.” 

But the big question is: 
will the downtrend in oil 
prices continue? The 
International Energy Agency 
has lowered its global energy 
demand forecast for both 
2008 and 2009. World de- 
mand will average 86.8 mil- 
lion barrels per day in 2008, 
according to IEA’s latest Oil 
Market Report. That’s 
100,000 barrels per day 
lower than its earlier esti- 
mate. In 2009, the IEA esti- 
mates the global demand will 
average 87.6 million barrels 
per day, or 140,000 barrels 


per day lower than the previously reported figure. On the basis of 
these altered demand-supply dynamics, CRISIL estimates that crude 
prices will continue to soften and forecasts a price band of $96-99 
(Rs 4,320-4,455) per barrel for the rest of this financial year. 

The worst, thus, seems to be over on the crude oil front. And that 
will provide some solace to the government and India Inc. at a time 
when the economy is noticeably slowing down. 
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“There Will be a 
Shakeout Soon” 


N A SHORT VISIT TO INDIA, 

Jonathan Spink, CEO, HBO Asia, 
is amazed at the rash of television chan- 
nel launches that are taking place 
here. He met Business Today’s 
Shamni Pande to discuss HBO’s plans in 
India. Excerpts: 


HBO is facing stiff competition from Hindi 
movie and general entertainment chan- 
nels. How do you propose to tackle this? 
We had a weak 2006 and 2007, but 
have made a strong comeback this 
year and are at par with STAR Movies. 
Our focus is on beefing up content. 
Our strength remains our ability to 
offer new movie titles that have been 
big box office grossers globally. We 
have exclusive agreements with Sony, 
Universal Studios, Warner Brothers 
and Paramount/DreamWorks and 
have titles like Superman Returns, 
Ghost Rider, Happy Feet and 
Mr Bean’s Holiday. 


Do you view the launch of new channels as 
a threat? 

I am simply amazed by the tempo of 
activity here. No other market is wit- 
nessing this kind of frenzy. But m 
not sure if everyone is very clear on the 
real mechanics of growth in this space, 
and I expect that there will be a shake- 
out in a few years. 


What are your plans for the country? 

We are thinking of making our channel 
commercial-free, like we have done 
elsewhere and this will pan out as DTH 
grows in the country. 


Exclusive Swatch Stores: First Floor 133, The Great India Place, Sector 18, Noida # 0120-4223995 e The Helvetica. F-4 
Spencers Plaza Phase Il, Anna Salai, Chennai # 044-28490013 * 122, Atria Mall, Dr. Annie Besant Road, Worli, 


Exclusive Swatch Kiosks: Spice Mall, Sector 25, Noida # 0120-4335123 Pacific Mall, Kaushambi, Ghaziabad # 0120-301 


Na 11 Garida Mall Manrath Raad Rannalara # NAN_RRAAANAR a QAQ Maanniim Mall NA Danad Diina # NON 2020nae4929 
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Now, Heartburn Over Falling Rupee 


HERE IS NO WAY YOU CAN ESCAPE 
qu high levels of volatility in 
the rupee rate. It has been on the 
boil—appreciating significantly and 
then deprecating all in the space of 
18 months on the back of huge for- 
eign inflows into the bourses and 
fluctuations in crude oil prices. 

The global slowdown is taking a 
heavy toll on the value of the rupee 
against the dollar (see Days of High 
Volatility). So far, it has fallen about 
15 per cent from 39.40 against the 
dollar in January 2008 to 45.72 in 
September. “The fall in oil prices did 
not result in substantial gains for 
the domestic currency because of 
the dollar’s strong recovery,” says 
Rajesh Mokashi, Executive Director, 
Care Ratings. 

The sudden depreciation of the 
rupee has brought smiles to the 
faces of exporters, especially rT com- 
panies, that were hit following its 
sudden appreciation a few months 
ago. The depreciation is expected to 


Rupee: Set to appreciate further 





Days of High Volatility 


Jan. BEBE 44.15 
Mar. 6 EENEEEEEEENEEEEEEENI 44 68 
June '06 
Sept. '06 
Dec.'0c nN 44 12 
Mar. a 43.44 
June 7 I 40.73 
Sept. '07 MN 39.81 
Dec. '07 Suec 39.43 
Mar.'08 MEN 39.90 
June s IS 42 94 

Sept. '08* 


*AsonSept.12,'08 ^ All other Dollar/Rupee rates are at 
the end of each month Source: BT Research 





add to the buoyancy in expo: 
According to available statistics, 
ports registered a 25 per cent 
crease in April-July 2008 to 
2,48,498 crore against Rs 1,94,€ 
crore over the same period last ye 

On the other hand, import 
are a worried lot as any depreciat 
in the currency will increase 
cost of imports. With the econo 
still growing at a robust rate, | 
ports are on the rise. In the Ap 
July period, they grew 34 per c 
to Rs 4,21,541 crore, up fri 
Rs 3,06,946 crore in the sa 
period last year. 

If crude prices remain high a 
imports continue to grow at | 
current pace, the current accou 
which is running a deficit, may t 
casualty, forcing RBI to furtl 
tighten monetary policy. Expe 
however, say if there is a strc 
recovery in global economies, : 
rupee will appreciate further. 
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6 Things You Can Buy for the Price of an iPhone 


Apple's iPhone, priced at Rs 31,000, may make you swagger, but as B7 discovered, you could look smarter, 
listen to music, watch movies on a TV, shoot pictures and print them out for the same price. T.V. MAHALINGAM 





LG 21 FD7BGE 
Price: Rs 8,500 
An idiot box with the slim technology. 


Total: Rs 27.148 






Sony Ericsson W200i 
Price: Rs 4,099 
Store music, shoot, access the Net. 


M 


O 





Nikon D/C Coolpix 7.1 MP L14 
Price: Rs 8,000 
Enough for the family album. 


Samsung P480 DVD Player 
Price: Rs 2,900 
Basic player to watch movies on. 





HP Photo Printer A526 
Price: Rs 3,499 
For hard copies of photograph 





Miscellaneous Items 

With the remaining money, yot 
by a Philips Iron Box, above 
600+) and an Philips Electri 
Shaver (Rs 1,200+) and still 
left with enough for lunch. 


Bottomline: The iPhone is still the iPhone—the stinger missile of all mobile phones, feature-rich and chic. But it car 
iron your clothes or give a smooth, clean shave or make you obese by getting you hooked to it. 
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TOPOF ' ECONOMY 


STATUS: 145.6 gigawatts (GW) till 
July 30, 2008. 


Growing Slowly 


150 145.6 
140 


130 
3 118.43 


110 107.88 
100 





2003 2004 2005 2006 2007 2008* 


Figures in gigawatts (GW); *Till July 30, 2008 
Source: Central Electricity Authority (CEA) 


IMPACT: The government plans to 
add 78,577 MW of capacity during 
the 11th Five-Year Plan but coal 
shortages and rising input costs will 
make the target difficult to achieve. 


STATUS: 8.35 per cent (10-year Gilts). 
IMPACT: After moving up for five years, 
G-sec yields are expected to slide in the 
near future. Falling oil prices and mod- 
erating GDP growth may force RBI to 
ease its tight money policy, resulting in 
softer interest rates. Consequently, 
prices of G-secs will rise. 

COMPILED BY MANU KAUSHIK 


What is it? It is the years most anticipated 
video game on the PC (and mobile). 


But why? It was created by Will Wright, 
the guy who created The Sims, the world's 
largest selling video game title. 


And what is it? Like The Sims, Spore is 
also what critics call a "God game". 


What's that? Well, in Spore, players con- 





trol the evolution of a species from a uni- Is This the Peak? 

cellular organism all the way to interstel- on diy, = . c 8.35 
lar travel. — LK. 80 116 8 

Can | play it online? Well, Spore's creators have described the game as a i 1.06 

‘Massively Single Player Online Game", so, multi-player gameplay is not possi- : 

ble, but players can share content with other Spore players across the world. 60 3:33 

How will | access it? You can buy the game at major retail outlets. - 


1 2004 2005 2006 2007 2008 
How much does it cost? The PC version costs Rs 999 and the mobile down- ES | 
igures in per cent are yields on 10-year G-secs 
load costs Rs 99. Source: CRISIL Fund Services 
KUSHAN MITRA 


WHAT DOES s a very unfortunate thing j “Mamataji's party was 


that has happened in Singur, but 1 S trvino to help poor farmers 
HE MEAN? | dont think that there willbe | — bil leah sa 


YOU JUDGE any long-term effect on India’s | — 7 sin X? | — De 
position as an investment E oJ URTAIT. 1.00 HOU Walt TO 
destination" Wee oa play any blame game 
September 3, 2008 x ^" Rahul Bajaj September 8, 2008 

— d Chairman, Bajaj Group 
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P-WATCH 


A bird’s eye view of what’s hot and what’s 


not on the government's policy radar. 





MARKET REFORMS ONTHE ANVIL 


TOCK MARKET REGULATOR SECURITIES AND EXCHANGE 
Board of India (SEBI) is pushing ahead with market 
reforms. It is now keen to make the rights issue 
process simpler. The matter will now be debated at 
the regulator’s Primary Market Advisory Committee. 
SEBI wants to condense the rights issue time to just a 
week as is the case with initial public offers (POs). The 
electronic mode of payment and allotment for IPOs is likely to be 
extended to rights offers as well. 
SEBI hopes that this will encourage companies to raise funds 
through rights issues instead of going for private placements. 
RISHI JOSHI 


BRIDGING THE REVENUE SHORTFALL 


š HE GOVERNMENT IS DESPERATELY TRY- 
DoT'S PROPOSAL ye to bridge the revenue shortfall cre- 
m Wants to sell 773 acres of ated by social sector schemes like the 
land earlier owned by VSNL National Rural Employment Guarantee 
—— Scheme. And it's now coming up with 
m Could raise Rs 6,000- novel ideas to raise resources. The Depart- 
. 10000 crore — ment of Telecom (DoT) is now exploring 
m Will help the wahai the possibility of selling 773 acres of land, 
raise resources for social earlier owned by Videsh Sanchar Nigam 
welfare schemes Limited (VSNL). The company was priva- 
tised in 2002 when the government sold it 
to Tata Sons. However, the surplus land was not part of the deal. The 
government’s windfall from any land auction, which includes 
200 acres in Delhi’s posh Greater Kailash area, could fetch 
Rs 6,000-10,000 crore. 
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How Times Have ranged 





decided to pey it cafe” 








FUTURE TENSE? 


.. THE GOVERNMENT FINALLY EXTENDED | 

. the ban on futures trading in — 
four commodities—soya oil, © 
potato, rubber and chana. 
. Privately, mandarins admit the ` 
decision was taken to avoid ` 


giving the Opposition an op- — 


portunity to target the govern- _ 
ment in the run-up to elections. 


Says a senior bureaucrat: "While - | 
there is no evidence of futures _ 
trading impacting prices, we - 


| RJ | 


MONSOON WORRIES _ 


INFLATION MAY BE EASING, BUT u 


_ bureaucrats in economic min- ` 
istries are still worried. They | 


are concerned about the fallout- 
of patchy monsoons on food 
prices. Says an official: 
"Monsoons were not evenly dis- 


tributed. Below average rains ` 





in parts of Karnataka and Maha- ` 


 rashtra could affect the output of — 


some crops like pulses." An ` 


unsettling prospect given that - 
inflation is still in double digits. — 


RJ 


“The outlook does not appear too bright 
and unless there is some improvement 


“Be bullish. Given today’s 
operating conditions, the 


Sensex will touch 5,000 in the macro-economic indicators, | 
over the next one year” cannot rule out the possibility of the 
Jyotivardan Jaipuria Sensex dropping to 10,000” 


Head of Research, DSP Merrill Lynch 


| Harsh Pati Singhania 
September 22, 2003 


Senior Vice President, FICCI; BT, July 27, 2008 
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NEWS . 


D. SUBBARAO 


Governor, Reserve Bank of India 





UVVURI SUBBARAO WAS APPOINTED THE 22ND GOVERNOR 
D; the Reserve Bank of India on September 1, 
2008, and took charge of Mint Street from Y.V. Reddy, 
when his term ended on September 5. Subbarao, 59, 
an IAS officer, topped the batch of 1972 and belongs 
to the Andhra Pradesh cadre. He was India's Finance 
Secretary prior to his current assignment. Business 
Today's Anand Adhikari goes beyond his reported 
statements and analyses what they actually mean. 


“The recent moderation is a cyclical downturn. The 
India growth story is still intact and credible” 

The high growth in the 
Indian economy is expected to continue. Private 
consumption, the rise in private investment and the 
surge in exports will continue to drive growth. 


“We will monitor the situation closely, be mindful 
of the implications of our monetary stance on 
growth mini seat and take appropriate actions” 
We just cannot expose 
our economy to runaway imported inflation. There 
is a strong case for monetary tightening to tackle 
inflation if it flares up again. The RBI is comfortable 
even if such measures result in a slight slowdown. 


“The financial sector has to become more 
competitive, efficient and forward looking” 
Financial sector reforms 
will continue. There are already a number of re- 
ports, like the Patil Committee report on corporate 
bond markets and the forthcoming Raghuram 
Rajan Committee report on financial sector reforms. 
These will be implemented on a priority basis. 


“Financial sector reforms have meaning and rele- 
vance only if they are anchored in real objectives” 
Reforms are also 
required in physical infrastructure like roads, 
airports, power, etc. There is a strong case to 
develop a healthy debt market, which will result in 
funds flowing into physical infrastructure projects. 


uy exchange rate policy has served us well" 
RBI will continue to 
iñianape in the forex market by buying and 
selling dollars as and when there are sharp 
fluctuations in the value of the rupee. 


26 BUSINESS TODAY OCTOBER $ 2008 


Rs 2,500 crore: Projected size of the Indian 
online advertising pie by 2011, compared to Rs 270 
crore now 


438,000. The number of Vaio laptops recalled 


by Japan's Sony Corporation, because of a potential 
hazard that could cause the machines to overheat 
or even burn users 


3,500. The number of luxury cars sold 
in India in 2007, 
compared to 
233,000 units 
in China 


73,336 million units: 
India's power deficit in 
2007-08, up from 40,000 million units three 

years ago. The figure has risen from 7.3 per cent 

of power demand in 2004-05 to 9.9 per cent in 
2007-08. According to the Central Electricity ` 
Authority, the figure for the current financial 

year is expected to fall marginally to 

8.8 per cent (70, 616 million units) 





14 million: 

The number of TV sets 
sold in India every year, 
of which 4 million 

are top-end 
(29-inch-plus) sets 
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We understand the role you play in safeguarding 
the aspirations and joy of your loved ones. That's 
why our innovative products are designed to 


fulfill your requirements. 


Our expertise is built on our combined Insuring your emotion 


experience of more than 300 years in different 


financial markets of the world. So trust us to Canara HSBC 


help take care of your family's future and do Life Insurance 


everything we can to insure their happiness. with Oriental Bank of Commerce 


Available at select Canara Bank, HSBC Bank and Oriental Bank of Commerce branches. 


> = - - em " -— —— l——————— 


Ü kap F£ i A te z : * P uu ë hu 1 h * "PESE e ex “£ js 4 . š J 
Advt. No. 37 Insurance is the subject matter of the solicitation. For details on risk factors and terms and conditions please read the product sales brochure 
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RAWATBHATA 
@ 1X100 MW 
@ 1X200 MW 
@ 2X220 MW 
i 2X220 MW 
A.2X700 MW 


Location of nuclear plants 


.. NARORA 
49 2X220 MW 























Nuclear 
Fallout 


Skeptics might argue about potential 
benefits of the much hyped and storied 
nuclear deal. However, the deal crossed 
two critical hurdles last fortnight and 
awaits a third. The private sector is 
already salivating at the business 






KAKRAPAR 
@ 2X220 MW 
A 2X700 MW 


TARAPUR — 


@ 2X160 MW (Boiling Water Reactor) 
@ 2X540 MW 










KALPAKKAM 
@ 2X220 W 
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po KUDANKULAM prospects that may emerge. It wills. 
E 1X220 MW (Laht Water Reaton nevertheless, be a slow and steady gr gri 





towards vibrant nuclear commerce. > 


Qin Operation (4,120 MW) B Under Construction (2,660 MW) A Future Projects Here i is an opportunity list. SHALINI S. DAGA 





Size of the Opportunity: 


Estimates vary, but it could be 


$40 DILLON (Rs 1.72 lakh crore) overthe 


| next 15 years as India plans to add a gargantuan 
— 40,000 MW of nuclear power by 2020. 


^. Who Will Benefit? 

—. Initially, foreign companies such as General 
| Electric, Areva, Rosatom, and Westinghouse. 
, NPCIL, India’s lone nuclear operator, and its 
b Sister concern Bhavini, will also see their š: 
businesses grow. As regulations ease, companies 
dete, such as NTPC, BHEL, and private sector companies 

a such as Tata Power, Videocon, GVK Group and the 
Jindal Group may also enter the sector. The cost 
advantage that Indian manufacturing is renowned 
7 for will deliver results in the nuclear arena. 





Collateral Benefits 


Nuclear-related dual-use technologies—which can be used for both civilian and military 
purposes—will now be available to India from any country that wants to sell it. These 
include items such as precision measuring devices and machining centres. The latter 
can be used to manufacture automotive components and other civilian devices, but they 
can also be used to produce components for centrifuge separation devices for uranium 
enrichment. Dual-use technologies are needed by a wide range of industries. 
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INDIA'S NUCLEAR STRATEGY 





STAGE 


Natural 
Uranium 


Dioxide Fue» Pressurised 
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DEAL IMPACT 
First Level of Impact 


plants from the NSG countries. India can also now 2 





acquiring uranium assets abroad. 


~ Second Level of Impact 
m. Joint ventures between various players will 


AN | up as Indian companies get ready fora sli slice ( 


` # the nuclear pie. In May, BHEL formed a j 
s venture with NPCIL to provide services for 


a joint venture with NPCIL for manuf 
nuclear reactor equipment. 





Third Level of Impact 


For Indian private companies to own and or 
nuclear reactors, the Atomic Energy Act (1962 ) 
to be amended. Some 40 Indian connie 1a 


Ta 
TUE 


formed a pressure group for the amendment. 


US companies such as General Electric will have to E 


nod from the US Congress to start doing business with In 


Additionally, most foreign companies want a Nuclear Civil p i 


Liability Law before investing in India, as an accident can ci 


them billions of dollars in damages and even wipe them out. 













uranium exploration and mining technologies. Nuclear 
equipment orders worth $14 billion (Rs 60,200 cro à 
already in the offing. Moreover, India will also look at m 


"dI "n 





TO 


India gets the right to source uranium fuel for its ¢ xis ing 


plants in India and abroad. L&T, too, se voli 3i 
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JP Morgan, on being offered ber current 
> bost at a time when she was close to 
ie > retirement from ICICI Bank, in 

| = The Economic Times 


D, 


“We can't teach management in our class- 
rooms and then be incapable of running a 
self-sufficient institution ourselves" 


Samir Kumar Barua, 
Director, IM Ahmedabad, in Mint 





“We have to give 
people a reason to 
come back to 
colas. We’ve got to 


romance them” 


Indra Nooyi, 
Chairman & CEO, PepsiCo, in WS] 





“Some people say that we have stepped into 
the market too late. What is too late when 
the industry is set to triple every year?” 


Arun Kapoor, Chief Executive, Reliance’ Big TV DTH, in 
Business Standard 


“China is getting a little less 
competitive. (So) India is an 
obvious choice for us” 


Arthur Chang, Vice-President (Global Sales), Alibaba.com, 
e-commerce company, in BusinessWeek online 


a Chinese 


\“The final answer came to me in 


this fashion: if I have never let 
jae come in the 
way of my career, 
why deri I let age 
come in? The ex- 
citement of running 
various businesses 
esa made me 
make up my mind” 
Kalpana Morparia, CEO (India), 
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CONFERRED: To 
steel tycoon Lakshmi 
Niwas Mittal, the 
Lifetime Achievement 
Award for embodying 
and exemplifying the 
ideals of free enterprise 
and entrepreneurial capitalism, by 
American business magazine Forbes. 





RANKED: India, at #31, on the World 
Economic Forum's first Financial 
Development Index, based on the good 
performance of its financial markets, 
particularly the foreign exchange and 
derivatives markets, and also the sta- 
bility of its banking system. 


DIPPED: To 12.1 per cent, the infla- 
tion rate based on the wholesale price 
index for the week ended August 30, 
down from 12.34 per cent in the pre- 
vious week. The inflation rate matched 
the median 12.01 per cent forecast 
in a Bloomberg survey of 22 leading 
economists. 


RECORDED: By the capital goods 
and consumer durables sector, high 
growth rates that pushed the Index of 
Industrial Production (IIP) for July 
2008 to a five-month high of 7.1 per 


JUST WONDERING... 


HAPPENED TO ANII 





"YI 
AMBANI S 


cent, though it was still lower than 
the figure of 8.3 per cent recorded in 
July 2007. The IIP for the April-July 
period this year stood at 5.7 per cent 
against 9.7 per cent registered in the 
same period of 2007. 


RISEN: By 10.5 per cent, indirect 
taxes collections from customs and 
excise, in the first five months of 2008- 
09, to Rs 93,860 crore, the Finance 
Ministry has said. The government 
raised Rs 47,740 crore from customs 
duties in the five-month period, 18 
per cent more than in the corresponding 
period last year. It collected Rs 46,120 
crore from excise duties, or 3.7 per 
cent more. 


SLOWED: To 
10.4 per cent, 
the growth in 
W foreign tourist 
} arrivals to India 
during the first 
eight months of 
2008, com- 
pared to the figure of 15.6 per cent last 
year. In absolute terms, 3.5 million 
foreign tourists visited India during the 
January-August period compared to 
3.2 million last year. 


MEGA POWER 


HAT f 

MM yoko in Dadri? Well, Reliance Powers 7,480 

MW gas-based power project has made no progress 

beyond acquisition of land and statutory clearances. 

Reliance Power says it has acquired 2,100 acres of 

land in Dadri in Utar Pradesh and has received all 

statutory clearances from the government, including 

approvals from the Ministry of Environment & Forests, 

water allocation from Ganga Canal, and no-objection 

certificate from the UP State Pollution Control Board. 

It has, however, neither started construction, nor the process of ordering 
equipment. The reason: fuel supplies have not been tied up. Anil's Reliance 
Natural Resources (RNRL) and Mukesh Ambani's Reliance Industries (RIL) are 
currently locked in a high-profile court battle over gas supplies for the Dadri proj- 
ect from the latters fields in the K-G Basin. As for the Mayawati factor, 
sources say the stakes (i.e. over 7,480 MW of additional power) are too high 
for the UP government to put a spanner in the works of the Dadri project. 
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KAPIL BAJAJ 

















ND-USER SPENDING IN 
F information technology in India 
is expected to grow at a CAGR 
of 14.8 per cent and generate $110 
billion (Rs 4.73 lakh crore) revenues 
in 2012. According to Gartner, IT 
end-user spending has increased 
as expected in the 2008 calendar 
year to $64.7 billion (Rs 2.78 lakh 
crore), a 17.2 per cent increase 
over last year. 

This means the Indian market 
continues to represent a significant 
growth opportunity for IT vendors. 
India is poised for double-digit growth 
across verticals with financial services 
and communications organisations 
spending the most on IT, followed 
by services, manufacturing and 
government. 

"Indian businesses continue to 
invest in IT in order to drive operational 
excellence and innovation," says 
Naveen Mishra, Senior Research 
Analyst at Gartner. "Small and 
medium enterprises (SMEs) will drive 
the growth of various IT- 
related industries, with the critical 
involvement of value-added resellers, 
distributors and retailers," he adds. 

Gartner's other predictions suggest 
that by 2012, the Indian market will 
ship nearly 24 million PCs, of which 
more than 50 per cent will be mobile 
PCs. Moreover, the total software 
market in India will reach $3.4 billion 
(Rs 14,620 crore) by this time. 

K.R. BALASUBRAMANYAM 
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Microsoft 


Dell.com is one of the world's largest and most advanced e-commerce 
sites. As a technology leader, Dell relies on Windows Server® 2008 
for the flexibility and reliability needed to support a mission-critical 
environment where downtime is not an option. Get the full story at 
www.microsoft.com/india/windowserver2008 


œ. Windows Server 2008 
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STILL HARD TO BE 
BUSINESSMAN IN INDI 


According to the World Bank s Doing Business 2009 report, 
India is not just ranked 122nd in the world, but fares poorly i! 
south Asia too. Excerpts. KAPIL BAJAJ 

















Procedures to Start a Business , Payments (Number Per Year) 
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South Asia (Aggregate Rankings) Time to Enforce a Contract (Days) x Time to Export (Days) 
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THE BT 50 INDEX Market Dips Again 


BT BFI BT Telecom 
500.11 


934.02 


Sept. 12, 2007 Sept. 11, 2008 Sept. 12, 2007 Sept. 11, 2008 


BT Auto BT Pharma BI FMCG 


332.24 442.32 
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WHO DAR WIN 


Mr. Sudip Bandyopadhyay, Director @ CEO, Reliance Money Ltd. 


"Our relationship with IFIM Business School encompasses Curriculum design, internship 
programmes and soft skills training. We also have a scholarship instituted for meritorious 
students. Our campus recruitments have been extremely successful and we are looking at 
extending our relationship with this particular business school as it caters to the kind of 
requirement we are searching for." 


To recruit from a breed of go-getters, visit www.ifimbschool.com 


IFIM 


BUSINESS SCHOOL 
— GET AHEAD — 


r PGDM, PGDM-IB and PhD Programmes are accredited and approved by the AICTE, NBA, AIU and Ministry of HRD (G 


rid-class Infrastructure . Highly Qualified Faculty . 100% Placements . Ranked 26th amongst 1,400 Business Schools in India —OWnnl 
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Winning in the process, not just 250 million delighted customers but good friends across the nation. 
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Íor OVer 120 ycars, 


avenues ol business ° 


using & Infrastructure | Education 


Power Generation 
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After Lehman, Who's Next? 





That's the trillion-dollar question, as the global financial system teeters. RACHNA MONGA 


Ko 
\¢55 Merrill Lynch 


Merrill Lynch 


'errill Lyn 





Merrill's Thain: He gets a lifeline with the Wall Street bank being bought for $50 billion by Bank of America 


...We have created a full-scale in- 
vestment banking, securities trad- 
ing and private equity business, 
a clear vote of confidence in the 
economic and social future of 
India—a future in which we at 
Lehman Brothers fully intend to 
play a large and growing part. 


Tarun Jotwani, Chairman © 
CEO, Lehman Brothers, India, in 
the foreword of the investment 
bank’s release of an India report 
titled India: Everything to Play 
For, last October. 
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HOSE WERE GOOD TIMES 
for Jotwani and his 
India team. The 158- 
year-old Lehman Brot- 
hers was preparing to 
celebrate its first anniversary since 
opening office in the upscale Ceejay 
House in central Mumbai. “Our 
fundamental vision is that India is at 
an early stage of a structural growth 
story... we want to be a part of this 
process. We do not want to create a 
cottage industry,” a full-of-beans 
Jotwani told Business Today in late- 
October. The India CEO had reason 


to be upbeat: Lehman, after all, was 
the bank that had just played advisor 
to the $98.2-billion mega-takeover of 
Dutch bank ABN AMRO by Royal 
Bank of Scotland. 

Last fortnight, days after anno- 
uncing a $3.9-billion net loss for 
the third quarter, ending August 30. 
Lehman itself was up for grabs. 
However, the bank, which had neg- 
ative net revenues of $2.93 billion in 
the third quarter, was clearly not 
attractive enough to find a suitor, 
with Barclays and Bank of America 
walking away from the negotiating 


table. The sucker punch came when 
Lehman Brothers Holdings filed 
for bankruptcy protection. Even as 
it prepared to begin looking for 
ways to pay back creditors, bond 
holders and shareholders, Lehman 
said that it would explore the sale of 
its broking and investment man- 
agement units, amongst other meas- 
ures. As Jotwani’s India blueprint 
went up in smoke (an e-mail sent to 
Jotwani remained unanswered), 
Bank of America, in the meanwhile, 
saw more value in another Wall 
Street bank, Merrill Lynch. It bought 
Merrill for $50 billion, in the 
process throwing a lifeline to the 
John Thain-chaired bank’s investors 
and employees. 

As BT went to press, another fi- 
nancial giant, American International 
Group (AIG), was pulling out all the 
stops to stay alive, with reports in- 
dicating that the sale of its aircraft- 
leasing arm was just one last-ditch at- 
tempt to come back from the brink. 
AIG had reportedly sought a $40- 
billion bail-out from the us Fed. 
Reports indicate that there are other 
banks and mortgage houses in the Us 
on the verge of going under. After 
Bear Stearns (which was snapped 
up at a fire-sale price by JPMorgan 
Chase) and mortgage-finance twins 
Freddie Mac and Fannie Mae (which 
were bailed out by the us Fed), 
Lehman becomes the latest—and 
the biggest—casualty of the one- 
year-old subprime crisis, in what’s 
easily the worst period in the 
American financial system since the 
Great Depression. 

The guessing game under way 
in the West is: “Who’s next?” Back 
home, however, the uncertainty is 
being felt not just amongst the in- 
vestment banking community, but 
also on Dalal Street. Lehman and 
its associates were significant for- 
eign institutional investors in India in 
stocks like Orbit Corp, Spice Mobiles 
and Emkay Global Financial 
Services; marketmen clearly fear that 
the downbeat mood on Wall Street 


THE DAMAGE SO FAR 


Bank 


Bear Stearns | $32 billion 





Fannie Mae* 


Freddie Mac* | $4.6 billion over three quarters | 


Lehman Brothers | $8.2 billion. 
Merrill Lynch 


AIG* 


Data as on Aug. 12, except for AIG 
*Credit losses (the rest are asset write-downs) 


will spread across global markets, in- 
cluding India. On the day the news of 
Lehman going bust and Merrill sell- 
ing out hit the headlines, the bench- 
mark Sensex fell by 3.35 per cent. 
On the same day, a canny 
domestic banker thought it oppor- 
tune to announce that he had 
poached the cream of Merrill 
Lynch's Indian institutional equities 
team. Ashok Wadhwa's Ambit 
Holdings succeeded in roping in 
Andrew Holland, Managing Director 
of Proprietary Trading at psp Merrill 
Lynch, as CEO-Institutional Equities 
& Equity Proprietary Trading for 
its broking operations, Ambit 
Capital. Two other members of the 
proprietary team, Vaibhav Sanghvi 
and Piyush Shah, also jumped on 
board Ambit. “The current situa- 
tion gives domestic firms like us an 
opportunity to scale up and diversify 
by recruiting high quality talent,” 
says Wadhwa, CEO & MD of Ambit 
Corporate Finance. His views are 
echoed by Lazard India Founder 
and Chairman Udayan Bose: *The 
situation is different from the late 
nineties when only Us-based banks 
were present in India. Today, there 
are banks from other countries that 
are not affected by the crisis." 
Around that time a number of banks, 
including Lehman, had upped and 
left the country. But Lehman, which 


Lehman's Jotwani: Cold-shouldered 
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. | Asset write-downs/credit losses | Action 
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Expects funding from 
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left in 1999, returned in 2005. 

A section of Indian marketmen 
believes that with Lehman going 
under and Merrill finding a buyer, 
some of the uncertainty in the mar- 
ket has been dealt with. “For Indian 
markets, a lot of anxiety is now 
over. For instance, markets were 
going down when crude oil prices 
were on an upswing. Now crude 
prices are going down. Now, we 
need to see how the global issue of 
demand destruction pans out,” says 
Vallabh Bhansali, Chairman, Enam 
Financial Consultants, “It’s a low 
point for the brokerage industry as 
two famous names are going out of 
business,” he adds. The fear, however, 
is that this may not quite be the 
lowest point, yet. 
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Teething 
Troubles? 


Bangalore's new airport is at 
the centre of a controversy. 


N SEPTEMBER 1, BANGALORE S 
O spanking new international air- 
port completed 100 days of com- 
mercial operation. It would have 
been, in many ways, an important 
milestone for Bangalore International 
Airport Limited (BIAL), a public-pri- 
vate venture with a Siemens-led con- 
sortium holding 76 per cent. Only, 
the project now finds itself in the 
midst of a simmering controversy. 





there have been demands for keep- 
ing the HAL airport operational for 
short distance flights, the contract 
with BIAL (to which the state gov- 
ernment is also a party) guarantees 
that Bangalore can have no other 
civilian airport to ensure the prof- 
itability of the new venture. 
Coming from the head of the 
state, the remarks left BIAL execu- 
tives crestfallen. BIAL CEO Albert 
Brunner has been at pains to ex- 
plain to the media why the air- 
port cannot be compared with 
those in Singapore, Shanghai or 
Hong Kong. His explanation in 
itself is revealing. Bruner says the 
money spent (Rs 2,470 crore) to 
build the Bangalore airport was 


BIAL’s Brunner: Facing flak from the Chief Minister 


It all started when Karnataka 
Chief Minister B. S. Yeddyurappa, 
whose government also completed 
100 days in office in September, 
set the cat among the pigeons. On 
returning from a trip to the US 
recently, Yeddyurappa, comparing 
Bangalore airport with the best in 
the world, declared that “ it (BIA) is 
of very low quality.” That’s not the 
end of the story. Yeddyurappa also 
stated that he will ask the Centre to 
renegotiate the contract with BIAL 
and make the old HAL airport op- 
erational again. That would leave 
the city of seven million with two 
airports—one in the east (old) and 
another in the north (new). While 
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just a fraction of what it took to 
build some of its much-admired 
counterparts abroad. Then, he 
points out that the Bangalore air- 
port is still not operating at its 
peak capacity. It is capable of han- 
dling 32 Air Traffic Movements 
(ATMs) an hour but is getting only 
around 24 ATMs now. In terms of 
terminal capacity, too, the airport 
is yet to touch peak- hour traffic 
figures. The airport also plans to 
expand gradually. By July 2009, 
BIAL is expected to start work on 
the second phase, which will take 
another three to four years. This in- 
cludes building a second terminal 
and a second runway. 


This is not the first time t 
has run into trouble. The 
started operations in Ma 
inordinate delays, to whic 
Aviation Ministry also conti 

The project has its ad 
too. Vijay Mallya, Cha 
Kingfisher Airlines, belie 
new airport is truly worl 
“All those critics who said 
would not fly short distanc 
Bangalore to Hyderabad, € 
and Coimbatore have been 
wrong. It's certainly a wor 
airport," Mallya said on ! 
of the launch of Kingf 
Bangalore-London flight. 

With the Chief Minist 
self sparking off the contr 
clearly, the last word on tl 
has not been said. 

K. R. BALASUBRAM 





N-Power It 


Promoters are preparing 
generate nuclear energy. 


OWER FROM COAL LEAVES 
Pind there isn’t enough 
go around in any case. Si 
as bigger coal-based powe 
are planned to bridge the 
try’s energy shortfall, a cl 
companies is drawing up b 
for nuclear power, looking 
eign partners and the gree 
from a government that | 
ing in the success of the 
civilian nuclear deal. 

According to a recent M 
& Co report, if India is to : 
an average of eight per ce 
the next 10 years, then the « 
for power is likely to ris 
around 120 GW now to 3 
GW (1 Gw= 1,000 Mw) b; 
Most of India's electricity 
from coal, but the power 
are battling a critical shor 
coal. So, it is hardly surpris 
about 40 domestic compan: 
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begun negotiating with overseas 
vendors to get into nuclear power 
even before the civilian nuclear 
deal is cleared by the us Congress. 

The numbers are enormous— 
the Delhi-based Associated 
Chambers of Commerce & Industry 
(Assocham) says opportunities in 
nuclear power can suck in fresh in- 
vestments of Rs 2 lakh crore—but 
there is no dearth of ambition. Tata 
Power, Jindal Power and Videocon 
Group are among those already ex- 
ploring joint ventures with estab- 
lished foreign players. 

“The (nuclear) power gener- 
ation will be to the extent of 
40,000 Mw over the next 15 years 
and the cost of power will be 
cheaper,” says Venugopal N. 
Dhoot, Chairman of the Videocon 
Group and former president of 
Assocham. Assocham will soon 
submit a blueprint to the Prime 
Minister on the subject. 

The Tatas are equally bullish. At 
the 89! annual general meeting of 
Tata Power in Mumbai on 
September 10, Tata Sons Chairman 
Ratan Tata said he sees the civilian 
nuclear deal as a great opportu- 
nity, but added that a lot would 
depend on government policy and 
more clarity on the nuclear deal. 

The public sector Nuclear 
Power Corp. of India (NPCIL), being 
the only entity that can under the 
law set up and run nuclear power 
plants, has already drawn up a de- 
tailed road map. NPCIL, said its 
Chairman and Managing Director, 
S.K. Jain, aims to put up 10 light- 
water reactors (LWRs) using im- 
ported uranium once the civilian 
nuclear deal gets all approvals and 
a government policy emerges. The 
first two plants will come up in 
2014-15 (it takes five years to build 
one). LWRs are much cheaper than 
the pressurised heavy water reactors 
(PHWRs), which account for 12 of 
the 14 plants operating in India. 
NPCIL has already begun exploratory 
talks with foreign vendors like GE, 
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Not Nuclear, Yet — 
India’s share of nuclear energy ir 
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Westinghouse and Areva. 

LWRs have another advantage, 
as Arvind Mahajan, Executive 
Director of KPMG India, explains: 
they are larger than PHWRs, so 
capacity can be scaled up quickly. 

Jain said in a newspaper inter- 
view recently that NPCIL will link 
purchase of equipment to a guar- 
antee of lifetime supply of fuel and 
ask the vendor to supply it or 
arrange for it. 

Government-owned NTPC, 
India’s largest power generating 
company, has a joint venture with 
NPCIL but it has its own plans also. 
“We plan to add 2000 Mw of nu- 
clear power by 2017... As and 
when opportunities come up, we 
will grab them and move quickly,” 
says R.S. Sharma, Chairman and 
Managing Director, NTPC. 

Among the leading private play- 
ers keen to enter is the GMR Group. 
“Our group wants to be a serious 
player in nuclear energy... It’s 
going to be cheaper in the long 
term, just like hydel,” says M.V. 
Subba Rao, Director, GMR Energy. 
He admits that initial costs will be 
high, but says technology advances 
will lower costs and make nuclear 
energy affordable. 

But the government has to 













Nuclear Get 
ace in the Sun? 
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address two key issues before these 
dreams can turn into reality. First, 
the Atomic Energy Act of 1962 
has to be amended to allow pri- 
vate players into the sector. Then, 
says KPMG’s Mahajan, it has to 
evolve a public-private partnership 
(PPP) model to sort out issues like 
power purchase agreements, 
tariffs, taxes and liabilities in the 
event of an accident. 

“If we are able to address these 
issues, the installed nuclear capac- 
ity could reach 52,000 Mw or 15 
per cent of the total installed ca- 
pacity by 2020 as against three per 
cent now. This will take us closer 
to the global average of 17 per 
cent," Mahajan says. “If 100 Gw of 
capacity from coal is substituted 
by nuclear power, then we will be 
reducing carbon emission by 180 
million tonnes a year. That is the 
size of carbon reduction commit- 
ment the whole of Europe has 
made under Kyoto protocol." 

Globally, over 30 countries 
have announced plans to go in for 
nuclear power or expand their 
existing facilities. India, hopefully, 
will put its dismal past behind, and 
script a new story of success in 
electricity generation. 

K. R. BALASUBRAMANYAM 


[he blowpipe isa traditional hunting weapon for the natives eco attractions within a 120-million year old rain 


For the experienced hunter, a single blow can hit a target sixty waiting to inspire professionals in their pursuit for | 
feet away. It takes focus and precision. And once mastered, targets. Malaysia after all, is known for hei T 

this set of skills also makes all the difference in the urban diversity, which imparts insightful and exciti I 
jungle. In fact, many from the business world have found their to foreign delegates. From survival instinct to pi 
inspiration on this side of the world, the Sarawak Cultural lessons await the goal-oriented executii 


Village. More than just the perfect place for target training, the information on rewarding business meetings, ca 


N ç r 7 


Sarawak Cultural Village, Sarawak 





Tourism Malaysia, Ministry of Tourism, Malaysia en na 
9th Floor, Convention Division, Menara Dato' Onn, Putra World Trade Centre, 45, Jalan Tun Ismail, 50480 Kuala Lumpur. OUS ANT, pt a 
fel: 603 2615 8188 Fax: 603 4042 5135 E-mail: enq-convention@tourism.gov.my Website: www.tourismmalaysia.gov.my MALA | aA N Cale tps 


Piri 


A 


bt current, 


— ies eh ak ees s IM 
Sonata’s 
Symphony 


The Titan unit is targeting a 
price-conscious segment. 


ONATA’S “SYMPHONY” HAS NOW 
Sed into a war cry of sorts. 
The watchmaker, one of the three 
units within Titan Industries (the 
others being Fast Track and Titan), 
is looking to make aggressive in- 
roads into the vast unorganised 
market that accounts for 27 mil- 
lion of the more than 42 million 
watches sold in India every year. 
Its latest launch, Super Fibre is a 
step in this direction; with prod- 
ucts all priced below Rs 550, it’s 
targeted at the booming youth 
segment in semi-urban and rural 
India. According to some esti- 
mates, watches priced below Rs 
500 account for over 40 per cent 
of the overall watch market and is 
one of the fastest growing seg- 
ments overall. With this aggres- 
sive price line, Sonata hopes to 
eat into this fast-growing but cost- 
conscious market. 

Super Fibre will be available 
in 68 different styles across both 
analogue and digital offerings. Says 
Harish Bhat, coo, Watches, Titan 
Industries: “Sonata’s consumers 
are price conscious, but they in- 
creasingly want the latest styles 
and trends. Accordingly, we have 
made several innovations on ma- 
terials (using ABS, a high-strength 
plastic, for instance) and design 
to try and appeal to this new fash- 
ion-conscious watch buyer.” 

The watchmaker has made 
other innovations for small towns; 
unlike the elaborate packaging 
used in the branded market, Super 
Fibre watches are packaged in 
clear plastic boxes. “We want con- 
sumers in the hinterland to make 
these watches (price range of Rs 
275-Rs 550) an impulse purchase,” 
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says Bhat, adding, “In small town 
India, Sonata competes with few 
national brands (with the excep- 
tion of Maxima, perhaps), with 
most rivals focussed on specific 
states or towns." 

But Sonata may not find the 
going easy. Besides competing with 
another national label in Maxima, 
Bhat will have to compete with 
an assortment of watches from 
the likes of Time Well and Sona in 
this market. *These have strong 
brands associations built either 
over time or due to lower costs, 
and we will need to break those," 
says Bhat. Already, he's fired the 
first salvo, hiring Indian cricket 
captain M.S. Dhoni (and a product 
of Ranchi, a relatively small town) 
to be Sonata's brand ambassador. 

Now, he wants to extend this 
edge by making Super Fibre 
Sonata's first sub-brand. “We are 
already a Rs 300-crore, 5 million- 
unit brand and we want to be- 
come a Rs 800-crore, 10 million- 
unit outfit in three or four years," 
says Bhat. Simultaneously, he 
wants to make Sonata more easily 
available in small towns and is 


Titan's Bhat: His company wants to make inroads into the vast unorganised market 


prepared to look beyond conven- 
tional retail options to boost avail- 
ability. *We successfully piloted 
watch sales in Tata Kissan Kendras 
owned by Tata Chemicals. Now 
we want to expand our 2,500- 
store retail presence multi-fold 
and will consider many of these 

offbeat options,” says Bhat. 
Behind the scenes, the Sonata 
team is also working overtime to 
cut its moorings from the Titan 
brand. “We are a distinct entity 
from both Titan and Fast Track 
and we want to be identified by 
the Sonata brand,” says Bhat. 
There are clear signs of his in- 
tent; Sonata merchandise, for ex- 
ample, uses only the ‘Sonata from 
the Tatas’ as its logo, with little 
reference to its Titan heritage. 
But, for the moment, Bhat is re- 
luctant to experiment with the 
brand’s strength and consider ex- 
tending it into new segments such 
as sunglasses. “There is a long 
way to go in the watches market 
yet for us,” he argues. Making 
that extension, will perhaps be 

his toughest challenge yet. 
RAHUL SACHITANAND 
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Fiat's Man of - 
the Moment 


Sergio Marchionne is now betting 
big on the Indian market. 


ATAN TATA MIGHT HAVE 
R grabbed all the media atten- 
tion at the recently-held Society of 
Indian Automotive Manufacturers 
(SIAM) conclave in New Delhi, but 
the man everybody wanted to meet 
was Tata's good friend, Italian car 
maker Fiat’s CEO Sergio March- 
ionne. The Canadian-Italian has 
been credited with single-handedly 
turning around Fiat’s fortunes, do- 
ing a job many in the automobile 
industry consider to be more re- 
markable than Renault CEO Carlos 
Ghosn’s makeover of Nissan. 

Later, at a dinner hosted by 
the Italian Embassy, a candid 
Marchionne spoke at length about 
his successful stint with Fiat. Prior 
to Fiat, Marchionne had cut his 
teeth as the head of Swiss consul- 
tancy firm Algroup. “The reason I 
could do what I did at Fiat is be- 
cause I was not an insider. The 


problem with Italian industry is 
simple, everybody knows some- 
body and getting things done is 
sometimes impossible because of 
the tremendous peer pressure. See 
what is happening with (Italian 
airline) Alitalia right now,” says 
Marchionne. The secret to trans- 
formation, he believes is to take a 
view from the outside. According 
to him, “Insiders don't see prob- 
lems that can be staring them in 
the face from an inch away." 
Marchionne, whose family em- 
igrated to Canada when he was 
fourteen, underscores that Fiat 
had lost some of its passion for 
making cars at the turn of the mil- 
lennium. *We have got that spark 
back now with great products such 
as Cinquecento and the upcom- 
ing Linea in India," he asserts. 
Now, Marchionne is excited about 
Fiat's propects in India, where its 
vehicles are marketed and distrib- 
uted by Tata Motors. “India is a 
big market for us. Things have 
been difficult here, but our rela- 
tionship with Tata Motors has 
been fantastic. Now our new fac- 
tory at Ranjangaon (near 
Ahmednagar, Maharashtra) is op- 





Fiat's Marchionne: A view from the outside helps 


erational and we have an excit 
ing line up of cars coming in the 
next few months," he adds. 
Clearly, Marchionne has big 
plans for India and given his for- 
midable reputation, he cannot be 
taken lightly. 
KUSHAN MITRA 


PANTS eI 


The 3G 
Rat Race 


MTNL and BSNL have the first- 
mover advantage. 


HE COUNTDOWN TO THI 

launch of third-generation (3G) 
services in India has well and truly 
begun. Already, state-owned tele 
com operators BSNL and MTNL app- 
ear to have stolen a march over 
private players. With the Depar- 
tment of Telecommunications 
(DOT) issuing BSNL and MTNL spec- 
trum for all-India services, they 
plan to launch 3G services within 
the next six months. While BSNI 
gets spectrum in 20 circles, MTNI 
gets spectrum in the lucrative Delhi 
and Mumbai markets. Meanwhile, 
private players are still standing 
in the queue, waiting for the auc- 
tions to get underway. 

MTNL has started trials in 
Delhi and plans to have a 36 net- 
work on the ground as part of a 
two-million line rollout by 
December. BSNL is on the verge 
of placing a mega $9-billion 
(Rs 40,500-crore) order for addi- 
tional GSM (2G) and 3G equipment 
to expand service by another 93 
million lines. A quarter of these 
lines are expected to be 3G and a 
rollout is expected by mid-2009 
across the country. 

There are also reports in a 
section of the press that BSNI 
might introduce the much-hyped 
Apple iPhone 3G on its network. 
Currently, Apple's device is avail- 
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Dust 

Needless to say, dust dries your hair 
and damages its sheen and texture 
immensely. Thankfully, no one 
repairs damage like Dove. Its unique 
moisturising milk replenishes till the 
driest of tips. And makes your hair 
soft and lustrous again. ——À E 
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BSNL's Goyal: Ready to launch 


able only on Airtel and Vodafone 
and does not support high-speed 
data access. Apple has not con- 
firmed the reports and does not 
offer the iPhone to more than 
two operators in any territory 
right now. 

But despite being the first off 
the block, there are still challenges 
for both BSNL and MTNL. To begin 
with, the spectrum will not come 
cheap. BSNL and MTNL will have to 
match the price paid by the high- 
est bidder in each of the coun- 
try's 22 circles. In particular, it'll 
be a costly exercise for MTNL. In 
an attempt to maximise the mop- 
up from the auctions, the gov- 
ernment will allow only two pri- 
vate players in Delhi and Mumbai 
(there are four in other circles). 
However, the first-mover advan- 
tage if exploited well could see 
companies cash in on their in- 
vestment faster. But both BSNL 
and MTNL still suffer from the 
problems of a bloated bureau- 
cratic set-up, which has 
often hampered their expansion 
plans in the past. BSNL, for in- 
stance, was till four years ago the 
clear, undisputed market leader 
in mobile services. But long ten- 
dering processes for new equip- 
ment has meant that the company 
is now the country’s fourth-largest 
mobile operator. MTNL, too, is 
languishing behind private oper- 
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ators in Delhi and Mumbai. 

It, then, remains to be seen 
whether the psu giants can build 
on their head-start in the 3G space 
and outsmart the private players. 

KUSHAN MITRA 
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Makeover 


The Vedanta group restructures 
to boost operating efficiencies. 


HE VEDANTA GROUP IS NOW 
1. gearing up for a complete over- 
haul of its corporate structure. The 
exercise is an attempt to reduce 
cross holdings and pare costs. 

The $7-billion group, con- 
trolled by the London-based 
tycoon, Anil Agarwal, is consoli- 
dating its mining and metal busi- 
nesses under three different enti- 
ties. Sterlite Industries (India) Ltd 
will hold all the copper, zinc and 
lead assets that are now scattered 
across the group. Madras Alum- 
inium Company (MALCO) will get 
the aluminium and energy opera- 
tions while Sesa Goa will retain 
the iron ore assets. 

As part of the process, Sterlite 
Industries will hive off its alu- 
minium and energy assets to 
MALCO, which will be renamed as 
Sterlite Aluminium Ltd. Vedanta 
Resources’ 79.4 percent stake in 
Zambia’s Konkola Copper Mines 
Plc (KCM) will also be moved to 


Thumbs Down 
New-look Sterlite fails to impress the market. 
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Sterlite Industries. Sterlite's eq- 
uity holding in Bharat Aluminium 
Company Ltd (BALCO), Vedanta 
Aluminium (VAL) and Sterlite 
Energy Ltd (SEL) will be trans- 
ferred to Marco. The restruc- 
turing process is expected to be 
completed by March next year 
after getting the green signal from 
shareholders, stock exchanges, 
courts and regulators in India. 
However, the group's initiative 
has left the stock markets unim- 
pressed. On the day of the an- 
nouncement, Sterlite Industries 
shed almost 8 per cent on the BSE. 
Even on the London Stock 
Exchange, Vedanta Resources Plc, 
the holding company, has gradually 
lost ground. Clearly the market 
has concerns about the new look of 
the group. *In the wake of the 
downturn in the commodity cycle 
and inherent volatility of the cop- 
per business, the risk profile of 
Sterlite Industries is likely to go 
up," says V. K. Sharma, Head of 
Research, Anagram Stock Broking. 
The other concern among in- 
vestors is related to the transfer of 
Konkala mines to Sterlite 
Industries. “The key negative in 
the restructuring plan announced 





Vedanta's Agarwal: The London-based 
tycoon is in consolidation mode 
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by Sterlite is the transfer of the 
Konkola copper assets from 
Vedanta Resources to Sterlite at a 
share swap ratio of 1:1,” says 
CLSA In a restructuring note on 
the group. According to CLSA, the 
exchange ratio is expensive on 
the basis of the earnings potential 
of Konkala assets over financial 
year 2009-10 and sees a 15 per 
cent drop in its sum-of-the-parts 
fair value for Sterlite. Other than 
the transfer of businesses, there is 
equity dilution of more than 50 
per cent in Sterlite Industries to 
contend with. The restructuring 
(considering issue of fresh shares 
on transfer of various businesses) 
will lead to lower earning per 
share (EPS) in the short term. 
The concerns notwithstand- 
ing, part of the reason for the 
thumbs down by the stock mar- 
kets, some analysts feel, is the 
general indifferent sentiment on 
metals stocks as a whole. So, will 
the move pay off for Vedanta in 
the long run? The group claims 
the restructuring will help it rank 
among the world’s five largest 
aluminium producers by 2012 
and become one of the top 10 
producers of iron ore. 
VIRENDRA VERMA 





the Gains 


The spectacular rise & fall of two 
mining stocks raises hackles. 
HESE ARE BAD TIMES FOR NEW 
listings, as any market analyst 
worth his name will tell you; and 
it’s even worse for companies from 
those sectors that are decidedly in 
a downturn. Yet, Resurgere Mines 
and Minerals and Austral Coke & 
Projects, which operate in the out- 
of-favour commodities space, re- 
cently had a spectacular debut on 
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Raising Doubts 


Resurgere Mines and Austral Coke listings 
stun market. 


Resurgere Mines and Minerals 
740 


323.8 
252.9 












Sept.1 — Sept. 4 Sept. 9 Sept. 12 
Austral Coke & Projects 
308.8 


299 


Sept. 4 Sept. 5 


Sept. 10 


Figures are stock prices at days’ high in Rs 


Sept. 12 
Source: BSE 


the stock markets. On the day of 
listing, the stock prices of 
Resurgere and Austral Coke rose 
over 100 per cent and 50 per cent, 
respectively. 

Many investors couldn't help 
but curse themselves; they could 
have easily got the share of these 
companies in their initial public 
offers (IPOs) as these issues were 
barely subscribed. After gaining 
further over the next couple of 
days, the Resurgere stock slid back 
almost 70 per cent and was quot- 
ing below the issue price of 
Rs 270 per share. Austral Coke 
was in better position, losing just 
18 per cent from its all-time high 


of 308; at the time of writing it 
was still trading above the issue 
price of Rs 196 per share. 

So, what explains the stunning 
"success" of these two IPOs at a 
time when the overall market sen- 
timent was low and the commodi- 
ties space an absolute no-no? 
Resurgere Mines is into mining of 
iron ore and bauxite and Austral 
Coke is into manufacturing coke 
and refractories, and both feed sec- 
tors like steel, cement, aluminium 
that are in a downturn. 

According to market sources, 
the spectacular rise and fall in the 
stock prices of these companies was 
due to the fact that just a few play- 
ers held most of the shares and 
they could move the stock price at 
will. This happened as the retail 
portion of both issues was under- 
subscribed, and as a result, institu- 
tional and high net-worth investors 
were allotted most of the shares. 

"When the shares of a com- 
pany are in a few hands, it is very 
easy to control the stock price," 
says a dealer with a domestic 
broking firm. Dealers say the share 
price of Resurgere was pushed 
higher—it went as high as Rs 740 
at one point—to make a killing. 
When some people started selling 
the shares, the price was further 
pushed up again, luring them to 
cover their short positions, which 
led to a further rise. After the short 
covering was over, selling started 
again but this time there were no 
buyers and as a result the stock 
price fell sharply. 

If market whispers are to be be- 
lieved, both the Bombay Stock 
Exchange and National Stock 
Exchange have sought details from 
brokers on buyers and sellers in 
the shares of these two companies. 
Till the time the stock exchanges are - 
able to prove there was something 
fishy about the whole affair, we 
can ponder over the strange ways of 
the market. 

VIRENDRA VERMA 
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Piping Hot 


Energy 


Tata Power acquires stake in 
an Australian geothermal co. 


ATA POWER CO HAS THE WIND 
[Aa the sun in its hair—and is 
also getting steamed up by ideas of 
pouring water on hot rocks to get 
free electricity—as it eyes global am- 
bitions based on clean power. As 
Managing Director Prasad Menon 
told Business Today in an interview, 
the renewable-energy play spanning 
wind power, solar energy and geot- 
hermal energy will help give it a 
global footprint. 

The company is adding 10,000 
MW to its bread-and-butter coal- 
based power business in India that 
will quadruple capacity, but is not 
keen to pursue this source outside 
the country. So, it has acquired an 
11.4 per cent stake in an Australian 
geothermal energy company, 
Geodynamics, becoming its largest 
shareholder. 

Says Menon: “We are follow- 
ing a conscious strategy to get into 
sustainable and renewable energy. 
We have mapped our carbon foot- 
print and are working on ways of 
mitigating it. We are investing in 
technology for carbon capture and 
storage.” The carbon footprint tracks 
how much of carbon dioxide and 
other carbon containing gases a com- 
pany produces in the course of its 
business. Coal-based thermal en- 
ergy is highly carbon producing and 
Tata Power is not looking at it be- 
yond India and South-East Asia. 

Menon explains that geother- 
mal energy can be a suitable option 
for becoming a base load power sta- 
tion or something that runs through- 
out the day, as opposed to some- 
thing that can be brought into use 
during peak hours. Geothermal en- 
ergy has two variants—one depends 
on heat out of volcanic activity and 
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the other on hot underground rocks 
found in different places across the 
world. Water is piped underground 
into the rock bed and piped out as 
steam—there is no fuel cost. “The 
investment needed is around Rs 10- 
14 crore per megawatt. But there are 
no fuel costs after the investment 
is done," says Menon. The com- 
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Rs 4-5 cr 












HYDROELECTRIC 


Rs 6-6.5 cr — j / 
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NATURAL GAS 


Rs 2.8-3.8 cr Ë 


Tata Power's Menon: Keen to tap sustainable and renewable energy 





pany has its eyes on rock forma- 
tions in states like Chhattisgarh and 
is keen to bring in technology from 
Geodynamics to India. 

As for wind power, Menon says 
that although wind is a popular 
form of renewable energy, it cannot 
be a base load station as it has a 
plant load factor of only 20-25 per 
cent. Tata Power is setting up 100 
MW of wind power energy in a ven- 
dor-managed wind power park in 
Maharashtra funded by the Asian 
Development Bank. 

“We are also looking out for 
land to set up our own wind power 
parks. We will work with vendors 
for supply of equipment and we 
can work with any vendor across 
the world. However, the manage- 
ment of the wind power parks will 
be in our hands,” says Menon. The 
company wants to set up wind- 
power capacity of 500-600 Mw. 

Tata Power has also entered into 
an agreement with the Government 
of Bhutan to develop a 114 Mw hy- 
droelectric power project on the 
Dagachhu river. The project will be 
executed by a special purpose vehi- 
cle, Dagachhu Hydro Power Corp 
Ltd, in which Tata Power will hold 
a 26 per cent stake. 

Menon did not wish to com- 
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ment on the nuclear power plans 
of the company but it is well known 
that the company has made its plans 
and is waiting for the government to 
allow private sector participation in 
the sector. 

Menon adds that the company is 
looking out for a suitable technology 
in the solar thermal sector where 
sunlight is concentrated to directly 
heat water and for other household 
needs. On the issue of solar photo- 
voltaic cells where sunlight is con- 
verted to electricity, Tata Power’s 
CFO, S. Ramakrishnan, says the gov- 
ernment needs to provide incen- 
tives to people to invest in solar 
photovoltaic cells. “In many 
European countries it is mandatory 
to put up solar panels on the roof for 
heating purpose and there are tax in- 
centives. It needs to be done in India 
for popularising solar energy,” 
Ramakrishnan says. 

SUMAN LAYAK 





Bitter-sweet I 
Times 


New markets blossom for IT but 
traditional strongholds slump. 


HESE ARE DISCONCERTING SIGNALS 

for the Indian IT industry. 
Studies now show that the global 
economic slowdown has started to 
impact IT spends in key markets. A 
recent survey of some 950 senior IT 
managers by technology research 
firm Forrester has revealed that more 
than 40 per cent of large businesses 
have cut their rr budgets as a result of 
a global economic slowdown. 

Responding to the challenges of 
a tougher economic environment, IT 
managers are preparing to cut rates 
paid to their rr vendors, with over 
70 per cent of respondents to this 
survey likely to bargain for lower 
rates from their suppliers. As ex- 
pected, the beleaguered financial 
services industry (the largest spender 
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ROUGH WITH THE SMOOTH 
There are challenges, and 
opport ortunities, for IT companies. 
a Forrester survey reveals big IT 
companies, particularly in 


North America, are cutting 
spends 


° Clients are nog qatina with 
. vendors for lower rates 


— - — ——— 


e F s services are the 
worst hit | I 


* Gartner study enone new | 
opportunities. emerging in the 
d eerie market - 


on IT and biggest contributor to the 
Indian rr industry), has been worst 
hit, with nearly half the companies in 
that space slashing IT spend. 
Worryingly for Indian vendors, 
49 per cent of companies based in 
North America (the largest geo- 
graphical contributor to Indian Ir) 
have pared their budgets and even 
in Europe, nearly a third of firms 
have reduced their spend. “There is 
definite caution among our clients 
as the economic situation wors- 
ens," says Wipro's Joint CEO Suresh 
Vaswani. He adds that clients, 
though, have not yet begun to 
cancel or defer contracts on a large 
scale. Rather than cut their core IT 
budget, other industry executives 
claim that it is the “discretionary 
spend” that will get cut first. “The 
slowdown has firms renegotiating 
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rates, being more selective in cho 
ing vendors, and examining spet 
ing plans more thoroughly,” s; 
Forrester Research Vice Preside 
and Principal Analyst John 

McCarthy. According to Info: 
CFO V. Balakrishnan, customers : 
opting for fewer vendors and lox 
ing for global delivery capabilit 
when they finally make a choic 

Despite cutting back on their 
spending (top IT executives BT spc 
to insist a full-blown slowdown 
not yet underway) and most co 
panies in North America and Eurc 
only have a passing interest in o 
shoring, despite its obvious cost be 
efits. Only 9 per cent use offshore 
sources, 14 per cent are just beg 
ning to use it and 22 per cent are 
loting a project. Rather than cc 
cerns over a political backlash ox 
movement of jobs to India, po 
quality of services seems to be t 
biggest factor holding back t 
growth of offshoring. 

However, there is some e€ 
couraging news as well. Even 
Indian IT faces up to the challen 
of air pockets in their main tars 
markets, other reports point 
emerging opportunities in the c 
mestic market. According tc 
Gartner report, end user sper 
ing in India is expected to grow 
a CAGR of about 15 per cent fr« 
2007 to 2012 and reach $110 1 
lion from $64.7 billion current 
Naveen Mishra, Senior Resear 
Analyst at Gartner says “small a 
midsize businesses (SMBs) will dr 
the growth of various IT-relat 
industries... the Indian gover 
ment’s pro-business policies a 
their own increasing use of IT v 
continue to build confiden 
among local companies seeking 
invest in and use IT”. 

All said and done, these < 
tough times for the Indian IT indi 
try with a slowdown in crucial m 
kets of North America and Euro 
impacting the business environme 
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to take a break 
this festive season. 


Yatra.com presents the 7 top destinations of the world to visit during this holiday break. 





international Destinations 


If your idea of paradise is a pristine, 


tranquil, tropical island with pure 
white beaches and brilliant turquoise 
lagoons, Maldives is the place 
for you. 


Be there. Maldives won't 
disappoint you! 





The world's third largest city is full of 


romance and has arich history. 


Be amazed by the cultural diversity of 
the only continent-spanning city in 
the world. 








Witness the legacy of the Greeks, 
Romans & early Christians and get 
awed by their art & architecture & 
pyramids. Cruise on the Nile, the 
world's longest river. 


Visit the wonders of Egypt! 





If you think Greece is just a place for a 


sober study of the ancient world; 
you're mistaken. Indulge in the best 
parties ever. Admire its architecture, 


cultural diversity and serene beaches. 


Come unwind in beautiful Greece. 


TOP 7 


TRAVEL TIPS 


. Gather Information: Search online for 





holiday packages to your favourite 
destination, on websites like 
yatra.com. 


. Book in advance: Confirm your 


bookings well in advance to avoid last 
minute hassles and high prices. 


. Travel Guides: Read online about the 


holiday destination and places to 
explore on your trip. 


. Pack Light: Make sure your pack can 


fit in as cabin luggage. If it's too big, 
take things out. 


. Talk to People: Meet new people and 


talk to them. Understand their culture 
and habits. 


. Keep a Journal: You learn a lot about 


yourself on a holiday. Document what 
you see and who you meet. 


. Take Pictures: No matter what kind of 


photographer you are, pictures you 
take mean a lot more than postcards 
and books. 





Bali is so picturesque that you could 


be fooled into thinking it was a 
painted backdrop! Come witness the 
lush green tropical forests while the 
warm waters of the Indian Ocean 


soothe you. 


Escape to Bali to be part of this 


fantastic destination. 


Domestic Destinations 





„inked by a historic route, Mashobra 


š a quaint town in the district of 
r 





Shimla. It is located on one of Asia's 
largest watersheds, with the Indus 
and Ganges on either side. 
Surrounded by densely covered 
forests of oak and pine, it is also one 
of the main markets supplying fruits 
and vegetables to Shimla. 


Get enchanted by this pristine 


hill station! 





` J = 
JANTA 
Ganpatipule is idyllic with sparkling 
waters against silvery shores and 


jagged palm fronds against 


magnificent sunsets. Its famous for 


it's 400 year old Ganpati idol, which is 


said to have sprung up from the soil. 


Get enchanted by the magnificence 


of Ganpatipule! 


ADVERTORIAL 


SEE IT, 
EXPERIENCE IT, 





Yatra.com — the No.1 travel website 
in India, provides you with some unique 
features to help you book hotels online 


* Video Tours: Choose from over 500 
video tours that provide you with a 
clear picture of the hotel and its rooms, 
facilities and surroundings. 

* Map View: A unique map view 
navigation tool to see exactly where the 
hotel is located — distance from the 
airport, where is the closest market and 
other important landmarks. 

* Customer Reviews: More than 11.000 
actual customer reviews for over 3,000 
hotels across India with ratings and 
experiences. 


WONDERING HOW TO GET THERE? 





Yatra.com gives you a number of options to book your travel from. Also a wide presence across India helps yo 
reach us wherever you are. 


* Online booking: Log on to Yatra.com and book your 


holiday at any hour. 


e 24x7 Support: Call up our call center 24 hours a day, 365 
days a year and our travel experts would help you be there. 


* Touch Points: Over 15 Yatra.com Holiday Lounges across 


e Network: Over 3000 domestic hotels across 250 


destinations in India and over 90,000 hotels worldwide 


15cities for personalized advice on holiday options. 


So enjoy the break with your trusted travel companion. BON VOYAGE!! 


to choose from. 


* Multiple Payment options: Pay by Cash, Credit Card, 
Cheque, Net Banking and ITZ Cash Card. 


Leo Burnett D/Yatra.com-111247 
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For bookings log on to www.yatra.com or Call Now at 1800-1800-800 or 09871 800 800 
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An adamant politician digs in, a committee is formed ; 
and Tata Motors may have to forget its Nano deadling. J 
Welcome to Singur. SOMNATH DASGUPTA} : 
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Singur at the crossroads: Will the deadlock over the land issue in Singur get settled? Nobody knows for sure 





S SEPTEMBER DRAGGED 
on, the Singur imbroglio 
first took a turn for the 
better—and then for the 
worse. Better, because 
Mamata Banerjee and her 
Trinamool Congress finally agreed 
to talk to the government and lift 
their dharna outside the small-car 
project site that had forced the Tatas 





à Do you support the agitation 
* against the Nano factory? 
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Barring agitating farmers, an overwhelming 


majority is against the agitation. 
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to suspend work. Worse, because 
from the talks emerged a joint com- 
mittee, which has been mandated 
to suggest a solution on an issue 
that is tied up by the law and that 
the Tatas don't want reopened. 
Banerjee wants the government 
to return 300 acres out of the 997 
acres that it had acquired in 2006 
for the main Nano plant and the an- 


cillaries. Her stand: the land was 
taken forcibly from farmers. 
Banerjee says the ancillaries—for 
whom a similar area was ear- 
marked—can very well move to 
another location. 

The committee was undecided as 
this edition was going to print. West 
Bengal’s Governor Gopalkrishna 
Gandhi was forced to appeal for 


What Does Singur Want? 


Will the Nano factory bring 
prosperity to Singur? 


ò Has standard of living improved 
x since the Tata’s came to Singur? 


YES NO YES 


89% 11% NO 
17, 83% 


80% 20% 


Majority feels, the Nano factory will bring The standard of living has improved—the 
prosperity to Singur. agitating farmers seem to disagree. 


Farmers who've 
sold land 
Farmers who 
are resisting 
Local residents/ 
traders 





reason. “Through the Singur dis- 
cussions on September 5, 6 and 7, Í 
Saw ... a rare spirit of accommoda- 
tion. That spirit needs to be opera- 
tionalised.” 

With Banerjee walking out in a 
huff after talks with Chief Minister 
Buddhadeb Bhattacharjee on 
September 12, the Governor 
seemed to be the only optimistic 
person. “I believe, given the will, a 
solution can still be found in a man- 
ner that accords with the law, safe- 
guards the interests of farmers, of 
the small car factory and, going be- 
yond, helps in establishing the farm- 
factory balance...” he said. 

The nightmare begins on the 
map and is likely to end in the 
courts (on Friday, the Tatas moved 
court to prevent the disclosure of 
the details of their deal with the 
government). For one, the area 
staked out by Banerjee is the sum of 
small plots that dot the site and not 
a clean separable chunk. A one-to- 
one mapping of plots and their orig- 
inal owners could lead to ridicu- 
lous situations. 

Then, as the government has 
been emphasising, any land acquired 
for public purpose under the Land 
Acquisition Act of 1894 (as the Tata 
Motors land was) cannot be re- 
turned to the original owners. At 
best, it can be auctioned. 

As for Mamata’s claims, it seems 
that only 120 acres of the 300 


sought by her are vacant now—on 
the rest, construction has already 
begun. Of these 120 acres, only 
around 30 acres belong to various 
farmers unwilling to sell out. 

Legal experts say the West Bengal 
Land Acquisition Manual of 1991, 
which apparently indicates that re- 
turn of acquired land is possible, is 
just for guiding state government 
officials and is not framed under 
the Act. They cite two orders from 
the Supreme Court—both handed 
down after the manual was framed. 

Banerjee’s claims shrink further if 
one goes by the government’s 
records, which show that part com- 
pensation was paid for 205 acres— 
some claimants got the money and 
some did not. That leaves just 100 
acres in the project area. 

So far, there have been no direct 
interactions with those farmers 
who have reportedly refused to 
sell out. But what do the people of 
Singur say? 

A BT-Synovate snap poll among 
the 100 affected farmers and local 
traders conducted on September 
11, revealed that 80 per cent of the 
"happy" farmers say Tatas are not 
being unreasonable in opposing re- 
location of vendors, while the angry 
farmers are split 50:50 on this issue. 
And 82 per cent of those polled say 
the Tatas should not shift. 

Telling. May be the leaders 
should listen. 


Majority opposes Mamata's agitation, wants the Tatas to stay 


| Should the agitating land losers 
/ be given back their land? 
CANT MEE 
YES 
; T YES NO SA 44% 
"armers who've 44, 
sold land 11% 89% E 
Farmers who 


are resisting 
Local residents/ 


Traders 


Overall, opinion seems divided, give or 





93% 7« 
34. 63% 3% 


TN 


1% 


lake a few percentage points. 





3 Is the compensation offered 


to farmers adequate? 









Polarised views—no clear verdict here. 


Have any of your family members 
got a job in the Nano factory? 





Local residents/ traders 


The Nano factory has not created many 
local jobs, yet. 








CAN'T 
YES N SAY 98. 
Farmers who've ve 
sold land [^ 3M. E 
Farmers who 
are resisting 100». 0% A 
2% 





Local residents/ 


traders 14»; 20s 6% 


Majority blames the West Bengal government 
for mishandling the situation in Singur. 


Should the Tatas be asked to shift 


the Nano factory to another state? 





Farmers who've sold land 


Farmers who are resisting 










Local residents/ traders 


Overall, at least 82% of those polled do not 
want the Nano factory to move out of Singur. 





Are the Tatas being unreasonable 
cant 
Y N SAY 
sauna en a si. 
armers who've 47, 
sold land Us 80% > ^ 8. 
Farmers who ^ 
are resisting 50% 50% i 


Local residents/ 


traders 49. d. 2 


Farmers who've sold land disagree, others 
are not so sure. 
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Singed by Si 
As the Tata Motors drama plays out, should West Bengal worry 
over future investments? SOMNATH DASGUPTA 


-D-O! I-D-O! INDUSTRIAL 

Development Officer! Future 

aache!” says the man outside 

the West Bengal govern- 

ment’s New Secretariat build- 
ing, hawking forms for a govern- 
ment job. The “future aache” (‘It has 
a future’) is said with a bit of defi- 
ance, as if the man himself does 
not believe it given the conflicts 
over land acquisition. 

Over two years have passed since 
the government acquired farmland 
for the Tata Motors’ small car project, 
which was 85 per cent ready when an 
agitation and threats of violence 
forced the Tatas to suspend work. 
Trinamool Congress leader Mamata 
Banerjee finally agreed to send her 
representatives to talks with the state 
government with Governor 
Gopalkrishna Gandhi in the chair, 
and also called off the dharna. 

Uncertainty hung over the pro- 
ject’s fate—and that of current and 
future investments in what is India’s 
third-largest economy—as this edi- 
tion went to print. Will the Singur 
drama slow down the flow of in- 
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Videocon Industries 
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Reliance Industries 
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vestments? How bad will a Tata 
Motors pullout be? 


The Numbers So Far 

At the New Secretariat, T.K. 
Dasgupta, Deputy Director for 
Industries, is worried about the 
politicisation of the Singur issue. 
“The project should not be dis- 
turbed now as it will send bad sig- 
nals,” he says, showing off the in- 
vestment figures. In the 2001-05 
period, the value of the total in- 
dustrial approvals was Rs 38,409.72 
crore. In 2006 alone, the figure was 
Rs 15,479.15 crore and the next 
year, it zoomed to Rs 64,949.93 
crore. Projects worth Rs 5,072.82 
crore were also implemented. 

As apex industry body Asso- 
CHAM, the most ardent supporter of 
West Bengal as an investment des- 
tination, pointed out in a recent 
survey, steel and manufacturing 
alone accounted for investmnet pro- 
posals worth Rs 87,037 crore in 
the first six months of calendar 
2008. Across sectors, steel’s share 
was 26.77 per cent, that of manu- 
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facturing 22.98 per cent, and oil 
and natural gas 22.98 per cent. 


Haves & Have-nots 
On the one hand are big ticket in- 
vestors like Sajjan Jindal, whose Jsw 
Steel is putting in Rs 35,000 crore to 
build a 10-million tonne steel plant 
in phases at Salboni in West 
Midnapore district, and Venugopal 
Dhoot of Videocon, who has lined 
up at least Rs 15,000 crore for a 
clutch of projects. 

Jindal and Dhoot have had no 
problems with land acquisition. 
Jindal’s land requirement was five 
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lagers were killed in police firing. 


Farmland for Industry 

Veterans of the Land & Land 
Reforms department say Singur and 
Nandigram happened not because 
farmers did not wish to part with 
their land but because they saw 
themselves being left out of the de- 
velopment process. “The farmer 
loses three things: land, livelihood 
and stability,” says an official, re- 
questing anonymity. “Just paying 
the present market value of the land 
is not enough—they must be com- 
pensated for the perpetual loss of in- 


== ex zm 


Y. CA en 
Pe et 
Mis S oe 





Is there a settlement? (L to R) Becharam Manna of Krishi Jami Rakha Committee; 
Subrata Gupta, MD, WBIDC and Neelam Meena DM, Hoogly at the Singur site 


times that of Tata Motors and 
although most of it was vested land, 
he did have to buy around 500 
acres from villagers. 

On a recent visit to Kolkata, 
Dhoot said: *He (Tata) has to settle 
it. This is a small matter. ..He has to 
settle with the farmers." Dhoot 
pointed out that West Bengal is not 
dependent on any specific project. 

Then, there are investors like the 
Salim Group of Indonesia, whose 
clutch of mega infrastructure projects 
with a total land requirement of 
28,450 acres, has been put on hold 
after the Nandigram violence of 
2007, when locals rose against a 
land acquisition move and 14 vil- 


come and given an alternative liveli- 
hood from Day One." 

As an insider says, the Singur 
location would have been better 
for a food processing hub on the 
private public partnership model. 
“The government used old records 
of the pre-bargadar period when 
the land was mono-crop. Over the 
past two decades, the land has be- 
come multi-crop.” 


Why Bengal? Why Not? 

West Bengal and the east in general 
cannot be ignored, because of the 
vast deposits of various minerals and 
its location as a gateway to South 
East Asia. There is a huge potential 


for growth that had been suppressed 
by militant trade unionism over the 
first two-and-a-half decades of Left 
Front rule. Rajeev Singh, Secretary 
General of the Indian Chamber of 
Commerce, says Singur is a small 
drop in the flood headed for West 
Bengal. “But it will be a disaster for 
fresh investment if the Tatas decide 
to pull out of Singur,” he concedes, 
“because it will be a defeat for the 
Chief Minister.” 

Sanjay Budhia, Icc President and 
Chairman of the Confederation of 
Indian Industry’s National Committee 
on Trade Policy, says he has no doubt 
that the Singur project will come up. 
For over five years now, Budhia and 
some others like him have largely 
succeeded in helping the state shed its 
negative image. He says a solution 
will be found since industrialisation 
has become a peoples’ movement, 
and the stakeholders have shown a 
flexibility of approach. 

“This kind of situation can hap- 
pen in any state,” says Budhia, 
pointing to the steady stream of 
investors who have kept calling 
on the state. “Investors do not 
come to make courtesy calls or for 
charity... they come for hard-core 
business interests.” 

The state’s trump card, he says, is 
Chief Minister Buddhadeb 
Bhattacharjee. “Once, Jamshyd 
Godrej, asked me: ‘Sanjay, can you 
export your chief minister to us?"". 

Singh echoes him: *A big factor 
is the Chief Minister—the way he 
has gone ahead with very industry- 
friendly policies... I think that defi- 
nitely attracted everybody. Once 
people found that there is a gov- 
ernment and a CM who are willing 
to help, willing to facilitate, things 
started to happen." 

The Chief Minister himself 
stresses that Singur is an aberration 
and not the trend for the future. 
"West Bengal is not Singur... Some 
people may create problems in our 
path of industrialisation. But no 
one can stop it," he said. m 
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The economic downturn i is a realit 
though its impact is varied acro! 5S Sec 


PEt 


India Inc.'s leading players : sha e 


in dealing with it. 


CONOMISTS HAVE CORRECTLY 
predicted nine of the last five 
recessions! That's a quip once 
made by Paul Samuelson, 
Nobel Laureate and MIT pro- 
fessor. Nobody's talking of the R word 
back home—and there's no need to. 
But there's no need for playing the 
guessing game here, either: call it a mod- 
eration of growth, or any cute euphe- 
mism you can think of, but there's little 
doubt that industrial growth has slowed 
down in 2008-09. A surprise on the 
positive side is industrial production in 


July—7.1 per cent against expectations of 


6 per cent—may well resemble the 
} y 
proverbial solitary swallow that doesn’t 


popar score to 5, 57 pis cen 


Investment growth in the first quarter has 2 


slipped into single digits (9 per cent) for 


the first time since the fourth quarter of - a 
2003. Softer demand conditions in sec- ae 
tors ranging from auto to real estate to 


financial services have resulted in sales 
and profits of such companies taking a ` 
beating, and investors treating their 
stocks with disdain. 

But this isn’t a story about how much 
industry has slowed down by. Rather, it’s 
about how the bellwethers of some of the 
sectors closely linked to the economy 


fits Is — across key sectors. 


Auto 
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tate data shows spike in Q2 07-08 


2008 


because of DLI 


Real Estate 
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TO BE 
DOWNTURN- 
PROOFA COMPANY 


SHOULD BE: 
FLEXIBLE: 


are devising strategies to drive growth— 
In Investments and in volumes—in 
tougher climes. They're doing so in var- 
ious ways. And innovatively. Auto ma- 
jor Maruti Suzuki is taking so close a 
look at its cost structure that it is seeking 
to reduce the weight of components 
that are fitted into its cars. DLF is perhaps 
the only real estate company in India to 
be importing cement from Pakistan. 
Reason: Prices of that commodity 

are 4-5 per cent 

cheaper there. 


Financial, operational and 
product flexibility helps 
companies survive, and even 
thrive, in a slowdown 


DIVERSIFIED: 
Diversification across 
products and geographies 
Is the time-tested 
downturn antidote 


COST-INTELLIGENT: 


Cut costs in such a way 
that it doesn't affect the 
company's competitiveness 


9217 


Q2'07-08 03'07-08 Q4'07-08 Q1 08-09 


Figures are in percentage 


2.2 


Capital Goods 


18 
-10.4 


Q2 07-08 Q3'07-08 Q4'07-08 Q1 08-09 


Tata Power has chosen this time to 
make a strategic acquisition in non- 
conventional energv; it has acquired a 
stake in a geo-thermal energy company 
Down Under. Engineering and con- 
struction giant Larsen & Toubro (1&1 
has found a simple way to step up 
revenues and save costs at the same 
time—by executing highway projects 
ahead of schedule. By doing so, 1&1 
gets to collect tolls ahead of schedule; 
and it also gets a chance to put its en- 
gineers on to other projects. 
Cost-cutting is clearly the mantra for 
India Inc. But there’s one cost that 
consumer-oriented industries can ill-af- 
ford to slash. The temptation to cut 
back on advertising and promotions 
may be strong, but not necessarily wise. 
Companies like Samsung clearly see 
the slowdown as an opportunity to 
grab market share. 

In the pages ahead, you will read 
about how some of India’s most 
proactive corporations across a Cross- 
section of sectors are managing 
the slowdown, smartly. There are 
more than a few tricks to be learnt 
from them. 


Consumer Durables 
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The Elep 
to Slow Dance 


After five years of breakneck growth, 
ICICI Bank eases its foot off the pedal. 


ANAND ADHIKARI 


`M PENNING IT DOWN BECAUSE I 

also have to prepare a note for 

my team,” quips V. Vaidya- 
nathan, Executive Director (Retail 
& Rural) at 1cicI Bank. As he 
explains to this writer the chal- 
lenges facing the bank and its strat- 
egy to take them head-on, the 
youngest Executive Director at the 
country’s second-largest bank furi- 
ously jots down notes on a loose 
sheet. In between sipping a protein 
shake, the 40-year-old philoso- 
phises: “It’s a choice between doing 
what looks good (loan growth) ver- 
sus what’s the right thing to do 
(deposit growth). We've got to do 
what's right.” 

The first step for this bank that's 
facing a slowdown in its largest 
portfolio of retail is to attack oper- 
ating costs at all levels. In the first 
quarter of 2008-09, staff expenses 
were flat at Rs 532 crore on a year- 
on-year basis. Operating expenses 
rose by half a percentage point to 
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Rs 1, 913 crore, while direct mar- 
keting expenses (DMA) plunged by 
40 per cent to Rs 2,280 crore. 
Branches will also be used more 
effectively. *Our aim is to make 
our branches more intelligent. They 
will deal directly with customers 
for loans. This move will not only 
save costs, but also result in better 
risk management," says Vaidya- 
nathan. The loan origination 
process for many products (two- 
wheeler loans, credit cards) is being 
moved to branches. Earlier, the 
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Executive Director (Retail &Rural/ ——— 


-ICICI Bank ` 





process began at the dealers or in a 
separate customer calling cell. The 
bank is doing away with multiple 
verticals for a single product class. 
For instance, the used car and new 
car financing divisions now operate 
as one; as do home loans and loans 
against property. 


“It's a choice between 
. doing w 


at looks good x 








he right thing to do 
(deposit growth). We've 
| got to do what's right” — 
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TIP TO MANAGE THE SLOWDOWN: Seek out new geographies and emer 
businesses when your main operations and markets are under stre 





Along with the slower 
growth in operating ex- 
penses, what will help boost 
ICICI Bank's margins isa 396 
gradual rise in its current 
account & savings account 
(CASA). The bank has im- 
proved its CASA from 26 per 
cent in 2007-08 to about 
28 per cent in the first quar- 
ter of 2008-09. The growing 
CASA will replace high-cost 
borrowings, which, in turn, 
will improve net interest 
margins (NIMs). NIM—a key 
indicator of a bank’s perform- 
ance—is the difference between 
what the bank pays for borrowing 
money (mainly through savings 
and fixed deposits) and what it 
earns on loans to corporate and 
retail. The bank’s NIM has shown a 
slight improvement from 1.7 per 
cent in the 2007-08 quarter to 2.1 
per cent, despite a slowdown in 


Q1 '06-07 


ICICI Bank headquarters in Mumbai 


LOSING STEAM 


The ICICI Bank growth juggernaut is pausing 
for breadth. 





Q4 07-08 
Q3 07-08 


Q2 07-08 
Q1 07-08 


mm Deposit Growth === Advance Growth Figures in per cent 
Source: BT Research 


Q1 '08-09 


its retail business. By 2010, the 
bank expects to reach the industry 
norm of a CASA of 40 per cent. 
These are clearly challenging 
times for the banking industry and 
as Vaidyanathan says: "The last 
three years alone have given us 
the experience of 15 years and the 
next two years will give us the 
experience of 10 years." 
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ete 
quality will be in home loans, 
| which constitute more than half 


THE 


ICICI BANK 
WAY 


e Banking on a higher 
corporate lending growth, 
of over 20 per cent, to 
compensate for single- 
digit growth in retail 


e Major thrust on improving 
the share of low-cost 
deposits from 26 per cent 
to the industry level of 
40 per cent 


e eei up two other 
growth engines: 
International and rural 

" Keep supporting and 


growing the non-banking 
subsidiaries 


INDUSTRY REVIEW 


pown BANKING IS DOMINATED BY THE 
public sector, which holds two- 





- thirds of the assets and accounts 
for close to three-fourth of 


ae: in the banking system. 
d banks are less 
boe by a slowdown than new 
private sector banks or foreign 
banks because retail lending is 





| not more than 20-25 per cent of 
their portfolios. In ICICI Bank's 


case, retail is is close to 60 per cent 






Ina Nart rate regime, 
deterioration in asset 


of the retail por 





— Also, hese enjoying higher fee 


income from selling insurance or 


mutual funds and also doing 


wealth management are feeling 
the pinch. Many private sector 
banks have begun tightening 
their loan processes and 
focussing on ‘good’ customers. 


20-25% Average retail 


lending portfolio of public sector banks 


60% 0 Retail as a part of 


ICICI Bank's total portfolio 
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Two-Wheel Drive 


Even as it seeks to attract new classes of 
buyers, Maruti Suzuki India is taking a close 
look at its cost structure. KUSHAN MITRA 


S THE SOCIETY OF INDIAN 
B see Manufacturers 

(SIAM) pondered over the 
state of the market at its annual 
convention in the capital, the coun- 
try's largest car maker was con- 
fronting numbers that did not make 
for terribly good reading. Sales in 
some categories are declining sha- 
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rply, and while demand for the 
Swift and DZire has meant Maruti 
has continued to post respectable 
numbers, Shinjo Nakanishi, Mana- 
ging Director, Maruti Suzuki India 
(MSIL), admits economic conditions 
are weak. But MSIL isn’t a slave to the 
conditions and is doing several 
innovative things across several 
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THE 


MARUTI SUZUKI 
WAY 





@ One gram, one component: 
With this programme, 
Maruti hopes to reduce the 
weight of components 


@ Plans to stretch its capital 
expenditure over a longer 
period 


@ Have more field events 
like car melas to ride on 
expected strong rural demand 


@ Export more: Ride on the 
demand for light, small, 
fuel-efficient cars 





4. 7 % ee 


 in2007-08 ` 


9. 7 % s growth in 
April-August 2008-09 


Exo yr tum ay s ir abt ager Ceu Neap go eei s: 
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TIP TO MANAGE THE SLOWDOWN: Make strategic acquisitions. 
When valuations are sober, it's a good time to go shopping 
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MANAGING 


functions to manage the downturn. 

MSIL is undertaking a ‘One 
Gram, One Component’ strategy 
to bring down the weight as well as 
material cost on its vehicles. At the 
same time, the company’s planned 
capital expenditure continues on 
track, but it is figuring out ways to 
stretch its investment rupees fur- 
ther. MSIL is also keeping its re- 
cruitment and network expansion 
plans in place. 

The company has taken a lead 
with its inventive use of the Internet, 
using social networks and video- 
sharing services for marketing its ve- 
hicles at a minimal cost compared to 
traditional mass media marketing. 
However, MSIL is also spreading its 
below-the-line activities, reaching 
out to more semi-urban areas not 
traditionally covered by the car dealer 
network. Car fairs organised in some 
of these areas have yielded significant 
sales. MSIL is also using its own 
employees as well as component 
vendors as ‘marketers,’ encouraging 
them to sell cars to friends, family 
and employees. 

The company admits that in 
times of a slowdown, a surefire way 
of generating consumer interest is 
through new launches. Maruti’s 
DZire, launched a few months ago, 
is selling like hot cakes; later this 
year, the company will roll out the A- 
Star and Splash, two new cars in the 
small-car segment. 

There's also a renewed thrust on 
exports. ^While export volumes are 
low compared to domestic sales, any 
improvement in margins on the ex- 
port front will also contribute to our 
bottom line in future quarters," says 
an MSIL spokesperson. As Maruti's 
Manesar plant increases capacity, 
models like the A-Star will be 
produced only in India for global 
markets; and with the dollar and 
euro climbing, international sales 
appear an attractive prospect. 
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People Power 


Rather than being a drag on its performance, 


TCS's 100,000-plus workforce could prove to 
be its trump card. T.V. MAHALINGAM 


S THE MAN WHO CONT- 

rols the purse strings of 

India's largest IT services 
company, Tata Consultancy 
Services' S. Mahalingam has an 
arduous job—one that has got 
tougher in the last couple of 
months. A look at the first- 
quarter revenues of the banking, 
financial services & insurance 
(BFSD vertical, which accounts 
for 44 per cent of TCS’s overall 
revenues, is reason enough to 
worry. Revenues from the seg- 
ment fell by 11 basis points 
and, inevitably, a slowdown in 
IT spending in the Us is being 





spoken of. But the mild man- 
nered CFO is holding his ver- 
dict for now. 

“In the BFSI segment, there 
are clients who have cut or de- 
layed their rr spends, but there 
are also clients who have started 
spending more. It's more of a 
client-specific phenomenon 
rather than an industry-specific 
one," says Mahalingam who 
adds that clients have been 
ramping up in sectors like utili- 
ties, energy and retail. As TCS 
COO N. Chandrasekaran re- 
cently told analysts: *Our per- 
formance in the manufacturing 
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INDUSTRY REVIEW 


and retail sectors has been very 
satisfying. We have grown signifi- 
cantly during Q1 and we continue to 
see growth in manufacturing, retail, 
and utilities and high-tech sectors in 
the coming quarters. There are a 
large number of opportunities in 
these sectors with regard to bringing 
in sourcing optimization and trans- 
formation.” Along with emerging 
verticals, the focus will also be on 
new geographies, and deepening 
relationships with existing clients. 
“We are still planning for a 
growth market,” says Mahalingam. 
He gives the example of branding, 
where the company has no plans of 
going slow. “You don’t slash ex- 
penses on your branding strategy 
just because there is a downturn. 
Because better branding might get 
you better pricing,” he adds. “So 
the question to ask at a macro level 
is...how do I ensure that margins 
in each business unit get better?” 
Along with growth, TCs is also 
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THE SLOWDOWN 





taking a hard look at costs. 
Mahalingam roughly divides Tcs 
cost structure into three portions: 
manpower, which accounts for 60 
per cent, project-specific costs like 
software (10-15 per cent) and other 
costs like travel and communica- 
tion, which account for a fourth. 
On the manpower front, TCS hopes 
to improve employee utilisations, 
which is at 77-79 per cent currently. 
Just one way of doing this is to ens- 
ure that the mean time for an empl- 
oyee to move from one project to 
another is reduced. “As for our ex- 
penses like travel and communica- 
tion, we realise that we have over 
100,000 employees. Our bulk buy- 
ing power needs to be used to our 
advantage," says Mahalingam. Such 
measures helped TCS reduce its first 
quarter selling, general & admin- 
istrative (SG&A) expenses by 217 
basis points as a percentage of rev- 
enues over the previous quarter (the 
fourth quarter of 2007-08). 


THE TCS WAY 


It is feeling the heat... 





e In the fourth quarter of 
last year, two of its top 10 
clients had delayed budget 
spends. They remained 
sluggish in the current 
year s first quarter 


e The banking, financial 
services & insurance 
vertical grew by a mere 
2.9 per cent in the first 
quarter vis-a-vis the 
previous year's 
corresponding period 


e eal urbs in 
transformational projects 
in the banking products 
space got delayed 


...but it has a counter-plan 


in place. 








@ No let-up in recruitment: 
Still plans to hire 30,000- 
35,000 employees in the 
first quarter (TCS had a 
headcount of 1,11,407 
in 2007-08) 


@ Going for the "°; deals: 
Has a pipeline of 20 large 
deals, Including in BFSI 


@ Focussing on higher- 
growth verticals: Sees 
great opportunities in 
telecom equipment 
manufacturing, healthcare 
& life sciences, energy 
& utilities and 
transportation 
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€ Improving employee 
utilisation: Ensure the 
mean time for an em- 
ployee to move from one 
project to another is 
reduced 


TIP TO MANAGE THE SLOWDOWN: By all means cut costs, but not 
necessarily advertising & promotional spends 
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What Slowdown? 
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Railways, ship-building, power...L&T has enough irons in the 
fire to keep the growth embers burning. viRENDRA VERMA 


N JULY 16, WHEN UNION 
( use for Shipping 
Road Transport & 


Highways T.R. Baalu inaugurated 
a 10 km elevated highway in 
Panipat, the happiest lot amongst 
those present were Larsen & 
Toubro (L&T) executives. The en- 
gineering & construction giant had 
completed this landmark project 
six months ahead of schedule. L&T’s 
engineers were, doubtless, proud of 
this achievement. But getting the 
highway ready ahead of schedule 
also augured well for the com- 
pany’s financials. For one, it got 
an additional six months to col- 
lect toll (which would have other- 
wise started in January 2009); for 
another, it saved on wages of con- 
tract workers for that period even 
as it got a chance to deploy its en- 
gineers on other projects. 

That’s just one way L&T is beat- 
ing the economic slowdown. And 
it’s doing so in style, as its guidance 
for 2008-09—issued at the time it 
announced its first quarter results— 
reveals. The company maintains it 


pe 
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will grow revenues by 25-30 per 
cent and net profits by 30 per cent 
in the current year. 

So, what exactly is the L&T 
management doing right, even as 
many of its counterparts in con- 
struction and capital goods raise 
Cain about rising costs of inputs 
(like steel and oil)? One significant 
strategic decision, which was taken 
much before the threat of a slow- 
down emerged, is to rely more on 
projects based on variable costs. 
“L&T took a conscious decision 
some years ago to switch over to 
contracts that protect against com- 
modity price escalation,” says J.P. 
Nayak, President & Whole-time 





Director, L&T. He says over 70 per 
cent of the order book of over Rs 
57,000 crore is protected in a man- 
ner that allows L&T to pass on in- 
creased inputs costs to the cus- 
tomer. Three years ago, fixed and 
variable cost projects were equally 
split. Nayak adds that even in fixed 
rate contracts, L&T has been able to 
maintain positive margins by us- 
ing de-risking strategies and exe- 
cuting projects more efficiently. 
Another way of countering a 
slowdown is to simply sidestep it. 
For instance, if construction and 
capital goods aren’t on a good 
wicket, L&T is turning to emerging 
areas like railways, ship-building 


TIP TO MANAGE THE SLOWDOWN: Go easy on hiring. Rather, now's the 
time to step up productivity of your existing employees 


N À. ! 
n Growth intact Ar 


y 


! 
i 


A MINI-L&T IN WEST ASIA 
That's just one way it's de-risking itself. 


— 








THE L&T WAY 


It has a game plan to stay 
on the fast track 


@ Complete projects ahead 
of schedule. Eg: A 10 km 
elevated highway was 
completed six months 
before time 


@ Find new growth areas 


These include railways, 
ship-building, power 
and water 


e Find new growth 
markets: The company 
is focussing in a big way 
on West Asia 


@ Shift to variable cost 
from fixed cost projects 


This helps L&T insulate 








SUBSIDIARY COUNTRY L&T r itself from rising input 
š costs 

L&T International FZE - UAE 100 
L&T (Oman) LLC Oman 65 
L&T Electromech LLC - Oman 65 INDUSTRY REVIEW 
L&T Readymix Concrete Industries LLC* UAE 49 OT EVERY CONSTRUCTION AND 
L&T Electricals Saudi Arabia Company Saudi Arabia 69.7 capital goods company can 
L&T Kuwait Construction General Contract Co WLL* Kuwait 49 paige Hore LN " 
L&T Modular Fabrication Yard LLC Oman 65 were below expectations in the 
L&T Saudi Arabia LLC Saudi Arabia 100 first quarter ended June. Many 
L&T Qatar LLC* Qatar 49 are now coming to terms with | 
Offshore International FZC UAE 60 meeting cost pressures and main- 

— x À taining profit margins. The strate- 
L&T Realty FZE UAE 100 ing to variable cost contracts to 
*L&T, with its subsidiaries, controls the boards of these companies doing in-house construction activ- 
Source: L&T; holdings as on March 31, 2008 ities rather than outsourcing. 


and power. These businesses may be 
at a very nascent stage, but will turn 
big in the years to come. “Orders 
from these segments will offset any 
slowdown in sectors like refining 
in the near future,” says Nayak. 
Another de-risking strategy is to 
diversify geographically outside 
India. L&T’s current focus is on 
West Asia, where it has created a 
‘mini-L&T.’ The region is flush 
with money and is not witnessing 


a slowdown. “Opportunities in 
the Gulf more than compensate 
for any temporary slowdown in 
India’s industrial growth,” says 
Nayak. L&T is present in that 
region across a range of sectors— 
engineering & construction in the 
hydrocarbons sector, and process 
equipment supply to the fertiliser 
and power sectors. L&T also has a 
switchgear manufacturing facility 
in Saudi Arabia. 


Gammon Infrastructure, a 
company that is mainly into infra- 
structure development like roads 
and ports on a build-own-operate 
(BOT) basis, has been using its 
parent company Gammon India 
for construction activity. "In a 
BOT project, 40-50 per cent is 
civil work and this can be done 
in-house," says Parvez Umrigar, 
Managing Director, Gammon 
Infrastructure. With this strategy, 
companies can gain 2-3 

per cent on margins. 
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Debt, Be Not Proud 


Tata Power has a way to ease the high 
interest burden in this capital-intensive, 
loan-hungry industry. SUMAN LAYAK 


VER 10,000 MEGA WATTS. 
That’s the generation 
capacity Tata Power plans 


to add over the next five years— 
that’s over four times its current 
capacity of 2,400 Mw. What’s 
daunting is the quantum of invest- 
ment required. The good news for 
Chairman Ratan Tata, however, is 
that he has tied up funds for roughly 
half of that expansion programme— 
Rs 17,000 crore for a 4,000 Mw 
ultra mega power project at Mundra 


DOWNTURN BLUES 


Higher fuel costs have hit margins. 


EBITDA 
margin 
margin 1.9 


mm Q1 '07-08 =a Q1'08-09 


in Gujarat; and Rs 4,450 crore for a 
1,050 MW unit in Maithon in 
Jharkhand. The company still needs 
an estimated Rs 22,000 crore to 
finance the remaining capacity ad- 
dition. At Tata Power’s 89th an- 
nual general meeting last fortnight, 
the Chairman hinted at future pub- 
lic issues. “The funding of future 
projects will be financed through 
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Figures in per cent à š 
Source: Indiabulls Research prices,” says Ramakrishnan. 


debt and special purpose vehicles 
(SPVs) that will be created for the 
various projects. Shareholders may 
be provided opportunities to par- 
ticipate in these spvs.” 

S. Ramakrishnan, CFO, Tata 
Power, says the company has tied 
up half of its funding. “So, the slow- 
down doesn’t affect us right now.” 

Tata Power sees the acquisition 
of coal mines in Bumi in Indonesia as 
a critical component of its strategy. 
Says Prasad Menon, Managing 

Director, Tata Power: “The 
search for coal assets will con- 
tinue. Wherever we can find 


16.5 coal we will acquire them 


(mines).” A shipping venture 
with Trust Energy, based in 
Singapore, is part of the game 
plan. “It takes away the volatil- 


ity from our raw material 


One worry for the Tatas, 
however, is the high debt compo- 
nent in its projects, of up to 75 per 
cent. Ramakrishnan isn’t too per- 
turbed as power purchase agree- 
ments are 20-year contracts, a pe- 
riod during which the impact of 
interest costs evens out. Also, tariffs 
are structured in such a way that 
higher interest costs can be passed 
on to consumers. 


THE 
TATA POWER 


WAY 





e Gaining more control over 
coal assets, via acquisition 
of mines in Indonesia, and 
transporting coal in its 
own pee to minimise 
price volatility 


e Tariff structures in some 
projects structured in such 
a way that higher interest 
costs can be passed on 
to consumers 


@ Exploring opportunities in 
renewable segments like 
wind, solar and 
geothermal energy 
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MANAGING 
THE DLF WAY 


Innovation and its sheer size 
have come to DLF's rescue. 


p? P the ony tea 
saka HE aims to be the only rea 
Real Estat pt estate player wes k 
steel and cement (at 
cheaper prices) 





@ Focus on value-engineering: 
Claims to have 1,500-2,000 
people focussed on just this. 
Costs of items like glass and 


Riding the Downturn 


Real estate tastes the slowdown earlier than 
other sectors, but as leader DLF shows, there 
are ways of managing it. SHALINI s. DAGAR 


HE FINANCIAL YEAR 2008-09 

| will be a challenging," says 

DLF Chairman K.P. Singh in 

the company's latest annual 

report. When India's largest real 

estate developer talks of challenges, 

then that is a sure sign that the 

slowdown has started hitting the 
real estate sector hard. 


REALTY BITES 


DLF's gross margins, though still high, have 


slipped sequentially and year-on-year. 










points, over the previous year's 
April-June period. Ramesh Sanka, 
Group CFO & Senior Executive 
Director, Finance, DLF, attributes 
the dip to the launch of more mid- 
segment housing in that period. 
That margin erosion could have 
been more pronounced, if not for 
DLF's strategy to counter the sub- 
dued demand for property. 
Sanka claims DLF is the only 
real estate player in the coun- 
try importing steel and 
cement for construction pur- 


01 07-08 16 poses in a bid to counter do- 
Q4 '07-08 13 mestic inflation. ^We have 

been importing steel for the 
Q1 08-09 69 last one year from China at 
Figures in per cent are gross profit margin Source: DLF rates that are 8-10 per cent 


DLF, though among the least 
savaged real estate stocks, has seen 
its share price plunge 60 per cent 
from the heady highs of January. Its 
latest quarter numbers reveal a drop 
in margins at the earnings before 
interest, tax, depreciation and amor- 
tisation (EBITDA) levels, by 10 basis 





cheaper." The same is the case 
with cement, which DLF is import- 
ing from Pakistan at prices that are 
4-5 per cent lower. 

DLF claims to have 1,500-2,000 
people focussed on *value engineer- 
ing". Every cost item, be it glass or a 
tile, is revisited; sometimes designs are 
also changed in this endeavour. 


tiles are revisited regularly 


@ Go easy on debt: Company's 
guidance suggests that the 
ros earing will come 

own trom 60 per cent to 
30 per cent by the end of 
2008-09 


INDUSTRY REVIEW 





Hf TIP TO MANAGE THE SLOWDOWN: Look for innovative solutions. 
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DLF is the only property player importing cement from Pakistan 
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MANAGING 


Cement 


Concrete Game Plan 


Grasim is cutting costs to ride out the 
soft demand conditions. suMAN LAYAK 


RASIM INDUSTRIES IS THE 
second-largest cement 
maker in the company. 


That it’s also a global leader in vis- 
cose staple fibre is a huge advantage 
for this Aditya Birla Group com- 
pany—especially at a time when 
the cement sector is plagued with a 


UMESH GOSWAMI 
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host of problems. Realisations are 
moderating even as fuel and raw 
material costs put pressure on mar- 
gins. Says D.D. Rathi, CFO, Grasim: 
"These last months have been a 
little difficult and there is some 
slowdown of demand growth and 
pressure on prices. However, this 
may just be a temporary dip." The 
slowdown is reflected in Grasim's 
production and dispatches for 
August: production plunged by 8.87 
per cent to 2.12 million tonnes and 
dispatches dropped to 2.2 million 
tonnes, down by 5.39 per cent. 
One way of bringing down costs 
is to generate captive power. That's 
exactly what Grasim is doing. In 
the quarter ended June 2008, the 
company invested in setting up a 
23 MW thermal unit at Jawad in 
Madhya Pradesh. It's also seeking to 
get closer to where the big markets 
are by putting up clinker crushing 
and grinding units there. A 3.3 
million tonnes per annum (TPA) 
clinker crushing plant is being built 
at Shambhupura in Rajasthan and a 
1.3 million TPA grinding unit is 
coming up at Panipat in Haryana. 





@ Setting up captive power 
plants: A 23 MW thermal 
power plant is being set up 
at Jawad in MP 


+ — M € 


@ Moving closer to the 
customer: Creating 
clinker-crushing capacities 
in key markets 





mnn 


0 Focus on transportation: 
Looking at alternatives 
to reduce costs 


INDUSTRY REVIEW 





TIP TO MANAGE THE SLOWDOWN: Instead of cutting back capital 
expenditure, you could stretch it out over a longer period 
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MANAGING 


PRESENCE ACROSS 450 CITIES 
A having about 500,000 
investors in the kitty are two 
surefire signs of the searing growth 
Motilal Oswal Financial Services 
(MOFS) has clocked in recent times. 
But when stock markets tumble, 
managing such an investor base and 
such a widespread network becomes 
a huge challenge. Mors, which got 
listed on the stock exchanges last 
September, has faced downturns 
before. This time, however, it’s dif- 
ferent—not just because of the ex- 
tent of the bear grip but also be- 
cause of MOFS’ sheer size and scale. 
In June, MOFS cut its staff 
strength by 4-5 per cent, or 100-odd 
employees. The firm says this was an 
outcome of an annual appraisal. 
But that’s not the only way MOFS is 
coping in a bear market. Sameer 
Kamath, Senior vP and Head of 
Corporate Planning & Investor 
Relations, at the company explains 
that in a booming market, the focus 
tends to be more on grabbing the 
opportunities on the revenue side. 
“But in sluggish times, the only way 
to protect margins is to see how 
best we can use existing resources.” 
What works in MOFS' favour is 

its franchisee model which keeps a 
lid on fixed costs. Also, since the 
firm has centralised its back office 
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When Investors Turn Shy 


Motilal Oswal is learning to ride the rough 
with the smooth. RACHNA MONGA 


THE 
MOTILAL OSWAL 





WAY 


e Increase the number of 
customer camps across 
cities 








@ Increase contributions of 
diversifications like private 
equity and investment 
banking 


e Continue with a franchisee 
model as fixed costs are 
reined in 

@ Use idle cash on balance 


sheet for risk-free arbitrage 
opportunities 


operations, account-opening 
processes and technology-related 
operations, franchisees don’t need to INDUSTRY REVIEW 
hire people. This keeps MOFS ERE pees 
focussed on getting new business. [r you Th 60-70 PER CENT 

To manage manpower efficiently, 
the firm is encouraging its advisors at 
local branches to multi-task. 
Example: they do a back-office job 
for their clients even as they get new 
client referrals from existing ones. 
MOFS has also taken several steps to 
sustain its current investor base. It has 
increased the number of investor 
camps across cities; and initiated a re- 
activation campaign to persuade rel- 
atively passive clients with investing 
potential to become more active. A 
centralised advisory desk in Mumbai 
ensures that any client calling for 
advice is automatically routed to the 
appropriate adviser. 


BOTTOMLINE BLUES 





The stock market downturn has caught up with profits. 


93.9 







534 - 


12.1 74 
Motilal 
Capital Financial Services  : Investment : Infoline Oswal 


Figures are net profit in Rs crore um Q4 '07-08 wm Q1 '08-09 ^. Change% 
Source: NSE website. Results are consolidated numbers, except for Emkay Global 
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MANAGING 


Consumer 


Durables . 


At Every Cost 


Investing for growth and trimming expenses 
go hand in hand for Samsung India. 


SHAMNI PANDE 


ZUTSHI HAS MANY CON- 
R cerns. The least of them is 
@ an economic slowdown. 
“It’s happening in some sectors, but 
our focus is on managing costs more 
effectively in the face of rising input 
costs," says the Deputy Managing 
Director of Samsung India. Also, 
earlier the industry had to deal with 
worries of a relatively cooler sum- 
mer, and an early monsoon affecting 
its air conditioner business. 
Zutshi's optimism is backed by 
industrial production figures for 


MIXED SIGNS 


Growth appears on- and off-track. 
CTVs 


Flat CTVs 
Refrigerators 


ACs 


Washing 
Machines 


DVDs 


Microwave 
Ovens 


mm Jan-July 2008 wee Jan-Dec 2007 (Growth in 2007 is 
for the full year over 2006 in per cent) * Estimated 
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July. Although industrial growth in 
the April-July period slowed to 5.7 
per cent from 9.7 per cent in the 
corresponding period last year, con- 
sumer durables isn’t towing that 
falling line. In July the sector spurted 
by 11.2 per cent as against a con- 
traction of 2.7 per cent last July. 

For Samsung, growth and prof- 
itability go hand in hand. Costs are 
being managed by sustaining vol- 
ume growth, which, in turn, is com- 
ing through thanks to increased 
productivity. Tact time (time be- 
tween two TV sets rolling out of 
the assembly line) has been reduced 
at the Noida crv plant from 4.9 
seconds last year to 4.5 seconds. 

Even as Zutshi steps up inve- 
stments, he is obsessively keep- 
ing track of margins. “We are 
managing our margins by growing 
our business through sustained 
channel enhancement, a differen- 
tiated product line-up, innovative 
above-the-line and below-the-line 
marketing activities and at the 
same time managing production 
costs and better inventory man- 
agement,” says Zutshi. 

One area where Samsung is in 
no mood to compromise is on mar- 
keting. Spends have so far been 
4.5-5 per cent of turnover. Zutshi 
says that will be further hiked. 





THE 
SAMSUNG 





WAY 


@ Launched up to 100 new 
product variants this year 


@ Set up 30 new branch 
offices across the country 





e Optimising on specs of 
components in CTVs 


e Getting its vendors to apply 
Six Sigma in their 
production processes 


em push sales 
volume by 30 per cent 
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MANAGING 


Advertising 


When a Slowdown 


ls Good News 


The advertising industry has little to complain about as a host of 
marketers attempt to spend their way out of trouble. sHAMNI PANDE 


HERE ARE MIXED SIGNALS 
from the advertising and 
media industry this year. 
The volume of commercial time 
on broadcast satellite channels and 
radio has grown; so have the cubic 
centimeter-space devoted to ads in 
print. But the industry is watching 
to see if this translates into better 
values as well. “We think there 
should be a growth in values as 
well despite competitive pressures 
among TV channels. Also, there are 
several dynamics at play in the 
market,” says Sam Balsara, CMD, 
Madison Worldwide. 

If industrial growth has been 
showing signs of moderating over 
the past few months, advertising 
honchos don’t see it getting 
reflected in their business. Rather, 
they’re expecting a pick-up in act- 
ivity. “We are growing as a nation 
despite the pressures such as infl- 
ation and slowdown. There’s a 
huge hunger among new adver- 


E 
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UMESH GOSWAMI 


tisers and existing players to step 
up the tempo on their brand build- 
ing activities," says Colvyn J. 
Harris, CEO, JWT. 

He may be right. Consider: the 
Board of Control for Cricket in 


India's Indian Premier League (IPL) 
has already put in over Rs 300 
crore of advertising money into the 
system via Sony Entertainment 
Television. Amazingly enough, the 


fortunes of general entertainment 


channels (GECs) began soaring 
around the same time of the IPL. 
*Normally, cricket tends to suck 
viewership and money away from 
other forms of entertainment; this 
time, we saw the viewership pie 





grow across all channels. It's an 
amazing time: the existing market 
leaders have continued to maintain 
ground, and the new players are 
growing the market," says Balsara. 

Normally, a stock market 


TIP TO MANAGE THE SLOWDOWN: With interest rates close to their 
peak, it's a good idea to look overseas for borrowings 


UMESH GOSWAMI 


UMESH GOSWAMI 


downturn does tend to inhibit 
financial services firms. But even 
that has not been the case this year. 
Max New York Life, for instance, 
will pump up to Rs 100 crore in its 
marketing and media activities. 
“None of our clients—and we han- 
dle all the market leaders—have 
indicated any sense of caution or 
cuts in its spends,” says Harris. 
That’s good news for an ind- 
ustry that was set back in 2007— 
it recorded a modest increase of 
3.5 per cent in 2007 over 2006 
against a more robust growth of 
23.5 per cent in 2006 over the 
pervious year. This was largely due 
to a fall of 1 per cent in TV expen- 
diture. This year promises to finish 
differently. Prasoon Joshi, 
Executive Chairman, McCann 
Worldgroup India, and Regional 
Executive Creative Director, Asia 
Pacific, gives the examples of two 
sectors that will need to step up ad 
and promotional spends in the 
midst of a slowdown: fast-moving 
consumer goods (FMCG) and white 





goods. “FMCG, for example, needs 
to remain top of mind and in 
white goods and such big-ticket 
items, there will be a greater 
emphasis on brand-building 
communication," he says. 
Beneath such optimism, 
however, are a few layers of appr- 
ehension. *We are certainly caut- 
ious and are constantly looking 
at effective and cheaper adve- 
rtising options," says Manish 
Bhatt, Senior vP & Executive 
Creative Director, Contract, who 
cites the example of the work he 
did for one of his clients, Aegon 
Religare Life Insurance. The com- 
pany launched a campaign called 
Kum Insurance Lene Ki Bimari 
(or the disease of taking less in- 
surance) that was restricted only 
to television and outdoor media. 
In fact, even in outdoor, we went 
in only for bus shelters in met- 
ros; in smaller towns we opted 
for billboards," adds Bhatt. 
There are other signs of watch- 
fulness. “We are certainly being 





KEY 
TRENDS 


High inflation and a 
moderate slowdown aren 
deterring players f 
stepping up thei! 


brand-building 


activities 


ors most 
affected by the slowdow 
like financial service 
aviation, aren t tal 
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their teet off the qas 
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digital and outdoor 


After a decline in TN 
expenditure last year 
channels have bequ 
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THE BIG SPENDERS 


Some numbers that stand out. 








@ Indian Premier League has 
put in roughly Rs 300 crore 
of advertising money into Sony 


—— ee 


@ Max New York Life is 
pumping Rs 100 crore in 
marketing and media 


eee a 


@ HUL's ad spend is up 30.5 
per cent in the June quarter 
(over the previous year's 
corresponding quarter), to 
10.4 per cent of sales 


———À —— — 


@ DTH will be a big 
spender this year 


cautious in our internal rec- 
ruitments and cutting down on 
all expenditure internally that is 
not necessary. We are keeping an 
eagle eye on all our clients' inves- 
tments as well," says Chandradeep 
Mitra, President, Mudra Max. À 
close watch is also being kept on 
the performance of campaigns on 
a fortnightly basis; that's some- 
thing agencies earlier used to do 
either mid-term or when the cam- 
paigns ended. m 
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AFTER ENDURING A TOUGH COUPLE OF YEARS, DELL INDIA 
IS SET TO BECOME BOTH THE FASTEST GEOGRAPHY 
WITHIN THE COMPANY AND FASTEST TECH MNC IN THE 
COUNTRY TO CROSS $1 BILLION IN REVENUES. CAN 
IT MAKE THE GOOD TIMES LAST? 





HREE YEARS AFTER IT 
entered the Indian mar- 
ket, hardware giant Dell 
made its most signifi- 
cant statement in India 
yet. In mid-August 2008, amidst a 
laser show, thumping music and 
rolling strobe lights, the Round 
Rock, Texas-based hardware giant 
announced the global launch of its 
new range of Latitude and Precision 
laptops from Bangalore. 
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RAHLL SACHII - 
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From being a company that 
catered almost exclusively to the 
Indian operations of multinationals 
until 18 months ago, Dell has 
re-invented itself in this country, 
becoming the largest player in the 
corporate market, targeting small 
and medium enterprises and going 
after the lucrative government 
market. “The local operations have 
grown 12-fold over the last seven 
years; so we are very happy with 





this growth,” says Dell (see You Are 
Seeing the New Dell Take Form’). 
Along the way, Dell India has 
crossed revenues of $1 billion 
(Rs 4,300 crore), in only 30 months 
since the launch of full-fledged 
operations in this country—the 
fastest by any tech MNC—and is now 
setting the bar even higher. It plans 
to take its local operations past the 
$3-billion (Rs 13,200 crore at the 
current exchange rate) revenue mark 
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Here's how hardware giant Dell 
wants to make a big splash in 
the Indian market. 


Leverage local manufacturing to 
deliver products to consumers in 
as little as 24 hours 


Target large enterprises that are 
the biggest spenders on IT 


Focus on emerging opportunities 
in government and education 


Expand Dell's retail and channe! 
presence 


Sustain growth in the X86 serve! 
space, where it has just outgunned 
IBM in Q1, 2008-09 


Introduce its entire product range 
to give consumers alternatives t: 
choose from 


Act as a CIO for small businesses, 
which most vendors see as the 
next big target market 
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Laptop sales zoom: Dell's plant at Sriperumbudur near Chennai that started operations in July last year 


over the next four-to-five years. 

The Indian market is red hot. 
According to data from computer 
hardware industry body Marr, it has 
grown over 16 per cent from 
6,431,640 units (including desk- 
tops, notebooks and servers) in 
2006-07 to 7,466,484 units in 2007- 
08. While desktop sales have actually 
declined by 2 per cent, that loss has 
been more than offset by a 114 per 
cent jump in laptop sales. “It has 
been a phenomenal story until now 
and we're poised to grow even 
further," boasts Sameer Garde, the 
recently appointed Country GM for 
Dell India. 

Garde has the numbers to 
back his boast. According to 
data from market researcher 
IDC (see Gaining Speed), Dell is 
now the third-largest 
computer hardware vendor 
in India (it shares this posi- 
tion with Lenovo) with a 7.6 
per cent market share. More 
importantly, Dell has made 
rapid gains in some key 
markets. In the mass-market 
X86 servers, Dell has, for the 
first time, nosed ahead of IBM, 
with a 23.7 per cent share of 
the market, compared to 21.9 
per cent for Big Blue and is 
the largest player in the large 
business segment. 


DEEPAK G. PAWAR 
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Building Blocks 
Three years ago, Dell was seen as a 
specialist hardware vendor to large 
multinationals setting up operations 
in India and for the IT and ITES 
industry, which aped the set-ups of 
their mainly Us-based customers. 
Since then, Dell has worked on ex- 
panding its revenue base, first tar- 
geting large Indian companies and 
then expanding into the booming 
consumer, government and educa- 
tion segments. 

“Dell launched its consumer busi- 
ness only 18 months ago and it is al- 
ready a Rs 800-crore unit," says 
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among the four 
argest IT markets in the 
the consumer 
be a key drive 
of our growth here" 


world and 
i market will 


Rajan Anandan, former Dell India 
head who moved to Microsoft India 
recently. Then, Dell India’s govern- 
ment business has grown six-fold 
over the last six quarters, adds his 
successor Garde. 


Target: #1 
Dell has set its sights high—on the 
numero uno position in the Indian 
computer hardware market. And it is 
getting there; it is already the #1 
player in the corporate market. Now, 
it plans to broaden its footprint. 
In the government market, Dell 
has a share of over 9 per cent com- 
pared to just over 2 per cent a 
year ago. Similarly, it sees a mas- 
sive opportunity in the educa- 
tion sector. “There are over 1.4 
million schools in the country 
and, maybe, only 20,000-30,000 
are IT-enabled,” says Garde. 
Then, in e-governance, only four 
states have taken the lead while 
the remaining 25 still have a long 
way to go. 
E». Dell has also slowly 
B. learnt the ropes in the 
|» consumer market, 
k. long dominated 
I. by global arch ri- 
val Hewlett 
Packard. *The 
biggest trend in 
7 the consumer 


NY Sameer Garde A 
A Country GM/ Dell India am 
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CEOs have the weight of the world on their shoulders. 
Who will ease the load? 


She is consumed with maintaining shareholder confidence. 
She is concerned about revenue growth and profit margins. 
She is worried about meeting the challenges of globalisation. 


Now, a strategy she wants implemented to drive growth 
is being threatened: A global skills shortage is making 
it difficult for her to find the right people in the nine markets 
she has defined as “mission critical.” 


it’s your job to keep it from becoming “mission impossible.” 
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market is mobility. Dell’s customers 
are often buying a notebook as their 
first computer. They want person- 
alisation for their machines and cool 
features like wireless on the go, in- 
tegrated cameras and enhanced 
sound and graphics,” says Mahesh 
Bhalla, Director, Consumer Sales, 
Dell India. Then, to make its com- 
puters more exciting, it offers them 
in 11 colours and has also broken 
the direct selling model, since many 
buyers demand a touch-and-feel 
environment. 

So, Dell has tied up with the 
Tata Group’s Chroma electronic 
retail chain to sell its machines and 
also plans to foray into the hinter- 
land with its expanding channel 
network. “Our sales affiliate pro- 
gramme works on a zero-inventory 
model that allows people to try 
products and order them from any 
of our 1,000-odd partners,” Bhalla 
says. Dell India also offers onsite 
services to its customers and a com- 
plete cover service, which lets peo- 
ple exchange damaged computers, 
no questions asked. “We are the 
only company to offer this service,” 
says Bhalla. 


Desktop Decline 
Despite its galloping growth in the 
market, Dell has had to be sensi- 
tive to key changes in the market. 
One such change is the sharp decline 
in sales of desktop computers and 
the massive growth of the laptop 
market. “Multinational vendors now 
control 80 per cent of the laptop 
market because they offer a broader 
range of products,” says Diptarup 
Chakroborti, Principal Research 
Analyst at Gartner, a technology 
consultancy. Most of the action in 
notebooks is focussed on the con- 
sumer market, especially in urban 
India, where people are transitioning 
from owning just one computer to 
owning two or more notebooks, 
and Dell is riding this boom. 
However, it won’t all be one- 
way traffic in Dell’s favour. It can 
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Gaining Speed 


Dell has increased its market share significantly... 


11.6 11.8 
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E Overall market share2007,01 IB Overall marketshare 2008, 01; Figures in per cent; others include smaller, local brands, niche 
players and unbranded players; Source: IDC; Numbers don'tadd up to 100 because IDC data doesn't include marginal players 








...especially in specific markets—like education and government—to drive growth... 





Figures in per cent; Source: IDC 





A Middling Player 


Despite gains, Dell remains firmly in the middle in notebooks, the fastest growing segment in the hardware market. 
40.9 HP 321 
3.3 OTHERS 2.4 
0.4 WIPRO 2.5 
22 1G 26 
22 SONY 2.6 
2.3 TOSHIBA 3.5 —— 
5.4 SAHARA 4.9 — 


14 HCL 7.9 







2007, 01 


7.1 DELL 10.4 
5.8 ACER 14.9 


18.8 LENOVO 15.8 
Figures in per cent; Source: IDC; Numbers don't add up to 100 because IDC data doesn't include marginal players 
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expect to face the full force of HP 
and a renewed Acer in the market. 


“HP has more brands (HP, Z K 


Compaq and, possibly, 
Voodoo, its luxury pc 
unit) in India and offers 
the widest choice. Dell £ 
has plenty of work to 

do before it can catch 

up with HP,” says 
Chakraborti. That’s be- 
cause success in the large 
enterprise market doesn’t 


E L f 
À, Director, 


guarantee success in the booming 


consumer market. “The markets are 
completely different and require 
distinct strategies,” he adds. 
However, having trebled its 
percentage share in the consumer 
market (from 3 per cent to 9 per 
cent) over the last 12 months, Garde 
and his team now want more. “India 
Is expected to be among our four 
largest rr markets in the world and 
the consumer market will be a key 
driver of our growth here,” he says. 


Core Values 
At the same time, Dell’s other big 
growth market is also seeing some 


BPO ROOTS 


Dell's India foray began in 
2001 with a call centre. 


ELL ENTERED THE INDIAN HARDWARE 
[rae in 2005. But its India con- 
nection dates back to 2001, when 
it set up a BPO unit in Bangalore, where 
a small team focussed on servicing US 
home customers. Since then, Dell has 
expanded to four locations—Bangalore, 
Hyderabad, Mohali and Gurgaon—and 
ramped up its headcount to over 10,000. 
Along the way, the company has 
expanded its portfolio to cover voice- 
based activities such as technical support 
and also expanded into non-voice areas 
such as order processing, collections 
and accounts receivables and payables. 
Recently, it also moved into the KPO 
niche, focussing on data analytics. 
“The work we do in India comprises 
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W "Dell'sservers ! 
y are 30 per cent more $ 
power efficient than 


i those of IBM and HP” 
^ Pallab Talukdar 


Enterprise 
Dell India 


Business 


7 changes, as compa- 
nies, strapped for real es- 
tate and power to run their servers, 
are opting for new blade servers, 
which are modular servers with 
more processing power. They also 
allow for the removal or repair of 
defective components without any 
down time. “Dell’s servers are 30 per 
cent more power efficient than those 
of IBM and HP,” says Pallab Talukdar, 
Director, Enterprise Business, Dell 
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our front office,” says Ganesh Lakshmi- 
narayanan, MD, Dell International 
Services (DIS). This unit competes with 
three or four third-party BPO operators 
for orders from Dell and wins them on 
merit. To tackle attrition, the BPO 
industry's biggest concern, DIS has 
created the Platinum Club for select em- 
ployees, who get higher pay and 
additional privileges. "We have about 
1,000 members in this club; to enter, 
employees must have worked with us for 











India. According to industry esti- 
mates, Dell has a 60 per cent share 
of the mass market X86 server seg- 
ment, and Talukdar says it is gaining 
on its biggest rivals, IBM and Hr. 
“We have the broadest range of 
servers in the market," he says. 
Part of the challenge for all hard- 
ware vendors, according to industry 
analysts, is to manage the expo- 
nential growth of data (estimated 
say to be growing at 50-60 per cent 






at least 18 months and been among 
the top 15 per cent of performers; they 
also have to take an interview to enter 
this club," says Lakshminarayan. 

To sharpen its edge in the mar- 
ket, DIS has cut its costs per employee 
by 15 per cent year-on-year and is 
also focussed on cutting other costs. 
Now, Dell wants to ramp up its head- 
count and expand the geographical 
spread of this unit and its knowledge- 
based services. 
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per annum), and the rising costs of 
real estate and power. “The cost 
of storage is falling but is not 

yet zero. To manage the 4 
sharp increase in data, 
companies will need to 
increase their IT 

spending by 20-30 £ 
per cent, which they © 
can’t manage today,” 
he adds. b 

So, Dell will step up 
its use of technology, and 
hawk emerging concepts 
such as *Cloud Computing" (pro- 
viding IT as a service rather than as a 
product) and data virtualisation 
(providing easy access to information 
notwithstanding its actual physical 
location) to help its customers make 
better use of their IT investments. 
“We see ourselves as a one-stop 
shop for all our customers' require- 
ments. Our aim is to ‘Simplify rr” for 
our customers. We want to be able 
to reduce cycle times for our cus- 
tomers and reduce the time spent on 
installation," says Talukdar. 

A key part of this plan revolves 
around its year-old factory near 
Chennai, that has helped reduce 
delivery time from nearly a month 
to as little as one day," says Garde. 
Recently, Dell doubled its 400,000- 
unit production capacity and started 
a laptop line at the site. Then, Dell 
is also future-proofing its products, 
by adding features such as 10 GB 
Ethernet and Quad Datarate 
InfiniBand, a method for high-speed 
transmission of data between com- 
puters and networks. 


Small Is Big 

Some weeks ago, P. Krishnakumar, 
Director, Marketing, Dell India, 
found himself face-to-face with 
Dell's next big opportunity in 
Ahmedabad. Speaking to a few 
small drug discovery companies in 
the city, he stumbled on a massive 
opportunity—not just to sell them 
Dell products, but also to act as de 
facto Chief Information Officer to 


: " Our sales 
affiliate programme 
works on a zero-inven- 
tory model that allows 
| people to order from any £ 
$ of our 1,000-odd partners" P 


Mahesh Bhalla 
b. Director, Consumer Sales/ a 
Dell India 


P many of these 
companies. There are 
seven-and-a-half million 
SMES in the country today, but only 
one million of them actually use 
any form of rr. Dell sees a third of 
the SME universe as an addressable 
market. 

Rather than provide them with 
stripped-down solutions to keep 
their costs low, Dell is trying to put 
together its own secret sauce to in- 
crease its presence in the market. 
“We have provided full versions of 
our software to all our SME cus- 
tomers (except for anti-virus solu- 
tions) and we've tied up with 
Ubuntu Linux and Open Office, 














both free softwares, to provide cus- 
tomised solutions to this market," 
says Krishnakumar. 

Dell is also altering its business 
model to improve its presence in 
India. *Direct selling is not a religion 
anymore," says Garde. Rather than 
try and manage all its customers 
in-house, Dell has begun to roll out 
its channel programme (which ac 
counts for over $12 billion of its 
$61.1-billion revenues globally) in 
India. ^The channel is our next 
frontier. We will work directly with 
our enterprise customers, but we 
need a robust channel to enter new 
markets," says Garde. 

Despite these moves, industry 


WHAT LIES BENEATH 


Dell's R&D centre in India is focussed mainly on software. 





from the arc lights, Dell India's R&D centre in Bangalore has become a 


Tien PROBABLY AN INDIA CONNECTION IN THE DELL PRODUCT YOU'RE USING. AWAY 


"global center of excellence" in software for the hardware giant. 
So, the 1,200 engineers at the unit work on critical areas such as 


systems management, Cloud Computing (Internet-based use of computing 
resources on a services model), remote management and Internet small 
computer systems interface (iSCSI) storage. 

"There is a lot of attention on ‘green’ IT. Companies are concerned about 
curbing soaring power use and want software tools that optimise power use for 
cutting-edge products such as blade servers, which are both more energy efficient 
and occupy less space," says Vivek Mansingh, Country Manager of Dell's 
R&D centre in India. The country is playing an increasingly critical role in 
Dell's scheme of things—over 400 information disclosures (the first step to a 
patent) have been filed from this centre. 

"Dell's mission is called Simplify IT; 70 per cent of the spend on IT is on main 
tenance of IT purchases; but we want to use our solutions to let companies spend 
more on new IT requirements, instead," says Mansingh, who is also trying to 
move away from the linear growth model favoured by the rest of the industry 
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‘YOU ARE 
SEEING 
THE NEW 
DELL 
TAKE 
FORM’ 


HEN MICHAEL DELL STEPPED 

down as CEO of the hard- 

ware company that bears 
his name in March 2004 and ap- 
pointed Kevin Rollins as his succes- 
sor, it was expected to be a smooth 
succession and business as usual for 
the Round Rock, Texas-based com- 
pany. However, Dell soon went into 
a steep decline in the Us, its biggest 
market and continued to struggle 
for a foothold in emerging markets 
such as India. On January 31, 2007, 
Dell, 43, decided to fire Rollins and 
take back the reins himself. A year- 
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and-a-half later, he has steered Dell 
back on the growth path. In India re- 
cently for a short holiday and for 
meetings with his India team, Dell 
met BT’s R. Sridharan and Rahul 
Sachitanand to discuss his plans, 
both for this country and for the 
global market. Excerpts: 


Michael, thank you for spending time 
with Business Today. You've been back 
as the Chief Executive of Dell for a 
little more than 18 months; what major 
changes have you been able to affect in 
this time? 

I am probably better at looking for- 
ward than back (laughs)... 
However, let me say that the first 
thing I noticed was that the com- 
pany didn’t have a clear strategy. 
We do now—we have decided that 
we must grow faster than the 
industry. We weren’t doing that 
and that was totally unacceptable. 
Over the last nine months, we have 
grown at 50 per cent, which is 
much faster than the industry. In 
India, we grew 99 per cent, which is 
well ahead of the industry. Now 
that we’ve nailed this down, we 
can move on to financial perform- 
ance and also focus on improving 
the customer experience. We have 
increased our earnings per share 
by 15 per cent, despite significant 
restructuring charges and a tumul- 
tuous period last year. Cash flows, 
too, are holding up and we're going 
to grow that also. 


You have $10 billion (Rs 43,000 crore) 
in the bank... 

Yeah! Going back to the strategy 
piece, we came up with five initia- 
tives—focussed on consumers, 
emerging countries, notebooks, 
enterprises and small & medium 
enterprises—and have driven our 
growth around these. We have also 
made nine acquisitions that will 
accelerate our growth. 


Have you been forced to change Dell's 
direct sales model as part of this 


transition? You tied up with Wal-Mart 
in the US and Chroma in India. Is the 
direct sales model in need of a tweak 
and is this (new) hybrid model working? 
I think you are seeing the multi- 
channel approach at Dell beginning 
to come into its own. Our 
Programme Direct business has a 
$12-billion (Rs 51,600 crore) run 
rate. We have signed up tens of 
thousands of partners. The real em- 
phasis is on finding and nurturing 
partners who can apply our ad- 
vanced solutions (to manage a com- 
pany's IT requirements). In the com- 
mercial segment (which accounts 
for 82 per cent of revenues), part- 
ners generate $12 billion of rev- 
enues (about 20 per cent) and 
the rest is through our direct chan- 
nel. The latter can continue to 
grow. Giving customers choices 
makes sense. In a rapidly growing 
market like India, we have a lot of 
ground to cover and to do it by 
ourselves doesn't make sense. In 
the consumer market, we were in 
zero stores a year ago and today, 
we are in 13,000 stores. We are 
seeing 50 per cent growth in our 
consumer business. 


Are there specific markets that you 
are looking at in India? 

We frankly like them all... if you 
look at segments like the govern- 
ment, education, small businesses 
or consumer, there are huge op- 
portunities in all of them. We don't 
have a preferred segment here; we 
like them all. When we first came to 
India, we focussed on large multi- 
nationals and the corporate sector. 
If you are a large MNC with, say, 
5,000 or 10,000 employees, Dell is 
the #1 player in your market. We 
have also realised that there are 
opportunities in the consumer and 
SME markets. 


What kind of R&D work will you be 
doing from India? 

Software has been a great success 
here and we will focus on that. 


We're also happy with our back 
office work. We have 13,000 
people here and this is our second- 
most populous site after the US; we 
will continue to invest in new 
projects here. The local opera- 
tions have grown 12-fold over 
the last seven years; so we are 
very happy with this growth. 


. There have been reports that you're 
trying to trademark the term “Cloud 
Computing" and that you are 
considering a foray into high-value 
consulting. Are these areas you are 
interested in or will you remain 
focussed on hardware? 

In our most mature market, the 
US, our business is about servers, 
software and services. The serv- 
ices business generates $7 billion 
(Rs 30,100 crore) and it runs 
from extended services to (tech- 
nology) infrastructure consult- 
ing. Our customers are giving us 
newer and more complicated 
challenges. A large retailer wanted 
us to create virtual desktops for 
vendors to log into. We bagged 
this contract ahead of another 
rival with fewer letters in its 
name. (As part of this deal) we 
undertake remote infrastructure 
management. In Cloud Compu- 
ting, we are the leading provider 
to the top 25 server customers in 
the world, including Google, 
Microsoft and Baidu. 


Is Dell going the IBM way? 

Services is a big market. We are 
focussed on infrastructure serv- 
ices. We are not doing applica- 
tions development and mainte- 
nance or business process 
outsourcing. We are doing IT 
infrastructure services, which is 
the first and most logical piece of 
the business to go after. We have 
a lot of new (and fast growing) 
software businesses within Dell 
and lots of our products are soft- 
ware products around hardware 
cores. For example, Dell's Equal 


Logic virtualisation product has 
all the hardware boxes, combined 
with technology that allows you 
to manage your virtualised 
software. The virtualisation busi- 
ness within Dell is growing at 
150 per cent per year. 


Next year, notebooks are expected to 
outsell desktops, but at the same 
time, smart phones are also 
becoming more popular. How will 
the convergence of these markets 
play out and will Dell launch a 
phone soon? 

You will see smaller screen 
devices from us. The Pc is echoing 
the phone’s S-curve, both in the 
Us and across the world. 
Experiencing the Internet on a 
two- or three-inch screen is an 
interesting and novel experience, 
but it is not satisfying for every- 
one. Soon, we may have roll-able 
(like a scroll) screens and holo- 
graphs, where the screen size is 
much bigger, since people want to 
see more data. There is a reason 
for this—if you look at the 
Internet, a very high percentage is 
formatted for large screens. | 
don’t think it is an either-or ques- 
tion. You have four billion phones 
and 1.4 billion pcs and in the 
middle, you have all these other 
devices. There will be all sorts 
of innovations in this market and 
Dell expects to be at the fore- 
front of these innovations. 


What is your vision for Dell five 
years from now? 

You will see more servers and 
software. A company of Dell’s 
size and scale won’t change 
dramatically. We’re planting seeds 
now that should become big 
businesses over the next five-10 
years. The Cloud Computing 
programme we started two-three 
years ago is already the world’s 
fourth-largest server vendor. I 
think you are starting to see the 
new Dell take form. 


DEEPAK G. PAWAR 







observers say 
Dell has a 
long way to 
go both in the 
overall market % 
and in specific 
emerging segments. 
According to a senior HP 
executive, Dell has only a fraction of 
HP’s vast retail presence and has 
only one brand. Then, Dell 
continues to be seen more as an 
industrial and enterprise-driven 
vendor, compared to HP and even 
Acer, which have spanned the price 
and feature range with their 
machines. “We have laptops starting 
at Rs 20,000 and going all the way 
to Rs 2 lakh,” says the HP executive. 
This means that HP continues to 
hold 40 per cent of the overall lap- 
top market, compared to a little 
over 10 per cent for Dell, according 
to IDC estimates. Garde also needs to 
keep a wary eye out on arch rivals 
HP and HCL, who have matched, 
and even exceeded, Dell’s gains in 
these markets. 

From a market that distrusted 
branded players till as recently as 
five years ago, the Indian market is 
now in a full-blown affair with big 
brands. Riding on this boom, large 
MNCs such as Dell and HP today 
account for over 60 per cent of 
the Indian hardware market. Now, 
Dell has thrown down the gauntlet 
to its competition by holding its 
first global launch from India. With 
the market expected to grow at 
20 per cent annually, there is 
plenty of room for Dell, and, in- 
deed, all the other players to grow 
exponentially in future. 8 
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Microsofts 
in the Making? 


Indian IT companies have largely given products the miss. But 
now, a host of start-ups are aggressively launching 
Innovative products that are finding a ready market. Can an 
Indian company one day launch an MS Word? suMAN LAYAK 
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T’S A PARADOX THAT MOST PEOPLE FIND 

difficult to comprehend. India, a superpower in 

software services, remains a minnow in software 

products. Consider this: Indian software products 

companies have a combined turnover of $1.4 billion 
(Rs 6,361 crore); Microsoft, the largest software com- 
pany in the world, alone has annual sales of $60.42 billion 
(Rs 2.74 lakh crore). Not surprisingly, India’s share of 
the global software products market is 0.5 per cent. 

But there’s a thin sliver of sunshine that is now beginning 
to break through the clouds. Software product development 
is gaining momentum in this country—more than 100 
companies, out of a universe of 500, were incubated in 2007 
alone. And venture capital funding for technology companies 
operating out of India is growing a little faster, at 43 per 
cent, than vc funding as a whole, which is growing at 42 per 
cent. In absolute terms, Indian software products companies 
have received an estimated $1.3 billion (Rs 5,907 crore at 
current rates), in VC funding between 2005 and 2007. 

There’s more. The eco-system in India is becoming 
more favourable for software product development. NASS- 
COM predicts that the global demand for software products 
will grow by almost $130-150 billion over the next seven 
years and Indian companies can grab about 10 per cent of 
this incremental market by 2015. 

So, funding isn’t a constraint, entrepreneurs are jump- 
ing onto bandwagon and there is a huge market— 
domestic as well as global. Does that mean that the time has 
come for Indian software products? 

Not quite. Why? India is still ill-equipped to meet the 
manpower needs of a thriving software products busi- 
ness and secondly, there is not enough official encour- 
agement. Says Ganesh Natarajan, Chairman, NASSCOM: 
“The Software Technology Parks of India (SIP) scheme must 
be available for software products companies that are 
starting out. Small product companies, typically, start out 
in garages and they cannot set up shop in a Special 
Economic Zone right away.” 

However, the manpower question worries Natarajan 
more. “In countries that have successfully built a soft- 
ware products industry, youngsters train to join product 
companies from the age of 18. That kind of awareness 
doesn’t exist here,” he says. Natarajan feels that the answer 
is to have more vocational courses at Indian universities but 
adds that it will take a generation for it to take root. 

So, will an Indian company ever develop and own a 
branded product like Ms Windows? The short answer to 
that is: Unlikely, at least in the short-to-medium term. 
But over a longer period, some of the companies fea- 
tured here, and the many others that aren’t, may well 
develop killer products that go on to dominate the world. 
In the following pages, we feature seven companies that, 
according to NASSCOM, can lead India’s charge into the soft- 
ware products space. 


THE OPPORTUNITY 


Indian software products companies will have an addressable 
market opportunity of $290-315 billion over the next seven years. 
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THE MARKET 


Exports will remain significant, but the domestic market will 
also be an important growth driver. 
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AN UNFOLDING STORY 


Indian software products companies are projected to grow at 
a fast clip, albeit from a small base. 
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The software products segment has grown from $0.69 bn in 2005-06 to $1.4 bn in 
2007-08 Source: Zinnov Analysis 


THE ENABLERS 


The country needs to work on four fronts to give software 
product development a leg-up. 
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> DRUVAA SOFTWARE 


Breadwinner for Many 


AKING ON THE WORLD AND 

doing a good job at the same 
time is not easy, feels Ramani 
Kothandaraman, CEO of Druvaa 
Software, whose product, Druvaa In 
Sync, helps create back-ups for en- 
terprises and allows executives to 
automatically back up their work 
from any place. What’s unique 
about the product is that it elimi- 
nates any duplication. About 70- 
80 per cent of any company’s data- 
base is due to duplicates, which the 
product eliminates. Says Jaspreet 
Singh, vP, Business Development, 
and a cofounder of the company: 
“Often, a single document is for- 
warded many times to several 
people, and every time, a new 
back-up is created. Our prod- 
uct removes that duplica- 
tion.” It also frees up mem- 
ory space for organisations 
by a huge amount, reducing 
their IT hardware costs. 
Druvaa got its first 
shot of angel 
funding from | 
the India 


YUSUF KHAN 
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ceo: Ramani Kothandaraman, 43 
AREA: Enterprise data back-up 

BASED IN: Pune 

INITIAL INVESTMENT: Rs 40 lakh in 2007 
5-YEAR GOAL: 

To become the most trusted 
brand in data protection in the 
world with revenues of 

$250 million (Rs 1,136 crore) 


Angel Network in Janary 2008. 
Says Kothandaraman: “The 
uniqueness of our product is the 
ease of deploying it. It only has to 
be downloaded, that's all. 
So far, it has been a pro- 
duct that is of India, by 
Indians, for Indians, but 
we are thinking of tak- 
ing IT global." With 
ICICI Bank as a client, 
Druvaa is confident of 
being able to serve 
— global corpora- 
cw. tions now. 








P AppPOINT SOFTWARE 
SOLUTIONS 


Platform for 
solution 
Providers 


N 1998, VENKI MUTHANNA 
presi from the Us with 
one goal—to start out on his 
own. However, the 33-year- 
old Muthanna could not do 
so then, even after raising 
some funds, and had to bide 
his time till 2005. Instead, he 
helped set up Rational's soft- 
ware development centre in 
India that grew to a 60-mem- 
ber team. In 2003, Rational 
was acquired by IBM and it 
became a division. Two years 
later, Muthanna finally quit 
Rational along with a few col- 
leagues and led the team that 
started AppPoint Software 
Solutions. 

AppPoint's flagship prod- 
uct is Bizapp, which, Muthanna 
explains, helps companies cre- 
ate process management sys- 
tems for their clients. Using 
the platform, a company can 
create an HR management sys- 
tem or a hospital management 
solution for its client without 
having to do much coding. 
“We launched the product six 





p'AGL WIRELESS 


Products That Come 
as a Service 
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VN 


F YOU'VE EVER SENT AN SMS TO 
6767. you have used ACL 
Wireless's product ACL SMS Short 
Code—and, you've paid for it. The 
revenue has been split between your 
telecom service provider, the com- 
pany to whom you sent your mes- 
sage and ACL. Says Sanjay Goyal, 


ceo: Sanjay K. Goyal, 38 

AREA: Mobile services 

BASED IN: Noida 

INITIAL INVESTMENT: Rs 75 lakh 
5-YEAR GOAL: 

To become a clear leader in ve! 
ticals like mobile social net- 


ceo: Venki Muthanna, 43 Founder & CEO of ACL: “India is the working and enterprise mobility. 
AREA: Process management second-largest mobile market in the — Also targeting a listing and mat 
systems sans coding world and offers a unique oppor- ket capitalisation of $500 


BASED IN: Bangalore 

INITIAL INVESTMENT: Rs 5 lakh in 2005 
5-YEAR GOAL: 

Revenues of $5 million 

(Rs 22.72 crore at current 
exchange rates) in five years 


months ago, and have already 
won clients in India as well as in 
the Us and Sweden. These incl- 
ude a few Fortune 100 compa- 
nies, as well as SMEs across dive- 
rse business domains such as 
manufacturing, insurance, etc. 
We are developing a partner eco- 
system. By leveraging it we are 
exploring other markets in 
Europe,” says Muthanna. 

The company is funded by the 
promoters, but is expecting its 
first round of venture capital fund- 
ing soon. Newly-appointed 
Chairman R. Ambarish is working 
on finding the first round of fund- 
ing for the company, which now 
employs around 40 people. “Over 
the last six months, we have part- 
nered companies like Cognizant 
Technology Solutions and 
MindTree to offer implementa- 
tion services using our platform. 
We also have OEM partnership 
with some like Synchosoft,” 


Muthanna adds. 


tunity.” The company also offers 
SMS alerts, mobile chats and mo- 
bile instant messaging—and Frenzo, 
a mobile platform for social net- 
working with 500,000 users. 

ACL's model: it hosts the prod- 
uct itself and offers it as a service to 
the client company. *When we 
started out in 2000, there were only 
two ways of doing business—soft- 
ware services and product licens- 
ing. Now, we can offer a product as 
a service.” The company, which, 
Goyal says, “has a turnover of $15- 
20 million (Rs 70-90 crore)” and 
250 employees, is at a stage where 
it can go in for an IPO. 


million (Rs 2,272 crore) 


In October 2001, ACL received 
its first shot of funding irom It 
Asia Capital of Hong Kong.” A yea 
ago, it received $12.5 million (Rs 50 
crore at the exchange rates then) 
from MIH Naspers. “In 2005, we 
were adjudged India’s fastest-gr 
ing technology company by Del. 
India,” he says, adding: “We 
likely to go for an IPO within a yeai 


The largest company in our sp 
OnMobile, has listed and is tra 
ing at a price-earnings multiple of 40 
and that has encouraged us a lo 
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P SANKHYA TECHNOLOGIES 


From Services to 
Products 


ANKHYA TECHNOLOGIES BEGAN 
life in 1996 as a software 
services company and entered the 
products space only recently. 
Explains CEO Gopi Kumar Bulusu: 
"We always had a core team 
working on developing our own 
technology. However, we needed 
funds for research and that came 
from software services. My focus 
was always on creating my own 
intellectual property and on ent- 
ering the products business." The 
family-owned Sankhya Techno- 
logies formally entered the prod- 
ucts space in 2005 and is now 
completely out of services. 
It has two products—Sankhya, 
a business management solution 
for small and medium businesses, 
and Teraptor, a tool for modelling 
embedded systems. Mention em- 
bedded systems and Bulusu is eager 
to talk. “It’s a combination of 
software and hardware. When you 
combine the two, you are looking 
at making it smaller and fitting 
more into a limited space. And 
that's where you begin making 
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ceo: Gopi Kumar Bulusu, 39 
AREA: Modelling embedded 
systems 

BASED IN: Visakhapatnam 

INITIAL INVESTMENT: Rs 3 lakh in 1996 
5- YEAR GOAL: 

Revenues of $200 million 
(Rs 900 crore) 


trade-offs between hardware and 
software. We provide a seamless 
designing language that does not 
force you to think separately... 
and so, you don't have to make 
any compromises.” 

Sankhya now has 35 employ- 
ees and has come a long way from 
the time Bulusu launched it out 
of a garage. “I was the only em- 
ployee for the first three months. I 
moved out of the garage when it 
went under two feet of water dur- 
ing the monsoons.” The future 
looks bright. “In four-to-five years, 
Teraptor will be addressing a one- 
billion-dollar market. The oppor- 
tunity is huge,” says Bulusu. 





PMCHEK INDIA 
PAYMENT SYSTEMS 


Inspired 
By an 


Autorickshaw - 


Driver 


ANJAY SWAMY WAS ON A VA- 
cation in India in 2003 
when he spotted the opportu- 
nity at the unlikeliest of places. In 
Bangalore, when Swamy asked 
an autorickshaw driver for the 
time, the man pulled out his 
mobile phone. “Here, I thought, 
is a connected Indian. That was 
the moment—I wanted to do 
something on the mobile plat- 
form,” he recalls. 
Cut to the Airtel advertise- 
ments featuring film stars 
Madhavan and Vidya Balan trans- 


ceo: Sanjay Swamy, 43 

AREA: Mobile payments 

BASED IN: Bangalore 

INITIAL INVESTMENT: Not disclosed 
5-YEAR GOAL: 

To serve several million users 


ferring funds using a mobile 
phone—it is actually mChek that 
actually facilitates the transfer. 
mChek's other customers are 
Citibank, Sifymall and Future- 
Bazaar, among others. 

Soon after his *magic mo- 
ment" in a Bangalore autorick- 
shaw, he met John Kattakayam 
and Bhairavi Gade, two technol- 
ogy whiz kids, who were working 
on several software product ideas, 
through matchmaking efforts of 
venture capitalists. The three of 
them came together to found 
mChek, focussed on mobile pay- 
ments. They received their first 





round of funding in 2006 from 
Draper Fisher Jurvetson and angel 
investor Rajesh Jain—a sum of 
$5 million (Rs 22.7 crore). 

Swamy, who has held senior 
positions in Silicon Valley at mo- 
bile content companies like Portal 
Software and Xerox PARC, feels 
there is a great opportunity for 
mChek's products as the Indian 
mobile market is different from 
the rest of the world. *But prod- 
ucts that will work here must be 
developed here. Then, they must 
be robust and attuned to low av- 
erage revenues per user," he says. 

MChek clocks revenues on a 
per transaction basis; therefore, 
the more successful the product, 
the more money mChek makes. 
Swamy's aim: all mobile phone 
users should use mChek, which 
already has a 50 per cent share of 
the mobile payment market in 
India, five times a day in the 
near future. 
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iViZ TECHNO SOLUTIONS 


LOOKS STR/ 


HIS ONE Yl 
of a novel. Bikash Bara 


and Nilanjan De (27) started 1' 
Techno Solutions out of their | 
tel rooms at the Indian Institut: 
Technology, Kharagpur. Th 
funds came from paintings t 
Barai sold and some scholarsh 
stipends that De managed 


ceo: Bikash Barai, 26 

AREA: Ethical hacking and 
enterprise penetration 

BASED IN: Kolkata 

INITIAL INVESTMENT: RS 10,000 raise 
from selling paintings by Barai an 
Rs 10,000 from research stipend: 
of CTO Nilanjan De 


[ 


- YEAR GOAI 
To be a global player in the 
information security space 


" 


1 
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Today, the company counts 
among its clients two of the top 
three software services companies 
in India as well as most of India’s 
top 20 website companies and most 
of India’s defence establishment. 
What does it do? Barai explains 
the product: “Companies often 
employ hackers to test their sys- 
tems. Such people are not easy to 
find, and harder to retain. We cre- 
ated an artificial intelligence-based 
tool that will simulate the actions of 
the human hacker.” It even im- 
proves upon the human hacker. 
“Even the best hackers may not 
retain the same degree of enthusi- 
asm once they have found one 
point to breach the security. Our 
tool keeps attacking the system 
from all directions even after find- 
ing weaknesses,” Barai says. 

Without any initial funding, it 
was tough going. “We had ab- 
solutely no money, very little ex- 
perience and zero support from any- 
where,” Barai says. “We saw many 
of our classmates go into high pay- 
ing jobs while we could manage to 
find only Rs 1,000 a month to spend 
on ourselves. It was tough,” he adds. 
The first funds came from a cus- 
tomer, Erevmax, a software com- 
pany focussed on the hospitality 
sector, which gave the duo a project 
as a test. “However, the end-results 
were so fascinating that they funded 
our company." This brought in 
Rs 1 crore. The first round of formal 
venture capital funding of $2.5 
million (Rs 11.3 crore) came from 
IDG Ventures in 2007. 

Last year, the company was 
ranked sixth among the world's 
best security start-ups by Intel and 
was placed second in Asia. Today, it 
has a presence in Mumbai, Delhi 
and Bangalore apart from its head- 
quarters in Kolkata. If this sounds 
like magic, then here's something 
else to chew on—Barai is also a 
magician who performs magic 
shows for charity. 
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> ORANGESCAPE TECHNOLOGIES 


Spreadsheets to 


Applications 


PREADSHEETS HAVE BECOME 
C) ihe lifeblood of most 
companies. Now, Suresh 
Sambandam and his team at 
Orangescape are adding value to 
this important management tool. 
Their product, Dimension, 
allows companies to create Web- 
based applications using spread- 
sheets without the worry of pro- 
amming. “The client can create 
a model of the application on a 
spreadsheet and our product 
automatically transforms it into a 
Web-based application," Samban- 
dam explains. 

Sambandam has been an 
entrepreneur for five years now. 
He was heading the Indian arm of 
the Us-based Selectica in 2003 
when it was sold to Accenture. 
Sambandam and few colleagues 
decided to not join Accenture 
and, instead, entered into a 
$500,000 contract to consult with 
it. This money was used as the 
seed capital for Orangescape. A 
couple of years of fundamental 
research later, Dimension was 
ready. The company is follow- 
ing an online and offline sales 


ceo: Suresh Sambandam, 35 
AREA: Help companies create 
web-based applications through 
spreadsheets _ 

BASED IN: Chennai 

INITIAL INVESTMENT: Rs 1 crore in 2003 
5-YEAR GOAL: 

100,000-300,000 active 
accounts yielding between 
$35 million and $100 million 
(Rs 160-450 crore) in 
revenues 


model and has already bagged 
40 very big clients—including 
Citibank, Hindustan Unilever, 
Fullerton in India and 24x7 
Customer—globally. 
Orangescape, which has 
received no formal funding yet, 
“is now looking for funding as we 
plan to scale up the venture so as 
to be able to provide our product 
globally”. Dimension is in its third 
release and Sambandam feels con- 
fident about taking it global now. 
“The next release of Dimension 
will be available on demand on- 


line,” he adds. 
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Like John Kerry four years ago, Barack Obama 

is another US Democratic presidential candidate 
who appears to be threatening to put a spanner 

in IT outsourcing. Is he serious? T.v. MAHALINGAM 


“unlike John McCain, I will stop 
giving tax breaks to companies that 
ship jobs overseas, and I will start 
giving them to companies that create 
good jobs right here in America.” 


HEN SENATOR 
Barack Hussein 
Obama II, the us 
Democratic presi- 
dential hopeful, 
spoke these words during his ac- 
ceptance speech, more than a few 
people in the Indian IT industry 
would have sat up and noticed. Not 


that Obama was saying anything 
new—he had said exactly the same 
thing several times during his earlier 
face-offs with Democratic rival 
Hillary Clinton. But at that time 
he was still a long way away from 
the White House. Not anymore. 
Moreover, keen IT industry 
watchers would have got a vague 
sense of déjà vu. John Kerry, the 
Democratic presidential nominee in 
2004, had launched into a blitz 
against outsourcing US jobs to 
‘cheaper location’ like India. Sections 
of American media (led by a vitriolic 


JOHN KERRY 


CIRCA 2004... 


hd, 
175,000 
32% 


“US firms that outsource 
work are “Benedict Arnolds” 
(Traitors)” 

* Satyam, Wipro, Infosys, TCS, Cognizant, HCL Tec! 





TH EYVE COME A LONG WAY Their US counterparts are still much bigger, but the Indian top three a 
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Lou Dobbs) got into the fray. And 
the O-word (outsourcing) became 
the most reviled one. Back then, the 
industry was limping back from a 
slowdown caused by soaring oil 
prices, and a super-strong rupee (it 
appreciated 9 per cent against the 
dollar in 2003-04) and global po- 
litical uncertainty in the aftermath of 
the us invasion of Afghanistan. 
Overall sentiment and IT spending in 
the key sector of banking, financial 
services & insurance (BFSI) was down. 
The scenario is a bit different today, 
at least on the currency front: The ru- 
pee has bounced back from Rs 39 
four years ago to Rs 45. But the 
overall outlook hasn’t changed that 
much: spending in the BFSI vertical is- 
n’t expected to pick up in a big way 
(thanks to the US subprime-related 
woes), and industry body NASSCOM 
has projected a muted exports 
growth of 24 per cent for 2008-09. 

Yet, even as challenges of growth 
stare Indian IT services in the face, 
the biggest change since 2004 is re- 
flected in the very nature of the in- 
dustry, especially on the outsourcing 
front. Consider: back then, India 
had just two billion-dollar rr com- 
panies (TCS and Infosys). Today, half 
a dozen firms, including Satyam, 
Wipro, HCL Technologies and 
Cognizant, have strolled into that 
elite club. The industry itself has 
grown in size and scale. Total soft- 


82,122 







67,818 


Wipro 


2005 


2006 2007 


138 (f) 
A 


ware and services revenues stood 
at $16.7 billion (Rs 75,150 crore 
then) in 2003-04. By March 2008, 
they had more than trebled to $52 
billion (Rs 2,23,600 crore). Overall, 
the industry employed 830,000 peo- 
ple (excluding hardware). That fig 
ure has more than doubled to 20 
lakh-plus people. Interestingly, the 
top six companies (Satyam, Wipro, 
Infosys, TCS, Cognizant, HCL—col- 
lectively referred to as SWITCH play- 
ers by tech research outfit Gartner) 
employ about 4.5 lakh people—up 
from 1.75 lakh people in 2004. 

NASSCOM President Som 
Mittal believes that a lot of that has 
to do with Indian players increasing 
their breadth of service offerings. “If 
you take BPO (business process out- 
sourcing), we have begun offering 
end-to-end services. In the past, we 
could offer only a few activities of 
the whole process.” Mittal cites the 
example of supply chain: in 2004, 
most of the industry could offer 
services in only 14-16 processes out 
of 100 total processes. Today, that's 
up to 43. “It's a very different in- 
dustry,” says Mittal. 

The industry has also progressed 
in terms of the size of deals it’s win- 
ning or participating in. “In 2004, 
the industry did not have too many 
substantive relationships. The size 
of engagements was much smaller. 
Contract sizes have now become 
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“If you take BPO, we have 
begun offering end-to-end 
services" 

Som Mittal, President, NASSCOM 


larger. In 2004, we (HCL Tech) had 
just two $50 million (Rs 230 crore 
then) engagements and no $100 
million (Rs 460 crore then) ones," 
says Suresh Sundaram, vP (Corporate 
Marketing), HCL. For the quarter 
ended June 2008, HCL had two 
$100 million (Rs 430 crore), three 
$50 million (Rs 215 crore) clients 
and about 36 clients in the $20-40 
million (Rs 86-172 crore) range. 
The industry has also diversi- 
fied its revenues on the geographi- 
cal and vertical front. Back in 2004, 
more than half of the industry's 
revenues came from the BFSI seg- 
ment—today just about 40 per cent 
comes from that vertical. Says Hari 
T, Head (Global Marketing & 
Communications), Satyam 
Computer Services: “Satyam has 
steadily diversified its sources of 
revenue to help moderate down- 
turns in any one—or even several— 
areas." Example: even as financial 
services is in the doldrums, Satyam's 
energy vertical is showing strong 
growth. “Our largest management 
consulting practice focusses on the 
energy sector, and we serve energy 
clients across the whole value 
chain—from exploration and gen- 
eration to retail and distribution. 
We now serve clients in 20 different 
industry sectors," adds Hari. 
Geographically, with revenues 
from Europe and Asia-Pacific kick- 
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"As the base increases, the 
question is: how do you 
manage growth at that level?" 
S. Mahalingam, CFO, TCS 


ing in, the industry's dependence 
on US revenues, too, has come down 
from 2004 levels. European rev- 
enue contribution has gone up from 
about 22 per cent in 2003-04 to a 
little over 30 per cent, even as US 
contribution has come down from 
almost 70 per cent to 61 per cent 
over the same period. "As compa- 
nies are establishing beachheads in 
Europe, their revenue base is also in- 
creasing. In future, as they expand in 
geographies like China, Africa, Japan 
and West Asia, diversification will 
happen even further," adds Mittal. 

Infosys CFO V. Balakrishnan sees 
more geographies participating in 
the industry’s growth. “There is 
greater opportunity for growth in 
India, China, West Asia, Australia 


"Pp oe) 


“There are not enough skilled 
resources in most of the 
advanced nations” 

V. Balakrishnan, CFO, Infosys 


UMESH GOSWAMI 





“Satyam has steadily diversi- 
fied its sources of revenue to 
help moderate downturns” 
Hari T, Head (Global Marketing), Satyam 


and Canada. Some countries such as 
Germany, France and Japan, which 
are traditionally more inward-look- 
ing, are slowly opening up towards 
offshoring and may be great markets 
to look for growth,” he says. 

Yet, if the Indian IT services in- 
dustry has so much going for itself, 
why then is NASSCOM treading with 
caution with its growth projections? 
Industry honchos explain that the 
lower estimates are an indicator of 
how far the sector has come. Says 
TCS CFO S. Mahalingam: “We (TCS) 
have grown from $1 billion (Rs 
4,300 crore) to $4 billion 
(Rs 17,200 crore) to $5.7 billion 
(Rs 24,510 crore) in very quick 
time. As the base increases, the ques- 
tion is: how do you manage growth 
at that level? At 30 per cent growth, 
you are essentially talking about an 
increase of a billion dollars!” 

If the Indian industry is losing 
sleep over Obama’s rhetoric, it isn’t 
showing any signs of insomnia. “It 
(political rhetoric) happens every 
four years during presidential elec- 
tion time. But, the economic reality 
is that there are not enough skilled 
resources available for this industry 
in most of the advanced nations.” 
Getting Bangalored isn’t likely to fall 
out of the lexicon in a hurry. 8 
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The New Companies Bill 
Demystified 


A new Act to replace the antiquated law governing India Inc. 
has been in the works for a few years now. We bring you the 
key points in the Bill that will soon rule India Inc. nisu: JosH! 


F YOU HAVE AN ENTREPRENEURIAL BENT OF MIND 

and want to go it alone, you could soon be 

allowed to form your own One-Person 

Company. Or, you may soon be able to cast your 

vote as a shareholder at company AGMs through 
e-mail. There's more: very soon, you will be pro- 
tected against the scourge of insider trading on the 
stock markets as it will become a criminal offence. Yes, 
all this will become a reality once the new Companies 
Bill, which has been approved by the Union Cabinet, 
is passed by Parliament. 


The Indian Companies Act, 1956 is 
the longest such Act in the world and 
actually deters expansion 


Indian companies are now governed by the 
archaic Indian Companies Act, 1956, which, critics 
believe, is unwieldy and too complex. Indeed, it's 
felt that the Act, which is the longest Companies Act 
in the world, actually deters domestic companies 
from establishing and scaling up operations. 

The existing Act is based on its predecessors from 
the British Raj. Says Kunal Rajpal, Associate, J. Sagar 
Associates, a leading law firm: *Many antiquated 
British-era provisions continue to govern Indian com- 
panies. Ironically, these provisions have been repealed 
long ago in the UK." Adding to this troubled legacy is 
a bunch of ridiculous clauses added during India's 
long and economically fatal tryst with socialism. 
Result: the Companies Act has more than 800 provi- 
sions, many of which are no longer relevant. 

Says Company Affairs Minister Prem Chand 
Gupta: “We have reduced the number of provisions 
in the Bill to half. The idea is to have laws that are 
easy to understand and implement." The new Bill 
will also introduce far-reaching changes in the 
regulatory environment for the corporate sector, 
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empower shareholders and limit the government's 
role in business. 

The complete Bill will be available only after it is 
introduced in Parliament, but the ministry has shared 
with Business Today comprehensive details of the 
proposed legislation. Broadly, the Companies Bill, 
2008 "seeks to enable the corporate sector in India to 
operate in a regulatory environment of best interna- 
tional practices that fosters entrepreneurship, invest- 
ment and growth". 

We take a look at the key proposals in the Bill: 


To Make Starting and Running 
Business Easier and Simpler 


Consider this: over 40,000 cases are pending in 
courts for minor offences 
where, in some cases, the 
penalty is a maximum of 
Rs 2,500. The biggest ob- 
jective of the exercise to 
overhaul the Companies 
Act is to introduce sim- 
pler laws that will make 
compliance easy. The 
Bill promises: 

m [o weed out redundant 
provisions. Most of the 
procedural aspects of the present Act have now 
been introduced as rules. Says Gupta: “This will 
ensure that when we want to make minor changes 
in the law, we don't have to approach Parliament 
for an amendment. The present Act has had to be 


Over 4,000 cases are pending in courts 
for minor offences where the penalty is 
a maximum of Rs 2,500 


Partnership firms could have up to 100 
partners; restrictions on the number 
of subsidiaries to go 


amended 25 times.” 

m Provisions that allow for the setting up of a One- 
Person Company (opo). This will help entrepre- 
neurs start up as a company without facing the lia- 
bilities attached to a sole proprietorship or part- 
nership firm. Says Rajpal: “This is an important 
proposal. It’s unreasonable to expect that every 
entrepreneur should form a company through an 
association of persons.” 

m To allow partnership firms to acquire scale by per- 
mitting them to have up to 100 partners, compared to 
just 20 now. 

m A simpler compliance regime for small companies. 
There will be no minimum floor for paid-up capital. 
Says Gupta: “This will allow entrepreneurs with lim- 
ited resources to form a company.” 

m To broadbase the talent pool available to companies. 
Companies will be allowed to have a minimum of only 
one Director resident in India. This will replace the 
present stipulation that requires all Wholetime 
Directors and the Managing Director of a company to 
be Indian residents. 

m Greater flexibility in structuring ownership. The 
restrictions on the number of subsidiaries that a com- 
pany can have will be done away with, subject to 
disclosure of their relationships and transactions/deal- 
ings between them. Consolidation of accounts, though, 
will be mandatory. 

m A revised framework for regulation of insol- 
vency, and completion of rehabilitation, winding up 
and liquidation of companies in a time-bound 
manner. Analysts say this is a step in the right di- 
rection as presently, winding up or restructuring 
companies is a long-drawn process with excessive 
judicial intervention. 


Towards Greater 
Transparency 
& Autonomy 


in the new Bill. Gupta 
says that the objective is 
to encourage “self-regu- 
lation with accountabil- 
ity”. The objective is to 
minimise the role of the 





This is another focus area ' 





Premchand Gupta, Company Affairs Minister 





“We have reduced the number of provisions 
in the Bill to half. The idea is to have laws 
that are easy to understand and implement” 


government in internal corporate matters. 

m The Bill stresses on self-regulation with disclosures 
and accountability and substitution of government 
control over internal corporate processes by empow- 
ering shareholders. 

m It also proposes to scrap shares with differential 
voting rights. This will reverse the decision by the 
Department of Company Affairs in 2001 to allow 
Indian companies to issue shares with differential vot- 
ing rights if it has distributable profits for the pre- 
ceding three financial years. The government says the 
objective is to protect the interests of minority 
shareholders. This decision may not go down well 
with India Inc. Says Sundeep Dudeja, Partner, Luthra 
& Luthra, a leading law firm: *Shares with differ- 
ential voting rights provide flexibility in structuring 
investments. They also provide promoters with a 
defence against hostile takeovers, as they can issue a 
small number of shares with differential voting 
rights to themselves but continue to control a larger 
share of votes." 

m Related party transactions will be controlled by 
shareholders instead of the government; there are, 


Government controls over appointments 
and remuneration of Directors will be 
done away with 
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Sundeep Dudeja, Partner, Luthra & Luthra 





“Nominee Directors represent specific 
interests of lenders or promoters, and 
so, may not be fully independent" 


however, safeguards to ensure adequate disclosures. 
m Clauses on government controls over appointments 
and remuneration of Directors will be done away 
with. Says Gupta: “This was an outdated provision and 
repealing it will give more autonomy to companies.” 


To Improve ning Governance 
Standards 


There are several key 
provisions in the Bill, 
which will improve the 
standard of governance 
in the country. The 
Bill stipulates: 

m Statutory recognition 
to audit, remuneration 
and stakeholders’ 
grievance committees. 
The role, rights and 
duties of auditors will 





be clearly outlined. 

m That at least 33 per cent of Directors on a com- 
pany’s board should be independent. For listed 
companies, the minimum requirement will be 50 


The Bill stipulates statutory recognition 
to audit, remuneration and stakeholders’ 
grievances committees 
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Kunal Rajpal, Associate, J. Sagar Associates 





"It's unreasonable to expect that every 
entrepreneur should form a company 
through an association of persons” 


Companies cannot issue shares at a 
discount to their promoters and insider 
trading will become a criminal offence 


per cent as stipulated by the Securities and 
Exchange Board of India (SEBI). 

Experts say that the Bill will have to clearly define 
an Independent Director to make the law more ef- 
fective. For instance, the position of Nominee Directors 
of institutional investors on the boards of companies 
is not clear. While SEBI felt that such Nominee Directors 
should be treated as Independent Directors, this view 
was rejected by the J.J. Irani Committee (set up to ad- 
vise the government on the new Companies Bill). 
Says Dudeja: “Nominee Directors represent specific in- 
terests of lenders or promoters and, to that extent, their 
discretion is not completely independent.” 

m That companies can keep their books of accounts in 
electronic form as a legal document. It also allows 
board meetings to be conducted through video con- 
ferencing and recognises votes cast through e-mail. The 
Companies Act in its present form does not recognise 
participation in a board meeting by a Director by 
any electronic means. 

m That insider trading by Directors will be treated as a 
criminal offence. 

m That companies cannot issue shares at a discount to 
their promoters. m 
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e e Whirlpool: ^We focussed on 
z innovation, but not big-ticket, _ 
— —-—technology-changing ones" 


Whirlpool, written off 
as a has-been till as 
recently as five years 
ago, has scripted a 
remarkable comeback. 
SHAMNI PANDE 





UDELL sinite ni 








OWN THE BUZZING CORRI- 
dors of Whirlpool’s office 
in Gurgaon, everyone is 
consumed by a four-letter 
vision: ^2x4x." This nifty 
term was coined after a relentlessly- 
fought battle for market share earlier 
with the mantra of “sustainable 
growth”. Its a term that Arvind 
Uppal—who took over as Managing 
Director in February 2005 and was 
recently promoted as Whirlpool’s 





Catching Up 


Whirlpool has gained market share 
in all the segments it is present in. 


BG E Samsung ™ Whirlpool 
*Year-to-date July, ** Year-to-date June 

All figures in per cent; Figures for LG and Samsung 
have been used to put Whirlpools figures in 
perspective 
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Asia-Pacific Head (excluding Greater 
China)—and his colleagues are try- 
ing to turn into reality. “We have a 
target in place for 2010 and 2x4x 
means we have to achieve twice the 
turnover and four times the profit 
(from its current level) in the next 
three years. Our first quarter results 
are already proof that things are 
working to plan,” he says. 

Whirlpool posted its first full- 
year profit after tax of Rs 32.32 
crore in 2007-08. It went into the 
red with a loss of Rs 33.65 crore 
for the 15-month period ended 
March, 2004. Uppal, seen as the 
main architect of this turnaround, 
is quietly confident. “When things 
are done right, it’s business-as-usual; 
we posted a profit of Rs 45 crore in 
the first quarter ended June '08, 
which represents an increase of al- 
most 38 per cent over our full year 
profits for 2007-08. But we did 
not make a big deal about it. That's 
not our style," he says. 

No big deal—that’s the interest- 
ing story of the ‘Genius’, the clever 
warrior that has helped Whirlpool 
claw back some market share. The 
company, which had virtually been 
written off by many as an also-ran 
three years ago, actually had an early 
start when it entered India in 1987 
through a tie-up with Sundaram 
Clayton to form Tvs Whirlpool. In 
1995, it acquired a majority stake 
from its partner and also bought 
Kelvinator India's direct-cool re- 
frigerator facility. The following 
year, it merged with Kelvinator India 
(a listed company) to form 
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Hari Nai 

Director/ Global Consumer Design Studio 
“Most Indian homes hardly use their 
freezer space well. We introduced the 
single-door Fusion series of smaller 
freezer space with direct cool and 
frost-free features” 


Whirlpool of India and, therefore, is 
also a listed entity today. 

Actually, it did not have a bad 
playing field and in 2001 sold over 
one million appliances to Indian 
homes, but was caught unawares, 
like most others, by the changes 
that were brewing in the consumer 
durables market. By 2004, when it 
reported its first loss, the Korean 
chaebols held complete sway. 

Hard knocks are known to 
teach many to fight better. “We 
are determined not to allow a re- 
peat of 2004. We launched 
‘Genius’ in 2005, which eventu- 
ally helped us tide over the cri- 
sis,” says Shantanu Das Gupta, 
Vice President (marketing) at 
Whirlpool. What Das Gupta is re- 





ferring to is the company’s decision 
to focus on its core strength: entry- 
level, *direct-cool" refrigerators 
that account for 70 per cent of 
the Indian market. It launched 
‘Genius’ with many changes and 
product innovations that hold the 
key to its turnaround. 


A Genius for Design 

At the heart of this seemingly sim- 
ple, entry-level direct-cool refrig- 
eration lies Whirlpool’s daring de- 
cision to focus on product design 
and not cut prices (matching rivals’ 
price cuts had pushed it into the 
red in 2004). Rather, it offered its 
products at a slight premium to 
those of its rivals. 

“It may appear commonplace 
now, but back then it was a brave 
decision. We had our people and 
distributors questioning our logic, 
but it has paid off,” says Das Gupta. 
The company also cut down on un- 
usually long credit periods of 50 
days to its distributors against the in- 
dustry norm of 30 days and began 
asking for cash on the table. 

“We focussed on innovation, 
but not big-ticket, technology- 
changing ones. It’s more to do with 
evolution—something that women, 
our target consumers, vibe well 
with, unlike men, who tend to go in 
for revolutions, gigabyte-kind of 
changes that so mark the electronic 
and software space,” says Uppal, 
who was head-hunted from foods 
major Nestle India to give shape 
to a winning strategy. 

The company has gone into the 
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kitchens of middle-class homes to 
chat up home-makers. It roped in 
award-winning designer Hari Nair 
as Director of Whirlpool Asia’s 
Global Consumer Design studio. 
Nair, who has in the past influ- 
enced the transformation processes 
at corporations such as Hasbro, 
Polaroid and Swarovski, is now 
busy recruiting young talent from 
the National Institute of Design, 
the Industrial Design Centre of 
IIT-B and other top institutions. 

Result: a new category of the 
180-litre refrigerator (against the 
usual 175 It.), wider range of 
colours and versions that offered a 
non-refrigerated onion-and-potato 
rack under the fridge, a lipstick 
holder and an onion/lemon holder. 
“We found women storing lipstick 
in their refrigerators as they tend to 
melt in the heat; we found kitchen 
space cramped in most homes and a 
separate space for onions and 
women wanting to store left over 
lemons,” says Nair. 

Nair has to be prodded to speak 
of the little-but-fortune-transform- 
ing changes in design. “We find 
that most Indian homes hardly use 
their freezer space, unlike the West. 
So, we worked to bring out the 
single-door ‘Fusion’ series that has 
a smaller freezer space, and offers 
the dual function of a direct cool 
and a frost-free refrigerator as it 
has a button that takes care of de- 
frosting,” he says. There are many 
things working for it now—like its 
best selling pink polka-dotted re- 
frigerator and the one with LED 
lighting on the door-mounted tem- 
perature-control panel, which lights 
up kitchens for some time when 
the electricity supply packs up, or 
the Swarovski crystals in its fully- 
automatic Mastermind series. 


New Mastermind 

Following its success in refrigera- 
tors, the company expanded its 
washing machine range to include 
fully-automatic dryers and front- 
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Spot the Turnaround 


Whirlpool has wiped the red ink in its 
books clean. - 





WSales = Net profit Figures in Rs crore 
Sales and Net Profit for the quarter ended June 30, 2008 are 
Rs 626.31 crore and Rs 44.57 crore respectively, compared to 
Rs 567.16 crore and Rs 14.92 crore respectively, in the 
previous corresponding quarter 

Source: Annual Report of Whirlpool of India 


Steady Gainer 


Whirlpool’s stock price is climbing north. 
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loading washing models and, two 
years ago, launched air condi- 
tioners and microwave ovens that 
are slowly picking up in the mar- 
ket (see Catching Up). Now, it is 
foraying into new areas such as 
premium built-in appliances— 
hobs, hoods and dishwashers— 
imported from Europe for mod- 
ular kitchens. A year ago, it also 
got into the water purifying busi- 
ness with its Purafresh range based 
on reverse osmosis. 

Those who have been tracking 
Whirlpool can't hide their admi- 
ration for it. “It has a very thor- 
ough approach to design. It thinks 
through its product designs after 
spending a lot of time with home- 
makers," says Ravi Poovaiah, Head 
Professor at the irr-Bombay's IDC. 

Its former employees also re- 
main its admirers. *I spent four 
years with Whirlpool from 2004 
until June this year as Director 
(Sales Strategy) and think it has 


great consistency in its thought 
and strategy. It is focussed on 
design and its margins, and has 
shown great foresight in getting 
into growing new categories like 
water purifiers. Its other great 
strength is the way in which it nur- 
tures talent," says Hiren Merchant, 
who now heads sales at Onida. 

Its people focus is also apparent 
to top talent firms, which have 
either poached from or recruited 
for it. ^I can say that it lays a huge 
stress on integrity. Its operation 
style is one of taking people along 
and getting them to participate in 
its value, vision and eco-system. 
The focus is on joint goals," says 
Gauri Padmanabhan, partner at 
Heidrick & Struggles, a senior- 
level executive search firm. 


Watershed Resolve 

Down the line, the company's 
future will be decided by the suc- 
cess of its forays into new areas 
such as water, among other things. 
“We want to be in categories with 
products that can survive at least a 
100 years and will be relevant with 
all necessary modifications that will 
be required," says Uppal. 

But it also faces challenges. For 
starters, it needs to establish its turf 
beyond refrigerators and washing 
machines for better leverages and 
also increase its presence in the 
market. While it has done that by 
getting into new areas such as 
water treatment, built-ins, ACs and 
microwave ovens, the company 
faces huge competition from ex- 
isting players in the last two cate- 
gories. Then, it also has to deal 
with rising input cost pressures. 

"We are aware of the challenges 
facing us and have a plan in place, 
we are already working on the proj- 
ect that we should be dealing with 
three years from now," says Uppal 
but refuses to divulge details. 

For now, though, Whirlpool is 
riding high, and quietly savouring 
its return from exile. i 
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S FLIGHT IT001 APPR- 
oached London's 
Heathrow airport, the 
cockpit of the Kingf- 
isher Airbus A330 got a 
little crowded—with the airline’s 


Chairman, Vijay Mallya, and his son 

Sidhartha taking the jump seats as the 

aircraft approached the runway. As 

| x the plane’s wheels gently touched 
4 | the runway, Mallya reportedly broke 





Kingfisher's international ambitions go 
beyond one flight; in the next two months 
it plans to add the following services: 


! Mumbai-Singapore 
Mumbai-London 
Mumbai-Hong Kong 
Bangalore-San Francisco (non-stop) 


But it has a long way to go to catch up 
with Jet Airways, which flies to over 20 
international destinations. It also recently 
launched services to Dubai from 

Delhi and Mumbai. 


Despite the sudden rush of flights, 
only a quarter of all international 
passengers from India fly on 
Indian carriers. 


| International airlines like Emirates, 
Lufthansa and Singapore Airlines 
carry far more passengers. 


into a huge smile that signified the 
fulfilment of an ambition he had 
nursed ever since he started his airline 
three years ago. But the journey for 
Kingfisher's international dream has 
been anything but smooth. 

Despite his best efforts, Mallya 
couldn't get the rules for interna- 
tional travel by Indian carriers 
changed; only airlines with five years 

ei. experience are allowed to fly abroad. 
K gfi: er's Mallya: Taking his Though he had Civil Aviation 
— Rwiation venture to new heights Minister Praful Patel batting for 

VAÁ ^ him, vehement opposition from 
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Cabinet members, including 
Railway Minister Laloo Yadav— 
that was surprising, indeed—ef- 
fectively stonewalled any change. 
Mallya, then, took the other route 
available to him: he went ahead 
and acquired the Captain G.R. 
Gopinath-promoted Air Deccan. 
While many analysts considered 
Mallya to be Gopinath’s White 
Knight—Deccan Aviation, the hold- 
ing company for Air Deccan, was 
bleeding red ink—Mallya had his 
plans chalked out; he first changed 
the Deccan brand and has now 
completely killed it. 

“When you give away your 
daughter in a marriage, she takes the 
husband’s name only,” was Mallya’s 
response to a BT query on the subject. 
To be fair, he was only quoting 
Gopinath, who backed the makeover 
and has reconciled to the demise of 
his low-cost carrier and to his own 
new role as non-executive Vice 
Chairman of the merged entity. 

But flying international is fraught 
with risk, not least of all being vicious 
competition. While the Bangalore- 
London sector has limited competi- 
tion—only British Airways flies the 
route—Mallya is keeping up his 
buoyant outlook. “Banglaore- 
London-Bangalore is selling at good 
yields,” says the Kingfisher chair- 
man, who seems unfazed by the price 
war set off by British Airways on the 
Bangalore-London sector. “Its fare 
of Rs 9,990 is bit of an eyewash. BA 
probably has only two seats at that 
price,” he says, adding: “If you go 
back in history and time, and notice 
the way air travel was started, it was 
luxury all the way. There was a cer- 
tain amount of style and luxury in air 
travel, which disappeared later. 
Kingfisher’s business model is bring- 
ing back that luxury and style. People 
will pay for luxury.” 

The lowest fare on Kingfisher 
Bangalore-London sector, inclusive 
of taxes, is Rs 20,930. Mallya is 
keeping up his aggressive launch 
schedule; while Bangalore saw the 
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first international flight on September 
3, the next three international serv- 
ices will be launched out of Mumbai 
(Mumbai-London flights will start 
on October 26). Flights to Singapore, 
London Heathrow and Hong Kong 
from Mumbai are expected to start 
in October as well. However, 
Mallya’s most ambitious service, the 
Bangalore-San Fransisco flight on A 
345 aircraft, is scheduled to start 
operations in October or November. 
When Kingfisher begins a 17-hour 
non-stop flight between Bangalore 
and San Francisco, it will take on a 
gaggle of European carriers that 
make a killing on that sector. 

However, things are not that 
smooth even for Kingfisher. The 
airline has put off taking delivery of 
some of its wide-bodied aircraft, 
and even sold two A340-500 air- 
craft scheduled for delivery soon to 
an African carrier. Yet, as rival Jet 
Airways admits, international sec- 
tors are relatively more profitable 
compared to the cut-throat do- 
mestic market. Mallya's re-branding 
of Deccan to “Kingfisher Red” is 
expected to lead to higher yields 
from passengers. 





Jet Airways’ Naresh Goyal: Huge head- 


Then, the airline has to contend 
with what Mallya calls “steep state 
taxes” that are breaking the back 
of the aviation industry in India. 
On the one hand, state-run oil com- 
panies are selling ATF (aviation tur- 
bine fuel) at prices higher than their 
export price. On the other hand, 
Karnataka and Maharashtra gov- 
ernments have imposed high taxes 
on ATF. “Maharashtra wants con- 
nectivity as well as a 32 per cent 
tax on fuel. When oil was $40 per 
barrel, it collected 32 per cent; when 
oil prices rose to $140, it still wants 
32 per cent. Governments cannot 
profiteer like this. In Karnataka, 
also, reduction in taxes will stimulate 
the new Bangalore International 
Airport,” says Mallya. 

A full-service carrier like 
Kingfisher, which is based on 
America’s Jet Blue airline business 
model, will take 5-7 years to break 
even. The Jet Blue model essentially 
provides high quality inflight services 
using new and efficient aircraft, and 
at the same time, incorporates core 
savings elements of the low-cost 
business model. “Kingfisher is a very 
focussed player. Mallya knows his 
breakeven is long term play and he is 
a determined player. This is the kind 
of focus that airlines need today,” 
says Mark Martin, Senior Advisor at 
audit firm KPMG India. 

When one enters the interna- 
tional market, one requires cau- 
tion with regard to pricing strategies 
and risk as competition on inter- 
national routes is very aggressive. 
But Mallya is taking no chances. 
Kingfisher and Deccan had an ag- 
gressive delivery schedule for nar- 
row-bodied A320 family aircraft 
in 2008 and 2009. Those plans 
have been put on hold. The air- 
line will now take delivery of only 
16 of the smaller planes over these 
two years instead of 48 as planned 
earlier, deferring the remaining or- 
ders till 2012. By keeping it lean, 
Mallya is getting Kingfisher ready 


start over Kingfisher in the international sector for a mean battle ahead. m 
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INDIA INC. S 


NEW 
HEDGER 


ITC, Essar, Godrej and others are hedging their 
bets against a further rise in their input costs. 
Why are they getting into this slippery terrain? 


ANAND ADHIKARI 


HERE'S A NEW BREED OF 

hedgers on India's com- 

modity exchanges. The 

usual gaggle of cotton, 

jute and spices hedgers 
has now been joined by the 
^suits"—corporate executives 
working for large, often blue-chip, 
corporate houses. They are pro- 
fessionals who burn the midnight 
oil to ensure that their employers' 
core businesses—in iron and 
steel, packaged foods, edible oils 
and even aviation—continue to 
run seamlessly, and, more impor- 
tantly, profitably. 

Confused? Let us explain. Over 
the last two-to-three years, the 
biggest dilemma in corner suites 
across India Inc. has been: how do 
we control our input costs? Raw 
material prices—of metals, edible 
oils, crude and refined oil, vegeta- 
bles, cereals, coal, etc.—have risen 
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Into the Bandwagon 
Several large corporate houses are 
hedging their input costs. 


NAME COMMODITIES 





ESSAR GROUP Graphite, Lead, Natural 
| Gas and Zine — 
ITC . Black Pepper, Chillies, 


p | Soyabean, etc. 
DABUR INDIA . Maize, Pepper, Jeera, 
| Mentha, Edible Oils, etc. 


GODREJ AGROVET | Maize and Soyabean 
JETAIRWAYS — Aviation Turbine Fuel (ATF) 
LARSEN & TOUBRO | Copper and Zinc 


Source: BT Research 


exponentially during this 
period, causing the corporate world 
immense pain. Says H. Shah, 
Associate Director (Risk Advisory 
Services), Ernst & Young: “Any ab- 
normal rise in the prices of 
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inputs not only squeezes margins 
but also impacts the cash flows of a 
company." 


The Big Boys Join the Game 
ITC, Godrej and the Essar Group 
are among a host of new corpo- 
rate hedgers, and many of them 
have actually taken up member- 
ships on domestic bourses like the 
MCX and NCDEX. 

A year ago, the Essar Group 
decided to hedge key inputs like 
zinc, graphite, lead, natural gas, etc. 
“Having seen the volatile com- 


modity markets 
over the past few years, 
£f We are now experimenting 
“to find out the effectiveness of hedg- 
ing," says N.S. Paramasivam, Head 
(Global Treasury), Essar Group. 

Other big corporate houses like 
the Ispat Group, Binani Zinc, Indian 
Oil Corporation, Larsen & Toubro, 
Suzlon, Hindustan Copper and 
Global Telesystems are also taking 
baby steps in that direction and try- 
ing out the effectiveness of hedging 
(See Into the Bandwagon). But not 
many of them want to talk about it 
as hedging is still perceived by many 
as akin to speculation. 

The Delhi-based Dabur India 
started hedging in a small way in 
commodities like sugar and guar 
about two years ago. *We were 
among the first FMCG companies 
to try out hedging as a tool to pro- 
tect ourselves from volatile input 
prices," says Jude Magima, 
Executive Director, Dabur India. 
Today, Dabur hedges key inputs 
that go into the making of Amla, 
Chyawanprasb, Glucose D, tooth- 
pastes, etc. 

Infrastructure companies, which 
require inputs like steel, aluminium 
and cement, have also joined the 
fray. “Commodity prices are cooling 
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Look Who's at Risk 


several sectors face significant input cost risks, which they need to hedge. 
RAW MATERIALS” 


UNDERLYING COMMODITIES 





INDUSTRY MARKET SIZE 
(Rs CRORE) 

Agro, FMCG and — 3,38,138 

Edible Oils 

Chemicals & 24,214 

Packaging : 

Metals, Mining, 

Engineering, Auto, 490,000 

Auto Ancillary 

and Construction 

oi Petrol & Refinery “3,46, 536 


As a percentage of total cost of product 
Source: Kombench Presentation, 2008 


off a bit, but these companies still 
want to hedge in the market,” says 
Ashok Mittal, Country Head, Karvy 
Comtrade, a commodity broking 
firm. Karvy recently helped SpiceJet 
hedge Aviation Turbine Fuel (ATF). 
Its bigger rival, Jet Airways, has 
been hedging ATF ever since oil 
prices started their upward march 
in early 2007. 


How Hedging Works 

Assume, for example, that a car 
maker has a 20,000-car export or- 
der at a fixed selling price over the 
next three months. If steel prices 
move up abnormally, its margins 
will get squeezed. So, the car maker 
buys a steel futures contract for the 
quantity of steel it needs to exe- 
cute the order on a commodity ex- 





80% Oilseeds, Edible Oils, Sugar. 
Mentha Oil, Grains, Spices, 
. Pulses, etc. 
65% PVC, HDPE, PPTQ, etc. 
| Gold, Silver, Copper, Almunium 
65% Zinc, Rubber, etc. 
85% | Crude Oil, Natural Gas 


Figures are based on industry data of 1,500 companies 


change. If steel prices go up, the 
value of the futures contracts will 
also rise; so, the company makes a 
profit in the futures transaction. 
Now, in the real world, the com- 
pany needs to buy steel from 
the physical market to make cars. 
Here, it incurs a loss as prices have 
moved up since the signing of the 
export order, but this loss is com- 
pensated by the profits made in the 
futures market. 

Sumesh Parasrampuria, Chief 
Business Officer, Multi-Commodity 
Exchange of India (MCX), puts the 
record straight by drawing a 
distinction between hedging and 
speculation. ^Hedging allows you to 
offset an existing price risk by taking 
an opposite position on a com- 


modity exchange whereas 


-Hedging allows y 
offset an existing price 
risk by taking an 


opposite position on a 
commodity exchange 


whereas speculatio 
means taking only a 
one-way position 
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speculation means taking only a 
one-way position,” he says. 
Globally, companies use hedging 
quite liberally to protect their 
margins. “Indian companies are 
now gradually coming forward to 
hedge their input costs,” adds 
Parasrampuria. Incidentally, Indian 
companies are safer than their global 
counterparts on one count: they 
don’t have to carry any foreign cur- 
rency risk, which hedgers on the 
New York Metals Exchange or the 
London Metals Exchange do. 


The Perils of Globalisation 
Volatile raw material prices have 
emerged as a big risk for companies 
(See Look Who’s at Risk). This is 
compounded by the fact that global 
cues, and not domestic factors, now 
dictate the prices of most com- 
modities. And that is worrying for 
India Inc. since it still sells a major 
portion of its inventory in India. In 
the past, when global linkages were 
practically non-existent, compa- 
nies partially skirted such volatility 
and price inflation by buying in 
bulk when prices were moderate. 
That option, however, is no longer 
viable beyond a point as high 
inventory and interest costs and 
wastage (in the case of perishable 
commodities) can offset any gains. 
That’s another factor pushing 
Indian companies to experiment 
with hedging. 

Companies are, therefore, beef- 
ing up their treasury desks by bring 
in professionals who understand 
hedging and risk management. 
Some others are leaning on 
commodity brokers like Motilal 
Oswal Commodities, Karvy 
Comtrade, Kotak Commodities, 
Religare Commodities, etc., to 
hand hold them through the initial 
learning curve. 

“There is now a growing aware- 
ness among managements on the 
need to hedge inputs likes copper, 
zinc, aluminium, coal, fuel and other 
commodities,” says E&Y's Shah, 
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“Having seen the volatility 
inthe commodity 
markets over the past few 
years, we are now 
experimenting to find out 
if hedging is, indeed, 
effective” 


Head (Global Treasury). Essar Group 


"We normally hedge 

only about 30-35 per cent 
of our input requirements 
at a time with a clear stop 
loss/gain mandate” 


— 





whose firm advises companies on 
the issue. 


The Challenges 

Hedging offers Indian companies 
many advantages, but it's also an 
unexplored world for them. L&T 
recently shocked the market by 
declaring a Rs 200-crore hedging 
loss in zinc. That is the flip side of 
the hedging mechanism. Companies 
have to be very careful in drawing a 
line between hedging and specula- 
tion. RBI regulations stipulate that 
they must have proper risk man- 
agement policies, like Mis and mar- 
gining systems, and board approvals 
in place. That’s because hedging 
can cause large financial losses if - 
the bets go wrong. 

Then, companies can also get 
stuck with high-cost inputs in a 
falling market if they misread the 
price signals. That’s why companies 
hedge only a portion of their future 
requirements of raw materials. “We 
normally hedge only about 30-35 
per cent of our input requirements 
at a time with a clear stop loss/gain 
mandate,” says Dabur’s Magima. 
Adds Karvy’s Mittal: “Some com- 
panies are testing the waters by 
hedging 15-20 per cent of their re- 
quirements. But some others are 
hedging up to 100 per cent.” 

E&Y's Shah warns against this. 
*Companies should hedge only 
within the limit of their risk ap- 
petites, in sync with procurement 
budgets, using appropriate instru- 
ments and benchmarks. Done well, 
it should be a no profit-no loss 
game. If, however, one exceeds the 
brief and enters the speculative 
zone, there is every possibility of 
making huge gains or equally large 
losses," he says. 

Still, analysts say there is only a 
limited risk of that happening, as 
India Inc. is moving cautiously on 
this front. And that caution may 
help companies ride out any future 
spikes in input prices. I 
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Managing Director 
Morgan Stanley 


“WERE 
NOT 
QUT 
OF THE 
WOODS 


[TH HIS EXPERIENCE A1 
two of the largest Wall 
Street banks, David 
Martin Darst, a 


Managing Director of 


Morgan Stanley, is well placed to 
explain the crisis in the us financial 
markets (Darst was also with Goldman 
Sachs). Chairman of the Asset Allocation 
Committee and Chief Investment 
Strategist of the Global Wealth 
Management Group, Darst is an 
authority on asset allocation and bas 


authored books on the subject. One of 


his recent works, The Little Book That 
Saves Your Assets, bas been acclaimed 
as an encyclopedia on asset allocation 
strategies. On a recent visit to India, 
Darst met BT’s Rachna Monga. Excerpts 
from an exclusive interview: 
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If individual and institutional investors 
.. pick up The Little Book That Saves Your 
Assets now, it would have brought them 
solace. What are the lessons to be learnt 
from the current crisis? 
The recent crisis reminds investors of 
few things. It's time they under- 
stand their own investment tem- 
perament. Some investors have pa- 
tience but some of them also panic. 
It's difficult to understand your own 
temperament, which takes time and 
patience. Another big lesson for 
investors Is the need for diversifica- 
tion across asset classes—a judicious 
spread of assets across stocks, bonds, 
hedge funds, cash and real estate; 
and also the need for rebalancing 
across (such) asset classes. The mar- 
ket environment in India and else- 
Where has reminded investors about 
the need for portfolio protection 
through other asset classes such as 
options, cash, and managed futures, 
which are non-correlated. 
Institutional investors are like 
individual investors working full- 
time. For them the biggest lesson is 
the need to stick to basic principles 
and learn the importance of simpl- 
icity. Sometimes institutions tend 
to think that with the help of 
resources they can get involved 
with complex strategies. Although 
some of the best institutions like 
Harvard, Yale and Stanford use 
sophisticated manoeuvres, they are 
also interested in keeping the com- 
plexity under control and keeping 
things simple and comprehensible. 


What could be the impact of the US 
Federal government's bail-out of mort- 
gage finance giants Fannie Mae and 
Freddie Mac, on home buyers in the US 
and on investors in these institutions? 
The Federal government realised 
that we are in a global world and 
it's important to protect the inter- 
est of foreign investors. Of course, 
one of the major reasons (for the 
rescue) is to protect the Us housing 
market. But another big reason is 
to protect foreign investors and 


the integrity of the capital mar- 
ket. These institutions have a large 
number of investors from Asian 
countries like China, Taiwan and 
Japan and Russia. 


In 2007, China's investment in 


these institutions was around $376 
billion and Japan held $229 billion 


till 2007, making the two countries 


the largest investors. The Treasury 
Department had been getting calls 
from worried investors in these 
countries and the Treasury Secretary 
said ^we need to take action". So, to 
me, it's another step towards glob- 
alisation of the dollar, the capital 
market and integrity. 


"THE BIGGEST 
LESSON FOR 
INSTITUTIONAL 
INVESTORS IS TO 





STICK TO BASIC. 
PRINCIPLES AND 





IMPORTANCE OF _ 
SIMPLICITY ” 


For home buyers in Us, we hope 
that by stabilising the two main buy- 
ers of mortgages, the mortgage rates, 
which haven’t really come down de- 
spite the Fed rate cuts since last year, 
will begin to come down. It has 
started happening over the past two 
days as rates have gone down a bit. 

The mortgage rates is just one of 
the problems in the Us housing mar- 
ket. The (main) problem is the 
excess supply in relation to demand. 
Today, there is double the normal 
amount of houses in “inventory.” 


So, is the worst over for the US 
economy? 
We would know the worst is over 


when three things happen. First, 
when house prices stop going down. 
Second, when the credit markets 
cool down-—interest junii e Heen 
treasury and bank bonds | o 
narrow down and more credit needs. 
to be disbursed by banks. Third, the 
profit estimates for Us companies 
have to come down. We think tis 
companies will grow in profits by 
5 per cent but the consensus is that. 
profits will grow 25 per cent, which 
is too unrealistic. So, we need to see 
the forecasts come down. 

















Do you see Wall Street banks scaling 
back their Asian operations as a part of 
their restructuring exercises? 

The whole industry sees Asian coun- 
tries such as India, China, Japan, 
Korea, the Philippines and Malaysia as 
a marvelous growth opportunity. Our 
management has told me that, in a 
very controlled, healthy and gradual 
way, they would like to significantly 
expand the Asian operations. 1 think 
the whole industry is also interested in 
doing the same. But is it possible if 
everyone thinks so? The growth op- 
portunities are huge. Over the next 40 
years, India will add 697 million peo- 
ple, which is almost a 62 per cent 
growth. It took 2,000 years to grow 
one India and it will now take 40 
years to achieve that growth rate. To. 
put it in perspective—- Europe has al 
most 700 million people, so you can 
say India will add another Europe in 
the next 40 years. It's a big positive. 





In May, you were among met vini webs 
had a bearish ° tlook 








We don t think 5 we are out of 
woods yet. It's important to play 
a defensive and offensive strat- 
egy. So, we still have a conserva- 
tive, defensive posture. We would 
like to see more visibility on the is- 
sues of housing prices, credit mar- 
kets and jobs. We would like to 
see the job losses—almost 70,000 
a month—coming down. 
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But how much of this pain will have to 
be borne by the rest of the world? 
After several years of rapid growth 
across economies, we are slowing 
down. Our study of economic 
growth and inflation pattern during 
a 47-year period shows that when- 
ever the US goes into recession, 
other economies such as Europe, 
Japan and emerging markets tend to 
follow. Now, we see the Us getting 
towards the bottom and others are 
behind us. 

There are two ways a recession 
can spread—financially and eco- 
nomically. The financial impact 
would be felt through the tighter 
credit markets and loan write-offs. 
The economic impact will be the 
slowdown of exports to the US, 
which is not happening in a big way 
yet. But a strong dollar may start 
hurting exports in future. We are 
seeing the financial impact as central 
banks are tightening interest rates 
because of inflation worries. To my 
mind the biggest worry is protec- 
tionism and inflation because pro- 
tectionism slows down global trade 
and inflation hurts valuation of 
stocks and bonds. 


Large investment houses in the US are 
advising investors to increase alloca- 
tion to foreign stocks. But you seem to 
have a view that this may not be the 
right time to increase exposure to foreign 
stocks. Why is that? 

It’s because of the possibility of 
other countries following the us 
into recession that we are under- 
weight on foreign stocks over the 
short term. We like non-US stocks 
over a longer term. We have equal 
weightage on developed Asian 
economies and emerging markets 
as of now. 


So, how are you advising your clients to 
allocate their assets? 

We are telling them to keep more 
than the usual cash component and 
be underweight on bonds. The 
interest rate outlook is uncertain 
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THINKS S0?" 


and we are never going to have per- 
fect certainty about it. Our recom- 
mendation for cash allocation is 
much higher than the normal cash 
component in a portfolio. And we 
have an underweight recommenda- 
tion for bonds and are slightly un- 
derweight in stocks and alternative 
investments (or hedge funds). 


/—————— 


Do you think asset allocation will play 
out more since the US is headed 
towards recession, whereas that is not 
the case with other stock markets across 
the world? 

Equities all over the world are 
beginning to behave in similar fash- 
ion and are showing higher corre- 
lation with each other. Therefore, in 
equities, you need to find diversifi- 
cation across sectors and not just 


countries. It doesn't do any good to 
own technology stocks or bank 
stocks, let's say, across Taiwan, 
Korea and India at the same time. 
These sectors across countries may 
get impacted by similar global fac- 
tors such as software-purchasing 
agreements or by interest rates. 


What is the case for Indian investors to 
diversify abroad? Which markets have an 
opportunity for upside? 

Indian investors need to find sectors 
that do not exist in India. If you 
look at the Morgan Stanley Capital 
International (MSCI) emerging mar- 
ket index weightage, India doesn't 
have a high weightage in sectors 
such as consumer staples and con- 
sumer discretionary sector (apparel 
& leisure, hotels & restaurants etc). 
So, investors should consider di- 
versification through sectors and 
not just through countries. 


One chapter of your book deals with 
behavioural aspects of investing. Being 
a practitioner, how tough it is to keep 
the biases away when it comes to 
actual investment decision making for 
your clients? 

It's difficult to do so because any- 
thing to do with behaviour or psy- 
che has a certain magic, enchant- 
ment, fear and greed attached to it. 
These are very ancient feelings in 
all of us. We can go to the moon 
or to the bottom of ocean but it's 
so difficult to get insight into one's 
psyche, heart or soul. That's why I 
say in my book that you need to 
have a guru or an Uncle Frank 
who knows you better and can tell 
you when you make mistakes. I 
have two gurus who happen to be 
my long-time friends. I can bounce 
off my investment ideas to them. 
They don't necessarily know about 
it in detail but they know me, 
which is more important. So, if 
they find anything stupid, they tell 
me straightway. I turn to them 
when I am overly depressed or 
overly optimistic. BM 
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DEVELOPMENT LEADS TO IMPROVEMENT - 


MADHYA PRADESH 


Our vision is to create a world-class state by providing better governance and 
building better infrastructure - SHRI SHIVRAJ SINGH CHOUHAN, CHIEF MINISTER 


Madhya Pradesh, the Heartland State of the country, has since its inception, carried the stigma 
of being a backward state. However, the present state government led by young Chief Minister 
Shri Shivraj Singh Chouhan, who is shot with a passion to see the Madhya Pradesh as a front 
rank developed state of the country. With a large number of major industries, educational and 
health institutions of national and international repute, power projects, dams, bridges coming 
up the people realizing the need for keeping pace with changing times Madhya Pradesh has 
emerged as a vibrant, one of the most investor friendly state of the country. 
Infrastructure 
* Rs.227.80 crore project sanctioned to meet drinking water requirements of Gwalior city 
for next 50 years. Chief Minister, Shri Shivraj Singh Chouhan accorded its approval to lay 
a pipeline from Kaketo-Pehsari dams upto Tighara dam in order to meet the drinking water 
requirement of Gwalior city for the next 50 years. 
* State's first energy park to be set up in Bhopal, Chief Minister Shri Shivraj Singh Chouhan 
has said that the first Energy Park of the state will be set up in Bhopal. Chief Minister Shri Chou- 
han said that the state government was committed to tapping of sources of alternative energy 
besides energy conservation. He welcomed those investors who are interested in developing non- 
conventional energy sources in the state along with conventional sources. The Chief Minister as- 
sured the investors attending the seminar that the state government will provide all the expected 
facilities to them for establishing renewable energy projects. 
* 550 megawatt wind energy plants to be set up. Three MoUs worth Rs 3300 crore for 
setting up wind energy plants were also signed at the seminar. These agreements have been 
signed by Messrs Sujlan for establishing 300 M.W. plant, Messrs Abeer Infrastructure, New 
Delhi for setting up 150 M.W. plant and D.J. Energy, New Delhi for establishing a 100 mega- 
watt plant. These three plants will be completed by December 2009. 


























Roads in MP Length in Kms. 
National Highways 4722 
State Highways 8036 
Major District Roads 11114 
Village Roads 44233 
Total 68105 
DEMOGRAPHIC INDICATORS 
Area : 308000 sq.kms. 





Population 2001 census: 6.04 crore 





Population Density: 196 (persons per sq.km) 





Sex Ratio (2001 census): 933 (females as per 000 males) 





Urbanisation Ratio: 449% 


Literacy: 64.1% 


Male: 76.8% 


50.3% 








Females : 





anl IMPAC Treature 


62 MOUs worth Rs. 88,018 crore meat at Gwalior Investors Meet 


The asics. of industrial backwardness has started dispelling in 
Madhya Pradesh. In last nine months since the Global Investors’ Meet at 
Indore Memorandum of Understanding (MoU) for investment of about 
Rs. 2.75 lakh crore have been inked. This creditable achievement shows 
that Madhya Pradesh is no longer a backward state. | 

On the second day of the two day Gwalior Investors Meet a total of 
49 MoUs were signed for investment of Rs. 55,877 crore. On the first day 
13 MoUs worth Rs 32,114 crore were signed. Thus, a total of 62 MoUs Ë 
were signed for investment of Rs. 88.018 crore during the two-day meet. 

| Of these, 29 were signed for industrial sector for investment of Rs. 
42,465 crore, one for SADA for investment of Rs. 2,000 crore, 6 in en- 
ergy sector for investment of Rs. 40,340 crore, 19 for food processing for 
investment of 1403 crore, 2 for Information Technology for investment. 
e » 610 crore and 5 MoUs were signed for higher education sector for" | 
inve stment of Rs. 1200 crore. — — 

Of the total MoUs worth Rs. 11 .448 crore were inked for Gwalior: region of which MoUs worth Rs. 10, 476 were for Gwalior division and 
Rs. 5.972 crore for Chambal division. A total investment of Rs. 2862 crore is proposed in Gwalior district. 

. Madhya Pradesh is the ideal destination for investment as there is no any discrimination based on language, caste or region here. Gwalior 
region is now poised for a giant leap. While encouraging the investors and industrialists from outside the Senec would take steps to 
ensured that local ones get all necessary facilities and concessions to thrive. jt 








Vibrant Industrial Base 

38 MoUs worth Rs 73 thousand crore for establishing cement 
plants. As many as 38 MoUs have been signed at the four in- 
vestors' meets on state government's initiative for establishing 
cement factories in Madhya Pradesh. Investment to the tune 
of Rs 73 crore is proposed to be made through these MoUs. It 
may be mentioned that cement production in the state was a 
mere 15..39 million tonnes in the year 2002-03. Due to present 
government's entrepreneur-friendly policy, the production rose 
to 18.90 million tonnes in April 2007. Now, MoUs have been 
signed for expansion of these cement factories following which 
cement production will rise by 10.70 million tonnes yearly. 
Vibrant Economy 

Attractive cityscapes, Good infrastructure, World class shop- 
ping malls, Swinging discotheques, Scintillating golf courses. 
Scenic resorts, Status clubs, Plethora of prompt professional 
services. An increasingly metropolitan mix of populace. 
Widespread IT usage, One the focal points in the country for 
‘testing’ new products and services. An increasingly modern, 
educated, aware and ‘hungry’ middle class. Empowered vil- 
lages. A state in ‘achiever’ mode. "Welcome to the new Mad- 
hya Pradesh". Connectivity to all major cities and industrial 
hubs in the country. 68,000 kms of roads. 5000 kms of rail- 
way lines. Airports. 25 airstrips. Kilometers of concrete roads 
being laid daily. Plans for world class 4000-acre automobile 
testing track. 

A Government that Means Business 

In MP, it is the government drive that is opening up business 
opportunities. It is a government that is not just investor- 
friendly but a government that means business. Remedies 
have been initiated by the government after understanding the 
root causes of various situations. 

Remedies initiated after understanding the needs of busi- 
ness. Clearly, the need of the hour is reforms. And clearly, the 
target of the state is aggressive reforms. For the first time, rev- 
olutionary steps such as drastic downsizing of the government 
have been initiated to transform it into a transparent body. 


There is a reduction in government controls in every sphere. 

Path-breaking policies are the norms of the day In creating 

value, particularly in business, the government is continuous- 

ly striving to do more.There's new business climate it Madhya 

Pradesh. It's a climate of change. 

Skilled Manpower & Education Center 

Industry Advisory Council constituted, comprising the Chief 

Minister, other minister and prominent industry leaders to 

guide industrial development. 

3-tiered committee set up for speedy disposal of investment 

proposals with an apex-level committee headed by the Chief 

Minister. 

Single agency system trough Trade and Investment Facilita- 

tion Corporation (TRAFFIC), a fast track facilitation and es- 

cort service for common application filing pertaining to the 

following departments: 

* Revenue Department 

* Commercial Taxes Department 

* Labour Department 

* Energy Department 

* Housing Environment Department 

* Urban Administration and Development Department 

* Panchayat and Rural Development Department 

* Food and Drug Administration 

Tourist's Delight 

* World heritage sites at Bhimbhetka, Sanchi, and Khajuraho 

* Historical sites like Mandu and Orchha 

* Cultural tourism sites like Mahakaleshwar (Ujjain), Om- 
kareshwar, Amarkantak, Bhojpur and Narmada 

* Eco adventure and wildlife tourism at Bhedaghat, Bandhav- 

garh, Kanha, Pann, Pench and Shivpuri 


New Vistas for Investments | 

* Agriculture and Food Processing 

* IT, Minerials, and Urban Development 
* Power, Transport, Health 
* Medical Tourism and Education 
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With the stock mark ets going nowhere, ULIP schemes 
are struggling. What should you do now? 





bt money 


What to Do 
with Your ULIP 


Your ULIP corpus has taken a hit; but don t get out of it in 
a hurry. We tell you why and how to stay up for the long term. 


NITYA VARADARAJAN 


Prasad are wondering 
whether they ought to 
cash out. 


Not Just Yet 
Should they exit now? Not if the 
stock market has dipped too low for 
them to make a profitable exit. 
Then, there will be the cost of sur- 
rendering the policy—investors have 
to pay a surrender charge to the 
insurance company, which stands at 4- 
8 per cent of the corpus after the third 
year, depending on the plan. For 
investors, this is a steep price to pay. Says J. 
Karthikeyan, a Certified Financial Planner 
and Director, Finerva Financial Solutions: “The 
investor has to pay a surrender charge, and the 
corpus gets reduced to that extent. In some 
cases, the charges are so heavy that the 
investor is left with little gains.” 
Then, investors should also take 
into account the upfront costs that 
they have already incurred on their 
ULIP investments. In the first three 
years, such costs can be as much as 
30 per cent of the invested cor- 
pus. This leaves investors with only 
70 per cent of the corpus for in- 
vestments. For example, if you in- 
vest Rs 1 lakh in ULIPs, your in- 
vestment corpus of Rs 
70,000 (after deducting 
the upfront costs) has to 
grow 12.56 per cent per 
annum for three years to 
come back to the origi- 
































HEN RAJENDRA 
W Prasad, 40, a 
salaried profes- 


sional, bought a ULIP plan from 
a Mumbai-based insurance company 
three years ago, the bull run in the 
stock market was already underway. 
The all-round surge in equity prices 
resulted in the market value of his 
ULIP corpus swelling at a compounded 
annual growth rate of 15 per cent 
over the last three years. But the volatil- 
ity over the last nine months has un- 
nerved Prasad. His corpus has shrunk by 
more than 35 per cent from its peak in 
January 2008, and he is now considering exit- 
ing his uLIp—he thinks he will still 
be able to walk away with some gains overall. 
Like Prasad, many investors are wondering 
what to do with their ULIP investments. The 
big questions on their minds are: What 
will happen if they exit? And should they 
wait till maturity? Consider this: over the 
last one year, investors who bought a 
ULIP with a 100 per cent equity 
scheme saw their corpus dip nearly 2 
per cent on average; those who opted 
for a balanced scheme with 60 per 
cent investment in equities managed 
to eke out a gain of 2.97 per cent on 
average (see How They Fared) 
till September 4, 2008. Over 
the same period, the Sensex 
lost 3.5 per cent. While ULIPs 
as a category did manage to 
do better than the BSE 
Sensex, investors like 


KULDEEP 
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THE EQUITY STORY 


Last year, barring a few, most ULIP equity schemes gave negative returns. 





















































Scheme Latest Nav 3Mths — 6Mths — 1Year  2-Year 
(Rs) . f CAGR 

Birla Life Individual Assure Plan 125 1.76 3.62 11.60 9.62 

Kotak Growth Plan 29.8 -2.95 -3.72 1.80 12.31 

Aviva Easy Life Plus - Unit Linked* 32.04 -0.49  -211 0.24 7.60 

Aviva Life Bond - Unit Linked* 32.04 -0.49 -2.11 0.24 7.60 

Aviva Life Long - Unit Linked* 32.04 -0.49 -211 0.24 7.60 

Aviva Life Saver - Unit Linked* 32.04 -0.49 -2.11 0.24 7.60 

Aviva Young Achiever - Unit Linked* 32.04 -0.49 -2.11 0.24 7.60 

Kotak Aggressive Growth Plan 273 -4.99 -6.96 -1.19 15.44 

Birla Individual Life - Magnifier 21.6 -2.97 -5.88 -1.23 11.24 

ICICI Pru Premier Maximiser (Growth) II Plan 28.3 -3.41 -5.45 -1.94 12.78 

ICICI Pru Life Time Maximiser (Growth) Plan 52 -3.60  -582 -268 11.92 

Aviva Life Bond 5 Growth - Unit Linked* 28.5 -1.47 -4.48 -2.87 10.98 

Aviva Save Guard Growth - Unit Linked* 28.5 -141 -448 -287 10.98 

ICICI Pru LT Pension Il - Growth Fund 29.4 -3.85 -5.79 -3.00 13.43 4 4 

Tata AIG Whole Life Aggressive Growth 11 -2.22  -619  -315 - : 

ICICI Pru Life Time Pension Growth 52 -405 -622 -391 1268 ULIPs are not simple products. 
HDFC Unit Linked Endowment Growth Plan — 60.7 -2.05 -652 -395 11.62 Customers need to decide on 
Bharti Axa Future Confident Grow Money* 12.8 -4.67 -7.19 -4.13 12.42 TEN 1 £ 

Bharti Axa Future Confident || Grow Money* — 12.8 467 -1719 -413 1242 product Suitability first—the 
Bharti Axa Wealth Confident Grow Money* 1228 | 46 -779 -413 14 lund management aspect 
ICICI Pru Smart Kid Flexi Growth II 114  -321 -913 -5.84 - iS secondary 37 

Tata AIG Whole Life Midcap Equity 10.6 -4.71 | -12.68 -12.99 

Schemes with up to 100 per cent in equity; Source: Bajaj Capital; Ranked on a one-year basis; Returns in per cent as Pu neet Nanda, 
on Sept. 4, '08; *NAVs are same as different insurance products of the same life company share a single equity fund CIO, ICICI Prudential Life Insurance 


nal Rs 1 lakh you invested. Besides, other charges, 
such as mortality charges and those for fund manage- 
ment and policy administration, are also dedcuted 
from your corpus. Thus, moving out of a ULP in the first 
five years does not benefit investors at all. 

Financial planners say it could take about 6-7 
years for an investment corpus to equal or exceed the 
sum assured, and that, too, if the stock market gives an 
above-average returns. “It could take as 


long as 13 years for ULIPs to match 

the returns with the costs of a term How They Fared 
> holding | 1-year - 
bined. Beyond 13 years, ULIPs become in equity ros in 76 


plan and equity mutual fund com- ?6holding 








cheaper than the term plan-mutual 


fund combo,” says Harpal Karlcut, 009g 137 
CEO, Canara HSBC Oriental Bank of 60 
Commerce Life Insurance. 40 

You should also know that charges 
vary across different ULIPs: some charge 20 
costs upfront; others tend to stagger the Liquid 


costs over the tenure of the fund. The 


latter will have a higher exit charge if Pure Debt pm 


you surrender it before the stipulated Source: Bajaj Capital 


time frame. Says Puneet Nanda, Chief Investment 
Officer, Prudential icici Life Insurance: “Products that 
do not recover their charges in the early years tend to 
levy them through the plan tenure and impose stiff 
surrender charges till at least 10 years. Likewise, prod- 
ucts offering a capital guarantee have to keep higher sol- 
vency margins and, thus, levy higher charges.” All 
these costs are recovered from investors, if they decide 
to surrender early. 


The Long-only Investor 

ULIPs are products addressed at the 
long-only investor—essentially long- 
term investors. They help create a cor- 
pus, say, for your young children. Says 


231 Karthikeyan: “We recommend ULIPs 


to customers in need of child plans or 
for retirement. Here, the investor has a 
clear goal and is disciplined to meet the 


4 
5.33 
Boon o 269 objective." ULIPs for the short-term can 
| 


prove very expensive for investors— 
and complicated, too. Says Nanda: 
"ULIPS are not simple products. 
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F YOU WISH TO SURRENDER YOUR ULIP POLICY, THINK AGAIN. MOST ULIPs 

come with surrender charges, which vary for different schemes. 
These are levied as a percentage of the corpus you hold. 
Usually, most ULIPs don’t allow you to surrender a policy in the 
first three years. Those that do, come with huge surrender 
charges that can go up to 95 per cent in the first year. 

The surrender charges progressively reduce every year; this 
encourages investors to hold their ULIPs for the long term. For in- 
stance, ICICI Prudential has a surrender charge of 4 per cent in 
the 4th year and 2 per cent in the 5th year. Some ULIP plans levy 
surrender charges up to the 10th year. 

Says Puneet Nanda, CIO, ICICI Prudential Life: “Companies 
that recover their expenses in the initial years tend to levy lower 
charges or no charge from the fifth year, but those that spread the 
expenses through the plan tenure levy higher charges.” 

For investors, usually, it’s expensive to surrender a ULIP in the 
first year. It’s best to wait for 4-5 years to recover your cost. It's bet- 
ter to switch to different savings options, which is free of cost. 






DE OF ULIPs - 


e your ULIP policy work for you. 


ME. 
= 


fA = po^ 
| 3 | 


m It is an effective tool for goal planning. It helps create corpus 
for goals such as child's education, marriage or retirement 


THE OTHER S 


m ULIPs necessarily mandate a compulsory saving as they are 
goal-oriented 


m You can invest in a choice of funds depending on your 
risk profile—equity, balanced, liquid and debt funds 


m Since stock prices are down, the clear USP of ULIPs, as of 
now, is equity-oriented growth fund 


m Debt-oriented ULIP investments take a long time to break 
even on the cost. 


m Make use of the switching option. If the market becomes 
expensive, switch to debt schemes, and vice versa 


m ULIPs can also be customised to suit requirements—one 
can go for additional premium top-ups for enhanced covers 


m Excluding the mortality charges, ULIP investments turn out 
better results than mutual funds but only after 13 years 
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Customers need to decide on product suitability 
first—the fund | management aspect 
(unlike a mutual fund) is secondary." 

Another reason for you to stay invested in a 
ULIP is the fact that the market is cheap now. The 
stock market has already corrected by a big margin 
over the last nine months—the Sensex has shed 
almost 32 per cent from its peak of 21,000 in 
January this year. Experts say that moving out of 
equity immediately after a market downturn, such 
as the current one, is like plugging a hole after the 
water has leaked. Also, the Indian economy is still in 
a growth mode, although there will be short-term 
hiccups along the way. 


Switch It on 

A better alternative to cashing out from a ULIP is to 
use the facility for switching between different 
types of funds. ULIP investors are usually allowed 
about four switches free in a year and up to a total 
of 54 switches, which they rarely use. So, if you think 
that the market is peaking out or if the 
P/E multiple of the Sensex has inched higher, you can 
switch a part of your funds to debt. *Insurance 


In a ULIP it could take 6-7 years for the 
amount invested to equal or exceed 
the sum assured 


companies allow investors the option of being able 
to easily switch from an equity fund to a balanced or 
a liquid fund. Use this prudently,” says Karthikeyan. 
So, if you think that the stock market is going to go 
down further, you can move out of equity and 
into debt. And when the markets have stabilised, you 
can re-enter the fund, perhaps at a lower net asset 
value, and profit from the spread. 

However, investors must use this tool with 
caution. Market-savvy investors do use this, but as 
Nanda points out, it's difficult to regularly time 
the market. ^We seldom find investors moving in 
and out of funds. Mostly, this happens when an 
investor changes his risk profile according to his age." 

As of now, going Prasad's way won't be prudent. 
If you have opted for the debt option, switch a bit of 
your corpus to equity, as the stock markets have 
come off their highs. Remember, the best time to 
move out of your ULIP is when your assets in the plan 
have grown far bigger than your sum assured and the 
total premium you have paid, or when the plan has 
no surrender charges. Such a situation will arise 
only if you have been with your fund long enough 
for it to deliver the promised returns. 
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adidas Gym Jacket, adidas Gym 
Bag, adidas Sipper, adidas Cap and 
adidas Socks (MRP Rs. 4177). 
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Back to the Gilt Floor 


Investors can benefit from rising yields of government securities for 
medium-term gains. MANU KAUSHIK 


OVERNMENT SECURITIES 
(G-secs), or gilts, are 
once again looking 


attractive as an investment 
option. The reason: the yield 
on the 10-year G-sec has nearly 
doubled since July 2004 and is 
currently hovering at 9 per 
cent. But a decent interest 
income isn’t all that gilts of- 
fer; they also hold the promise 
of capital gains if interest rates 
fall, which many analysts say is 
a distinct possibility. Says Sanjay 
Matai, Promoter, The Wealth 
Architects: “Risk-averse 
investors, who do not want to 
park their money for long 
periods in bank fixed deposits 
or National Savings Certificates, 
now have another safe invest- 
ment option in G-secs.” 

Safety of investment is the biggest 
draw for gilts. Says Akhilesh Singh, 
Business Head, Emkay Global 
Financial Services: “Gilts are sovereign 
securities issued by the Reserve Bank 
of India (RBI) and are secure instru- 
ments.” Then, they come in a multi- 
tude of tenures that range from less 


a2 UP IT GOES AGAIN 


Gilt yields are on the rise. 


RAMEN SARKAR 


84 





9.2 


2004 
Figures in per cent are 10-year G-sec yields 
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than a year to 25 years. Investors can 
hold gilts till maturity and get a peri- 
odic coupon payment, and the prin- 
cipal amount on maturity. 


The Rate Effect 


But it's the prospect of capital 
gains that makes investing in gilts 


GILT EDGE 


all the more exciting. Since 
interest rates and G-sec prices 
have an inverse relationship, 
capital gains can accrue to 
the investor if interest rates 
fall and vice versa. 

So, should you be investing 
in gilts now? Says K. 
Ramkumar, Head (Fixed 
Income), Sundaram BNP Paribas 
Mutual: *The right time to in- 
vest in gilts depends on the view 
one takes of the economic sce- 
nario ahead. Interest rates have ` 
gone up significantly over the 
last 2-3 years and may now 
have a negative effect on 
growth. And inflation, which 
soared on the back of rising in- 
ternational crude prices, is ex- 
pected to climb down, as crude 
prices have cooled off sharply. 
This may prompt RBI to review rates 
and trigger rate cuts to provide a 
stimulus to growth." Agrees 
Himanshu Kohli, Founder Partner, 
Client Associates: “Since debt yields 
have gone up, it's a good time to 
look at investments in gilts. If interest 
rates fall, existing bonds will begin to 


Gilt funds' returns have improved over the last one year. 


Scheme Name 


Sahara Gilt Fund-Growth 


Canara Robeco Gilt PGS-Growth 
Templeton India GSF-LTP-Growth 
Escorts Gilt Plan-Growth 


Templeton India GSF-Composite Plan-Growth 
DSP Merrill Lynch G-Sec Fund Plan A Long Duration-(G) 


Birla Sun Life GPRP-Growth 
JM G-Sec Regular Plan-Growth 
PRINCIPAL G-Sec Investment-Growth 





nent Regular Plan-Growth _ 


3years 5 years 





1463 825 5.22 
(SEEN SERE 
1450 800 530 
Dr. TESOL 
1158 704 618 
1118 "E36 426 
bE ILO, 
1016 615 4.62 
ee ESRI 
867 “582 4.57 
PORE ERS : | 
860 744 5.35 
Un pha P< 
aie ma 
780 602 488 
760 507 426 


Figures are annualised returns in per cent as on September 4, 2008 


BUILDING WEALTH 


Post-tax yields on gilt funds with a growth option are better. 
GILT FUNDS 





Dividend Option (Dividend Distribution) 





Tax Rate“ (inc. surcharge & cess) 


22.66% 





14.16% 


22.66% 





Growth Option (Capital Gains Tax) 





22.66% 


33.99% 
Invested amount (Rs) 1,00,000 1,00,000 10000 ` 1,00,000 1,00,000 
Pre-tax yield (assumed) 8.00% 8.00% 8.00% 8.00% 9.00% 
Pre-tax value (Rs) 108,000 108000 —1,08,000 1,08,000 1,09,000 
Assumed inflation rate N/A N/A 6% 6% N/A 
Indexed value (Rs) Sa N/A |»  1,06000 . 1,060000 N/A 
Indexed gain (Rs) N/A N/A 2,000 2,000 N/A 
Tax paid (Rs) Bane 8128 ` ` 1,132.8 -. BA. 453.2 3,059.1 
Post-tax value (Rs) | 106,187.20 — 1,06,867.80 ^ 1,07,546.80 1,07,546.80 1,05,940.90 
Post-tax yield 6.1996 6.87% 7.55% 7.5596 5.94% 


*Under Section 115R(2) of the Income Tax Act Annualised 


trade at a premium, and investors 
can then sell them at a profit. If one 
thinks that interest rates have peaked, 
then one may consider investing in 
medium- to long-term gilts.” 

But what’s the best strategy to 
follow? Market analysts suggest that 
investments in gilts should be made in 
a phased manner as the direction 
that interest rates will take is still not 
clear. Says Kohli: “Investing in stages 
will give investors leeway to make 
fresh investments and average out 
the portfolio if interest rates surge 
going forward. Also, the investment 
strategy should vary for each investor 
depending on his profile. For exam- 
ple, a moderate investor should enter 
gilts systematically over a one-year pe- 
riod and increase his allocation if 
rates harden; he should reduce his ex- 
posure if interest rates soften from 
those levels. On the other hand, 
aggressive investors should look at a 
higher allocation of their debt corpus 
to gilts and can buy products with a 
three-year maturity.” Last year, on 
average, gilts gave 6-7 per cent an- 
nualised returns. 


Ascertain Absolute Returns 

For retail investors, gilt funds are a 
convenient way of investing in gilts. 
Says Ramkumar: “It is difficult to 
invest directly in G-secs due to the 


** With Indexation 


large size of lots traded in the whole- 
sale debt market. In the retail seg- 
ment, volumes are quite low and 
the bid-ask spreads quite wide. The 
absence of liquidity makes it difficult 
to sell the securities in times of need. 
Given the convenience of buying 
and selling G-secs through Mrs, gilt 
funds should be the preferred way of 
investing in G-secs.” Gilt funds have 
generated returns of 7-8 per cent 
over the last one year. 

Individual investors also need to 
know that prices of gilts are guided 
by market sentiment, which, in turn, 
is driven by factors such as demand 
and supply of gilt paper, interest 
rates, foreign exchange movements, 
RBI auctions and government bor- 
rowings, all of which keep changing 
over a length of time. As a result, 
while interest income is guaranteed in 
gilts, the absolute returns in the hands 
of investors are not. Says Matai: 
“Interest rates and G-sec prices have 
an inverse relationship. Therefore, 
if interest rates move up, there will be 
capital depreciation. Depending on 
the rate of increase, the depreciation 
could even be more than the interest 
income, thus, resulting in overall loss. 
Also, gilts with longer tenures are 
volatile, while the ones with shorter 
tenures are stable though they offer 
lower yields.” 





RBI Bond 
Lock-in: 6 years Liquidity: None 
Interest rate; 8% 

Payment frequency: Semi-annually 
Taxation; e Interest taxed 

e No TDS for interest less 

than or equal to Rs 10,000 
Capital appreciation: Principal + interest 
income realised at maturity 
Volatility; None — Investment limit: None 


Lock-in; 15 years 

Liquidity: Withdrawal of up to 5075 of 
the sum allowed after 5 years 

Interest rate; 8% 

Payment frequency; Annual 

Taxation: Benefit available u/s 80C 
Capital appreciation: Principal + income 
realised at maturity 

Volatility: None 

Investment limit: Rs 70,000 per annum 


Gilt Funds 


Lock-in: None 

Liquidity; Daily buying and selling 

Income: Variable income 

Payment frequency; Periodic 

Taxation: e Indexation benefit on growth option 
e Dividend tax at 12.5% 

Capital appreciation; Capital 

appreciation + interest income 

Volatility; Sensitive to interest rate changes 

Investment limit: None 
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Powering Ahead 


The engineering sector is bursting with order flows, notwithstanding the 
economic crunch. Time to add them to your portfolio. CLIFFORD ALVARES 


F THERE WAS A DOUBT 

over whether engi- 

neering companies face 
the prospect of a dip in 
earnings due to the eco- 
nomic slowdown, it’s time 
to cast those uncertainties 
aside. Apart from return- 
ing stellar performances 
in the first quarter of the 
current financial year 
(2008-09), the engineer- 
ing sector, in fact, saw a 
significant increase in the 
size of its order book. This 
promises to keep its mills 
grinding for some time 
more, and its profitability 
on course. 

Little surprise then, the 
sector got a boost lately. 
The BSE Capital Goods 
Index, which lagged the 
Sensex over the last one 
year, has outperformed the 
bellwether since July 1, 
2008. The Capital Goods 
Index returned 26 per cent 
against the Sensex’s 15 per 
cent till August 5, 2008. 

A significant development for 
engineering and capital goods 
companies in the first quarter of 
2008-09 is that the economy has 
not contracted too much just yet. 
Demand for capital goods and en- 
gineering services is still robust 
despite the rising interest costs, 
and companies have not curbed 
their appetite for expansion. 
Order books for the four compa- 
nies mentioned in the story in- 
creased by 45.6 per cent to a com- 
bined Rs 1.74 lakh crore between 
June 2007 and June 2008. 
Another promising development 
for engineering companies is that 
lately, their focus has been on 


RAMEN SARKAR 
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winning new orders with a cost- 
escalation clause. This will pro- 
tect their margins against rising 
input costs in the coming months. 

So, despite spiralling costs, rev- 
enues and profit potential of 


BOOMING ORDER BOOK 


Overall orders increased by 12 per cent in 01. 





wm June 30,2007 me June 30,2008 Figures in Rs crore 


these companies have not 
been affected in the first 
quarter. They have in- 
creased their revenues and 
profits by more than 20 
per cent in the first quarter 
of 2008-09 (see Potential 
Picks). Besides, their 
future earnings potential 
also looks robust, particu- 
larly on the back of their 
strong order books. 

Stocks of engineering 
companies were beaten 
down heavily since the be- 
ginning of the year because 
of concerns over rising in- 
terest rates and the slowing 
growth rate. These con- 
cerns, it is now evident, 
were premature. At cur- 
rent prices, many engi- 
neering companies have 
turned into value buys. 
Here are four that are 
likely to do very well in 
the near future. 


BHEL 


India's largest power 
equipment manufacturer needs no 
introduction to investors. This 
low-cost manufacturer is now ex- 
panding its capacities and mov- 
ing into higher capacity genera- 
tors to cater to the growing de- 
mand from India's power sector. 
Despite its size, the company has 
been clocking growth rates in rev- 
enues and profits of around 30 
per cent per annum. Given its 
huge order book, it's a solid stock 
to buy for the long haul. 


Crompton Greaves 

Another power equipment manu- 
facturer, Crompton Greaves is 
also witnessing strong growth in 
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the overseas market. The com- 
pany produces high technology 
electrical products, essentially for 
power distribution and transmis- 
sion, and operates in three business 
segments—power, industrial sys- 
tems and consumer products. It 
also has a strong list of clients in 
the domestic market. With the 
government’s thrust on the power 
sector, Crompton is set to do well 
in the coming years. 


Larsen & Toubro 

With its entry into new thrust 
areas like ship building, railways, 
aviation, nuclear power and de- 
fence, Larsen & Toubro is 
among the fastest-growing 
Indian engineering companies. 
This will also add to its already 
strong order book position of 
Rs 56,366 crore. With the excep- 
tion of construction, the engi- 
neering and equipment segments 
are all on fifth gear and the com- 
pany has reported an income 
growth of 50.6 per cent in the 
first quarter of 2008-09, com- 
pared to the same quarter last 
year. As India builds new 
plants, L&T, with its strong finan- 
cial muscle, and proven 
execution skills, is a must-have in 
any portfolio. 


Punj Lloyd 

This is a fast-growing player in 
the engineering and construction 
space, particularly in the hydro- 
carbons segment. It builds pipelines 
and storage tankers for the oil 
and gas industry, which is expected 
to grow by leaps in the coming 
years. Over the years, the com- 
pany has scaled up the size of its 
business and has been taking com- 
plex and higher margin projects. 
While the domestic economy is 
pausing for a bit of fresh air, 
there’s earnings visibility for this 
budding engineering company. 
Investors can accumulate this stock 
in their portfolio. 
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POTENTIAL PICKS 








BHARAT HEAVY ELECTRICALS 


Income* 4,620.98 34.32 
Operating Profit* 665.45 28.12 
Net Profit* 384.41 33.06 
P-E 28.58 
EPS ^ 60.6 


52-week High: 2,925 (Nov 7, '07 
Low: 1,325.2 (June 9, 08 


LARSEN & TOUBRO [ 








Income* 1,103.26 50.64 
Operating Profit* 859.19 35.41 
Net Profit* 902.44 33.33 
P-E 33.29 
EPS ^ 18.59 


52-week High: 4,670 (Nov 1, '07 
Low: 2,100 (July 2, '08) 





*|n Rs crore ^ In Rs 


Source: CMIE Prowess 


#ln per cent 








CROMPTON GREAVES 


Income* 1,090.98 20.06 
Operating Profit* 146.2 24.87 
Net Profit* 88.9 29.29 
P-E 28.1 
EPS” 9.11 


52-week High: 454 (Nov 20, '07 
Low: 195.4 (uly 2, 08) 








PUNJ LLOYD 


Income* 1,584.25 119.31 
Operating Profit* 183.29 108.05 
Net Profit* 84.12 296.79 
P-E 33.51 
Psa 8.85 






198.55 
July 1, '08 


92-week High 989.1 (Jan 4, '08 


Low: 183.2 08) 
Figures for the quarter ended June 30, 2008 
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A Matter 








INCE VARIOUS TYPES OF MUTUAL 

funds come with distinct inve- 

stment objectives, as an inve- 
stor, the onus is on you to opt fora 
fund whose objectives best match 
your Own investment needs and 
gives you the kind of returns you 
want from your investment. But 
your decision to opt for either a 
dividend or growth scheme should 
be based on three crucial factors— 
investment horizon, market condi- 
tions and taxes. 

If you are looking at an invest- 
ment horizon of three years or more 
in an equity fund, then you should 
consider the growth option. This 
allows your investment to compound 
over a period of time, thus, improv- 
ing your rate of returns. As divi- 
dends from mutual funds are basi- 
cally a portion of the corpus that is 
returned to you, they do not help 
create wealth over time (unless you 
reinvest the dividend elsewhere). 

However, if you are investing 
for the short term, a dividend 
option is more tax-efficient—divi- 
dends of equity funds are tax-free in 
the hands of investors. On the other 


hand, short-term capital gains are 





of Dividends 


Should you opt for growth or dividends 
from a mutual fund? NITYA VARADARAJAN 


taxed at 15 per cent plus surcharge 
and cess, which works out to 17 
per cent. In an ELSS (equity-linked 
savings scheme), since your invest- 
ment is locked in for three years, 
you could opt for a dividend option 
only if you need the income. 

Also, dividends from equity funds 
are irregular. Fund houses may 
declare dividends depending on the 
market conditions; in a bull market, 
the frequency of dividend payouts 
may rise, while the reverse may hap- 
pen in a bear market. Says Sridhar 
Vetapalem, an independent finan- 
cial planner from Pune: “There are 
no certainties of dividends from a 
mutual fund. In bear markets, they 
may not pay any at all.” 

Debt funds, however, are taxed 
at a different rate. The dividend is 
taxed at 14.12 per cent. The short- 
term capital gains from a debt fund 
is taxed as per the regular income 
tax slabs for individuals while the 
long-term capital gains is taxed at 
11.33 per cent without indexation 
or 22.66 per cent with indexation. 
So, it’s tax-efficient for you to opt 
for the growth option if your 
investment horizon is over a year for 


There are no certainties of 
dividends from a mutual 
fund. In bear markets, 
they may not pay ` 

any at all. 37 

Sridhar Vetapalem, 


Independent Financial 
Planner, Pune 








REAP THE DIVIDENDS 


Ascertain the tax status of the fund 
before opting for dividends. 


Fund Type: Equity 

Dividend: Tax-free 

Capital Gains: 1576 plus surcharge on 
short-term gains 





Fund Type: Debt 

Dividend: Tax-free for the investor, the 
MF pays the tax. Short-term capital gains 
as per income tax slab, but long-term 
capital gains are taxed at 11.33 per cent 
without indexation and 22.66 per cent 
with indexation 








Fund Type: Liquid Plus 

Dividend: Tax-free 

Capital Gains: Short-term capital gains 
are taxed at 14 per cent. Long-term 
capital gains treatment as in debt 


a debt fund. Otherwise, you can 
go for the dividend option if the 
tax rate is less than your slab rate. 
Note that the fund house deducts 
the tax and then gives the dividend. 
Yet, some savvy investors think 
that dividends from equity funds 
are good in a heated bull market. A 
dividend option is a form of profit- 
booking in a mutual fund. A divi- 
end option gives you the disci- 
pline to book your profits. You 
can reinvest the dividends you 
receive in a liquid fund for a short 
term and, perhaps, re-enter when 
the markets cool down. Says Y.S. 
Suresh, Financial Advisor at Bajaj 
Capital: *Investors close to retire- 
ment must opt for dividends from 
an equity fund." 
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NEWS ROUND-UP 


Turning Sweeter? 


Sugar stocks are surging ahead on the back of improved demand. 


HERE SEEMS TO BE SOME GOOD 
| news for investors in sugar 
stocks. Over the next two 
years, a supply constraint and rising 
demand are expected to boost sugar 
prices to about Rs 18-20 per kg. 
This will increase profits of sugar 
manufacturers. Besides, farmers 
have shifted to other cash crops 
due to the lower prices of sugar- 
cane, thus impacting supply. A 
report by Morgan Stanley Research 
says that “the area under sugar- 
cane cultivation is expected to fall 
by around 19 per cent in 2008-09 
leading to our view that the 
domestic sugar balance will move 
into a deficit of 2 million tonnes by 
September 2009”. 

On the other hand, sugar com- 
panies are increasingly shifting their 
focus to new areas in order to 
de-risk their businesses. They are 
now investing in ethanol blending 
and power generation to reduce 
the impact of cyclicality in the sugar 
price movements. This should also 
help improve their profitability. 

. On the flip side, sugar compa- 
nies have been constrained by price 
controls and government inter- 
ventions. And it’s unlikely that the 





**As on Sept. 11, '08 
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BACK IN DEMAND 


The demand-supply scenario will now turn 
in favour of sugar producers. 


26.4 
24.5 
2005-06 2006-07 2007-08(E) 2008-09(E) 2009-10(E) 


Production MiDemand Figures in million tonnes 
E: Estimates Source: Centrum Research 
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government will allow prices to 
shoot up beyond Rs 20 per kg—it 
has a buffer of sugar stocks, from 
which it can release additional 
sugar to control prices. Besides, 
the sugarcane procurement price 
has always been a bone of con- 
tention for sugar companies. 
Recently, the Supreme Court came 
to the rescue of sugar mills in Uttar 
Pradesh when it fixed the pro- 
curement price of sugarcane at 
Rs 110 per quintal, overturning 
the Rs 125 per quintal price fixed 
by the state government. 

While sugar stocks initially 
reacted positively to the news, 
they have been largely stable over 


UPWARD, AHOY! 


Stocks of most sugar companies have surged. 
Company MarketCap Closing Price Gain 
(Rs crore)** (Rs)**  (%)* 
Shree Renuka Sugars 3,232.91 117.15 119.4 
Bajaj Hindusthan 2,302.11 162.80 20.01 
Triveni Engineering & Industries 2,300.29 89.20 9.19 
Balrampur Chini Mills 2,312.40 90.50 43.03 
E I D-Parry (India) 1,961.68 219.90 ^ 50.96 
Bannari Amman Sugars 974.43 85180 35.31 
Sakthi Sugars 327.06 104.25 38.8 
Dhampur Sugar Mills 275.13 92.00 -0.66 
KC P Sugar & Industries 236.97 20.90 19.09 
Ugar Sugar Works 202.95 2255 87653 


*Between Sept. 12, '07 and Sept. 11, ‘08 


the last month. But over the last 
one year, sugar stocks have per- 
formed well on the bourses. 
The top five companies in the 
sugar space saw their stock prices 
rise 47 per cent in the year to 
September 5, 2008. 

The sugar industry is highly 
cyclical and usually has a two-year 
up and down cycle. Besides, it is 
also seasonal as the crushing com- 
mences in October, depending on 
cane availability, and continues 
till April-May. The current turn- 
around in the sugar cycle has just 
begun, which bodes well for the 
sugar stocks. But investors must 
tread with caution while selecting 
individual stocks. 

Sugar companies have expanded 
their capacities over the last two 
years, which can increase their de- 
preciation costs, and, thus, hurt 
profitability. Besides, most sugar 
stocks have run up in anticipation of 
an increase in sugar prices. Says 
Vikram Suryavanshi, Research 
Analyst, Karvy Stock Broking: 
*Sugar stocks have already risen. 
This time around, costs have 
increased as the companies have 
expanded their capacities." 

Though there are many positive 
cues for the sector, its profitability 
this year is likely to be less spec- 
tacular compared to 2005-06, 
when a rally in sugar prices helped 
drive up sugar stocks. Those com- 
panies that have diversified into 
other areas such as ethanol blend- 
ing and power generation and 
those that have a strict control 
over their costs may be better 
placed to ride out the cyclical 
swings in sugar prices. 

For now, sugar prices should 
remain firm over the medium- 
term, but sugar stocks may not 
reflect the same buoyancy. 

CLIFFORD ALVARES 


The See-sawing Investor 


A new study reveals the impact of volatility on investor behaviour in India. 


OW DO INDIVIDUALS BEHAVE 
H when they are confronted 

with volatility in the mar- 
ket? They behave according to their 
financial personality. For example, 
a person may be emotionally com- 
fortable with volatility, while an- 
other may not be comfortable with 
it at all. This is among the many 
findings of a survey, Breaking the 
Mould: A Question of Personality, 
by Barclays Wealth in co-operation 
with the Economist Intelligent Unit. 
The survey says that as investors 
react to volatility in different ways, 
it’s critical these days to understand 
financial behaviour. 

It also says that individuals get 
pre-occupied with the performance 
of individual investments, rather 
than that of their overall portfolio. 
Individuals examine the perform- 
ance of single stocks more regu- 
larly—and more than half of the 
respondents monitor their portfolio 
on a regular or daily basis. A focus 
on specific assets makes investors 
take decisions that makes sense for 
that stock, but those may not be 
rational for the overall portfolio. 
Says Satya Bansal, Chief Executive, 
Barclays Wealth India: “The fre- 
quency of monitoring also depends 
on one’s personality. Investors who 
are composed don’t get carried 
away by market volatility.” 

The survey also notes that in 
times of volatility, individuals in- 
crease their allocation to cash, but 
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their attitude to risk still remains 
the same. The survey mentions that 
42 per cent of respondents plan to 
increase their allocation to cash at 
such times. Experts warn that this is 
not the most beneficial thing in the 
long run. 

The report also says that in times 
of volatility, investors seek absolute 
returns and many are being in- 
creasingly drawn to absolute return 
funds. These funds generally aim 
to provide a positive return re- 
gardless of the performance of the 
financial markets. Investors who 


THE INVESTOR'S MIND 






monitor their portfolios regularly 
have a stronger market return focus. 

In India, there aren't too many 
absolute return funds, apart from a 
few arbitrage funds. Says Bansal: 
"Absolute return funds are strategic 
in times of volatility. May be in- 
vestors can use their offshore in- 
vestment limits to invest in absolute 
return funds." Also, Indian investors 
are warming up to overseas invest- 
ing. The report says that despite a 
strong “home bias", 33 per cent of 
investors in India are to invest in 
overseas stocks. 

As far as property goes, 
48 per cent investors in India plan 
to increase their asset allocation 
and 47 per cent plan to increase it in 
commodities against 37 per cent 
from the Organisation for Economic 
Co-operation and Development. 
Property remains an attractive in- 
vestment option in India, unlike in 
most developed markets. 

Besides, Indian investors are 
more comfortable with private 
equity investing, which they un- 
derstand. Says Bansal: “Since many 
investors have family-owned busi- 
nesses, they look at private in- 
vestments not as a financial in- 
vestment, but as a business." While 
investors react to volatility in dif- 
ferent ways, the survey adds, in- 
vestors need to be careful to avoid 
hasty reactions that may prove 
counter-productive to long- 
term performance. 8i 








m Investors see m More than 41 per min rsfocuson E Hoesa m investing in 
ely as an cent of individuals M the ance of Keine rugi remains an 
opportunity to monitor iisa individual instru- are considering attractive option for 
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the whole portfolio. 
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Thomas H. Davenport, Professor of Information Technology and Management at Babson College, Massachusetts, US 


Analysing Analyti 
Analytics empower organisations to stay one step ahead, to 
out-think and out-execute the competition. TEJASWI SHEKHAWAT 


NFORMATION AND DATA ARE 
the lifelines of businesses in a 
globalised economy. But 
merely having access to these 
won't be of much use. Rather, 
it is the intelligent interpretation and 
application of available data to drive 
decisions and actions that will help 
businesses to compete successfully 
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and thrive in a world where intense 
competition co-exists with huge 
growth opportunities. Thomas H. 
Davenport, Professor of Information 
Technology and Management at 
Babson College, Wellesley in 
Massachusetts, US, sought to bring 
home these facts before India Inc. 
while speaking on “Analytics—The 





New Science of Winning" at a semi- 
nar in Bangalore, organised by 
Harvard Business Review-South Asia 
in association with Genpact. À cross- 
section of people from research and 
analytics and CEOs from various com- 
panies attended the event. 
Davenport said effective data 
management has become a key 


function for organisations across 
the globe—companies today are 
tracking consumer behaviour and 
preference patterns, demography, 
economic status, health, etc. to align 
their business structures with target 
or potential consumers. 

“Analytics now is the meanest 
weapon in the corporate quiver. Data 
analytics can empower an organisa- 
tion with crucial information and 
enable it to anticipate upcoming 
business roadblocks by revealing hid- 
den trends and capturing key in- 
sights, on which the management 
can base strategic plans and opera- 
tional policies,” he said. 

Indeed, analytics is playing a 
pivotal role across all sectors: it is a 
handy tool in retail for learning the 
behavioral patterns of buyers; it is 
used in the manufacturing sector 
for better supply chain manage- 
ment; it creates better user inter- 
face in dotcoms and is used by the 
pharmaceutical industry for deal- 
ing with the drug discovery process. 

While skilled manpower has al- 
ways been India’s forte, business an- 
alytics has offered India a chance to 
move out of labour arbitrage and 
migrate to the higher, logical and 
sustainable end of the value chain of 
knowledge activities, Davenport said. 

India accounted for one-third 
of the total $17-billion (Rs 74,800 
crore) global market for analytics 
last year. Seeing the vast growth op- 
portunity, companies such as 
American Express, Citibank, 
Prudential Insurance, Accenture and 
many others have outsourced a con- 
siderable part of their analytics to 
centres in India. There are a number 
of established third-party service 


Lapping it up: T 


providers in the country such as 
OfficeTiger, EvalueServe, WMS and 
EXL that are offering high-end ana- 
lytics services to customers across 
various industries like retail, telecom- 
munications and healthcare. 

Analytics, which uses a wide ar- 
ray of quantitative techniques to 
analyse information, generate in- 
sight and optimise process, is emerg- 
ing as one of the last remaining 
forms of sustainable competitive dif- 
ferentiation. However, Davenport 
rued the fact that many businesses 
had yet to learn to compete using 
analytics. “There is no dearth of 
data. Companies have been sitting 
on piles of information not knowing 
what to do with it. It’s very impor- 
tant that the top managements un- 
derstand the importance of analytics 
for successful and sustainable 
growth,” he said. 

Rounding off his presentation, 
Davenport mentioned that “lever- 





aging the power of business ana- 
lytics requires the right focus, the 
right people, the right technol- 
ogy, the right culture, and most 
importantly, the active commit- 
ment of the executive manage- 
ment to make business analytics 
an integral part of operating and 
competing." Addressing the semi- 
nar, Pankaj Kulshreshtha, Senior 
Vice President & Head of Global 
Analytics Services, Genpact, 
stressed the importance of analyt 
ics—the science of data analysis— 
not just for his company but the 
industry as a whole. Genpact, he 
said, has been helping its global 
clients design customer strategy 
and process models using data 
driven insights to help them grow 
globally; it alone carries out more 
than 700 portfolio analyses, con- 
ducts more than 2,000 marketing 
campaigns and generates 10,000- 
plus reports every month. m 


"Analytics now is the meanest weapon in the corporate 
quiver. Data analytics can empower an organisation with crucial 
information and enable it to anticipate upcoming business roadblocks 
by revealing hidden trends and capturing key insights, on which the 
management can base strategic plans and operational policies." 


OCTOBER 5 2008 BUSINESS TODA 153 









2 
F 
1 


f there is any dogma that West Bengal Chief Minister 
Buddhadeb Bhattacharjee subscribes to, it is the need 
to rapidly industrialize the state. Eminent economist 


Amartya Sen supports ; him with his analytic powers. West š 


Bengal is racing to be an industrial giant. 


The state has witnessed a massive evolution in different a 
spheres of industrial growth. Tatas, Birlas, Bharti, Ambanis, 3 
Skills to cope with cutting-edge technology in corporate. 3 


RPG and Wipro are the major players in this success story. 
Infosys should not be far behind. West Bengal has also proved 


itself to be an attractive investment destination recently for 


Italy, Israel and severe other foreign countries. - 


OPPORTUNITIES GALORE 


West Bengal is the jewel in the crown. of eastern. India. Its - 
Fast and E 
estn pent — 


Geographical position makes it a natural g Jc jew 1 t 
Southeast Asia. It was the second largesi recipient at ofin 
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of talent. It has a skilled work force that can meet t the 
requirements of traditional industries as well as the expanding 2 
needs of emerging industries such as IT,ITeS, Bio-Tech and - 
non-conventional energy. The educational infrastructure is | 
- fast developing. The IIT at Kharagpur turns out graduates ; 
Who are highly rated in advanced countries like the US. The. 


Indian Institute Of Management: at Joka produces management 3 


The English. speaking engineers contribute largely. to West | 


Bengal's knowledge industry. The state aims to be one of the | 


three top Indian states in IT by 2010 and contribute about m 
20 pc of the national I IT revenue. = | qj! 


INFRASTRUCTURE BEDROCK - = 
The industrial ameet of: any $ state z e s momentum if 
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Aiue a olkata, the capital of West Bengal is a city that offers truly unmatched pleasures. 


P hf ol 







» 
et, Ne Taree 


SN ED i Ce Seek especially if you visit for business and wish to add a dash of pleasure. 
dito Kolkata has a vibrant business and corporate community. A host of ongoing projects 
that make it the place to do business. While you are here you get some of the best five 


DA NR star accommodation, convention halls, and gorgeous restaurant facilities. At he enc 


eis. of the business day get hold of the exciting night life in Kolkata - the bars and pubs. 
T the cafes, the discotheques and the nightclubs, the theatres and multiplexes, the ar! 
| galleries, the gentlemen's clubs and shopping mails. 


And when work gets over spend a day or two exploring Kolkata’s incredible heritage - 
the Maidan, Fort William, Eden Gardens, Victoria Memorial, Belur Math, Kali 


ER + 7 1 SBE E: = 
Beautiful Bengal 
www.wbtourism.com 





Temple, Botanical Gardens, Mother Teresa's homes, the Golf course, the Tur! 
Club, the cruise on the Hooghly River. lí there's enough time, take a quick trip to 


Tourism Department, Govt. of West al | | 
Visit "— S jor further pcr delightful places around Kolkata like Digha, Bishnupur, Shantiniketan and many more 


Call +91-33-2248 8271/5168, 2243 7260 Put Kolkata on the priority section of your Business Organizer. You'll never regret it. 
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ENGINEERING BACKUP 
Why is West Bengal ideal? | 
Traditional industry with skilled work force & leading players. 
>» Abundance of electricity 
Good Connectivity-ports, roads and telecom infrastructure 
* Availability of raw materials. 


LIGHT, MORE LIGHT 

West Bengal has been a pioneer in power development over the 
years. NASSCOM-gartner rated the state's power infrastructure 
as the best in the country. The installed capacity is 7616 MW(?), 
a further capacity of 2400 W is under implementation. The state 
has the lowest power tariffs in India and offers an attractive 
utility infrastructure for entrepreneurs. 


PLAYING HOST IN STYLE 

Industrial resurgence in West Bengal has increased business 
travel to and from the city of Kolkata . It boasts six excellent 
five-star and four four-star hotels. To attract tourists to tourism 
spots, a number of comfortable and yet budget style lodges have 
been set up across the state. 


REALTY BOOMS 

West Bengal has witnessed an upsurge in real estate business 
and is humming with building activity. The government has 
shown special interest in developing new townships to meet 
the increasing demand in the urban housing sector. | : ight Joint 
Venture companies have been set up to fuel gfowth. = 











GOING IT- SAVVY 
















wth Rate of 88 pc between 1996-97 and 200 
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E E A State government’s special involvement in the grov 
The IT sector in the state grew at a Compou RA i | 
| (stands out. 


ke y s COUR CT A 


À CTreature 


stepped up to... in 2003-07. The state government’ S aggressive | 
literacy program and collaboration with some of the top IT 
training organizations have contributed to the development. So 
has the IT incentives policy of 2004. At present, there are more 


than 213 IT Companies in West Bengal employing over 32,000 


people. 

The government aims to set up a statewide delivery 
backbone to support e'governance, e-commerce and distance 
education. 


RETAIL MODERNISES 
The retail Market in west Bengal has boomed owing to: 

The huge market in Eastern and North-Eastern India. 

Ever growing per capita income of the state 

Growing urbanization | 
' Good connectivity 
No wonder, global retail giants like Wal-Mart and others have 
shown interest in opening outlets in the state Pantaloons of 
India are already here. Very recently, Reliance has proposed to 
set up a retail chain in agro products in West Bengal at an initial 
investmentof Rs. 2 billion. 


MONEY MATTERS | 

In West Bengal, there are as many as 29 commercial banks. 

Three nationalized banks have headquarters in Kolkata-United 

Bank Of India, United Commercial Bank of India and Allahabad 

Bank. E-banking has caught on streamlining operations. Other 

financial institutions are coming up apace. | 
The list of sunrise industries is impressively lc ig. T 
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Tata Motors 
Mahabharat Motorcycles »: 
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oe, Look East. And, for good reason. 
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Electrosteel Castings Robust Infrastructure... Surplus Power... Political Stability.. 
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Bhusan Steel 
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Superior Telecom and Broadband Connectivity.. 
Cognizant Technology Solutions 





Social Amity... Skilled Manpower... Attractive Fiscal Incentives.. 


have combined to put the state's economy on top drive. 


Facilitating all this is West Bengal Industrial Development Corporation. 
The nodal agency that's got its ear to the ground, 


ready to provide every kind of support the investor needs. 


when are you coming? 


WEST BENGAL INDUSTRIAL DEVELOPMENT CORPORATION LTD. 
Making things happens 





5 Council House Street | Kolkata 700 001 | India | Phone +91 33 2210 5361-65 
Facsimile +91 33 2248 3737 | email wbidc(Qvsnl.com | www.wbidc.com 





est Bengal, today, has around 500 IT & ITeS companies 

including both STPI registered & non-registered 

employing more than sixty thousand professional with 
export touching one billion US $ Mark. During the period 1999-2000 
and 2005-06, the state has witnessed a growth of 17 times, unmatched 
by any other State in the country. Also during the year 2007-2008, 
West Bengal has registered growth of 45% against national average 
of 29%. The growth of West Bengal has also come to the notice of 
NeoIT — one of the top global consultants of US in their recent survey 
has declared Kolkata emerging as the third most attractive destination 
by 2010. Tholon Inc. survey also predicts Kolkata as an emerging top 
Tier II city for IT and ITeS sector. 

West Bengal is well poised in key enablers like talent pool, 
cost of operation, investors support infrastructure and industry 
friendly policy. The best academic institutes in the country like IIT 
Kharagpore, Calcutta University, IIM Kolkata, ISI Kolkata, Jadavpur 
University, Bengal Engineering & Science University, Presidency and 
St. Xavier's College are situated in the state. Also West Bengal spends 
highest per capita expenditure on education in the country. Regarding 
infrastructure, the state's standing is in the top most category. 
Consider some basic infrastructures like power, transport, electricity 
law and order etc. regarding transport, Kolkata is now providing best 
infrastructure among the Metro cities. One can è P Re ja hat, next 
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| lE to Soccer Mania, from golfing Greens to y ie 
| racing to Street Cricket. 
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IT Hub after Salt Lake within 
10 min. from the Airport. 
The next 10 min. drive will 
reach him to Sector -V of Salt 
Lake. Records of National 
Crime Bureau, amply justify 
that Kolkata is the safest in 
the Metro cities in India. It 
is a very crucial factor in the | 
IT Sector where people have to work in wee hours of night. 

Bengal's cost competitiveness is the best in the country. Also atti 
rate stands lowest in the country. All these enablers have placed 
Bengal as the ultimate IT destination in the country. 

West Bengal is advancing rapidly in the B.P.O sector. How 
West Bengal wants to develop IT also in the high-end area. We 
West Bengal to be the destination of advanced I .T companies. We 
considered providing thrust in three key areas. These areas are ` 
Industry, Wireless Technology, Multimedia & Animation. 

Though our growth rate is highest in comparison to the 
advance state, we need more speed to achieve our goal. Unlike 
states, the growth rate of our state did not decrease in the r 
slowdown in IT. We are trying to speed up the growth by openin 
avenues and high-end areas. 





Dr.Debesh Das (Minister-In-Ch: 
Dept. IT Govt of West Bengal 
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Bengal is famous for fish...Soon it will be famous for chips 


Another First from Bengal - India Design Centre. This Green Facility conforming to international standard 
Very soon, India will have the first ever Semiconductor Design being set up by Webel and Infinity Infotech Parks Ltd 
Hub, “India Design Centre” in Kolkata, West Bengal. PPP model, in the Salt Lake Electronics Complex, Secto 


: ie f the citys IT hub and will be operational by 2009 
The Centre will have world class facility to cover the entire 9 | | 


VLSI design spectrum in one integrated building, including This 2.6 lacs sq.ft. “one-stop-VLSI-shop” will provid 
an incubation centre, specialised training facilities and of-the-art wired workspace for the Semiconductor comp 
commercial space for various companies. opting for West Bengal as their destination for future opi 
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f; Department of Information Technology | 
ADV ANA AGE 
Government of West Bengal Wehel 


DESTINATIONP»KOLKATA 


www.itwb.org www.webel-india.com 
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MAKING A MERGER WORK 


Lost in lransition? 


Mergers and acquisitions have become a way of life for India Inc. 
Here's a low-down on what's there for you in an M&A. MANU KAUSHIK 


m In October last year, when a 
consortium of three international 
banking giants clinched the takeover 
of another global banking behemoth, 
it was billed as Europe’s biggest 
banking deal ever. However, the 
news didn’t go down well with the 
top brass of the Indian arm of the ac- 
quired company. In July this year, in 
the midst of a major restructuring, 
four senior executives—including 
the country head, an executive 
director, and a vertical head—tre- 
signed and joined a rival private 
bank. While they tagged their move 
as career-oriented decisions, industry 
experts reckon that they were 
flustered by their changed roles in the 
post-merger set-up. 


m When the Gurgaon-based Sona 
Group acquired the precision forging 
business of German steel maker 
ThyssenKrupp in January 2008, the 
takeover didn’t come easy for Sona 
Chairman Surinder Kapur. 
ThyssenKrupp had a unionised 
workforce that resisted the takeover. 
Its concern: job security. Kapur, for 
his part, decided to proactively re- 
solve the issue. He communicated to 
the union that the idea of acquisition 
was to expand Sona’s footprint 
globally and for that, the company 
needed all the existing employees 
working with ThyssenKrupp. Kapur 
also formed a special group to 
analyse the production process, 
cultural differences and employees’ 
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e Wait for a clear communica- 
tion from the new management 


e Be proactive and ask about 
your role in the new 
organisation 


e Be open to the new structure 
that has been designed in line 
with the new business 
requirements 


e Take a long-term view on 
every change. Adapt to 
cultural changes 


e Go in for training and 
assessment. It is an important 
change management tool and 
ensures smooth integration 


performance at ThyssenKrupp for 
the next six months before taking a 
call on restructuring the organisa- 
tional structure. 


LEARLY, WHILE MOST M&AS 
( have a perfect business ra- 

tionale, at least in theory, 
the single-most important factor 
contributing to their success is the 
attention that managements pay to 
their most prized asset—the talent 
pool. And if you think the issue is 
restricted to Job security, think 
again. Changes in designations, ca- 
reer paths, working in new depart- 
ments and the fear of working with 


new teams are major concerns that 
can make or break the post-merger 
integration process. “Mergers and 
acquisitions are not just about bal- 
ance sheets, cash flows and mar- 
keting synergies; they are about 
people making the synergies real," 
says N.S. Rajan, Partner (Human 
Capital), Ernst & Young. 


Talent is Key 

[n these times of a talent crunch, 
retention of key people is the top- 
most priority. And the process is 
smoother in some sectors than in 
others. Says Madhavi Lall, 
Regional Head (Human Resources, 
[India & South Asia), Standard 
Chartered Bank: “M&As in the 
banking, financial services and in- 
surance (BFSI) sector have become 
business as usual. And resistance 
from employees during such tran- 
sitions has almost become a thing 
of the past. Today, any M&A in 
the BFSI sector provides excellent 
growth opportunities to employees 
at all levels." 

Standard Chartered Bank ac- 
quired the private banking busi- 
ness of American Express Bank in 
March 2008. Even before it com- 
pleted the acquisition, it put mul- 
tiple measures in place to ensure 
smooth integration. “Since we are 
growing at such a furious pace, all 
the Amex Bank employees (num- 
bering 700) were absorbed," Lall 
says. From March onwards, HR 


“An employee has the right to know about _ 
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issues such as rewards harmoni- 
sation, compensation and benefits 
integration, job grades and 
appraisal harmonisation, and 
training programmes are being 
addressed in a phased manner. 
Amtek Auto, which has com- 
pleted more than 13 overseas 
acquisitions, offers the other side 
of the story. Says Rajesh Soni, 
Vice President (Group HR), 
Amtek Auto: *At Amtek, we 
have a special task force that 
deals with issues related to HR 
at the time of acquisitions. This 
team is headed by a Global CEO 
and senior people from HR." 
Last year, Amtek Auto 
acquired the UK-based Triplex- 
Ketlon Group, an automotive pre- 
cision machining company. The 
task force, subsequently, made 
sure that it communicated to all 
employees that a successful merger 
would offer growth prospects for 


PRABHAKAR RAO 
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"While it was not possible to 
satisfy everyone, sufficient 
care was taken to plan roles" 


P.B. Nageshwar 
Head (HR), Jones Lang LaSalle Meghraj 
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“Many M&As have not fulfilled their objectives because of HR-related issues” 
A.V.K. Mohan (seated, centre), Group President (Global HR), Spice Corp. 


every employee in the new com- 
bined company. Since every ac- 
quired company has different cul- 
tural values, Amtek also went into 
the nitty-gritty of cultural issues 
that emerge during the early days 
of an acquisition because that is 
the time when most people show 
maximum resistance. 


Tricky Twosome 

What happens when a merged 
entity is left with two marketing 
managers or two sales heads? A 
case in point is the Alcatel-Lucent 
merger. During the merger, the 
smooth settlement of HR issues 
was on top of the agenda for 
both companies. They decided 
to deal with both pre-merger and 
post-merger integration issues by 
holding a series of meetings 
between the top HR executi 

at the two companies. Issues such 
as salaries and benefits, desig 


__his changed role in the new organisation” 
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tions, and other sensitive structural 
matters were discussed thoroughly. 
Everything was planned around 
the Day 1—December 1, 2006— 
the day when the merger would 
become effective. Says Ronald 
D’Souza, HR Head, Alcatel-Lucent 
India: “We knew that on Day 1, 
the company would have two sen- 
ior executives heading the same 
function. So, we decided that the 
best man would continue to hold 
the designation and the other one 
would be either given similar 
options in regions such as China or 
Singapore or be asked to sit back 
for sometime before we found the 
right opportunity for him/her.” 
And this is what exactly hap- 
pened after the merger. The com- 
pany also made it clear that it did 
not have solutions to every problem; 
so those who had major problems 
adjusting to the post-merger situa- 
tion were given time to move on. 
Smart planning followed the 
initial communication. Before the 
merger, Alcatel was a major GSM 
player and Lucent a prominent 
CMDA player. “In order to retain 
the best human capital with us, the 
company tried to impart specific 
skills to employees on the best tech- 
nologies of both the merged com- 
panies so that they could work on 
projects efficiently,” says D’Souza. 


Getting the Point Across 

In an M&A scenario, there is nothing 
called enough communication. Says 
P.B. Nageshwar, Head (Human 
Resources), Jones Lang LaSalle 
Meghraj: “When we decided to go 
for a merger, employees were anx- 
ious about their future. While it 
was not possible to satisfy every- 
one, sufficient care was taken—by 
way of adopting a scientific, studied 
approach—to plan roles for them in 
line with the new environment and 
the aspirations of individuals.” Jones 
Lang LaSalle merged with Trammell 
Crow Meghraj in 2007. The com- 
pany tried to take the critical talent 
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“To retain the best talent, the company tried to impart 
specific skills to employees on the best technologies 


of both the merged entities” 


Ronald D'Souza, HR Head, Alcatel-Lucent India 


pool into confidence before, during 
and after the merger. 

Agrees A.V.K. Mohan, Group 
President (Global HR), Spice Corp.: 
“Many M&as have not fulfilled their 
objectives because senior manage- 
ments failed to pay sufficient 
attention to the many human re- 
source issues involved.” Mohan was 
part of the Spice team when Idea 
Cellular acquired a controlling stake 
in Spice Telecom’s Karnataka and 
Punjab circles. He was also the 
Corporate Head (HR) with Digital 
GlobalSoft when HP acquired Digital 
GlobalSoft in 2003. What’s criti- 
cal is that “good managers spend 
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“We have a special task | 
force to deal with the HR 
issues at the time of 
acquisitions” 


Rajesh Soni 
VP (Group HR), Amtek Auto 





around 50-60 per cent of their time 
communicating with employees,” 
says Mohan. 


The Road Ahead 


A takeover is the time when man- 
agers often ask: am I likely to be 
needed? This is because uncertainty 
starts building up in the midst of 
such a change. What should then be 
the mantra for managers of com- 
panies in the midst of M&As? 

“Employees should understand 
that they can’t change the way man- 
agements go about restructuring 
the new, merged company. It is ad- 
visable for them to wait for the 
communication to happen and en- 
sure that the net outcome is bene- 
ficial for them,” says Rajan of Ernst 
& Young. 

In case it’s not, then making a 
move is certainly the only option 
one has. As an employee, you surely 
have the right to know about 
your role and designation in the 
new organisation. 

A word of caution, however, 
before you decide on your next 
step. If someone has invested a 
large part of his career in a com- 
pany, then departing in a hurry on 
the back of changes in the com- 
pensation or appraisal structures 
can be detrimental to one’s career. 

“One should take a long-term 
view on every change and see the 
pros and cons of that change,” Rajan 
adds. The stakes, after all, are equally 
high for companies in these times of 
a major global talent shortage. 8 


uwviNnx3fívy 


ITs lesting the New Waters 


Demand for software testing professional is soaring. 


HE APPARENT DOWNTURN IN THE IT 

sector has left one segment 
untouched: software testing services. 
According to industry estimates, test- 
Ing services will grow at more than 
50 per cent per annum at present 
and also, over the next couple of 
years. This rapid growth has trans- 
lated into a rise in demand for soft- 
ware testing services professionals 
across the levels. 

Says Makarand Teje, CEO, 
AppLabs, a software testing services 
company: “Global testing services 
delivered out of India will come to 
about $2-3 billion (Rs 8,600-12,900 
crore) in 2008-09. According to 
industry estimates, it will grow four- 
fold by another 3-4 years.” 

AppLabs has 1,600 employees in 
India, spread across three sites in 
Hyderabad. The company is looking 
at ramping up its workforce by 500 
during the year ending March 2009. 

“The slowdown in unlikely to 
impact testing services because testing 
solutions are being done for sectors 
across industry— including retail and 
BFSI, among others,” says Kris 
Lakshmikanth, founder CEO and 
Managing Director, The Head 
Hunters India. 

The job of a software testing pro- 
fessional is to verify and validate that 
the application being developed is 





AppLabs’ Teje: No slowdown woes for 
the software testing industry 


functioning as per specifications. Sai 
Chintala, Vice President for Testing 
Services at AppLabs, explains: 
“Software testing is the process used 
to measure the quality of computer 
software that’s built against a set of 
requirements.” Testing can also in- 
volve development because one needs 
to build tools to automate the testing. 
If you are looking for an edge in a 
testing services career, it will pay to 
hone your soft-skills. Says Teje: “A 
tester’s job is to think and write as 
many scenarios as possible. Analytical 
ability and aptitude is important.” 
Professionals with sales backgrounds 
and technical delivery backgrounds are 
much sought after as they are suited 

for client management roles. 
SAUMYA BHATTACHARYA 





WHO'S HIRING: 

Software services companies such 
as Infosys Technologies and 
Wipro Technologies and, testing 
services companies like Applabs 
and Aztek, among others. 


WHO'RE THEY HIRING: 
Engineering graduates at the entry 
level, engineering graduates with 
exposure to domains like retail, 
insurance and auto for 

lateral hiring. 


AT WHAT LEVELS: 

Associate Software Engineers, 
Software Engineers, Senior 
Software Engineers (3-5 years of 
work experience), Team Leads 
(over 6 years work experience), 
and Test Process Consultants (10 
or more years of work experience). 


AT WHAT SALARIES: 

Entry level salaries range from 

Rs 2-4.5 lakh per annum. Testing 
professionals with more than two 
years of experience command 

Rs 4-6 lakh p.a. The compensa- 
tion grows with experience. The 
compensation package for Vice 
President and Industry 

Specialist is in the range of 

Rs 25-40 lakh per annum. 


WHAT ARE THE NUMBERS LIKE: 
Industry estimates put the 
requirement for testing services 
professionals in India at around 
25,000 in 2008 alone. This 
demand is expected to grow over 
the next few years. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Kassa Finvest (P) Ltd, Back Office- 
Head, Delhi, 7 - 8 years, Job ID: 
5993342 

Required a candidate with 8 yrs of exp as back 
office broking house, strong knowledge on 
Shilpi Software is must. Knowledge on MIS, 
Payin & Pay out, Web Postings. Should be able 
to handle team of 5-6 executives. 

People Asset, General Manager - Civil 
& Structural Design, Gurgaon, 15 - 20 
years, Job ID: 6023551 

General Manager — Civil & Structural Design 
will be responsible for driving over-all 
operational activities of the BU — such as 
preparation of design basis/design project 
reports, catrying out calculations/ reports/ 
design basis, etc. 


Speck SpatialTech Ltd, Head QMG, 
Hyderabad, 12 - 15 Years, Job ID: 
6096401 

Duties: Handling Quality Activities. 
Maintaining QMS documentation, 
coordinating with auditors, Inspection 
activities. 

Chemplast Sanmar Limited, Head - 
Technical Services, Cuddalore, 10 - 15 
Years, Job ID: 6095911 

Candidate should possess a BE Degree in 
Chemical. He will be responsible for 
optimization of day to day operations, 
developing P & ID focusing on Enetgy 
reduction and more. 

Mangalayatan University, General 
Manager, Aligarh, 8 - 10 Years, Job ID: 
6099544 

Establish & head, corporate relations cell of 
the University in all major cities i.e. Delhi, 
Mumbai, Bangalore, Chennai, Hyderabad etc. 
Placements of students of all streams, and 
Planning & organizing on job / industrial 
training for students. 

Collabera, Head- Presales, 
Bangalore, 12 -15 Years, Job ID: 
5675391 

Incumbent will need to define and implement 
a structured way of handling opportunities — 
first client meeting / solution pitch / RFP 
response / RFI response / presentation etc., 
wotk with sales team to identify pipeline and 
plan activities on a weckly basis, etc. 





T John Group of Institutions, 
Director, Bangalore, 10 - 15 Years, Job 
ID: 3019935 

Candidate should have worked in a Mgmt 
College, Good at inspiring students & 
placement of all Mgmt Students, Strong at 
taking individual decisions instantly and 
should have sound knowledge of Mgmt 
Teachi GAdministranon. MEUS 
Kew ran Clothing Limited, 
Dy.General Manager, Mumbai, 8 - 12 
Years, Job ID: 6082357 

Incumbent should have proven ability to lead 
the team of strong marketing professionals 
for achieving the Sales Target, Creating 
Market avenues, Strong acumen ship of 
ensuring revenue collection from Franchisees, 
MBOSs and other marketing formats. 
Infotech Enterprises Ltd, Practice 
Head, Hyderabad, 20 - 25 Years, Job 
ID: 4416396 

The prospect would need to prepare industry 
specific go to market strategies and service 
offering for market: Service offering 
definitions, compelling reason for the 
offerings, Segment definitions, value drivers 
and value proposition, etc. 

Centrum Direct Limited, Head - 
Corporate Communications, 
Mumbai, 10 - 12 Years, Job ID: 6089642 
Strong communication skills-Strategic 
Development, Event Mgmt & Branding; 
Ability to handle senior Management; Strong 
networking skills, confident and a quick 
learner; Must have strong experience in 
answering queries on a forum. 

Spanco Respondez Bpo Pvt Ltd, 
General Manager, Mumbai, 7 - 12 
Yeats, Job ID: 6097947 

Candidate should have familiarity with PBX, 
Data and voice networking technologies, will 
manage the day-to-day interaction with 
software developers at all locations for all the 
support provided by HO based software team. 
LioNBRIDGE, Project Manager, 
Chennai, 10 - 15 Years, Job ID: 6048471 
Incumbent would be involved in estimating 
size of requirement and review them for gaps, 
Prepare the implementation plan and schedule 
based on effort estimates and team size 
available, Identify skill gaps in the team and 
allocate resources accordingly, etc. 


To know how to apply for these jobs, go to finance jobs listing page. 


Sanmar Ferrotech Ltd, Head Suppl 
Chain, Gummidipoondi (Chennai), 
- 18 Years, Job ID: 6098051 

Candidate should possess a BE Degree 1 
Mechanical/Metallurgy/ Foundry, wit 
relevant experience in purchase function in 
Foundry (preferably iron foundry). 


Qwest Software Services, Technic 
Manager, Bangalore, 12 - 14 Years, Jo 
ID: 5681907 

Candidate should have development ex 
release mgmt exp, configuration manageme 
experience, etc. Candidate should be a Tee 
Savvy with good experience in J2EE or as 
contemporary OO technologies and wi 
people/project management skills. 


Yahoo Software Development India P 
Ltd, Lead Architect, Bangalore, 12 - ^ 
Years, Job ID: 6097418 

Incumbent would need to ensure architectus 
integrity of all systems being developed 
India. Includes scalability, performanc 
availability, global readiness, securis 
maintainability, operations cost, etc. 


Mila Software, Director, Hyderabad, $ 
18 Years, Job ID: 6054765 

Responsible for channel delivery and suppc 
strategy for Mila's services product lir 
starting with successful projects at initial pil 
(alpha) customers. In this cross-functior 
role, you will serve as the customer delive 
planner and managet, etc. 


» 
Mobile Tech Services India, Manage 
Ahmedabad, 10 - 15 Years, Job IJ 
6099702 
Candidate will be responsible for Switch/1 
for Gujrat Circle, must have exposure 
Switch and IN especially in GSM technolog 
must have exposure to Billing systems. 


Dicitex D@cor Exports, Facto: 
Manager, Mumbai, 7 - 12 Years, Jc 
ID: 5279422 

Applicant will be handling the facto 
operation independently to lead, contr« 
motivate, train & develop a team of technic 
& commercial to achieve stiff target 
production. He will be a key driver to t 
senior management team. 
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Manager, 
5548212 


€ andidate should : possess - a 


Mechanical / Instrumentation/ Chemical, : 
with relevant ee in sales and 


markeiing of control vaker og S 


UFLEX "Limited, 


Years, Job ID: 5623502 


You would be responsible for managing. e 
sales for the company, achieving. sales target 
and development & dea d SE he 


€ dealer “< distributor network. 


Automado IT Services, ‘Management 

Trainee, Pune, 1 te 3 "Yeu, Jeb 1h: 
: 2 Bangalore, 6. - 2 Years, 

6070499 

You would need to ra develop marketing strategy, 

sales. forecasts. and industry intelligence, 


6097863 . 


Incumbent ad interact. t dody wih he 
directors and senior management, will do 
Market analysis, Customer interaction, Field 
research and Tele and field — 5 se 







Moment Splicing (P) } 
‘Sales Manager, | Mumbai, 8 
Job ID: 6097408 - x 

Candidate wi | Pe respos 





Bh aad 
















Medley Pharmaceutical 





6097260 © 





The job. includes eis oe ue 
targets, effective. implementation. of 
marketing strategies & de n 





| pound field staff for high 


Sales 
Representative, Ahmedabad, 3 c 5 


Ltd, Regional End 
8. = = Mana; 
sible to increase ehe 
company sales. in western region of the 
country, lead a team of sales. personnel ur 
the jee. toachieve ‘aler a d 


sI 4d, D dec 
Sales, Mumbai, m -12 deus pe D 


in Can date will: drive the. Sales 3 ‘revenues: E 
achieving. the stipulated. targets. Should be 
proficient in the Business Development. & 
Account Management, Generating the leads & 
qualifying d the accounts i based. on the e oe 
strategies. ne : 


Infomedia India dad, je Sales. 
Executive, Mumbai, 1- 4 Years, Job 
1D: 6096758 ` x x 


Incumbent. wil de involved dn Rev enue 


generation. through | space | selling for 
publications | [Directories,  Magazines]- -for 


their print: and/ or on-line versions, marketing 

d 'events, servicing existing: accounts, etc. : 
X Magnasoft Consulting India Pvt Ltd, : 

Manager Business. Development, 


de ID: 


develop | and maintain strategic alliances; 


Identify, negotiate a and close business dealings, 

Recruit, Retain & Nurture theteam ——— | 
Endress + Hauser India P Ltd, Area 
rer Sales, Chennai, 5- 8 8 Years, 





Job ID: 5465312 ` 


Candidate should have experience in pde al 
field instruments. such. as 
Pressure, Analysis ete ; 
CavinKare. Private Limited, Sales 
Development Manager, Chennai, 3- 5 
Years, Job 1D:6095972 

You would need to play e tole ob an 
between. Sales and other 
functions wirt Replenishment | system and 
ensure that Cavinkomm closings, Cavinkomm 


Level, 


intermediary 





order generation, SAP order. processing 


BE: happens properlyon a weekly basis, — 
iti : Fair Isaac e = Me Channel el Sales 


The candidate should have. done Accoun 


Flow, : 
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Mgmt / Relationship Mgmt is past. Candidat 
will be responsible for Revenue Assuranc 
(ensuring no outstandings in the market) an 
should beableto control CustChurn. — 


Gunnebo India Limited, Sale 
Manager, Hyderabad, 3-8 Years, Je 


ID: 6094653 
You would be involved i in sales and Marketi 


of ESS, Entrance control products, Perimet: 
products and also fire protection system k 
Andhra Pradesh region t to generate busine: 
volumein Hyderabad. ` | 


Raymond. Apparel ‘Lady: Assistat 


Manager, Bangalore, 3 3- 6 ‘Year, Jo 


ID: 6093913 ` 


Responsible for achievement of Targets < € 


the assigned Areas as. per business pla 


Weekly/monthly/ seasonal analysis of Targ 


Vs Achievement. reports, Making Targe 
Brand wise/Distributor wise/Store wi: 
monthly, quarterly! & somiy 


Sales Planning. 
Godrej & Boyce Mfg Co Led, 


Executive, Chennai, 1- 
1D: 6093754 - 3 
You would need s to support marketing tea 
with proper and timely on field feedbac 
involved in Customer. 5 al 
Offering more. economical &  functior 
solutions to customers. 


Rave x Technologies, x Busine 
Development Manager, Mumbai, 8 
15 Years, Job ID: 5361246 ` v. 


5 Years, x 


: Candidate would be involved i in identificati 


of new opportunities and prospects 1 


‘multiple methods - net, references, cold cal 


channels, marketing campaigns, Webinars e 
Develop and maintain a. centralis 


chient/ prospect database eee 
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inance Jobs 


zad in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


"nacea Biotec Ltd, Sr. Executive, 
velhi, 2-3 Years, Job ID: 6099728 

ou would be responsible for maintenance of 
idgets in SAP, User query handling, Budget 
elated MIS preparation and compilation of 
*partmental MIS and Uploading of annual 
idgets. 


vernite Express Limited, Manager - 
counts, Hyderabad, 10 - 18 Years, Job 
2: 3828003 

»u should be thorough in number crunching. 
nancial management, accounting, auditing 
' taxation should be your field of 
ecialization.You should be B Com/ CA 
ater) / M Com having good academic 
cords with over 10-15 years of impressive 
ack record. other routine activities related to 
scounts. 


manco Respondez Bpo Pvt Ltd, Deputy 
anager Finance, Mumbai, 2 - 10 Years, 
b ID: 6098251 
andidate would be responsible for 
weparation of monthly / yearly financial 
&tements for the Board of Directors and 
archolders as per Indian GAAP accounting 
sd analysis thereof. Preparation and tracking 
Company Business Plan, capital budgets & 
»erating plan, etc. 


‘ATA Interactive Systems, Deputy 
ead , Mumbai, 7 - 15 Years, Job ID: 

9097797 

cumbent will be responsible for handling 

wounting/MIS responsibilities, Balance 

Ket /P&L and Hands-on responsibities & in 
arge of accounts function. 


mdress + Hauser India P Ltd, 
»mmercial Executive, Hyderabad, 2 
- Year, Job ID: 5625689 

ndidate should know Banking rules and 
gulations, Order processing and execution 
dInventory management. 


Jobseekers - To apply for above jobs 





|. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs” box on the 


homepage 
3. Click the “Go” button 







Barclays Technology Centre India 
(Pvt) Ltd, Finance Analyst, Pune, 2-5 
Years, Job ID: 5970838 


Responsible for the development and delivery 
of the Month End Financial Analysis in line 
with relevant GRCBT standards to create 
supplier accruals, manual journals for fixed 
bid and Development Centres of Excellence, 
etc. 


Thermax Ltd, Finance Executive, 
Pune,3-6 Years, Job ID: 6076115 
Incumbent should have expertise in product 
costing, Working knowledge of direct & 
indirect taxation, Knowledge in inventory 
accounting, Working knowledge of 
accounting standard and Knowledge of ERP 
essential oracle apps preferred. 


Sandvik, Sr. Executive, Pune, 2 - 5 
Years, Job ID: 6078761 

Candidate will need to scan & enter 
international supplier invoices, respond to 
supplier inquirers, review supplier invoices, 
payments, Reconciliation with supplier and 
ensure appropriate approvals. 


Syntel Inc, Accounts Assistant, 
Mumbai, 1-2 Years, Job ID: 5730897 
You should have basic knowledge of 
Accounting, Reconciliation, Capital Market, 
Payroll, etc. 


Crompton Greaves Limited, Deputy 
Manager Finance, Gurgaon, 5 - 9 
Years, Job ID: 6094120 

Incumbent would be involved in preparation 
of MIS report, debtors and creditors reports, 
Assist in statutory/Internal Audit and 
handling queries related to finance (tax, 
invoices, salary payroll) Interaction with 
customers for C Forms and collection of E1 
forms. 


or 


ow Search jobs on mobile, SMS jobs «keyword» to 53030 


Search for a job with Monster 


by your side 


Monster has the best employers hiring online... 





@ 
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The Foodworld Supermarkets 
Limited, Asst Manager, Bangalore, 
Hyderabad, 3 - 5 Years, Job ID: 
6093686 

Responsibilities include - Vendor payments to 
be released as per the fund allocation, 
Ensuring to file returns for TDS 
/FBT/Service tax, Debit balances of vendor 
accounts to be reviewed once in a fortnight 
and to ensure all income supporting are given 
from merchandising. 
Mukand Ltd, Interna! 
Mumbai, 15 - 20 Years, 
5222772 

Candidate would need to assess management 
decisions against broad policies, strive for 
corporate governance by system approach, 
assist in formulating policy guidelines on 
business process & system. 

Holy Mary Group, Accountant, 
Hyderabad, 2 - 3 Years, Job ID: 
6090118 

Incumbent would be involved in recording 
day to day transactions and posting them in 
the Ledger A/c, Maintaining Journal Proper, 
Preparation of Trial Balance, Rectification of 
various aacounting errors in the Books of 
Account and more, 

Champagne Indage Ltd, Sr Manager , 
Mumbai, 5-15 Years, Job ID: 6086782 
Responsible for setting accounting policies 
and procedures for Indage and communicates 
the same to everyone in the company who 
handles transactional role. 

Akamai Technologies Inc, 
Accounting Manager, Bangalore, 4 - 8 
Years, Job ID: 6079942 

Candidate would be responsible for financial 
accounting under India GAAP and US GAAP. 
Reporting to US corporate office per US 
GAAP, Fund Management, Organizing & 
Finalization of Audits-Statutory, Internal and 
TP & SOX and verification of Expenses. 


Auditor, 
Job ID: 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 





Visit: mobile.monsterindia.com 
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One of the largest export houses in South India with an annual turnover 
of more than Rs.4000 crores requires: 


EXPORT EXECUTIVE 


Candidate should be a graduate in any discipline with 5 to / years 
experience in selling with at least 2 to 3 years exposure to international 
marketing. A post graduate qualification in management will be an added 
advantage. Candidates fluent in German or French apart from English will 
be given preference. Preferred age group is around 30 years. The position 
isbasedin Chennai. 


Please mail your resume and a recent passport size photograph within 
10 days to: 


corpjob @rediffmail.com or corp_job@yahoo.com or send to 
Box No.: 6187 
Living Media India Ltd., 98-A, Dr. Radhakrishnan Salai, 
II Floor, Mylapore, Chennai - 600 004. 











HOW THE WORLD WORKS « WHAT THE FUTURE LOOKS LIKE 


SCIENTIFIC SCIENTIFI 
"SCIENTIFIC 
-— i AMERICAN AMERICAN India SCIENTIFIC 


NEW NUKE tie rare ot. ERER co AMERICAN India 
| SPACE MOT 2 


— a 
Get the inside track on emerging 
trends in science, technology & 
business and how they are shaping 
our future - today. 


To subscribe, log on to www.sciam.co.in 
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puyeng at the Oddanchatram D 












tt edo ias: viens Gandhi 
- Vegetable Market, located on 


the: picturesque foothills of the 


Western Ghats, some 93 km from 
Madurai in southern Tamil Nadu. 


Alive and kicking: The Oddanchatram 
market is among the largest in south India 







are * 


w 9 a.m. We ie Sue od - 

over four-and-a-half acres, is- 

pt just about waking up to yet 
AINS another busy day. 


Sackloads of 
small onions, brought in by farmers, 
are being weighed on tripod- 
mounted scales as we (photogra- 
pher R. Senthil Kumaran and I) 
enter the market, cautiously tread- 
ing the slippery surface. 






oe ai ate in ^ic anchatan, 


; maka to study the impact of retail 


chains on traditional markets. Why 
Oddanchatram? This 33-year-old 
vegetable market is the largest in 
Tamil Nadu in terms of direct pro- 
curement from farmers (and one 
of the biggest in south India), with 
average daily volumes of over 1,000 
tonne of vegetables. A wide vari- 





ety of vegetables are cultivated 
on 3,000 hectares in a 20 km ra- 
dius of the town. Also, major re- 
tail chains such as Reliance Retail, 
Aditya Birla Retail and Spencer’s 
Retail have set up procurement 
centres here to feed their outlets 
across south India. And, if local 
traders are to be believed, Wal- 
Mart and Subhiksha will also 
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Few takers?: Reliance Retail's procurement centre, Ranger Farms, is yet to lu 
farmers in a big way; other retail chains, too, haven't made a difference 


come calling soon. In fact, Aditya 
Birla Retail's procurement centre 
here, set up in February this year 
and housed a few kilometres away 
from the market, is its biggest in 
south India. 

We bump into A. Kalimuthu, a 
farmer with 10 acres of land in 
Keeranur village, 15 km away. He is 
reasonably happy, having just sold 
seven sacks of small onions (70 kg 
each) at Rs 14 per kg. We ask him 
whether he would have got a better 
price selling to the retail chains. 
"Though they pay slightly more, 
they buy only the best quality pro- 
duce. Consequently, we end up 
with lots of rejections—sometimes 
as high as 40 per cent. Also their re- 
quirements are limited, so they can- 
not absorb the full quantity we bring 
to the market. As a result, we end 
up with unsold stocks," he says. 
Kalimuthu has always sold his pro- 
duce in the market. There are sev- 
eral buyers here and that ensures 


WHAT THREAT? 


that whatever quantity he bring 
sold. “I cannot afford to tak 


stock back home as it is perishal 
More importantly, produce of 


ing qualities is accepted in the 
ket—though better quality vegeta 
bles fetch higher prices,” he adds 


quick (and, admittedly, unscienti 
survey across the market reve 
that most farmers avoid the 
chains for the same reasons 

We decide to check out t 


procurement centres of the ret 
chains. Reliance Retail’s procu 
ment centre, which is run un 


the name Ranger Farms, is located 
on the highway leading 
market, and wears a deserted lo; 
We learn that the centre procu 
about three-to-four 
tonne of high quality 
vegetables every 
day based on the 
indent and prices 
fixed by its 
Chennai office. 









e Despite the presence of retail chains, which pay better prices, farmers prefer t: 
Sell their produce to traditional buyers at the Oddanchatram market 





@ Age-old ties between farmers and traders, and the insistence of retail chains o 
buying only quality produce are holding back the latter 





@ Retail chains are educating the farmers to improve quality and productivit 


to meet their requirements 





bt reporter’s diary 


The story at Spencer’s Retail is 
similar. There is some action at 
the Birla centre, which, surpris- 
ingly, does not have a name board. 
Hybrid tomatoes brought in by 
farmers are being graded according 
to the required specifications—di- 
ameter of 45mm to 70 mm, not 
more than 12 to 15 per kg, glossy 
appearance, not over-ripe and 50- 
60 per cent red in colour. 

“To cater to our customers’ 
needs, we procure only the best 
quality vegetables. At the same time, 
we work closely with farmers to 
help them get that quality. We run 
a Farmers’ Productivity Improve- 
ment Programme, specify the right 
hybrids, help them with their choice 
of seeds and educate them on best 
agricultural practices through train- 
ing programmes,” says K. Parame- 
swaran, Cluster Manager-Sourcing 
(Tamil Nadu & Kerala), Aditya 
Birla Retail. In August, this centre 
procured 257 tonne compared to 
173 tonne in June. It plans to open 
many more such centres in south 
Tamil Nadu and double its pro- 
curement by the end of this year, 
adds Parameswaran. But at 20 to 30 
tonne a day, procurement by the 
the retail chains pales into in- 
significance compared to the aver- 
age daily trade (of 1,000 tonne) in 
Oddanchatram. 
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A. Kalimuthu, A farmer from Keeranur village 





In mandis we trust: A sackload of drum sticks being weighed on a tripod-mounted 
scale. Over 1,000 tonne of vegetables is traded in the market everyday 


It is 2.00 p.m. by the time we re- 
turn to the market, and the level of 
activity has increased manifold. 
Tomatoes, beans, cauliflowers, drum 
sticks and coconuts are being un- 
loaded. The scene is chaotic; dozens 
of trucks, laden precariously with 
sackloads of vegetables, inch 
through the sea of humanity, but 
that does not seem to affect the fo- 
cus of the buyers and sellers. We 
also realise that the market has po- 
sitioned itself well to attract farmers 
despite the 10 per cent commis- 
sion it charges (which retail chains 
don’t). “It is a cash market. Farmers 
get immediate cash for what they 
sell. Also, there are over 500 buyers 
(many from neighbouring Kerala) 
on any given day, which ensures 
that every bit of produce that farm- 
ers bring is absorbed. Result: dem- 





“Though they pay slightly more, retail chains buy only the best 
quality produce. Consequently, we end up with lots of rejections” 
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and and, consequently, prices are 
always buoyant—much more than 
in other markets in the region," 
says V. Arumugam, Secretary, 
Oddanchatram Gandhi Market 
Commision Agents' Welfare Society. 

Buyers also benefit from the 
generous credit that commission 
agents offer, chips in K.P. Vaiyapuri, 
one of the senior-most commission 
agents in the market. This enables 
them to procure more. Also, age-old 
ties between farmers, commission 
agents and buyers means sellers 
don't always have to come to the 
market. They simply send their pro- 
duce to the market and leave the 
agents to conduct the sale. No won- 
der, farmers from far-flung regions 
prefer this market. Ask Arumugam 
about any threat he perceives from 
the retail chains, and his answer is 
spontaneous: “None at all." 

By evening, the frenzy has hit an 
even higher pitch. It is difficult to 
walk through the market without 
the fear of being run over by trucks 
or hit by men carting huge sacks of 
vegetables. A coconut auction is 
on. Coconuts of different sizes 
and from various farms are neatly 
piled up and coded. An agent is 
auctioning the nuts. Within 15 min- 
utes, over 5,000 nuts are sold. 

The sun has begun to set. As 
we drive eastward and leave 
Oddanchatram town behind, the 
spectre of retail chains swamping 
the traditional markets appears 
bizarre—for now, at least. M 


zan today’s regenerative sources revolutionize tomorrow's technology? 
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he answers to the most difficult questions have often been found in the 
inion of talent and technology. 


4emens, UTVi & Cll - YI join hands through a special forum 
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National B-School Challenge 
ARE YOU SHARP ENOUGH ? 


THE SECOND ROUND OF ACUMEN 2008 
COMMENCES AT WELINGKAR AUDITORIUM, MUMBAI, ON 3" OCTOBER, 2008 


Register Now! 


_ BUSINESS TODAY -ADITYA BIRLA GROUP ACUMEN 2008, now comes to Western 


India. Seize the opportunity and prove your extraordinary quizzing and debating skills. 
Register for the west zone round now! 


Log on to www.btacumen.com for details. 








Alumni Special 5 


Revive the good old days of quizzing. Beat your old rivals. Participate now. Email us : 
your name, mobile number, organization, the zone you wish to participate in and š 
B-School attended at: acumen@intoday.com : 









IAGING TOMORROW 


— A WORLD OF OPPORTUNITIES 


bt bookend 


Decoding the 





Indian Consumer 


S.L. Rao, father of consumer market demographics 
in India, reviews the latest book on this subject. 


LAM SRINIVAS’S BOOK IS A 
worthy successor to a 
trend of data collection, 
analyses and speculation 
about Indian markets 
and consumers that started with 
NCAER’s household surveys in 1985. 
Like others, it tries to bring life 
and management direction to the 
data. Srinivas places the changing 
Indian consumer in the context of 
India’s economic policies and 
progress. He has many stories and 
examples, extensive quotes from 
other writers and Hindi cinema to 
illustrate his points. 
Consumption started to become 
a driver of growth when Rajiv 
Gandhi “broad banded” industrial 
licences in 1984. NCAER began its 
massive (sample of 500,000, later 
300,000 households) surveys on 
purchase and ownership of manu- 
factured consumer goods in 1985. 
The information on households 
showed consumption by five in- 
come categories. Other surveys and 
consumer panels, and the National 
Sample Survey have since provided 
other information. The last census, 
too, has provided information on 
ownership of consumer durables. 
For me, as a management and 
marketing professional, the data 
was a gold mine. I analysed the 
data for shifts in income distribu- 
tion, brand loyalty, multiple pur- 
chases, prices paid, and the “poor” 
as a market, the consumption habits 
of the “rich”, etc. In early 1993, I 
brought out for NCAER the first 
Consumer Market Demographics in 
India; the latest came in 2007 on 


176 BUSINESS TODAY OCTOBER 5 2008 





THE INDIAN 
CONSUMER: ONE 
BILLION MYTHS; ONE 
BILLION REALITIES 


Alam Srinivas 
John Wiley & Sons (Asia) 


PAGES: 216 
PRICE: $24.95 


How India Earns, Spends and Saves. 

By 1992, consumption of 
manufactured goods had become 
an important driver of the econ- 
omy. But sociologists had not 
(and do not even today) study 
consumption as a way to under- 
stand human behaviour and soci- 
eties, despite massive amounts of 
market research data now being 
available. Butter Chicken in 
Ludhiana was then the only book 
that described the behaviour and 
habits of the people compressed 


into the NCAER numbers. 

Pavan Varma later wrote The 
Great Indian Middle Class, taking a 
censorious view of the new era of 
rampant consumption. Rama 
Bijapurkar in We Are Like That 
Only crunched the numbers imagi- 
natively to delightfully show com- 
panies how to approach Indian mar- 
kets. NCAER data showed trends that 
were novel to a long closed econ- 
omy. I saw households graduating 
upwards in incomes; the propor- 
tions in the lowest levels declining 
with the highest income categories 
fast increasing, and purchase and 
ownership of durable consumer 
products rising rapidly. 

Srinivas gives examples of how 
foreign companies misread this data 
to assume that India was rapidly 
developing a large “middle class”, 
even confusing these consumers as 
having near-western purchasing 
power. Kellogg’s early pricing de- 
cisions, Tang’s failure to learn from 
the Rasna experience of pricing 
for children and the failure even 
of an experienced “Indian” com- 
pany like Hindustan Unilever (then 
Hindustan Lever) to understand 
the target consumers for ice cream, 
were other examples. 

Srinivas rightly asks how house- 
holds with low incomes (even at 
the higher echelons) could con- 
tribute to such rapid growth of 
ownership of durable products, 
even cars, two-wheelers, refrigera- 
tors, air conditioners, and cell 
phones as has happened in recent 
years. His convincing answer is that 
many people want the ownership 
but do not use most of their pur- 
chases to any significant extent. For 
example, the average revenue per 
user of cell phones in India is lower 
than in most other countries. Many 
buy cars but use them only on spe- 
cial occasions. 

[ used NCAER data and other 
data to form a market pyramid for 
India. At the bottom was a large 
base of the destitute, including 


households that the Planning 
Commission classified as below 
the poverty line, followed by the 
aspiring, the climbers, the consum- 
ing class, who accounted for much 
of the consumption of manufac- 
tured goods, and the westernised 
elite or “rich” at the top. 
Surprisingly, for that time, house- 
holds at the bottom of the pyra- 
mid also constituted a market of 
people who wanted to consume. 
As Srinivas points out, products 
for them must be designed with 
function as more important than 


Srinivas places the changing Indian consumer 
in the context of India’s economic policies 


hotels offering basics, the half- 
tonne air conditioner, Tata’s Nano 
and others. 

His “Seven Ps of the Indian 
Middle Class”—Product, Price, 
Place, Positioning, People, Posturing 
and Post-mortem are intended as 
guide for new entrants. Product 
must last long, at a Price that is 
affordable, and suited to Indian 
tastes. He identifies a class of Indians 


The "Seven Ps of the Indian Middle Class" are 
intended as a succinct guide to new entrants 


form and priced at levels that 
their immediate disposable funds 
can afford. Velvette shampoo 
sachets, priced at Re 1 each, were 
the first to design a product for 
a low purchasing power market. 
This exploded the number of sham- 
poo-user households. Since then, 
the concept has extended to low- 
priced airline tickets, “Ginger” 


who will pay more for better looks, 
snob value and features. Place stands 
for regional targets. Mercedes Benz 
found that its car had untapped po- 
tential in medium and small towns, 
where status-seeking entrepreneurs 
in small-scale and medium industries 
wanted comfort on bad roads, and 
safety in accidents. The final three Ps 


seem repetitive. People differences 


r: SN > el AUI i z l 
” f F ` E LS L 
2 EXCELLEN | < sd bun 
" E. E hn ` 
MN 5 = e o + I h rine rE A 
ET, cit TV L IBI | 
oy d - Y < 
— ( - - z5 i ` 
hm "A m Lb " 
He I! eis if ó ! 


in any segment seem similar to 
Place. It is not clear how Posturing 
Is different from Positioning. Post- 
mortem is about imitating the first 
mover. 

He says that the middle class, 
unlike in the West, is not uniform. 
It consists of many subsets on ac- 
count of caste, class, educational 
and professional differences. The 
cross-cutting between them gives 
rise to the many hundreds of sub- 
sets. Some are savers, others are 
spenders; some are modern, oth- 
ers old-fashioned, etc. His exam- 
ple of Ritu Kumar designing for 
conservative, middle class women, 
and Manish Malhotra only for film 
stars, is compelling. 

This book is a useful breezy 
jump into the enormous com- 
plexities of Indian markets. It is 
particularly good at description. 
Practical marketing experience of 
Indian markets would have further 


enriched it. 
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Environmentally responsible: 
. Kumarakom gears up to meet 

the weed xe e on the. 

Vembanad lake | 


i Am 1 TRE TT = 7 


At Kumarakom in Kerala, tourism i$ both picturesque and responsible.: 


N. MADHAVAN t 





RUNDHATI ROY'S BOOKER 
prize winning novel, 
Tbe God of Small 
Things, was set here. 
Then, in December 
2000, its idyllic setting created 
waves as the inspiration behind the 
ruminations of the then Prime 
Minister Atal Bihari Vajpayee. And 
its beauty is one of the reasons that 
prompted former Beatle Sir Paul 
McCartney to remark: “Yes, truly; 
Kerala is God's own country," on 
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his 14-day incognito trip across the 


state in 2002. 

We are talking about Kumara- 
kom—situated on the eastern coast 
of the Vembanad Lake, the largest 
backwater in Kerala. Its multiple 
trysts, both physical and literary, 
with celebrities carried Kumarakom 
from the boondocks into the lime- 
light in the matter of a decade—till 


it hit a rough patch a couple of 


years ago. 


Why? 


Many locals, predomi- 





nantly farm labourers, lost their 
livelihoods following the acquisi- 
tion of land for building resorts. 
Then, the proliferating numbers of 
houseboats polluted the backwa- 
ters, affecting the breeding of fish, es- 
pecially the famed Karimeen (pearl- 
spotted fish). Thus, fishing, the other 
source of livelihood for the local 
population, was also affected. 
Tensions simmered under the sur- 
face and mistrust ruled high. *Local 
people had no stake in the tourism 





industry. It offered them no direct or 
indirect benefit. Hotels were un- 
willing to employ them as they 
lacked the required expertise,” rec- 
alls G.C. Damodaran, President, 
Kumarakom Panchayat, which has 
5,000 households and covers a pop- 
ulation of 25,000. 

The situation could have turned 
ugly, but by a propitious coinci- 
dence, Kerala Tourism’s “Respon- 
sible Tourism (RT)” programme—to 
involve the local community in the 
tourism boom—was gathering pace 
around that time, and Kumarakom 
was among the destinations in 
which it was tested. 

The programme focussed on 
economic and social uplift of local 
populations and environmental re- 
generation. Kovalam, Kumily 
(Thekkady) and Wayanad were the 


three other locations selected for 


the pilot project. But to succeed it 
needed buy-ins from both the local 
community as well as the tourism 
industry. 


The Local Link 


To do that, however, Kerala 
Tourism had to find ways of linking 
the locals to the tourism sector. 
This is where the Kumarakom 
Panchayat played a crucial role. It 
organised a meeting of all the stake- 
holders, comprising local people, 
representatives of resort, 
Kudumbashree self-help groups 
etc., in December 2007 and set the 
ball rolling. 

“For their part, the villagers 
offered to supply the hotels and 
resorts their entire requirement of 
vegetables and handicrafts. Though 
the hotels were apprehensive about 


quality and the ability of the local 


JE Pe, 


"RESPONSIBLE TOUS 


KUMARAKOM 


people to meet their needs, the 
panchayat decided to give it a try,” 
says Damodaran. 

Here, the strong presence of self- 
help groups in the region was a dis- 
tinct advantage—300 activity groups 
were quickly formed, each com- 
prising five women, one from each 
family. The panchayat and Kerala 
Tourism jointly conducted surveys 
among the hotels to estimate the 
types and quantities of vegetables 
required. From this, a list of veg- 
etables that could be grown in 
Kumarakom was identified and each 
activity group was given one veg- 
etable to grow. “That apart, the pan- 
chayat helped these activity groups 
get land on lease to cultivate the 
vegetables, supplied seeds and fi 
nalised a cultivation calendar to en- 
sure adequate and regular supplies of 
vegetables," says Rupeshkumar K.. 





Inclusive, Sustainable & 
Responsible Tourism: (Clockwise 
from left) Activity group members 
with their produce; houseboat 
sewerage treatment facility; 

and a special Onam market, 

put up under Responsible Tourism 
initiative to benefit the locals, 
does brisk business 
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Panchayat President Damodaran: Fixir 


Responsible Tourism Coordinator 
for Kumarakom. 

Simultaneously, a procurement 
and distribution group, Samrudhi 
(prosperity in Malayalam), was 
formed to procure vegetables from 
farmers and supply them to the 
hotels. The cultivation of these veg- 
etables began in January 2008. On 
March 14, 2008, (the day 
Responsible Tourism was formally 
launched) agreements were inked 
between the locals and 19 hotels. 
The first supplies commenced on 
March 18. 


Teething Troubles 

The project ran into difficulties as 
quality issues flared up within days. 
“People thought we would buy 
whatever they produced, irrespective 
of quality, but we have to adhere to 
certain standards,” says Neelakantan 
D., General Manager, Kumarakom 
Lake Resorts, which is the largest 
buyer of vegetables under RT. 

To address this issue and that ol 
pricing, two committees were set 
up with representatives from all 
stakeholders. The quality committee. 
in fact, even had representation 
from chefs at various resorts. These 
committees meet once a month and 
address all issues pertaining to pric- 
ing and quality. “It is these twc 
committees that gave a fillip to R1 
and without them, the concept 
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|t seems remarkable to think that Google is only 10 years old, because the web 
search giant seems to have been around forever. But in a decade, Google has 
shaped the way we spend time online—from the way we search, use email 
(GMail) and now, even the way we collaborate with documents thanks to Google 
Docs. But until now, every time you accessed Google or used a Google product, 
you used a browser not made by Google. With Chrome, the Mountain View, 
California-based company plans to change all that, and to celebrate the browser's 
launch, it commissioned a comic book by Scott McCloud. You can download 
Chrome and read the comic at www.google.com/chrome. KUSHAN MITRA 


The Look — — 


Chrome's default setting 
does not have a toolbar, but 
the browser's look and feel 
can be customised fairly 
easily. To do that, you just 
have to click the “wrench” 
icon on the top-right corner. 
The default setting is very 
clean and looks rather 
soothing. Once you're logged 
into Google, you can also 
merge your bookmarks with 
your Google bookmarks (if 
you use the Google toolbar 
on other browsers). 


Every time you open a new 
tab on Chrome, the screen 
shows your most visited 
sites (this speed dial feature 
is lifted from Opera). It also 
stores your most recent 
Google searches and also 
logs your closed tabs. If you 
enter a term on the address 
bar, it can suggest a 
website or conduct a 
search for the term. 





But... 


Chrome has raised huge privacy concerns. While Google's 
explanation for Chrome is that it was essential to redesign the 
browser from the ground-up to take advantage of new services s 
provided over the web—invariably by Google itself. Services And the Com petition? 





such as “cloud” computing, where applications are hosted on- Some think that Google Chrome is targeted straight at 

line and the browser becomes the consumers’ way of access- Microsoft's Internet Explorer, though Google might wean 

ing them—are exactly what Google Docs does. Google already away some users from Mozilla's Firefox as well. The user 
has access to a whole host of information about the average bases of the rather good Opera browser and Apple's Safari 
web consumer—from search, mail, video streaming and are fairly loyal and they won't see a shift. However, it is more 
Docs. Google says it is not "evil" and in a sign of magnanimity than likely that people might have two, three and even four 
will ^only" keep nine months worth of user data. That is still browsers installed in their system in the future. By the way, 
nine months too much, argue privacy advocates. we're still using Firefox. 
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bt treadmill 


BETTER HEALTH 
THROUGH 
TECHNOLOGY 






Boost Your Bench Press 


W: BACK IN 2001, I USED TO WORK OUT AT A SUBURBAN MUMBAI GYM 





with a media planner-turned-model, who was also an aspiring 
actor. He went by the name of John Abraham, and despite having 
an impressive build even then, his physique wasn’t half as impressive as it 
is in trailers of his latest movie Dostana. I distinctly remember John telling 
me how he was most insecure about his chest: “No matter how heavy 
I bench, my pectoral muscles resist any form of definition.” 

The bench press may be the most basic of gym exercises, yet, few guys 
achieve the results they really want. Those who manage to lift heavy, 
accumulate mass, but often lack the definition on the chest that makes 
this Vanity Muscle #3 (after abs and biceps) truly one to admire. 

Here are two tips that can help you bench heavier and achieve quicker 
results. I call these my two “Towel Tricks” with a tag line that reads: 

“If you think you've reached your upper limit and can’t bench press 
any more, don't throw in the towel! Use it instead!” 


Towel Trick One: Beginners 

Roll a small gym towel into a tight cylinder and place it lengthwise on 
a flat bench so that it will line up with your upper back. When you 

lie down, ensure the towel is in between your shoulder blades. 

This activates your pecs more and makes for a more stable 

position from which to press. 


Towel Trick Two: Intermediate 
A. Roll your towel into a loose cylinder and place it 
length-wise on your chest. 
B. Start by using a weight that’s slightly more than you 
usually lift. For instance, if you do a close grip flat bench 
press with 65 kg, add a 5 kg plate on either side. 
C. Unrack the bar, then lower it slowly until it touches the 
top of the towel. 
D. Press up and repeat. 
E. Complete three sets of four or five reps, and then three more 
sets of six reps, resting for two or three minutes between sets. 
F. A week or two later, tighten the towel, or use a smaller roll, so that you are 
able to lower your bar even more. Continue until the bar comes all the way 
down to your chest. 

Congratulations! You've just increased your bench strength! 








; 
š 


Bonus Tip: After you're done with the heavy weights, don't forget your defini- 
tion building Pec Deck and the Cross Cable Rows. Use light weights and max 
out the reps. These will add shape to size, without which there’s really no way. 
Your physique will get anywhere close to that of John Abraham. 


JAMAL SHAIKH 
Jamal Shaikh is Editor, Men’sHealth 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers should exercise 


caution and consult a physician before attempting to follow any of these. 
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HER TRYST WITH INDIA STARTED IN 1969—TO CLIMB THE MOUNTAINS IN THE Bannerjee joinei 
Kishtwar Himal, which spans across Jammu & Kashmir and Himachal 
Pradesh. BARBARA HARRISS-WHITE, Professor of Development Studies 
(Department of International Development), University of Oxford, has 
kept her India connection going for almost four decades. “A young 62” 
now, Harriss-White is a product of the University of Cambridge in the 
1960s and has been studying India’s rural development—mostly 
through primary field research—since 1969. “Throughout my work- 
ing life, India has been my referent,” she says. That’s exactly the reason 
why she was chosen to set up the Contemporary South Asian Studies 
Programme in the new School of Area Studies, University of Oxford. 
The new programme, which also features an M.Sc. in Contemporary 
India (perhaps a first in the world), starts in October and has elicited 
worldwide interest. Says Harriss-White: “India and China are the 
gateways to the most dynamic part of the world economy. How they 
cope with the challenges of the 215t century will determine the fate of 
the world.” For her, the degree is the realisation of a personal dream. 
“It is also a project whose time is ripe. The study of China in Oxford is 
leading the way—about 10 years in front,” she says. Asked in which di- 
rection India’s growth story is moving, Harriss-White raises concerns 
like energy and (dependence on the) agro-food economy, but she 
firmly believes that India is headed *onwards and upward". 





NISHIKANT GAMRE 
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Heady Moves 


THIS SOFT-SPOKEN GENTLEMAN IS CREDITED WITH THE 
hardsell of Moët Hennessy and Dom Perignon, 
the largest selling champagnes in India. Little won- 
der then, the Indian arm of the Asian Pacific 
Breweries (APB) has roped in ASHWIN DEO as the 
CEO from mid-October. Deo, 42, brings with him a 
wealth of experience that spans the entire spec- 
trum from spirits to beer to champagnes, cognacs 
and wines. A joint venture with the Jaipuria Group, 
APB has started bottling the popular Tiger Beer 
from Singapore in India. Deo has had an assortment 
of stints at leading alcohol majors such as LVMH’s 
Moët Hennessy India, UB Group, UDV and Foster's 
India. Though Deo was unavailable for comment, he 
Is said to be a keen listener of Indian classical music 
and has been an All India Radio artiste (he plays the 
tabla) since the age of 12. This eclectic mix sounds 
just right for the job. 


Upbeat on India 








For the Long Haul 


MARKET RESEARCH FIRM SYNOVATE HAS A NEW MAN A] 
the helm in India. MICK GORDON, 43, has taken 
over as the new Managing Director. Before this, he 
was the head of business services for the firm in the 
United Kingdom. Based in Mumbai, Gordon will re 
port to Synovate's CEO for South Asia, Tim Balbirnie. 
With a career in market research spanning 12 years, 
one of his first tasks is to “build a deeper under- 
standing of the Indian business environment and the 
challenges it presents". India is a pri- 
ority market for Synovate. To this 
end, Gordon will develop and 
implement a comprehensive five- 
year plan to optimise growth in 
the India market. *We now have 
rock solid credentials in opera- 
tions, client relations and research 
across the team," Balbirnie, 
said in a statement to an- 
nounce Gordon's ap- 
pointment. When he is 
not busy putting mar- 
ket research to good 
use, Gordon likes to 
play or watch soc- 
cer and cricket. 
Though one of the 
immediate con- 
cerns for the father 
of two is getting 
his children ad- 
justed to the new 
environment as he is 
in India “for the 
long haul”. 





















ON HIS FIRST VISIT TO INDIA, RAY KING, GROUP CHIEF EXECUTIVE OF UK-BASED HEALTH AND CARE COM- 
pany Bupa, is impressed with the country—its numbers and the interesting possibilities that 
they present for his company. Here to sign on the dotted line for Bupa’s health insurance joint 
venture with the Max Group, King, 54, believes there is a sense of optimism that permeates 


the country. “It is the very can-do attitude of the people that came across quite strongly,” he 
says. And that really translates into business rationale for King, who moved to the top job 
in Bupa earlier this year. He plans to be back soon with an added agenda. “My wife is very 
keen on international travel. Next time when we are here, we will visit the Taj.” Clearly, his 
Know India plan is on track. 
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NAME: R.C. VENKATEISH 
AGE: 49 
DESIGNATION: MD 


COMPANY: 
ESPN Software India 


@ iPhone3G 


The iPhone you've 
been waiting for. 


Now available The Goal Setter 


C. VENKATEISH, THE RETICENT 49-YEAR-OLD MANAGING DIRECTOR OF ESPN 
: Software India, shares credit for being a key player in the team that has success- 
8 AI Mel fully staged a major coup in international cricket. By bagging the 10-year telecast 
and ground sponsorship rights for the Champions League Twenty20 for $975 million (Rs 
4,837 crore) in the face of stiff competition from Sony Entertainment Television India- 
Dubai Investment Council consortium and Abu Dhabi Sports Club, he not only has proved 
himself a gritty negotiator but is now also aiming to do better than what Indian Premier 
League (IPL) managed to garner for Sony in terms of advertising revenues. 

But Venkateish praises the *highly motivated and passionate team of self-starting, go- 
getters" at ESPN Star Sports (ESS) India for its latest feat. His management style is very sim- 
ple: he shares his vision with the team and empowers people to take decisions and achieve 
results. “We have an environment where people are encouraged to take ownership and 
drive their businesses and also encouraged to constantly push the envelope. We do not pro- 
mote hierarchies, but rather emphasise teamwork much like in sports," he says. 

People who know him swear by his *approachability" and say he's a keen listener with 

TÉ an analytical approach to business—traits that he may have acquired at Nestle, Gillette and 
e new iPhone is here. : : 
Widescreen Pod Intemet Kelloggs, where he worked for 19 years before entering media as MD of Ess in 2003. *He 
and phone. All in one super is able to foresee trends and take action. In fact, the way the channel has managed to counter 
fast 3G device. competition from disparate quarters is admirable,” says a very senior media observer. 
The parent, Ess, a 50:50 joint venture between The Walt Disney Company and 
News Corporation's STAR, has been in the thick of action and managed to corner rights 
for almost all the major international sporting events, including FIFA World Cup 2010, 
among others. Venkateish played his part by successfully establishing Ess’s third channel, 
Star Cricket, which was launched last year to meet the growing demand and competition 
in the space. He may be a keen golf enthusiast, but it's cricket that's likely to test his met- 
For more information, tle going forward, as one of the game's biggest attractions, IPL, has set a high benchmark. 
log on to www.airtel.in/iphone3g SHAMNI PANDE 
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From The Editor 


OMEN OR WALL STREET? FOR THE WHOLE OF 

the past two weeks, we, at Business Today, 

lived this recurring dilemma. We were sched- 
uled to go with the cover package on The Most 
Powerful Women in Indian Business—an annual feature 
that we are very proud of and for which we begin our 
research and reporting weeks in advance. As we delved 
deeper into the fascinating profiles of some of the most 
successful women in Indian business, we were being con- 
tinually “distracted” by the unfolding saga on the Wall 
Street—a saga that is ever-changing and immense in size 
and implications. It is a story that sets business journalists' 
adrenaline racing. The question was not which one of 
the two stories to cover; the dilemma was over the 
size and shape of each. 

The relative size of the two 
packages in the magazine is no 
reflection of what we think of the 
relevance of each. Wall Street's 
woes are undoubtedly the biggest 
event of the fortnight, and, per- 
haps, the year. And our coverage 
reflects that. The relevance of the 
profiles of successful women, on 
the other hand, is timeless—our 
coverage should prove this as well. 
The stories of the 50-odd women we finally selected to 
profile under different sections will inspire and educate peo- 
ple of all ages, genders, professions and geographies. 

The two questions uppermost in people's mind con- 
cerning the Us financial crisis are: how bad is it? And, to 
what extent will it impact India? We have attempted to 
answer these (page 120). Unmindful of the panic in 
the us, though, a number of companies are busy launch- 
ing financial products and services in the country. This 
is an indicator of the investors' faith in the future of 
Indian markets (page 128). For many of you who think 
bankruptcy is the last stage of a company's life, a surprise 
awaits on page 136. Two more posers: how wide is the 
gap between cricketers’ performance and their pay? 
And which Indian company is on the verge of capturing 
attention and market share in the world's toughest and 
biggest auto market? Find the answers on pages 152 and 
140, respectively. 


— 


(business]tr ay 


— 





Ici Sosa 


ROHIT SARAN 


. Dear Reader 

Inflation has caught up with Business Today, too. The 
continued rise in paper and other costs has forced us to 
increase the cover price of Business Today to Rs 20 from the 
. next issue (dated November 2). We assure you that the qual- 
| ity of content will continue to be the best in class, which 
. makes us confident that you will continue to read and 
support India's most read and most sold business magazine. 
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120 Saving Wall Street 


Whatever happens from here, it’s the 
death of blue-blooded investment banking. 
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In India, US investment banks are in no 
mood to call it a day. 
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There’s a mad scramble to get a piece of 
the action in high-growth segments, ranging 
from mutual funds to private equity. 
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where it hurts. 
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road, but the beginning of a new journey. 
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Turning Crisis into Opportunity 

THE CURRENT ECONOMIC SLOWDOWN IS 
a stern reminder that India is no longer 
insulated from the rest of the world. (BT 
cover, Managing the Slowdown, 
October 5). Reading your in-depth 
analysis brought about a clearer un- 
derstanding of how leading Indian com- 
panies are pursuing new growth en- 
gines in times of stress. In fact, even in 
today’s troubled times, these companies 
can continue to grow and gain market- 
share through strategic acquisitions, 
when valuations are at a historical low. 


SRINIVASAN UMASHANKAR, through e-mail 





Downturn: How to Cope 
YOUR COVER STORY MANAGING THE 
Slowdown (Br, October 5) is timely, 
but not enough. The downturn, it 
appears, will last a while and we 
need updates on what to do to man- 
age in these troubled times. Also, 
apart from the sectors you have cov- 
ered, we need to know what will 
happen across a broad range of in- 
dustries—from our exports to our 
blue chips. How will it impact our 
jobs? Maybe, you should bring in 
more columns from experts who 
can throw light on this issue. 

V. SESHADRI, through e-mail 


In Need of Land Reforms 

THE CORPORATE SECTOR WILL 
have a huge problem on its hand if 
India does not reform its policy on 
land acquisition. (Br cover, Stuck, 
September 2.1). Setting up any kind 
of infrastructure—SEZs, power 
plants, highways, airports, dams, 
factories and other big projects— 
requires large tracts of land. But 
inevitably, these projects and their 
promoters get bogged down in the 
face of India’s archaic land laws. 
That needs to change. The com- 
pensation for land that’s acquired 
needs to be arrived at through 
negotiations and not through gov- 
ernment fiat and arbitrary price- 
fixing. To avoid hard feelings and 
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strife later on, local self-governing 
bodies should be involved in the 
process. Similarly, compensation 
must be speedy if it is to be con- 
sidered fair. Possibly, the best so- 
lution is to make those losing their 
land stakeholders in the develop- 
ment projects. This will blunt criti- 
cism of landowners being “ousted”. 

MUNEESH PANT, through e-mail 


Losing the Plot 

PLOTTING TROUBLE AND SINGED BY 
Singur (BT, October 5) is a sad com- 
mentary on the state of affairs in 
West Bengal, which is unfortunate, 
to say the least. And Mamata 
Banerjee’s strategies are anything 
but productive. She has, pardon 
the pun, lost the plot completely. If 
she thinks that her ongoing agita- 
tion can galvanise the hinterland, 
she is grossly mistaken. The Left 
may lose the panchayat elections 
but, ultimately, only the people of 
Singur will suffer due to Ratan 
Tata’s walkout. To gain political 
mileage, she is holding the entire 
state to ransom. Your survey also 
reveals that a majority of people 
want the Tatas to stay—even Singur 
farmers see the benefit of the Tatas 
staying back. But who will make 
Ms Banerjee understand that there 
is no point in her brinkmanship. 
If the Tatas are forced to shift to an- 


other state like Uttaranchal—which 
is ready to welcome them with 
open arms—it can have a domino 
effect on other companies, which 
might start reconsidering their inv- 
estment plans in West Bengal. 

BAL GOVIND, through e-mail 


Dell Looks to India 
YOUR FEATURE ON DELL (BT, DELL’S 
Designs, October 5), delves deep 
into the rr giant’s plans in India. 
Quite obviously, Dell looks at India 
as much more than just a low-cost 
destination for MNCs. Over the years, 
India has become one of the major 
markets for rr hardware manufac- 
turing companies. So, Dell’s focus on 
India is evident from the way the 
company is targeting the India mar- 
ket where it is aspiring to become 
#1 in computer hardware. To this 
effect, Dell has lately been showing 
renewed assertiveness in spotting 
market needs and turning them into 
profitable opportunities. The launch 
of its high-end laptops and its recent 
tie-up with Tata’s electronic retail 
chain show its pragmatic approach 
to marketing and its seriousness 
about doing business in India. 

B. RAJSEKARAN, through e-mail 
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3 decades of creating palace interiors and stately homes in the Middle East » One of India's largest real estate developers 
^ India’s only construction company ensuring complete quality control through Backward Integration 





Project locations: » Devanahalli » Hebbal outer ring road » Hosur road » HSR layout 
» Off Kanakpura road » Sarjapur outer ring road » Thanisandra » Whitefield » Yelahanka 


SMS: SOBHA «space» your e-mail ID to 56767 Toll free: 1800 425 0006 


Bangalore: 368, 7th Cross, Wilson Garden, Bangalore 560 027. T: +91 80 2229 5936/7/8, 2224 2172, e-mail: marketing@sobha.co.in 
Dubai: 1503, Al Manara Towers, 15th Floor, Next to Shangrila Hotel, Dubai, UAE, T: +9714 3430363, e-mail: marketing@sobhadxb.ae 
Chennai: T: +91 44 28331901-08, e-mail: sales.chennai@sobha.co.in; Coimbatore: T: +91 422 2617905/06, e-mail: sales.coimbatore^ sobha.co.in 
New Delhi: T: +91 124 4218145, e-mail: sobha.north@sobha.co.in; Pune: T: + 91 20 26053217, 26053219, e-mail: punesales@sobha.co.in 
Thrissur: T: + 91 0487 2389770/1, e-mail: sobhacity.sls@sobha.co.in; www.sobhadevelopers.com 
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win'Z;4 kgcow + 
100 monthly prizes of 2.4gm Gotb 


For details about the contest visit hp.com/in/cartridges 





"Duration of Gold Promo 25th June 2008 to 15th December 2008. To participate, buy any 2 eligible original cartridges. Each cartridge will carry a unique 20-digit alphanumeric e-coupon no. which you have to regis 
purchase invoice as winners will have to submit a photocopy. 


"Results of 3rd party testing, commissioned by HP, done by TUV SUD PSB Pte. Ltd. Ink cartridges tested 45a, 78a, 56a & 57a. Full report at: hp.com/in/cartridges ^Savings of up to 40% is applicable only in the price difference 


HP ORIGINAL INK CARTRIDGES GIVE YOU 2.4 TIMES” 
MORE PRINTS THAN REFILLS. AND MORE. 


UP TO 40% SAVINGS AVOID HIDDEN COSTS 


With our extended range of products, Refilled cartridges sometimes leak and clog 
such as Simple Black Inks, Twin Packs the printer nozzle, eventually leading to 

and Combo Packs, you can save maintenance cost, or even likely printer 

up to 40% on the retail price of a damages. With an Original HP Print Cartridge, 
regular HP Print Cartridge. you can be assured of quality and reliability. 





WHAT Do oU Have SAY? 











TA. = = á 
= | 
HP45, HP78, HP20, HP21, HP15, HP56, HP57, HP10, HP11, HP18, HP88XL HP27+28, 
HP56+ 57, HP21+22 HP56, HP27, HP45, HP15, HP21 HP45, HP15 12A 


/ 





free delivery of cartridges SMS ‘ORG’ to 57575 or call 1800 4254 999 or 3030 4499 (from mobile, prefix your STD code) 


Vin/cartridge or SMS<VC>space<20-DIGIT ALPHANUMERIC E-COUPON NO>space<S (if single pack) / T (if twin pack)»space«l (if individual) / C (if company)>at 56070 e.g. VC 1234ABC56 


ard cartridges and HP Simple Black Inks. *TConditions apply.©2008 Hewlett-Packard Development Company, L.P. 


Garden Terraces. 
Low-rise luxury residences. 


sm Y 
n 4 sande i 
a dert see i wh " m 
EU. u orma Y sss w s. 
j 
i — 
t 


Ko 
a m 
s y. W, m e " ! 
— ai : 
rN * - ms wr + 
am. B w. >  — - 
y + » TI E |j ae 
8 eere - "- ue " - 
^ Y ^ 
| n | 
l i ` 4 — 
i a j - Aa 
` > " ] 
> $ N r ` 1 . 
=. 7 > F 
di j r^ N 
ae 


— 





Your garden with an apartment attached. 


Surrender completely to natural beauty. Surround yourself with acres of refreshing greens. Experience what clean, healthy living 
should be. Welcome to Garden Terraces, low-rise luxury residences at The Palm Drive. Walk into your home and experience a great 
sense of space. Enjoy the feeling of luxury, quality and workmanship. And prepare to be welcomed by greens as you step out. Garden 
Terraces promises to offer a lifestyle exclusive to only the finest addresses of South and Central Delhi, one that is defined by greenery, 
wide-open spaces and an uplifting sense of safety and security. Undoubtedly the perfect home for you and your loved ones. 


Corporate Office: Emaar MGF Land Limited, ECE House, 28 Kasturba Gandhi Marg, New Delhi 110 001. 
Tel.: (+91 11) 4120 3444, 4152 1155. Fax: (+91 11) 4152 4619. Email: enquiriespemaarmgf.com 





Z2 C04 


AT THE PALM DRIVE 








° Garden-facing luxury apartments * Options of Ground, 1st, 2nd and 3rd floors only * Close 
to South Delhi, located in Gurgaon and just 15 minutes to IGI airport ° On the proposed MRTS 
(Metro) Corridor * Premium specifications including air-conditioning, imported fixtures and MG F 


modular kitchen * Exclusive clubhouse and swimming pool for residents of Garden Terraces 





Visit us at the ‘Street of Dreams’ Sector 54, Gurgaon, Haryana CREATING A NEW INI 
Call (+91) 99580 21144, (+91 124) 424 0008/09/10 for a personalised site visit. 


Images and features are indicative only and are subject to change in the best interest of the development. www.emaarmgrf. com 


bt editorial 


Let’s Draw the Right Lessons 


TSA QUESTION THAT’S TAXING MILLIONS OF PEOPLE IN 
La country: how will the meltdown on Wall Street 
impact India? The short answer to that is: only 
peripherally—those employed in the India offices of 
the major Wall Street firms will face some turbu- 
lence; the stock markets will gyrate some more; tel- 
evision and print journalists will spend many thousands 
of man-hours analysing the whys and the wherefores 
of the issue; and politicians and intellectuals of all hues 
will congratulate themselves for having kept India 
insulated from the fallout of what is definitely the 
worst global financial crisis 
since the Crash of 1929. 

However, the crisis in the 
US, and some other parts of the 
West, does have important 
lessons for us; and it's impor- 
tant that we draw the right 
ones. We have heard from the 
policymakers, including Finance 
Minister P. Chidambaram, that 
Indian markets are safer than 
those in the US and most others. 
Is this by design? Or default? 
The distinction is important to 
ensure that we remain 
unscathed in future, too. 

One of the reasons for this 
relative safety is that we are 
not yet as globalised as many 
other countries are. Expectedly, 
politicians on the Left wing of 
the Indian polity and their fel- 
low travellers are tom-tomming 
this isolation as an “achieve- 
ment”. Tragically, even cen- 
trist politicians are buying this 
argument. There’s a very real 
danger that India will end up 
drawing the wrong lessons 
from the crisis. 

The fact is that the Indian financial sector is nowhere 
near as reformed as it should be. This results in sub- 
optimal allocation of resources and high operating 
costs. To celebrate this non-achievement on the reforms 
front is to worship at the altar of a very mediocre sta- 
tus quo, as the opportunity cost of not reforming is 
infinitely higher than the actual losses that may indirectly 
result from reforms. Tragically though, the bigger op- 
portunity loss is less visible than that smaller actual loss 
that individual firms may suffer. 


RAMEN SARKAR 
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The crisis has some important lessons 
for us; and it’s important that we 
draw the right ones. 


It must also be noted here that financial market 
reforms—like the pension, insurance and banking 
sector reforms that India has been dragging its feet on— 
invariably result in greater economic activity, and the 
multiplier effect lifts the living standards of individuals 
not even remotely connected to the sector. Example: a 
boost to the insurance sector will make more funds 
available for infrastructure projects, which will benefit 
everyone from the tycoon at the helm of the com- 
pany implementing the project, to those sections of 
society whose lives become easier as a result of such 
infrastructure, to daily labour- 
ers who get assured work for 
longer periods of time. 

Interestingly, parallels are 
being drawn with the East Asian 
Crisis of a decade ago. There, 
too, India’s relative isolation 
stopped the contagion from 
washing up on our shores. But 
here, too, we drew the wrong 
lessons. In every case, then and 
now, the countries affected had 
far higher standards of living 
than India’s. So, the choice 
seems to be between remain- 
ing isolated and poor on the 
one hand and being connected 
with the rest of the world, 
occasionally facing an ebbing 
tide that lowers all boats, and 
then rising together again. 

Distinction also needs to be 
made between institutions and 
individuals... Right institutions 
or instruments in the hands of 
wrong individuals can lead to 
disastrous consequences. The 
US situation is partly explained 
by this. At the same time, the 
crisis also proves that regula- 
tion—as distinct from the micro-management that it 
often degenerates into in India—has a lofty place in the 
world’s, and India’s, financial market infrastructure. It 
is nobody’s case that Indian markets should be reformed 
to benefit the investment bankers and other moneybags 
who so visibly gain from such initiatives. We must 
reform our financial infrastructure so that the housewife 
in some small town, the labourer at a road-building site 
and the vegetable seller at the street corner can also look 
forward to a better tomorrow. 





5-speed AT with Paddle Shift, to the unmatched safety features — everything about the new City 


reflects the joy of going beyond. Experience it for yourself. It's time to enjoy your challenges. 





THE ALL NEW CITY 


w.hondacarindia.com 


The challenge was to exceed every expectation, and raise the benchmark. From the 


‘Arrow Shot Form’ design, the spacious interior, or the exciting performance with the unique 





Fuel efficient, Airbags, ABS 
118PS, i-VTEC engine & Brake Assist as standard 


Advanced Integrated Unique 5-speed AT 
Audio with USB port with Paddle Shift 


2+2 Years extended warranty ¢ 4 Years Roadside Assistance 





NORTH: DELHI - AutoMax Honda, Mayapuri: 45656565; Courtesy Honda, Okhla: 40710000; Prime Honda, Patparganj: 99991098 
Ring Road Honda, CP: 43080000, Motinagar: 42597000, Peeragarhi: 45520000, Southend Honda, Badarpur: 40621212, Saket: 406112 
FARIDABAD - Classic Honda: 0129-4097000; GHAZIABAD - Prime Honda: 9999109846; GURGAON - Pearl Honda: 0124-30211 
Ring Road Honda: 0124-4688000; NOIDA - Ace Honda: 9999673820; AGRA - Heritage Honda: 0562-26415t 
BAREILLY - Heritage Honda: 0581-2560007; DEHRADUN - Divine Honda: 0135-2645001; KANPUR - Pushp Honda: 0512-2544600; LUCKNO 
Fortune Honda: 0522-2200701; AMRITSAR - Prestige Honda: 0183-3067777; CHANDIGARH - Harmony Honda: 0172-5022222; Prestige Hon 
0172-3067777; HISAR - Lotus Honda: 01662-221635; JALANDHAR - Prestige Honda: 0181-3067777; LUDHIANA - Horizon Honda: 99157980 
Prestige Honda: 0161-3067777; PATIALA - Prestige Honda: 0175-3067777; KARNAL -Prestige Honda: 0184-3067777; JAMMU -Hill View Hon 
0191-2662731; JAIPUR - Pink City Honda: 0141-3106820; JODHPUR - Royal Honda: 0291-2725555; UDAIPUR - Autokam Honda: 0294-249164 


EAST: KOLKATA - Imperial Honda: 033-22896801; Pinnacle Honda: 033-40004444; Windsor Honda: 033-39839400; BHUBANESWAR - Highv 
Honda: 0674-2463522; SILIGURI - Sunrise Honda: 0353-2571763; JAMSHEDPUR - Millennium Honda: 0657-2200701; 


WEST: MUMBAI - Apex Honda, Sion: 42777777; Arya Honda, Prabhadevi: 24228686; Ballard Estate: 67459999; Linkway Honda, Andheri( 
66123150: Malad: 66123725: Hallmark Honda, Navi Mumbai: 27675000; PUNE - Deccan Honda: Satara Road 9850771223; Bund Gard 
9373448839, AURANGABAD - Deccan Honda: 9373344301; KOLHAPUR - Riverside Honda: 9922109494; NAGPUR - Rushabh Honda: 22954 
NASHIK - Rushabh Honda: 2388100: GOA - Coastal Honda: Verna: 6693333, Panjim: 6643738 AHMEDABAD - Landmark Honda: 98258127 
SURAT - Landmark Honda: 9825232213; RAJKOT - Landmark Honda: 9825219920; VADODARA - Aspen Honda :90991010 
BHOPAL - Abhikaran Honda: 9893698883; INDORE - Abhikaran Honda: 9893041888; RAIPUR - Shubh Honda: 99935740 
JALGAON - Skyline Honda: 2213291, JABALPUR - Splendid Honda: 2636000; 


SOUTH: BANGALORE - Dakshin Honda, Hosur Road: 9880421212; Lavelle Road: 080 - 22969811; Whitefield Honda, Whitefield Road: 98450080 
Cantonment Station Road: 080-25553367; Magnum Honda, Kanakapura Road: 080-26322271; MANGALORE - Peninsular Honda: 92433099 
HUBLI - Lakeview Honda: 0836-2278837; CHENNAI - Capital Honda, Airport GST Road: 9940460001; Sundaram Honda, Mount Road: 9940411* 
COIMBATORE - Sundaram Honda: 0422-2449303; MADURAI - Sundaram Honda: 0452-2343458; HYDERABAD / SECUNDERABAD -Pr 
Honda: 9951607006; Sundaram Honda: 9849168323; VIJAYWADA - Sundaram Honda: 9849725556; VIZAG - Sundaram Honda: 98491203 
CALICUT - Peninsular Honda: 9895399000; COCHIN - Cosmic Honda, Muttom Kalamassery: 9287411111; Peninsular Hon 
N.H 47 Maradu: 9895199000; TRIVANDRUM - Peninsular Honda: 9895299000. 


dentsumarcom/HSCI/11€9 
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INSTAN TIP 





The Rupee Conundrum 


Is India Inc. prepared to deal with the volatility in 
the Indian currency? RISHI JOSHI 


The fortnight's burning question. 





Exports are growing: But, there are concerns as well 


j 


scaling new highs against the dollar—it appreciated 12 per cent 

against the dollar in 2007 and touched a high of 39.27 on November 
7, 2007. Now, the tide has turned. The rupee has depreciated more than ' 
15 per cent in 2008 so far and touched a low of 45.83 on September 24. Fs n Ae EE 

How will this impact India Inc.? Prima facie, the weaker rupee should Yes. Amit Mitra, Secretary 
boost exports. IT companies, in particular, will benefit. Says Som General, FICCI au ka a 
Mittal, President, NASSCOM: “The rupee falling back to 45-46 levels has pest pti mi eren 
come as a big reprieve." On an average, a 1 per cent depreciation in the is um label fwianniat: vita 
rupee boosts the operating margin of the Indian rr industry by l fy Ea iwa 
25-30 BPs. However, some of these gains could be offset by hedging 
losses. The results for the April-June 2008-09 quarter showed significantly 


|: HAS BEEN A TOPSY-TURVY YEAR FOR THE RUPEE. LAST YEAR IT WAS 





the situation has become worse. 
As a result, they are finding it 
difficult to fund new projects. 


large mark-to-market losses incurred on hedging by these companies. Central banks across the world 
Then, IT majors like HCL Technologies have warned of a further hit in are cutting interest rates to save 
the present quarter. Says Mittal: “A volatile currency makes it difficult their economies. In view of soft- 
to gauge how much currency risk to factor in on long-term contracts.” ening of commodity prices glob- 
Merchandise exporters, particularly in the textiles, leather and hand- ally, | believe this is the right time 
icrafts sectors, which were, till recently, reeling under the impact of a rising for RBI to reduce interest rates. 


rupee, are also relieved. Says Sudhir Dhingra, CMD of garments exporter COMPILED BY MANU KAUSHIK 


bt trends 


Orient Craft: “The falling rupee is a big relief at a time when our tra- 
ditional markets in Us and Europe are slowing down. My estimate is that 
about 25 per cent of our order book right now is due to the currency 
advantage we’re enjoying over countries like China.” Other export- 
oriented sectors, like auto components, too, have gained. Says Ashok 
Taneja, President & CEO, Shriram Pistons, an exporter of pistons, rings 
and engine valves: “We’re now able to out-price our competitors in China 
and Brazil. The current rupee level is just right for exports to take 
off.” It’s not all smooth sailing, though. Exporters now have to contend 
with clients who want to renegotiate contracts due to the softening rupee. 
In many cases, they have had to pass on 20-25 per cent of the exchange 
rate gains to clients. Overall exports, though, 
DEPRECIATION'S | have still been clocking an impressive growth 
IMPACT of over 25 per cent and are expected to hit 
Exporters: [V] the target of $200 billion (Rs 9,20,000 
Importers: [X] crore) this fiscal—despite the global 
Hedgers: [x] slowdown. 
IT & ITeS: [V] But there's a need to temper the 
External Borrowers: euphoria. That's because the rupee is not the 
Inflation Control: [X] only currency that has weakened against 
Tourism: [v] the dollar. Currencies of other Asian coun- 
External Travel: B<] tries, like Malaysia, the Philippines, Taiwan 
and Singapore, have also weakened 5-10 per 
cent this year. Indian exporters still have a relative advantage as the 
rupee has depreciated more than most other Asian currencies. Says 
Abheek Barua, Chief Economist, HDFC Bank: “This is largely due to 
India's swelling current account deficit." 

A weaker domestic currency will also make imports dearer. This 
should, theoretically, curb imports and improve the trade balance. 
However, imports of commodities, like oil, whose demand is relatively 
inelastic, could prove to be a spoiler. 

Then, companies that are net importers will also be hit. Says 
B.R. Jaju, CFO, Crompton Greaves, which manufactures power gener- 
ation equipment: *About 25-30 per cent of capital goods companies will 
feel the pinch." 

A weaker rupee has implications for the macro economy, too. 
Says Sachchidanand Shukla, Economist, Enam: “India’s oil and fertiliser 
subsidy bills will mount. Our estimate is that if the rupee depreciates 
beyond 47, it will worry RBI.” 

Analysts, however, say the rupee is unlikely to weaken signifi- 
cantly from here, and, in fact, expect a trend reversal by the end of the 
calendar year. Says Sanjeev Prasad, Head of Research, Kotak Securities: 
“There’s no reason for the dollar to be strong. The liquidity injected by 
the $700-billion (Rs 32,20,000 crore) bailout package for the 
US financial system itself will put pressure on the dollar to depreciate." 
Then, economists feel, substantial inflows in the capital account are likely 
over the next few months through rbi, debt and private equity, which 
should help the rupee appreciate. 

Experts feel that rupee at 45-46 is the optimal level for the 
rupee at which exporters will gain significantly without hitting importers 
hard. Says Shukla: *The rupee staying at the present levels is the best case 
scenario. However, we expect it to firm up to 43 levels ." Clearly, 
rupee volatility is here to stay in the medium to short term. 
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More Millionaires in India 


HE NUMBER OF HIGH NET WORTH INDIVIDUALS (HNWIS) IN INDIA GREW TO 
167,000 in 2007, a growth of 23.09 per cent over the previous year, 
according to the Asia Pacific . 
Wealth Report 2008 authored by Allocation of Assets 
Capgemini and Merill Lynch. The — Wantto know where the rich park their 
total wealth of Indian HNWis money? Read on. 
(defined as a person with investible Australia ET 8% 
wealth of at least $1 million or 
Rs 4.6 crore) grew 25.1 per cent to 
$440 billion (Rs 20,24,000 crore) 
in the period under review. The ae A 
top bracket of these wealthy — wil NN CN 
Indians (i.e., Ultra-HNWIs or indi- — — — 
viduals with $100 million or 
Rs 460 crore or more in investible 
assets) grew 26.6 per cent. This 
increase in HNWI wealth was due Singapore EA 
largely to a spurt in economic 
growth, investments and a 118 per South Korea RA 
cent growth in the value of equities 
listed in India. The Asia-Pacific re- 
gion is home to 27.8 per cent of Weis mm ian wat 


the world’s HNWI population and *|ncludes structured products, hedge funds, derivatives, foreign 
: currency, commodities, private equity, venture capital, etc. 

23.3 per cent of its total wealth. **Includes commercial real estate, REITs and other investment 

KAPIL BAJAJ properties Responses for India include both resident and NRIs 


China BEL y 


Hong Kong MEME 8% 





Indonesia 41% 





Japan Yr 











Taiwan 32% 
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Notebooks Go Personal 


Te NOTEBOOK MARKET IS FOLLOWING 
the lead of mobile phones. “There is 
a focus on colour and finish,” says Rajiev 





Y Grover, Director, HP India. HP offers a | — 

5 range of “imprint finishes” to buyers S 000 -Al 

* seeking to personalise their computers. yw | 

: “Notebooks are no longer just about The area of land offered by the 

- functionality. Buyers now want them to Karnataka government to Tata 

À make a statement of both work and Motors for (its) Nano project 
TAILOR-MADE play,” he adds. So, special edition laptops 


(based on sports, movies, etc.) are a huge 
draw, he adds. Dell, too, is eyeing this 
market. “We have a dozen colours in 
Profile of buyer has changed in our (top-end) Vostro line,” says Mahesh 
the last few years Bhalla, Director, Dell India (left). And | 
Buyers want mix of business and | Acer is also joining the game. “We now 11.000 
personalisation for computers have laptops in five colours and have Over L 1, : 
Colours, finishes and add-ons added features like a touch-sensitive The number of foreign 
are top of the list interface to manage entertainment and workers being brought into 
Notebooks following trend of navigate menus," says Acer India's Britain by Indian IT 


mobile phones Marketing Head S. Rajendran. companies every year 
RAHUL SACHITANAND 


Indian notebook market growing 
at nearly 100 per cent per year 
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A BOUQUET FOR PEN LOVERS 





A rare Sheaffer. An exotic Sailor. 
And a Pelikan in full bloom. 
Pick and choose from an exquisite 
collection of the world's finest pens. 


Only at the world pen store. 


White Canvas 







WILLIAM PENN 


THE WorLD PEN STORE 









writing instruments featured here: 
420, Sailor Professional Gear and . x 
fer Palladium Straight Line Chase-Chrome Trim; 


SHEAFFER RUBINATO Cross Saor Retro 51 Waterman MONTBLANC Caran D'ACHE Conway Stewart PELIKAN Lamy Aurora FISHER Space 


Flagship Stores: Mumbai: Inorbit Mall | Bangalore: The Forum Mall, Garuda Mall | Delhi, Select CiIrywALK 
Other Stores: Bangalore: 145, 1st Cross, Koramangala |  Manandi Arch, Jayanagar | Hyderabad: Airport 
Shop in Shop: Mumbai: Crossword Kemp's Comer | Crossword Airport Terminal 1B | Ahmedabad: Crossword Mithakali | Crossword SG Road 
Vadodara: Crossword  Alkapui | Contact: Bangalore 32721999 | Delhi 42658384 | Mumba 28785818 


For corporate enquiries, call O80 41104848 | Shop online @ www.williampenn.net | Email: info@williampenn.net 
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TOP OF MIND 
Enter the Android 


What is it? G1 is the first device to feature Google's brand new mobile 
operating system Android. 


What i is so special about it? Google's operating system is based on 
| and is completely open, meaning that developers can 
k design applications for the device, which comes loaded 
P œ with a host of Google applications. 










: LF When can | buy one? Currently, the G1 is only avail- 
EC" © ableon the US T-Mobile network but the handset, made 
à by HTC, should be available in India this year. 


x is it any good? Well, we will have to wait and see, but 
—4* don't expect Apple or Nokia to take G1 lying down. The 
Ø Finnish manufacturers riposte in the shape of the Tube has 
hit the market. 


KUSHAN MITRA 


Will We All Fly Soon? 


What are we on about? Fusionman—treal 
name Yves Rossy—a Swiss commercial 
pilot, flew across the English Channel. 


So, what’s the big deal? He flew, not in a 
plane, but on the wings attached to his 
back, powered by kerosene-fuelled jet 
engines. 

How did he land? He parachuted down. 


Will this machine be commercially available? Well, Rossy thinks there will be 
huge demand in about a decade. 





So, are airlines doomed? Well, not quite—out the story of Icarus may yet have 
a happy ending. KUSHAN MITRA 















What Does He Mean? 
You Judge 


“Developing new drugs is not. V 2 
out of my sight. Beyond 2012, 
| want to see Ranbaxy emerge 
as a strong hybrid player with 
substantial revenue flows 


“In the last two 

years or so, the global 
pharma value 
chain has S.B BB. P gË sS 
broken down" 2006-07 88 2007-08 M Change 





from proprietary drugs" July 13. 2008 "Figures in Rs crore “Figure in Rs lakh Source: RBI 
September 10, 2006 Foreign and other scheduled commercial banks 
er higher than nationalised banks = yi 
: : and its associates on most parameters but the 
Malvinder Singh, government-owned banks are improving faster 


MD & CEO, Ranbaxy Labs Compiled by Manu Kaushik 
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Launching world-class 
low voltage switchgear. 


Managing Power 
Transforming Lives. 


Gai ' 
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A bird’s eye view of what's hot and what's 
P-WATC ai not on the government’s policy radar. TAL EBEARER 
WIDENING THE NET 


T’S AN ATTEMPT AT ENSURING CONTINUED AND EQUAL 
[social security for Indian workers overseas and expatri- 
ate employees in the country. The government is consid- 
ering a notification to bring expatriate employees in India 
into the social security net. Once the notification goes 
through, expatriate employees will have to park a por- 
tion of their salaries in the EPFO’s social security schemes. 
These contributions will then be subject to treatment similar to the one 
given to Indian employees working in countries abroad. Such a process will 
force many of these countries to enter into totalisation agreements—basi- 
cally reciprocal social security agreements—with India. 

SHALINI S. DAGAR 





FDI IN RETAILBACK ON AGENDA 


E + $U. — owe "d T’S A MOVE THAT COULD RUN INTO STIFF 
RETAIL THRUST [political opposition. The government is 
Govt considers 26 per considering a proposal to allow Foreign 
cent FDI in retail Direct Investment (FDI) in multi-brand retail- 
d ^| ing. Initially, it is exploring the possibility of 
permitting 26 per cent FDI. 

Organised retailing in India is expanding 
—— — | rapidly. Several global players have now set 
Left likely to oppose the their eyes on the Indian market. The govern- 
proposal ment's latest inititative could help retail 
giants like Wal-Mart and Tesco spread their 
operations in India. Under the present guidelines, 100 per cent FDI is 
allowed in the cash-and-carry businesses. Fifty-one per cent FDI is also per- 
mitted in single-brand outlets. 


Move could help global 
retail giants expand 
operations in India 





RISHI JOSHI 


















How Times Have Changed AGGRIEVED EXPORTERS 
WITH THE RUPEE DEPRECIATING 
THEN NOW 2 rapidly this year, the Commerce 
"The aviation industry will “Kingfisher Airlines has embarked tiia sia are told, is aa to 
i UIN. : withdraw the sops given to ex- 
need around 400 pilots on restructuring in nee achieve BORER Last year to aaa 
this year and the | cost savings; 30 currency's appreciation. But, 
available talent pool is employees have chosen the exporters are lobbying for 
around 150" to part ways with the an extension. Their argument: 
| " they have made significant 
Capt. G.R. Gopinath company i 
MD, Air Deccan @ Spokesperson bates 3 ipe side 
BT, September 24, 2006 ^ 4 Kingfisher Airlines (which Wei He A ; — 
~ 1 owns Deccan, rechristened NeIDINE natik t romans B he 
Vijay Mallya (L) x Kingfisher Red) seen whether this cuts any ice 
and Gopinath “Nay Agencies, Sept. 22, 2008 with the government. 
ex RJ 
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TATA Enterprise 


YOU ARE SOHA ALI KHAN. YOU SOLVE ONE CROSSWORD EVERY DAY. 
YOU DON’T WASTE TIME GETTING DRESSED. YOU ARE MATHEMATICAL 
ABOUT YOUR TIME. YOU DON'T HAVE FAVOURITES IN BOOKS, FOOD, 
COLOURS OR MOVIES. ONLY IN PEOPLE. AND YOU DON'T REALLY WEAR 
MAKE UP. MOST WOMEN CARRY A COMPACT EVERYWHERE THEY GO. 
YOU CARRY FRUIT. YOU ARE SOHA ALI KHAN. YOU ARE 


SOHA ALI KHAN, ACTOR, IS A FAN OF THE HEALTHY AT THE GATEWAY HOTEL 





O 24/7 SERVICES O ALL DAY BREAKFAST lil ACTIVE FOOD O ACTIVE STUDIO LJ EAT-IN O EXPLORE THE t [ | 





a * Bangalore * Calicut + Chikmagalur * Coonoor * Ernakulam * Jaipur * Jaisalmer * Madurai * Mangalore * Nashik * Sasan Gir * Surat * Vadoda jarani 
«ala * Vijayawada * Visakhapatnam Reservations Worldwide: 1800 111 825 / 022 66011825 Visit www.tajhotels.com/gateway or www 


Rediffusion-DYR/Bom 


WINTER TRAVEL DIARY: FRANCE 


THE INGREDIENTS 
FOR THE PERFECT HOLIDAY ARE 
BEST FOUND LOCALLY 


AN mi p LOATA 


VSA*1851 


WHEN YOU KNOW 


In the market for maroons and browns? Browse through our latest collection and win some exciting pr 


Arrow Exclusive Stores: AHMEDABAD: Iskon Megamall, T. 40029041; CG Road, T. 26565633; Ashram Road, T. 66612894. AMRITSAR: Queens Road, T: 2226940. BANGA 
Brigade Road, T. 41124792; Commercial Street, T. 41673769; Malleswaram, T: 41281841 / 23448967; Indiranagar, T: 41154590; The Forum, T: 22067607. BARODA: Alkapuri, T: 6€ 
BHILWARA: Pur Road, T: 01482-242448. BHOPAL: Arera Colony, T. 2421651. BHUBANESHWAR: Janpath, T: 2547726 / 9437002890. CHENNAI: Pondy Bazar, T: 28154348: City 
Mall, Mylapore T. 43577794; Annanagar East, T. 43500577; Spencer Plaza, T. 28490606; T Nagar, T: 28150474. COIMBATORE: R S Puram T: 2477498. CHANDIGARH: Sect: 
T. 3062816. DELHI: Connaught Place T. 43592887/5; West Gate Mall, Raja Garden, T: 42225867; South Extension, T: 41646576; Kamalanagar, T: 41530212; NOIDA: The Gre: 
Place, T. 4211481; Sector 18, T: 2514030; GURGAON: MGF Metropolitan Mall, T: 4045040 / 09810055033: Ambi Mall. T: 0124 4029024 / 4029289. GOA: Paniim. T: 832-24 
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www.arrowlife.com 


WAHATI: G.S. Road, T: 2463970. HYDERABAD: Somajiguda, T: 23435733; Himayathnagar, T: 27621147; Banjara Hills, T: 66467722; Secun 
l, T: 40072232. KOTA: Gumanpura, 


HAKAPATNAM: Siriniiram Towers 


id T: 3015282. JAIPUR: Vaishali Nagar, T. 0141-2359882; Tonk Road, T: 0141-2703231; Madhyam Marg, T. 9829998928. KOLKATA: City Center, Salt 
T. 0744-2390078. LUDHIANA: Ferozepur Road T: 4647909 / 09417380008; Feroze Gandh 
MBAI: Chowpatty T: 23674717; Colaba, T: 22882529; Juhu Tara Road, T: 26613404; Vashi, T: 27812317; Inorbit Mall, Malad West, T. 66430920 


NKA: + 
IV arKel 
Aor al 
vegama 


T ARR7S5S Alen availahle at leadina denartmental stores 





x JleraDad 
10026398; Phoenix Mills Compound, Lower Parel (W), T. 40046235; Thane (W) T: 25422 561. SURAT: Iskon Megamall, T: 6568175 PATNA: lal 
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Retail ^ 
Rush 


According to a recent McKinsey _ 
study on modern retail, ‘The Great ASAE -~ 
Indian Bazaar: Organised Retail = i 

Comes of Age in India’, the MG 

size of retail market in 2 
India will zoom 10 times 


THE OPPORTUNITY 


1. Size of organised retail will grow 
10 times in eight years. 














2007 
Size of Organised Retail in india ($ billion) 


cee 





in seven years and the THE BARRIERS 

share of organised 1. The reality checks: Rentals are ve 
“haki ry high- 

retail will rise by 10 in absolute sad and as a percentage of sales. 

percentage points 

from the current 


4-5 per cent. But to 
take full advantage of this 
unfolding opportunity companies will 
have to cross three distinct barriers. 
Excerpts from the report: 
SAUMYA BHATTACHARYA 


THE UNIQUE INDIAN MARKET 


Fresh food, ethnic apparel and mobile electronics will be key 
categories for organised retail in 2015. 


FOOD 
100% =$252 bn 








ELECTRONICS 
100% =$20-25 bn 





maap 3 1,200 
38 Dethi (Khan Market) 
Figures in Rs/sq. ft/month, 2007 *SoHo-Upper Westside 
D. Rent as per cent of Sales (For Top Cities) 









9-10 


30% share of fresh One of the only markets — 1-5 
fruits, vegetables and where men's apparel is vont” 
perishables much larger than women's phones Specialty 
a age Men's - | Home Electronics Retailers 10-12 
sum Fruits, Vegetables us Women's Ethnic === Telecom š : 
& Perishables Children & Infants === Consumer Durables wam Indian Retailer == International Retailer 
s FMCG & Foods s Women's Non-ethnic mama Personal Electronics 


Source: Real estate expert interviews, Cushman & Wakefield; LoopNet, 
Break-up of consumption pattern in per cent - Source: McKinsey analysis CB Richard Ellis Asian Retail Property Review (2006) 













z: “Our financial reforms are 
m carefully calibrated. We do not 
take decisions without 
considering the pros and cons” 





2. India is still at the first stage of the industry evolution. 
Phase 2 Phase 3 Mature x 
epi E TO BE PRECISE 7 


P. Chidambaram, Finance Minister, 
to Agencies 


"Quite top-notch actually" 


Paolo Canali, Global Marketing Director, Canali, on the Indian luxur 
goods market, in The Economic Times 


Retail's 
"We are going to put what matters to you 


most at your fingertips" 


Tapan Bhat, Senior Vice President, Yaboo!, on the radical redesign 
of the Internet giant's home page, to Reuters 





2. Manpower issues: Organised retail may require as many as 







1.6 million employees by 2015. "The biggest happiness I 

MA ©. ©. 100,000 felt in my life was the 
day in 1980 when I had 

AY) Ss s & & 325,000 my first $1 million in the 


zn) S. S. S. © © © © 700,000 bank, a result of the 


Indonesian business. 


tl k A A ie SS. SS. SS. 1,600,000 — After that, everything 
Number of people required excludes employee chum, 10-20% per annum at present has become normal” 
Lakshmi N. Mittal, Chairman and CEO, 


Arcelor Mittal, in Financial Times 








3. Rental travails: Retailers may find it difficult to sustain 


high rentals. “Stocks are painful. You need to track a lot 
Typical Hypermarket Economics in Mumbai Scenarios of things. They get affected by central 

(50,000 sq. ft store) | 2015 2015 banks, politics, corporate governance, bal- 
Illustrative Metrics 2007 ^ Conservative Best-case ance sheet and environment issues" 


9 000 5 6007 8 000° James B. Rogers, Co-founder, Quantum Fund, in DNA 
, f ' ; 


100 300 — 1200 “Statistically, there should be four 
50 75° 160° — Steve Jobs in India because we have 
300 million people, and you have 
1.2 billion. So, there should be four 
Steve Jobs in India. You just have to 
find them. A programmer in India 
shouldn’t want to be just a recipient 
of American outsourced work” 





a 289 > "e ee TE d e zu - 

4 a d$ DA Cul aL 
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year) 10,000 15000 





High value will be difficult to sustain 


JAJI figures are rounded “In line with population growth@1.5% per year Inline with increase . Z 
" addi essable market — "Assuming group sizes of 2-5 Annual rental increase of 5% per year as 9 Guy Kawasaki, MD, Garage Technology Ventures, an early-stage, Silicon 
in typical contracts Source: Real estate and retail expert interview; McKinsey analysis = Valley-based venture capital firm, in The Economic Times 
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The only benchmark 


is the one you set for yourself. 


The Audi AS. Follow your own rules. 


Those who choose to write their own success story choose the Audi A6, a car that sets 
the benchmark for luxury and perfection like none other. Its luxurious features impress 
royalty. While its performance advancements, like powerful FSI and TDI engines, exceed 
expectations. Add to that, its majestic size, uncompromising lines and refined looks make 
it as distinct as you are. The Audi A6. For those who lead by example. 





quattro * Multimedia Interface * Bose Sound System * Memory Seats 


Authorised Dealers: 

Audi Ahmedabad 0-9998001 123, 0-9998600030 
Audi Chandigarh O172-3068911, 0-9876429103 
Audi Gurgaon 0124-4510200, 0-9958592168 
Audi Kochi O484-414 7777, O-9249412345 


Audi Bangalore 080-28521548, 0-9740031 204 


— 


Audi Delhi 011-40510300, 0-9999917415 
Audi Hyderabad 040-23324545, 0-9959700007 
Audi Mumbai 022-67441111, 0-981 90390000 
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APPROVED: By 
the board of app- 
rovals chaired by 
Commerce Secretary 
G.K. Pillai, 27 pro- 
posals for special 
economic zones 
(SEZs), including those by Larsen & 
Toubro, JSW Bengal Steel, Ansal 
Properties & Infrastructure and Bharat 
Forge. It also gave in-principle 
approvals to 10 tax-free zones. 





PLANNED: By Power Grid Corporation 
of India, investments of Rs 4,824 crore 
over the next four years to set up trans- 
mission lines to supply power generated 
from the Mundra power plant to the 
electricity grid. Tata Power has been 
awarded the contract to build the ultra 
mega power plant at Mundra, which 
has a capacity to generate 4,000 MW 
of electricity. 


RELAXED: By the Finance Ministry, 
norms on the amount of money infra- 
structure companies can raise via ex- 
ternal commercial borrowings. Such 
companies can now raise up to $500 
million (Rs 2,300 crore), or five times 
more than what they could earlier. 


UNVEILED: By Intel, the world's 





largest chipmaker, the Xeon 7400 
series processor, its first Made in India 
chip, which has been designed entirely 
by its Bangalore team and developed in 
a record two years. It marks the first 
time that work on the 45 nanometre 
technology was taken up by the com- 
pany outside the US. 


SCRAPPED: By the Anil Agarwal- 
owned Vedanta Resources, its 
restructuring programme due to opp- 
osition from shareholders, who felt the 
plan favoured the management to the 
detriment of other shareholders. The 
LSE-listed company had announced a 
major revamp to split its organisation 
into three groups: aluminium & energy, 
copper & zinc and iron ore. 


SEALED: By the 
Anil Ambani-pro- 
moted Reliance Big 
Entertainment 
(RBE), a partner- 
ship with iconic 
Hollywood director 
Steven Spielberg’s Dreamworks. RBE 
will invest $1.5 billion (Rs 6,900 
crore) in Dreamworks over a number 
of years, of which $500 million (Rs 
2,300 crore) will be in the form of 
equity and the rest as debt. 





JUST WONDERING... 


HAT ABHAY OSWAL IS UP TO THESE DAYS. THERE WAS A 
time in the ’80s and early '90s, when he was 
regarded as the rising star of India Inc. But Oswal's 
sheen has worn off since then. Following a series of high- 
profile ventures in petrochemicals, chemicals and fertilisers 
that failed to take off, he sold his principal businesses— 
a fertliser plant in Shahjahanpur, UP, and a DAP plant in 
Paradeep, Orissa, in 2005-06 for Rs 4,080 crore. His 


flagship company, Oswal Chemicals & Fertilisers, earlier 





known as Bindal Agro, is now an active player in the real estate market. Along the 
way, there have been allegations of political pay-offs, bribery and asset stripping, 
but Oswal has never let this cramp his style. When last heard, his son Pankaj's 
Burrup Holdings, which operates the world's largest ammonia plant in Australia, 
had twice postponed an IPO that would have valued the company at $2.5 billion 
(Rs 11,500 crore). 

MANU KAUSHIK 
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high ane sawaka odation in - 
prime locations at affordable pric rices s 


. What prompted yt to enter India 


now? 


Many foreign companies are com- 


ing to India. These companies don't 
have to bother about spending time 
and money on setting up offices; 
we will do it for them. We have 
plans to open 18-20 serviced offices 
in both Delhi and Mumbai. 





At Canara HSBC Oriental Bank of Commerce Life 
Insurance Company Limited, we understand that 


| real happiness comes from complete security. 
adl That's why each one of our innovative products 
| | is designed to help you safeguard your family's 
| | future needs and aspirations. 


| Our insights and expertise come from our collective 


| | experience of over 300 years in different financial / Y Canara HSBC 


hs ER markets of the world. So depend on us to help 


ENS ! a vip Life Insurance 
ee you realise your family's life goals, and live life 








to the fullest! with Oriental Bank of Commerce 


iin Available at select Canara Bank, HSBC Bank and Oriental Bank of Commerce branches. 


Advt. No. 39/08 Insurance is the subject matter of the solicitation. For details on risk factors and terms and conditions please read the product sales 
brochure carefully before concluding a sale. Canara HSBC Oriental Bank of Commerce Life Insurance Company Limited (Regn. No. 136). everest/403-08 


DEALTRACKER 





TARGET 


Swan Telecom 


Repower systems 
Polycab Wires " 
Shriram Retail Holdings 


Shriram City Union Finance 


Moser Baers' Photo-voltaic Unit 


Subhiksha Trading Services 


Geodynamics 


KEI-RSOS Maritime and Rajamaendri 
Shipping & Oilfield Services —— 


GangavaramPort — — 
Idhasoft 


Manappuram Group of Companies 


Mather & Platt Pumps 


MSE Power Systems — — 1 


Carborundum Universal 


Saisudhir Infrastructures 


hospitality group. 


BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in September 2008. 


Deal of the Month: In yet another deal in the Indian telecom sector, the second-largest Arab 
telecom company by market value, Emirates Telecommunications Corp., or Etisalat, agreed to buy 
a 45 per cent stake in Swan Telecom, one of the new mobile operators in the country, for 
Rs 4,075.3 crore in cash. The remaining 55 per cent of the shares of Swan Telecom are held by 
several entities, including its promoters Dynamix Balwas Group, a Mumbai-based real estate and 











Impact Analysis: Swan Telecom has licences to provide GSM mobile phone services in 13 out 
of 22 circles in India. Swan will be launching its operations in the first quarter of the next financial 
year. It has received spectrum in 10 circles, including Delhi. 














ACQUIRER INDUSTRY DEAL VALUE STAKE 
(Rs crore) (%) 
__Emirates Telecom Corporation — Telecom Investment — 40753 — 1 145 
.SuzonEnergy — à à 1 1 1 Industrial products Acquisition — 1,7839. 1 12248 
International Finance Corp. — Industrial products Private equity 5434 —  — &— 12? 
_ TPG India Investments BFSI Private equity 526.9 | 49 
Shriram Retail Holdings, BFSI Investment 425.3 23.52 
TPG India Investments, Shriram 
Enterprise Holdings, Shriram 
Capital, TPG and TPG Asia — — — —— sk 
Consortium—Nomura, CDC Group, Energy Private equily 419.5 6.50 
Credit Suisse, Morgan Stanley, IDFC 
Private Equity and IDFC — — — — - 
Zash Investment | Consumer products Private equity 233.6 10 
ee ee c and retail m mE HE: 
Tata Power —— . Energy Investment 165.7 11.40 
Great Offshore Infrastructure Acquisition 163.4 100 
. Warburg Pincus Infrastructure Private equity 158.5 30 
Arcapita Bank Technology Private equity 135.8 ie 
Alchemy Ashmore, Granite Hill, BFSI Private equity 108.7 N.A. 
Sequoia Capital, 
_Hudson Equity Holding - 
Wio — | . Industrial products Investment — 81.1 48.87 
. Crompton Greaves Industrial products Acquisition 72.4 100 
-Nalanda Capital . Pharmaceuticals Private equity 63.4 5 
BTS India Private Equity Fund Infrastructure Private equity 48.3 N.A. 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 


undertake any responsibility in regard to any such decision. 
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Includes only M&A, private equity and brand sale transactions 


Not a complete list 
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THE RAIN GODS THNDEX | 
HAVE DELIVERED am 


Here's some good news. The Southwest Monsoons, which account for 
80 per cent of annual rainfall in India, are within the normal range. For 
the week ended September 24, the India Meteorological Department 
(IMD) recorded 48.7 mm (1.9 inches) of rainfall, which is higher than 
the 50-year average of 35.7 mm for the same period. This is expected 
to result in: 

@ Lower food prices and inflation 


@ Higher rural incomes 








Compiled by Manu Kaushik 










All India Area Weighted Rainfall 
for the period June 1, 2008 to 
Sept. 24, 2008 


Actual Normal 
859.3 mm 864.1 mm 


% Departure -1 










Sept. 27, 2007 Sept. 26, 2008 


BT AUTO 





Sept. 27, 2007 Sept. 26, 2008 










EXCESS N es 
+20% or more BT PHARMA 


332. 


DEFICIENT 
-20% to -59% 

: MONSOON IN THE PAST 5 YEARS | 
7 2004 2005 — 2006 2007 2008 rs 

| EXCESS — 07 | 159 282 348 153: 449 44115 
_ NORMAL 67.2 502 52.7 482 OL 
: DEFICIENT — (321 | 339 | 191 | 17 (125^ 
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Figures are % of gross cropped area 


NORMAL 
+19% to -19% 





Sept. 27, 2007 Sept. 26, 2008 





Sept. 27, 2007 Sept. 26, 2008 
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Indian IT’s Big Deal 


HCL sees a potential acquisition of Axon as transformational, but its finances 
may be stretched if a bidding war breaks out. RAHUL SACHITANAND 





€ 


HREE YEARS AGO, 

Vineet Nayar 

laid down a bold 

three-stage plan to 

leapfrog his rivals in the 
IT services market. Last fortnight 
the CEO at HCL Technologies, India's 
fifth-largest IT services firm, took 
another step in that direction—and 
in the process took on Bangalore- 
based rival Infosys Technologies, 
currently #2 in India, by revenues. 
In August, Infosys had attempted 
to conclude the biggest overseas ac- 
quisition by an Indian IT services 
company when it made a Rs 3,300- 
crore bid for UK-based SAP consul- 
tancy Axon. Last fortnight, HCL mus- 
cled its way into the fray by making 
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a counter- 
bid for Axon 
that's 8.3 per cent 
higher. At the time of writing, ana- 
lysts were expecting Infosys to revise 
its bid, and HCL to duly respond 
with another counter-bid. 

Whilst Infosys was looking to 
strengthen its consulting business 
by acquiring Axon, for HCL it's an at- 
tempt to further leverage its Blue 
Ocean strategy of focusing on un- 
tapped or uncluttered markets. Also 
by combining a string of process 
overhauls, industry partnerships and 
acquisitions, Nayar hopes to trans- 
form HCL into a global rr power- 
house. Currently, HCL, with rev- 
enues of $1.9 billion, is well behind 





Who'll blink first? HCL Technologies’ 
Nayar (L) and Infosys’ Gopalakrishnan 


et 





ahh 


Tier Í rivals Tcs, Infosys and Wipro. 

Nayar, however, believes all this 
will change. “The Axon deal will 
be transformational for us,” he told 
the media last fortnight when an- 
nouncing HCL’s counter-bid. Just 
hours before that, he had concluded 
three-month-long discussions with 
Axon’s top management, which 
eventually resulted in HCL’s offer. 
Axon holds similar attractions for 
both software companies. With com- 
pounded average revenue growth 
of 35 per cent over the last five 
years, operating margins of 18 per 
cent and access to untapped markets 
such as the public sector, Axon 
makes for a compelling proposi- 
tion. “Axon has complementary 


URGE TO MERGE 


HCL has more M&A experience than Infosys, albeit with small deals. 








Capital Stream — Fm 
and 


Liberata Financial BPO - 
Services rates 


Control Point 
Solution 
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Source: HCL Technologies 


skillsets to HCL ... they are in the 
front end, blue printing and archi- 
tecting deals and we’re strong with 
implementation,” Nayar adds. 

HCL has already taken some 
initiatives in the third phase of its 
plan to become a global IT giant. 
Its acquisitions have thus far been fo- 
cussed on the back-end (see Urge 
to Merge), areas such as BPO and ex- 
pense management. “Now the com- 
pany wants to make its first big deal 
as it seeks to sew together its ex- 
pertise in back-end processes with 
the huge opportunity offered in SAP 
and specifically enterprise consult- 
ing,” says a Mumbai-based analyst. 
According to industry estimates, the 
enterprise applications market is ex- 
pected to grow from $88 billion to 
$104 billion between 2007 and 
2010, while the SAP segment will 
grow from $24 billion to $35 billion 
in the same time. “Indian companies 
can address just $1.5-1.8 billion of 
the SAP services market,” estimates 
Ram Krishna, HCL’s Head of 
Application Services. 

The stage appears set for an all- 
out bidding battle. “This is not a 
counter bid, but a proactive one,” 
claimed Nayar in a conference call 
with analysts. According to industry 
watchers, this deal boils down to 
who blinks first. While HCL has 
raised £400 million from Standard 


TR 


Northern 
Ireland 


NA US 


UK 


A—— m  À ccn e e m eee Me m=... ....................... 


UK 


Chartered Bank for this bid (at an in- 
terest rate of approximately 6-6.5 
per cent), it will also pump in 
around £41 million from its own 
finances. “Infosys has much deeper 
pockets with around $2 billion in 
reserves compared to $570 million 
for HCL,” says an analyst. 

The aggressive move for Axon is 
also important for HCL to get around 
2,000 SAP analysts on board and 
ramp up its business. “We get 
around 11 per cent of our revenues 
from enterprise applications, com- 


PRESSURE ON GROWTH 


HCL's growth has stalled, even as margins 
have expanded. 


Quarterly Growth 
Q1, 07-08 
Q2, 07-08 
Q3, 07-08 
(4, 07-08 
Q1, 08-09 


PBIT Margins 
Q1, 07-08 
02, 07-08 
Q3, 07-08 
Q4, '07-08 


Q1, 08-09 
Figures in per cent 









Source: Company 





pared to 24-44 per cent for our 
large rivals. The HCL-Axon combine 
will take this share up to 30 per 
cent," says Nayar. In Infosys' case 
the deal is expected to double its 
2,000-stong SAP consultant base. 
Satyam reportedly houses the largest 
number of SAP consultants among 
Indian IT services companies, but 
clinching the Axon deal should 
give Infosys or HCL a chance to 
leapfrog their Hyderabad-based ri- 
val. ^We get a small percentage of 
revenues from consulting and blue- 
print, whereas Axon gets 88 per 
cent of its revenues from this seg- 
ment,” says HCL’s Krishna. 

For HCL, industry watchers say, 
this is an opportunity to step into 
the big league, something Shiv 
Nadar, the company's Founder and 
Chairman, has coveted for years. 
“HCL has always been the outsider at 
the top of the table and they want 
to make a statement by bidding for 
Axon," says one industry execu- 
tive. In the last few years, HCL has 
stepped up its branding as it seeks to 
be seen in the company of its larger 
Indian and global rivals. *Expect 
Nadar to go for broke. They want 
to be counted in the big league," 
adds the executive. 

Despite HCL’s ambition, Infosys is 
not expected to walk away from 
this deal. In a statement to the media 
soon after HCL announced its intent 
to buy Axon, Infosys said, “...Infosys 
is considering its position and urges 
Axon shareholders to take no ac- 
tion at this time.” Happily for the 
Bangalore-based company, it has al- 
ready got a commitment of 18 per 
cent of Axon’s shares from some 
key shareholders and top manage- 
ment. “This is Kris Gopalakrishnan’s 
(Infosys’ CEO) first deal and we'll 
need to see how long Infosys will 
hold its nerve,” says an analyst. With 
a 70 per cent plus increase in share 
price over the last six months and 
suitors for their shares, Axon’s share- 
holders may be the ultimate win- 
ners in this contest. 
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Tata’s 
Options 


Where Tata’s small car 
project is headed is still 
unclear, but what looks 
certain is that it won’t 
start rolling out until 
2009. KUSHAN MITRA 


N THE MORNING OF 
( ) 10, 2008, the day 
of the launch of the Tata 


Nano, Ratan Tata reportedly told a 
group of senior editors over break- 
fast that some people considered 
him “mad” to have based the Nano 
plant in West Bengal. He must now 
believe that he was overcome by a 
momentary lapse of reason when he 
decided that the Nano should be 
made in Singur, West Bengal. 

But was Tata *mad" to move 
to Bengal in the first place? Some 
vendors, including some of those 
who moved with him, thought so 
initially, but *we bought into the 
Nano project and while Bengal was 
a strange choice of location, Ratan 
Tata believed he could make it work, 
and we believed the company," says 
a large vendor who still believes 
that the Singur project can be sal- 
vaged. A scheduled meeting between 
Tata and West Bengal Chief 
Minister Buddhadeb Bhattacharjee, 
which was supposed to have taken 
place on September 28, was post- 
poned and at the time this magazine 
went to press, no news had emerged 
from either side. 

Therefore, is the talk of Nano 
project moving out of West Bengal 
a game of political brinkmanship? 
Clearly, Mamata Banerjee’s ambition 
in life is to move into Kolkata's 
Writers’ Building, the seat of the 
West Bengal government. But some 
in her party realise that her primor- 
dial argument towards land could 
boomerang in Banerjee's mainly 
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- Motors Managing Director 


GETTING THE NANO ON | 
THE ROAD! Pantnagar 


A few weeks ago, Tata ad 


dd Mundie 


Lucknow 


Ravi Kant said that there 
was no ‘Plan-B’ for the 
Singur project, but now if 
the Nano project has to 
meet its October-December 
deadline, the first cars will 
have to roll out from any of the 
other existing Tata Motors factories. 


Jamshedpur" 


did pune 
iia Dharwad  . 


MOST LIKELY LOCATION 
Pantnagar, Uttarakhand 

ALTERNATIVE LOCATION —— atin 
Pu ne, Maharashtra li Temporary location 
LONG-SHOT LOCATIONS OTE SRP 


Jamshedpur, Jharkhand or Lucknow, uP 


But this will not be a long-term plan; to 

meet the projected demand for the Nano, a new factory will need to be built. 
Several states have bent over backwards to offer the Tatas the required 1,000 
acres for the plant. Kant has been doing the rounds of state capitals. 


TOP CONTENDERS 


Dharwad, Karnataka 
WHY? Tata Motors is already building a factory for heavy construction vehicles here, 
setting up another factory beside the existing facility will make economic sense. 


Pantnagar, Uttarakhand 

WHY? Tata Motors already produces the highly successful Ace mini commercial 
vehicle here and some vendors have already set up plants in the area. 

Mundra, Gujarat 

WHY? This will be beside Tata powers 4,000 MW Ultra-Mega Power Project 
and will also give the Nano easy access to port facilities and connectivity. 


OTHER CONTENDERS 
Rajasthan — Bhiwadi | Andhra Pradesh — Naidupet, Kakinada | Maharashtra — Amravati, 
Nagpur | Orissa — Cuttack | Madhya Pradesh - Gwalior 
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urban vote-bank and, worse still. 
alienate her from industry. But these 
voices are few and far between, and 
by sticking to her guns, Banerjee, 
according to many in Kolkata, might 
have dealt a death blow to the state’s 
ambitions of re-industrialisation. 
So, is industry in West Bengal 
now doomed? Again, the answer 
is unclear. Some big-ticket projects 
such as the Rs 35,000-crore Jsw 
steel plant at Salboni have been 
moving along steadily. But the fail- 
ure of the Nano project coupled 
with softening realty market and 
agitating farmers might force real es- 
tate major DLF to back out of a Rs 
33,000-crore township project at 
Dankuni, a few kilometres down 
the road from Singur. Last minute 
intervention by the Chief Minister 
prevented German supermarket 
chain Metro from shuttering their 
cash-and-carry format store in 
Kolkata much to the angst of the 
Left Front’s Forward Bloc. t1 majors 
Infosys [Technologies and Wipro 
have taken divergent views—Infosys 
has stated that it will “relook” its in- 
vestments in Bengal but Wipro has 
decided to carry on with its plans in 
the state. Yet, the pull-out of a small 
Rs 1,500-crore project might have 
the biggest impact on the state. 
But will the Tata’s move out, as 
many suspect it would? A Tata 





So, where will the Nano be built? 
As Ravi Kant, Managing Director, 
Tata Motors, explained once, one of 
the biggest reasons why the Tatas 
chose Singur was its proximity to 
major road and rail connections. 
The front-runners in the race for 
the new plant are Mundra in 
Gujarat, Pantnagar in Uttarakhand 
and Dharwad in Karnataka, and the 
respective state governments—all 
ironically ruled by the Bharatiya 
Janata Party-—arc giving the Tatas 
major concessions as well. 

[n addition, the Tatas invariably 
already have interests very close to 
the proposed sites, even though 


West Bengal effectively offered a subsidy of Rs 25,000-30,000 per 
car to Tata Motors. Will other states be able to match this? 


Motors spokesperson offered a terse, 
“No comment”. However, some 
vendors claim that they have been 
instructed tc wait and watch. Stili. 
other vendors and somc lata 
Motors officials indicate that the 
first few Nanos may not roli out of 
the Singur plaut at all and may have 
to be assembled at 1 ata s mini-truck 
plant at Pantnagar in Uttarakhand. 
But the same sources also point out 
that this cannot be a long-terin so- 
lution in case the latas do eventually 
pack up from Sigur. 


none of them offers the connec- ` 


tivity of Singur. Yet, the govern- 
ments and the local population in 
all these locations are believed to be 
imore supportive of the project than 
a clutch ot fariners in Singur, and, 
crucially, the Opposition in all these 
states is the Congress, which is not 
likely to vociferously oppose 
industrialisation. 

But what does all this mean for 
the launch of the Nano? The car 
will detinitely not roll out in October 
aiid even the “third quarter” internal 


deadline set by Tata Motors (which 
would have seen the first car roll 
out by December) may not be met. 
It is unlikely that the Nano will 
meet the ignominious fate of the 
Tata Magna, Tata Motors planned 
luxury car, but if you wanted to 
buy one, you might have to wait 
till 2009. 

But will the price that consumers 
will have to pay for the Nano 
change drastically? Tata Motors has 
filed a suit in the Calcutta Hight 
Court to prevent details of the deal 
that the West Bengal Industrial 
Development Corporation offered 
them from being made public. 
According to some, the deal offers 
an effective subsidy of Rs 25,000- 
30,000 per car. Will other states be 
able to match these promises? Again, 
that is also highly likely, but even 
though Ratan Tata said on January 
10, “A promise is a promise,” when 
he unveiled the car and announced 
the price of Rs 1 lakh plus trans- 
portation, the delays might escalate 
the price of the project for both 
Tata Motors and its vendors. And, 
thus the Nano, where even a slight 
escalation can have a dramatic imp- 
act in percentage terms may not be 
able to profitably meet its price tar- 
get, which was already on thin ice 
when it came to profit margins. 
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Gaurav is the icon of youth. Loved by his ! 
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Mukesh Ambani Unplugged 





The RIL boss voices a desire to be allowed to fuel millions of Indian homes 
without the fetters of court cases and government controls. SUMAN LAYAK 


AST MONTH, 50 YEARS AFTER 
| on India's first pe- 

troleum discovery at Lune] in 
Gujarat on September 5, 1958, oil 
started flowing out of the installation 
at the Krishna-Godavari basin's block 
D6. The differences between the 
two discoveries are many. While 
Jawaharlal Nehru preserved his 
crude-stained sherwani as a souvenir 
of the Lunej find (he visited the site 
in 1960) made by the then Oil & 
Natural Gas Commission, Reliance 
Industries (RIL) Chairman Mukesh 
Ambani, flanked by wife Nita, posed 
with crude in a conical flask at a 
media conference and distributed 
drops of D6 crude smartly packed in 
glass capsules to journalists. While 
Lunej is now a national monument, 
Mukesh is locked in a battle with 
brother Anil over the gas flow from 
the same D6 wells. 

However, India's first deepwater 
crude flow can be as much of a game 
changer for the country as was the 
flow at Lunej 50 years back, per- 


NEW ACE IN RIL'S PACK 











° 


44 550,000 barrels per day of 
hydrocarbons can feed cooking gas 
to 100 to 120 million households. 
For this, we need to pipe gas to cities 
and rural areas on a war footing,” 


Mukesh Ambani, 
Chairman, RIL 


Exploration and production takes the lead over refining and marketing among RIL's businesses. 













450 Petrochemicals 


30 Haryana SEZ 


95 Retail 


1,029 Refining and 
marketing 


Value of RILs exploration assets 
414 Exploration upside 


] Panna Mukta 
Tapti (oil & gas) 


Coal bed methane 
12 (Sohagpur) 
39 NEC25 (gas) 


125 KG D6 (MA oil -- gas) 


— — — 456 KGD6 (01 & D3 gas) 


eBusiness valuation 2,720" Net Debt 176 — eSum of the parts valuation 2,543 — eRIL scrip price 1,931' 


Figures in Rs “Discrepancies in totals due to rounding off 
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Source: Enam Securities India Research 
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haps more. In his first press confer- 
ence in five years, Ambani pointed 
out that, come February 2009, the 
oil and gas flowing out of the field 
will equal 40 per cent of India's cur- 
rent production. The Rajasthan field, 
(operated by Cairn India) which has 
the potential to provide India with a 
fifth of its oil production, is thought 
to contain at least a billion barrels 
and capable of producing 175,000 
barrels a day at its peak. The pro- 
duction is likely to start in 2009. 
Crude is flowing out at 5,000 
barrels a day and is expected to rise 
to its peak of 550,000 barrels of 
oll or oil equivalent in another 18 
months. Ambani said he wanted 
the benefits of the hydrocarbon re- 
serves to reach millions of Indians. 
"Five hundred and fifty thousand 
barrels per day of hydrocarbons 
can feed cooking gas to 100 to 120 
million households. For this, we 
need to pipe gas to towns, cities 
and rural areas on a war footing," 
he said. Even as Ambani was speak- 
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Attract and Retain the Best Talent. 


LeasePlan has proven, globally, that a good company car 
policy can help attract and retain employees. With 
LeasePlan, your employees can experience tax efficiency 
right from the start which allows you to give them more 
value for money. You also increase their productivity and 
efficiency by reducing employee time spent on non-core 
activities. With our comprehensive product offering, we 
have a car plan for every employee category. In other 
words, you hire the best and we'll take care of the rest. 
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www.leaseplan.co.in 


Bangalore * Chennai * Gurgaon * Hyderabad * Kolkata * Mumbai * Pune 


Present in 30 countries 
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7 offices, reach in 100+ cities and 800+ dealer partners 
Complete mobility - from 1 day Car Rental to 5 year Lease 
Proven concept of employee attraction and retention 

e Unique value-added services: Fleet Reporting, Anytime 
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MAKING MONEY. 
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RACHIT GOSWAMI 


ing about D6, farmers at Raigad 
voted in a referendum against a 
proposed Special Economic Zone 
planned by Mukesh in the area. 

Ambani said: “Now is the time 
to provide natural gas to 50 million 
two-wheelers, five million cars and 
10 million trucks.” Ambani also 
spoke about distributed power 
where households will have their 
own fuel-cell generators that will 
use natural gas to produce elec- 
tricity. His target for lighting 80 
million households is just “a few 
months” away. 

Ajay Parmar, Head of Research 
at Emkay Global Financial Services, 


points out that the Ambanis have 
grown by integrating their businesses. 
“Naturally, Ambani is thinking of 
forward integration by taking the 
gas to the consumers,” Parmar said. 

But why is Ambani thinking of 
this when a host of fertiliser and 
power companies are eager to be 
the first-users of D6 gas? The com- 
panies that can switch to gas will 
benefit hugely, Parmar said. “Deepak 
Fertiliser, in fact, said that they may 
double their net profit if they can use 
the gas from D6,” he said. 

While the gas and crude from 
D6 can do wonders for the economy 
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and the country, it can also move the 
company's stocks to great heights. 
Parmar points out that if this crude 
had started flowing one year back— 
when the markets were in a bullish 
phase—the RIL scrip would have 
touched unimaginable highs. 
Predictions are that RIL will be 
able to double its turnover in two 
years. Parmar says: *That would 
be an unheard of 40 per cent com- 
pounded annual rate of growth 
with RIL accounting for six per cent 
of the Gpp.” It would also make 
RIL one of the top 20 global en- 


ergy players. 
Surely, a court stay on the sale of 





44 if RIL is able to double its 
turnover, it would be an unheard of 
40 per cent CAGR with the company 
accounting for six per cent 

of the GDP" 


Ajay Parmar, Research Head, 
Emkay Global Financial Services 


gas from D6 can feel like an iron 
ball and chain around the ankles 
for Mukesh. 

The public sector NTPC and 
brother Anil's Reliance Natural 
Resources (RNRL) have taken him to 
court demanding that he honour 


the pact to sell gas to them at $2.34 
per million British thermal units 
(MBTU). This is way lower than the 
government approved rate of $4.20 
per mbtu. If allowed a market price, 
RIL can price the gas even higher. 
Retail sales to consumers can al- 
low RIL that leeway. 

Parmar of Emkay thinks the gov- 
ernment may allow Ambani an even 
higher rate. In fact, soon after the 
press conference, the Union Ministry 
for Petroleum and Natural Gas an- 
nounced that it will request the court 
to remove the stay on sale of gas 
from the D6 block of KG basin. 

Another reason for Mukesh to 
push for clearing the ground is 
that his new refinery at Jamnagar is 
coming on stream later this year. 
And the success of the new refinery 
depends a lot on unfettered supply 
of gas from the KG basin. With a lot 
of refining capacity coming on 
stream globally, refining margins 
will be under pressure. 

According to Ballabh Modani 
of Enam Securities, over the long 
term "pressure on RIL’s margins will 
be largely offset by incremental gross 
refining margins attributed to 
cheaper captive gas as fuel." 

So, naturally, Mukesh took a 
potshot at brother Anil at the 
September 21 press conference by 
saying how he has tried to stay away 
from creating paper wealth and fi- 
nancial gamesmanship. Junior 
brother Anil is better known for his 
abilities to raise capital. 

Anil responded at RNRU's annual 
general meeting that followed by 
stating that the shareholders of RNRL 
feel shortchanged by RIL as it did 
not give it a proper agreement for 
supplying gas—for their power 
plants. He also filed a case of 
defamation against Mukesh. 

Mukesh maintained at the press 
conference that NTPC and RNRL 
could have all the gas agreed upon 
as long as they built their power 
plants—which are at least three to 
four years away. 
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Under the Scanner 





Ranbaxy gets on the wrong side of regulatory bodies. SHALINI S. DAGAR 


pharmaceutical giant Ranbaxy. It 

has been hauled over the coals by 
the United States Food and Drug 
Administration (FDA). 

The FDA has now found 
“serious” manufacturing deficien- 
cies at two of Ranbaxy’s plants in 
India after an inspection of its facil- 
ities. Warning letters have been is- 
sued to the company, along with 
an import alert for the generic drugs 
manufactured at its Dewas and 
Paonta Sahib plants. That’s not all. 
The FDA has also banned the im- 
port of more than 30 generic drugs, 
including antibiotics and cholesterol 
medicines, from the two factories. 
Though FDA’s import alert conceded 
that there is no evidence of 
Ranbaxy’s medicines being harm- 
ful, it added that violations could 
lead to defective products. 

These events have had the ex- 
pected domino effect—the us 
President's Emergency Plan for AIDS 
Relief (PEPFAR) suspended funding 
for HIV/AIDS drugs to Ranbaxy till 
the issues raised by the US FDA are 
resolved. Moreover, regulators in 
other developed countries such as 
Germany and Canada have also re- 
portedly put the firm under the lens. 

Ranbaxy, as expected, is on a 
damage control mission. In an 
emailed response to BT, a Ranbaxy 
spokes-person said: “Ranbaxy is 
confident that all its pharmaceutical 
products are safe and effective, in- 
cluding the HIV/AIDS drugs it sup- 
plies to Africa through various aid 
programs, including PEPFAR. 
Ranbaxy is committed to working 
with FDA to put these matters to 
rest and continue and expand its 
important place in providing safe 
and affordable medications to US 
and global citizens.” 


jÉ A BITTER PILL FOR INDIAN 


The company is also trying hard 
to manage the regulatory environ- 
ment better. Last fortnight, it hired 
political risk lobbying firm Giuliani 
Partners and former New York City 
Mayor Rudy Giuliani “to provide 
advice and review compliance is- 
sues related to the recent US FDA let- 
ters and import advisory”. 

Ranbaxy’s latest troubles have, 
naturally, not gone down well with 
the stock markets. Its share has been 


IN THE LINE OF FIRE 


e US FDA finds manufacturing deficiencies 
at two Ranbaxy plants in India. 





e Warning letter issued to the company 


e Import of 30 generic drugs to the 
US banned - 


e US President’s funding for HIV drugs 
to Ranbaxy suspended 


e Regulators in Canada and Germany, 
too, plan scrutiny 


In the eye of a storm: Ranbaxy's Paonta Sahib facility 





savaged on the local bourses, hit- 
ting a low of Rs 269.05 on Septem- 
ber 26. Over the last one month, 
the stock has nearly halved in value. 
The stock market concerns do seem 
well founded. The financial impli- 
cations of the developments are not 
insignificant. A recent report by CLSA 
Asia Pacific Markets, estimates that 
the US FDA ban on the 30 products 
will potentially have more than a 
30 per cent impact on 2009 profits. 

So what is the road ahead for 
Ranbaxy? There will now be a thor- 
ough examination of its plants by 
FDA. The investigation may also be a 
long drawn-out process. More so, 
since the drug regulator has been 
under increasing pressure from the US 
Congress domestically to act tough 
on quality issues and crack down 
on drug manufacturers from low 
cost destinations like India and 
China. In the recent past, the FDA has 
routinely been putting big pharma 
companies under the scanner for 
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manufacturing process violations. 
These include Schering-Plough, 
Abbott and GlaxoSmithKline. 

Analysts say the FDA is making 
an example of the Indian pharma 
companies to drive home its point to 
generic drug producers. For 
Ranbaxy, the only way out of the 
imbroglio seems to be to patiently 
cooperate with the investigations. 
“These are due processes of law 
and there can be no short cuts,” 
says a pharma expert 

Meanwhile, despite Ranbaxy’s 
recent troubles, the open offer to 
the public by Japanese drug maker 
Daiichi-Sankyo to pick up an addi- 
tional 20 per cent equity in the com- 
pany was oversubscribed—largely 
because it was made at Rs 737, 


BITTER MEDICINE 


Ranbaxy’s stock price has halved over 
the past one month alone. 





Figures are adjusted closing prices on the BSE in Rs 


which is way above the current mar- 
ket price of the stock. Daiichi- 
Sankyo’s stake in the company may 
go up to 67 per cent over the next 
few months. 

So, what are the ramifications of 
US FDA’s run in with Ranbaxy for the 
Indian pharmaceutical industry? 
Says D.G. Shah, Secretary General of 
the Indian Pharmaceutical Alliance: 
“The inspections by regulatory bod- 
ies will become sharper and more in- 
tense, but that shouldn’t be a prob- 
lem as Indian companies generally 
meet quality standards.” Shah points 
out that since the Ranbaxy news 
broke, there have been FDA inspec- 
tions in India, which have proceeded 
smoothly. There is no cause, then, to 
press the panic button just yet. 
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Designs on India 


Gensler has big plans for India, and it’s in 


it for the long haul. 


shape on the drawing board 

of Gensler, the world’s largest 
real estate design company. With 
over $683 million (Rs 3,141.8 
crore) in revenues and over 3,200 
people, the us-headquartered 
design firm now wants to 
rapidly expand its presence in 
the country and other emerging 
markets, even as the slowdown at 
home in the US market begins to 
bite. “We already have 10-12 
projects covering over 10 million 
sq. ft, but we believe that we are 
just finding our feet in India," 
says David W. Gensler, Executive 
Director, Gensler. 

Gensler has tied up with 
Singapore-based Studio Matrix to 
set up a captive architecture hot 
shop in Bangalore called Studio 1. 
"This is not a traditional out- 
sourcing business; we prefer to 
call our work creative design in- 
sourcing," says Gensler. For the 
past few months, a 20-member 
team in Bangalore has been pilot- 
ing this initiative, where employees 
from various design offices in the 
US, Europe and in India lean on 


MASTER PLAN 


e Gensler claims to be the world's dd 
architecture design firm — — 


e It has 10-12 projects covering 10 
million sq. ft on the ground in India 


[v IS TAKING A DEFINITE 


e It has set up an architecture services 
captive L unit i in India ` 


e The company to target retail, siport 
and enterprise customers 


e It will focus on green buildings and has, 
partas, the world’s largest base of 
-certified experts 
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David W. Gensler, 
Executive Director, Gensler 


Studio i's design nous to help exe- 
cute projects. “We have capacity 
for up to 200 people, which will be 
filled soon,” he adds. 

From a long-term perspective, 
Gensler is only getting started in 
India. “We have several large multi- 
national clients who’ve expanded 
into India and we expect to work 
with them here,” says Gensler. 

There is vast headroom for 
growth, company executives feel. 
For starters, Gensler wants to 
work with large MNCs coming into 
India and then expand its busi- 
ness by working with domestic 
firms. “We want to look at fast- 
growing markets such as retail and 
airport infrastructure,” says 
Gensler. Already, the firm is work- 
ing with Chennai Airport, and 
hopes to expand its reach not just 
to other large metros, but to 
greenfield construction in smaller 
towns, too. “We think that Indian 
retail is just taking off, and in 
terms of design, there is lot of 
value-add we can offer,” he adds. 
The drawing board just got bigger 
for Gensler. 
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PEs, Lights, 


Camera, 


PE activity in media and entertainment has picked up speed 
this year. SHAMNI PANDE AND ANUSHA SUBRAMANIAN 


ANAND SINHA 


FORGE SOROS MIGHT STILL 

be dithering over stitching 

up his pending deal with 
Reliance Big Entertainment, but 
others of his tribe are making a 
sure-footed entry into the media 
and entertainment space. 
According to Merger Market, an 
M&A database provider, 11 private 
equity deals aggregating to $714 
million (Rs 3,284.4 crore) have 
taken place in these two sectors 
in the first eight months (January- 
August) of 2008, compared to the 
23 deals totalling $826 million 
(Rs 3,800 crore at current rates) in 
2007. PE firms have been picking 
larger stakes this year compared to 
the average 5-25 per cent earlier 
owing to fall in valuations. But 
what’s noteworthy is the manner in 
which investors are seeking to in- 
terpret this vast and varied space. 
Balu Nayar, former IMG India 
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Action 


Beeline à 
11 private equity deals have 
taken place in media & 
entertainment between 
January and August this year. 


Target Company 
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chief, has, for example, set up the 
Morpheus India Fund in partner- 
ship with o3 Capital. His idea is to 
get media and other companies to 
participate in this fund as a kind of 
limited partnership. The fund’s 


*Valuation for the purpose of the deal 





(formerly MTV Production) ELE 






Figures in brackets are stakes in per cent 


objective is to invest in mid-sized 
"consumer-connected" companies 
and provide them with marketing 
and strategic advisory services nec- 
essary to create successful brands. 
The media owners will contribute 


video surveillance systems from Bosch. 
Meeming aneye on semurit. 





Take your surveillance systems into the future with advanced Bosch innova- 
tions like Intelligent Analytics — Video Motion Detection & Video Content 
Analysis , Direct-to-iSCSI recording and High Quality Imaging. Protecting 
sensitive locations like airports, shopping malls, metro rail, banks and 
corporate & industrial set-ups, Bosch Security Systems is the leader in 
video surveillance in India. Choose Bosch when you need solutions you can 
rely on. 





For more information, contact: 





Bosch Limited, Security Systems Division, PB No. 3000, Adugodi, Bangalore, 560% 
Tel: +91(80)41768378 Fax: +91(80)41Z ea 


www.boschsecurity.co.in E-mail boschseci ‘itysystems@in.bosch.com 


bt current 


advertising space in their media 
brands, which Morpheus will use 
to buy limited equity stakes in these 
mid-sized companies. 

“The Morpheus strategy is 
based on the strong media opp- 
ortunity India currently offers 
and the branding trend that’s tak- 
ing over as disposable incomes 
increase. Morpheus will provide 
investee companies with media 
inventory necessary to advertise 
their products and gain a national 
presence,” says Nayar, Founding 
Partner, Morpheus Media Fund. 
The objective, according to him, 
is to ensure that mid-sized firms 
that typically do not have the 
cash flows to invest in market- 
ing and branding activities are 
funded with cash/ media inven- 
tory to fuel their growth. 

Then, two cinema-centric funds 
have been set up—the icici Bank- 
backed Cinema Capital Venture 
Fund (CCVF) seeks to get into cin- 
ema funding and the Rs 200-crore 
Vistaar Religare Film Fund will 
fund projects with newcomers— 
new directors, actors and writers. 

Both these funds have been 
spawned by the emerging oppor- 
tunities in the entertainment space 
on the back of rapidly rising con- 
sumption preference for enter- 
tainment and digital technology. 
According to industry sources, box 
office revenues nearly doubled 
from Rs 264 crore to Rs 485 crore 
between 2004 and 2007. Till 2005, 
only two films had managed to 
gross revenues of over $4 million 
(Rs 18.4 crore) in the UK, one of 
the largest overseas markets for 
Indian films. In 2007, 16 films 
achieved that mark. 

CCVF’s Managing Partner 
Sameer Gupta says his fund, 
which expects to raise Rs 500 
crore by end-October, will invest 
only in quality projects such as 
those by privately-held film com- 
panies and independent film-mak- 
ers. “We will invest in at least 6-8 
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44 The Morpheus strategy is 
based on the strong media 
opportunity India currently 
offers and the branding 

trend that’s taking over as 
disposable incomes increase" 


Balu Nayar, 
Founding Partner, Morpheus Media Fund 


ventures over the next 12-18 
months,” he adds. While 70 per 
cent of CCVF'S investment will be 
in content companies, the rem- 
aining will be in related businesses. 
Also, the fund will not only look 
at the Hindi filmdom, but eye op- 
portunities for investments in the 
southern, Bengali and Bhojpuri 
film industries. 

“While there is a lot of interest 
in equity, we continuously look 
for new asset classes to invest in. 
We already have an art fund and 
Bollywood is next. Bollywood is a 
growing industry and we see an 
opportunity to invest here and get 
returns," says Sunil Godhwani, 
CEO and Managing Director, 
Religare Enterprises, which holds 
50 per cent in Vistaar Religare 


Film Fund. 


Others are also looking to en- 
ter. Elara Capital, an investment 
bank with a presence in London, 
Mumbai and Singapore that is par- 
ticularly active in the media and en- 
tertainment sector, is busy firm- 
ing up plans. “We are speaking to 
a few international players to put 
together an India-centric media, 
entertainment and marketing serv- 
ices fund,” says Bhaskar Majumdar, 
MD, Elara Advisors. 

While many of the invest- 
ments so far have centered aro- 
und media owners, newer segm- 
ents are likely to pick up this 
year. Industry observers think 
investments will flow into the 
IPTV space and also in cable TV. 

According to Sanjay Bhattacharji, 
a key member of the CCVF man- 
agement team, the sector is waiting 
to explode. “The growth in the me- 
dia & entertainment space is go- 
ing to be huge over the next 5-7 
years and that’s what will create 
the opportunities.” 

It’s not just money that ven- 
ture capital funds will bring to the 
film industry; they are also ex- 
pected to bring high standards of 
corporate governance—they are 
going to demand more accounta- 
bility from producers and ensure 
that the projects are completed on 
schedule. Says Bhattacharji: “We 
will provide the capital and the 
management bandwidth to help 
companies scale up.” 

But bankers like Karan 
Ahluwalia, Senior Vice President 
and Head, Media & Entertain- 
ment, YES Bank, sound a note of 
caution. “There is enough investor 
appetite within the media sector, 
but one needs to look at the right 
team, right projects and right val- 
uations to invest in,” he says, 
adding: “One needs to adopt wait- 
and-watch approach to raise funds 
at this point in time given the poor 
sentiment prevailing in the mar- 
ket.” Fair enough! 
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Rising 
Stars eo 


Just a few steps 
away from the 


list of the Top 25, 


these power 
women have 
already made a 
mark 
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Microfinance is 
aimed at women, 
so why leave it to 

the men to run 

the show? 
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First-timers, 
serial 
entrepreneurs, 
and trend-set- 
ters. Quite a 
handful, these! 
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Thought 


LEADERS ~ (Pg 112) 


Not limited by 
companies: these 
women aspire to 

be or are the 

brains trust 
of the economy 


THE LU 
Inheritors 
(Pg 116) 
These daughters 
are out to 
eclipse their star 
fathers—and 
teach them a 
trick or two! 

















ET ANOTHER EDITION OF BT'S MOST POWERFUL WOMEN IN BUSINESS, 
together with the rising stars, the start-up heroines, the micro- 
finance mavens and even the inheritors. The women listed here 
come from an amazing variety of academic and family back- 
grounds and have established themselves in an equally diverse range of 
industries despite the near-crippling drag of home and hearth. Some were 
lucky to have been at the right place at the right time; one admits that she 
is not the sort of mother who packs their child’s tiffin in the morning— 
and another is “quite unashamed” to say that she eased up on her career 
to be with her children when they needed her most. And look out for the 
rising star who takes her two-year-old daughter jetsetting as she shuttles 
between two cities in the US and her Indian headquarters, and for the lady 
who came back to India to be near her ailing mother-in-law—but 
succeeded with yet another start-up. 

Consider: would this list have been possible 20 years ago? On the 
other hand, how far is the day when BT will list the 250 most powerful 
women in Indian business and not just 25? The answer to the first question 
is a definite no. The answer to the second depends on how India builds its 
infrastructure. Not the infrastructure of expressways and trans-harbour links, 
but the infrastructure of child care and créches, schools that don’t burden 
children with homework, on-call housekeeping services, et al. Today, if the 
child of a working couple falls ill or is let out from school early, or if the 
babysitter goes on French leave, who has to miss office? No prizes for guess- 
ing the correct answer. 

Read the stories of BT’s amazing women, and you will discover that 
there are no intellectual differences between men and women. But how 
many men with a PhD in theoretical nuclear physics or two post-grad- 
uate degrees from Yale and Harvard would choose to work for an MFI? 
The workplace brings with it another gender inequality: the woman 
rushing home to help her child with his or her homework cannot go 
out bonding or networking. 

So, here’s to a growing list of women achievers. May their tribe 
grow, may the list get longer and may they never have to tell our readers 
the best way to deal with a glass ceiling. 
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ne TOP 25 


HEY SPAN GENERATIONS AND ARE THERE IN EVERY FIELD, FROM TRACTORS 
to television, from biscuits to banking, from HR to hospitals. 
Denied entry into a male bastion, they create another industry (as 
Kiran Mazumdar-Shaw of Biocon did). They love their saris and their 
cooking, but also frame the laws that govern the world of alpha-male stock- 


brokers. They are the most powerful women in the corporate world. 








RAMEN SARKAR 


Amrita Patel 

Ashu Suyash 
Chanda Kochhar 
Chitra Ramakrishna 
Ela R. Bhatt 


Indu Jain Am rita Patel 


Kalpana Morparia 


Kiran Mazumdar-Shaw 64/ Chairman/ NDDB 


Leena Nair 
Madhabi Puri-Buch 
Mallika Srinivasan 
Naina Lal Kidwai 
Neelam Dhawan 
Preetha Reddy 
Radhika Roy 
Rama Bijapurkar 
Renu Karnad 
Renuka Ramnath 
Shikha Sharma 
Shobhana Bhartia 
Sunita Narain 
Swati Piramal 
Vinita Bali 

Zarina Mehta 

Zia Mody 


Power to me means: Maintaining the highest standards of 
integrity at all times. 


My favourite life-after-work activity: | am actively involved in two 
movements—ecological security and rural healthcare. 


The best way to deal with a glass ceiling: Fortunately, | have 
not had to fight the glass ceiling. Hard work, commitment 
and caring in word and deed helps people overcome 
obstacles. 


Mantra for maintaining work-life balance: Meditation. 


AM NOT A BUSINESSWOMAN,” SAYS AMRITA PATEL, 

Chairman of National Dairy Development Board, 

the world’s largest dairy development programme, 
which involves over 12.4 million farmer families, 
117,000 co-operative societies and procures 21.5 
million litres of milk every day. “I’m in the business 
of putting other women into business and enabling 
them to earn a daily income,” says Patel, chairman 
since 1998. “We must ensure that we do not become 
importers,” she adds. Patel is behind a National Dairy 
Plan that looks at demand and supply up to 2021. 

T.V. MAHALINGAM 





List according to alphabetical order of first name. 
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UMESH GOSWAMI 





Ashu Suyash 


41/ MD & Country Head/ 
India, Fidelity International 


Power to me means: The ability to influence 
and bring about change. 


My most memorable experience at work- 
place: The period when we launched 
Fidelity's mutual fund operations in India in 
March 2005. 


My favourite life-after-work activity: | love 
to spend time with my daughters and 
husband. 


The best way to deal with a glass ceiling: 
Focus on delivering. 


The biggest turning point in my career was: 
When l joined Fidelity Fund Management. 


TRIVING FOR WORK-LIFE BALANCE? 

Look at Ashu Suyash, Country 

Head & Managing Director for 
India at Fidelity International. The 
March 2005 launch of Fidelity’s mutual 
fund operations in India coincided with 
her elder daughter’s board exams. 
Suyash planned the entire promotional 
exercise in such a way that she could be 
back home every 3-4 days. The fund 
was a huge success and her daughter 
did well. “Leading a brand like Fidelity 
gives you the calling card and the edge. 
You have a point of view, you get 
heard. But the key is to hold on to your 
own views when others don’t agree 
with you. That’s a challenge. But if you 
remain firm, over a period of time you 
get accepted,” says the 41-year-old 
chartered accountant who has a 15-year 
stint with Citibank behind her. 

RACHNA MONGA 


RACHIT GOSWAMI 


Chanda Kochhar 


46/ Joint MD/ ICICI Bank 





Power to me means: The ability to impact 
the lives of common people. 


My most memorable experience at work- 
place: When a customer wanted to see the 
window from where the teller places cash 
in an ATM machine. 


My favourite life-after-work activity: 
Watching Hindi movies and shopping 


The best way to deal with a glass ceiling: 
Concentrate on work and focus on per- 
formance. 


The biggest turning point in my career was: 
The launch of retail banking at ICICI Bank 


Mantra for maintaining work-life 
balance: Maintain a daily time schedule 
and prioritise things depending on 

the situation. 


F YOU WANT TO MEET HER ON WEEK- 

ends, check out multiplexes in 

Mumbai running Hindi movies. 
Chanda Kochhar is a die-hard fan of 
Bollywood. She also helped trans- 
form ICICI Bank into India's second- 
largest bank, changing the rules of 
the game using technology. *Now 
just 10 per cent of our customers 
visit branches for their banking 
needs," she says. She has seen it all— 
from corporate and infrastructure 
financing to retail, but the last is very 
close to her heart. “It (retail banking) 
was new for me and for the bank and 
for the industry," says Kochhar. 


VIRENDRA VERMA 





Most 
Women 


Chitra Ramakrishna 


45/ Deputy Managing Director/ NSE 





Power to her means: Shunning media glare and letting her actions speak for her work. 


My most memorable experience at workplace: There has never been a dull moment 
over the last 15 years—with Indian markets growing the way they have—and 
personally for me as | grew with this institution. NSE has always provided an excellent 
environment for professionals and that is something | will always cherish. 


The biggest turning point in my career was: Getting an opportunity to become a part of 


the team that set up the National Stock Exchange. 





HEN YOU ARE A PART OF THE TEAM THAT CREATED A WORLD-CLASS 

stock exchange, it’s tempting to talk about that success and bask in 

its glow. But Chitra Ramakrishna, Deputy Managing Director, NSE, 
has always shunned the spotlight, though she is used to being at the 
forefront of framing crucial regulations. During her days at IDBI in the early 
'90s, Ramakrishna was selected to be part of a small team that prepared a 
blueprint for sEBI regulations. This led her to study the regulations in devel- 
oped countries. *Her ability to understand business nuances is amazing," 
says former colleague G.V. Nageshwara Rao, CEO, IDBI Fortis Life. 

RACHNA MONGA 
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Ela R. Bhatt 


75/ Founder/ Self-employed Women's Associal 


LACING ELA R. BHATT IN ANY LISTING OF INDIA’ 

most powerful women is—on the face of 

it—a distinctly bizarre exercise. That’s 
because it’s the powerlessness of the women- 
workers in the informal economy that has shape 
the life-long efforts of the founder of the Self-em 
ployed Women's Association (SEWA). This 
Padmashri, Padmabhushan and Ramon 
Magsaysay Award winner earns a place here not 
because she has come to accumulate a lot of 
power in trying to empower the powerless. It's 
because of the worldwide impact that her work 
has had on not only the disadvantaged workers 
but also on government policies. SEWA'S work is 
improving the lives of over a million direct mem: 
bers and about 5-6 million others in India. The 
SEWA family includes a trade union of self- 
employed women with 1.1 million members and 
a cooperative bank. Her policy advocacy has alsc 
spawned the Unorganised Sector Workers' Socia 
Security Bill and a worldwide awareness of the 
plight of workers in the informal economy. 

KAPIL BAJ/ 
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CHINA 

The Westin Beijing Chaoyang 
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The Westin Bund Center, Shanghai 

The Westin Guangzhou 

‘The Westin Resort, Macau 

The Westin Shenzhen Nanshan (coming soon) 
The Westin Tianjin (coming soon) 

FIJI 

The Westin Denarau Island Resort & Spa, Fiji 
GUAM 

The Westin Resort, Guam 

INDIA 

The Westin Sohna-Gurgaon Resort & Spa 


The Westin Hyderabad Mindspace (coming soon) 


The Westin Pune Koregaon Park (coming soon) 


INDONESIA 
The Westin Resort Nusa DITET Bali 
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or call India toll free ooo Soo 650 1407 OF +05 6532 0735. 


westin.com 


8 Starwood Hotels & Resorts Worldwide, Inc. All rights reserved. Westin is the registered 


=. JAPAN 


The Westin Awaji Island Resort and 
Conference Cente 

The Westin Mivako Kvoto 

‘The Westin Nagoya ( ‘astle 

The Westin Osaka 

The Westin Tokvo 

KOREA 

‘The Westin Chosun. Busan 

The Westin Chosun, Seoul 


MALAYSIA 


The Westin Kuala Lumpur 
The Westin Langkawi Resort & Spa 


NEW ZEALAND 

The Westin Auckland Lighter Quas 
TAIWAN 

The Westin làipei 


THAILAND 


‘The Westin Grande Sukhumvit 


Bangkok 


This is how it should fee! 


WESTIN 


ORTS 





NISHIKANT GAMRE 





LE 






wy Eoi 


Womer 
Indu Jain 


76/ Chairman/ The Times Group 


HE IS THE MATRIARCH OF THE MOST POWERFUL MEDIA GROUP IN THE 

country, estimated to be worth over $4-billion (Rs 18,400 crore). 

Indu Jain, Chairman of the privately-held The Times Group, hardly 
fits into any prototype of power-women, but she wears her power with a 
style that is her very own. Known to be an ardent follower of Sri Sri Ravi 
Shankar and Sadhguru Jaggi Vasudev, Jain has pushed through her 
unique spiritual, cultural and social sensibility into Bennett, Coleman & 
Company, her group's flagship. At the same time, she is also known to 
have pushed through the agenda of internal audit, or, management assur- 
ance system, earlier on. She is the founder of The Times Foundation and 
is also the Chairperson of Bharatiya Jnanpith Foundation. 

SHAMNI PANDE 





Power to me means: When people say 'yes' to my mission and do the work 
joyfully, happily and enthusiastically. 


My most memorable experience at workplace: Whenever | catch and hold 
the high dimensions of my consciousness. 


My most difficult decision: Whether | should be compassionate or punish 
those disruptive and tortuous people who hurt and cause suffering 
to others. 


My motto in life: To become rich and make others rich, spiritually and 
materially. 


Mantra for maintaining work-life balance: My inner growth must match my 
material growth and achievements. Learning, Living and Actions.... | move 


in Oneness. There is no positive. There is no negative. Simply, there ‘is’. 





RACHIT GOSWAMI 





Kalpana 
Morparia 


59/ CEO/ JP Morgan India 


Power to me means: The ability to 
make a difference. 


My most memorable experience at 
workplace: Merger of ICICI and 
ICICI Bank. 


My favourite life-after-work activity: 
Shopping and watching movies. 


The biggest turning point in my career 
was: In 1996, when K.V. Kamath 
(now MD & CEO, ICICI Bank) asked 
me to move over from being a lawyer 
to head treasury. 


Mantra for maintaining work-life 
balance: What's a work-life balance? 
To me work is life. 


HE HAS JUST BEGUN HER 

second innings after retiring 

last year from India's second- 
largest bank. At 59, Kalpana 
Morparia, the ICICI Bank veteran 
of over three decades, has taken 
over as CEO of JP Morgan's India 
setup. The assignment came as she 
was enjoying her non-executive 
stint at three of the bank's sub- 
sidiaries. Morparia also became an 
independent director on other 
boards at this time. Now, she has 
to broaden JP Morgan's footprint 
in existing areas. “I never let my 
gender come in the way of my 
career, why should age become a 
barrier?" she asks. Why, indeed? 

ANAND ADHIKARI 


Nobody e ever got fi m for buying | HP ProLiant DL385 G5 Server 
q dependoble server. E 


E-mail india.proliant@hp.com or 
call us on 1800 425 4999. 
Visit www.hp.com/in/ 
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Kiran Mazumdar-Shaw 


55/ Chairman & Managing Director/ Biocon 





Power to me means: The ability to influence change. 


My most memorable experience at workplace: Having to roll up my sleeves to work on 
the shop floor when employees went on strike in 1985. 


My faveurite life-after-work activity: Holidaying with family. 


The best way to deal with a glass ceiling: To pursue your sense of purpose with a 
single-minded determination to succeed. 


The biggest turning point in my career was: When | failed to get a job as a brew master. 


Mantra for maintaining work-life balance: We, in the corporate world, are obsessed 
with work and tend to sacrifice social commitments to our families and friends. Family 
and friends bring about a great balance: make time for them. 


HE IS AMONG THE LARGEST PRIVATE COLLECTORS OF PAINTINGS, TRAINED IN 
Hindustani vocals and is all for public-private partnerships in city admin- 
istration. As Biocon's boss, she is the face of the biotech industry. But 

~ she makes time for friends and family. “The recent loss of my dearest friend 

; to cancer made me realise how important it is to show you care,” she says. 


A 
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RAHUL SACHITANAND 


Leena Nalr 


38/ Executive Director/ HUL 


Power to me means: It’s having more at your disposal to be able to help others. 


My most memorable experience at workplace: Seamlessly moving our Foods 
Division to Mumbai from Bangalore and also ensuring that the transition was 
done in a caring manner. 


My favourite life-after-work activity: Spending time with my family. 


The biggest turning point in my career was: Getting appointed as the first 
woman on the Management Committee of HUL. 


Mantra for maintaining work-life balance: Just don't give yourself a choice and 
live life to the fullest. 


Closest friends in business: Prem Kamath, Gurdeep Singh and HR heads like 
K. Ramkumar of ICICI Bank, Satish Pradhan of Tata Sons, Santrupt Misra of 
Aditya Birla Group. 

OR THE SECOND CONSECUTIVE YEAR, SHE IS ON BT°s LIST OF 25 MOST 

powerful women in business. As HUL itself did well, regaining the 

Day Zero slots at B-School placements, Nair has been given the 
added responsibility of being the Vice-President-HR for South Asia. 
The company has also been able to attract and retain talent, and 
lower its attrition rate. She also feels that she has grown personally in 
her job. But the modest Nair credits her achievements to her team. 

ANUSHA SUBRAMANIAN 


SHRIYA PATIL 
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Online brokerage charges: 
0.03% for day trading 
0.3% for delivery 
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Inflation is on the rise and lending rates are increasing steeply. But it seems like, 
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Powerful 


In Indian Business 


Madhabi Puri-Buch 


42/ Executive Director/ ICICI Bank 


F YOU ENJOY WHAT YOU ARE DOING THEN YOU ARE LIVING A WON- 

derful life. That has been Madhabi Puri-Buch's life mantra— 

which is why she opted for back-office operations work, seen 
by her colleagues as less attractive, when ICICI and ICICI Bank were 
merged. *I wanted to learn something new and, in a bank, the 
back-office is a key area of operation," she says. Buch feels roles 
that are not glamorous but are difficult to execute create more 
value for a person. At present, she is busy with a social cause in 
her personal capacity, and will soon launch a charity website 
where people can sell second-hand stuff. 

VIRENDRA VERMA 


— — ——————————————————————————————— rana — — ren 


Power to me means: Being able to make a difference in people's lives. 


My most memorable experience at workplace: When one of my team 
members said: “why not make homes affordable for everybody?" 


My favourite life-after-work activity: To set-up a charity website 
toofles.com 


The biggest turning point in my career was: Taking charge of back-office 
operations after the merger of ICICI and ICICI Bank. 


Mantra for maintaining work-life balance: Use of technology, especially the 
Internet and mobile phones. 
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Mallika Srinivasan 


48/ Director/ TAFE 


oE———————————————— M n F 


Power to me means: The ability to 
influence people without using 
authority. 


My most memorable experience at work- 
place: | enjoy every minute of my work, 
and so | cannot assign any particular expe- 
rience as the most memorable one. 


My favourite life-after-work activity: 
Spending quality time with my family. 
The biggest turning point in my career was: 


My education at Wharton School of 
Business. 


Mantra for maintaining work-life 

balance: Understand your strengths; do 
what you are good at doing; have a flexible 
approach and a set approach to work and 
life but go with the flow. 


— u. A NR a NAA Pi 


ER INFECTIOUS SMILE AND SOFT- 

spoken demeanor conceals an 

aggressive and a shrewd persona. 
India Inc. had a glimpse of Mallika 
Srinivasan’s aggression when Tractors 
& Farm Equipment acquired Eicher 
Motor’s tractor business in June 2005. 
Three years later, the combined busi- 
ness (TAFE and Eicher Tractors) 
reported a revenue growth of 93 per 
cent, operating profit growth of 151 
per cent and profit before tax growth 
of 183 per cent. Not the type to rest 
on her laurels, this scion of the 
Chennai-based Amalgamations Group 
has set the next objective: to make 
TAFE the first choice among the farm- 
ing community in India. 

N. MADHAVAN 
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Smart Energy Management 








cooLite™ Lighting Energy Saver 


Winner: Cll National Award for Excellence in | 


Energy Management 2008 
Category: Innovative Product/Service Award 





cooLite™ helps cut lighting energy costs up to 20% without compromising on the brightness of lighting 
systems up to 400 kVA. 


There are over 85 installations already across industries: Welspun, Hindustan Unilever, 
Wockhardt Ltd., ITC Ltd. & SRF Ltd. toname a few. 


Option available for Remote Monitoring and Verification Facility through Way 2 Save" 


No wonder Harvard Business School is set to teach Conzerv as a case study to future graduates. 


Conzerv is also a winner of the 3" IETE Corporate Award for Performance Excellence 2008 
in Electronic Instrumentation. 


Help Desk: 1800 425 0555. Email: contacteconzerv.com SMS: LES to 99017 78080 
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keeping in mind that your favourite delicacies need to be pampered too. Which is why, these refrigerators have site 


Water & Ice Dispenser | Digital Control | 11-Layer Titanium Finish | Miracle Zone | Wine Rack | To know more visit www.igindia.com 
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Powerful 


In Indian Business 


Naina Lal Kidwal 


51/ Group General Manager & Country Head/ HSBC India 


—— — Q 


Power to me means: Being able to make an impact or a difference. 


My most memorable experience at workplace: When | became the head of investment 
banking at ANZ Grindlays at the age of 28. 


My favourite life-after-work activity: | like to read management-related books, business 
magazines and the Harvard Business Review. | also like to read poetry, if | get time. 


The best way to deal with a glass ceiling: Glass ceilings often exist in one’s mind only. If 
they are real, be patient, analyse the situation and take mini-jumps forward. 


The biggest turning point in my career was: The decisions to move from ANZ Grindlays 
Bank to Morgan Stanley and then to HSBC. 


Mantra for maintaining work-life balance: Enjoy whatever you do. 

VER THE PAST YEAR, SHE HAS BEEN BUSY NURTURING THE “TWO YOUNG 

babies” of HSBC: an insurance joint venture is one of them, and the acqui- 

sition of IL&FS Investsmart Brokerage the other. HSBC now offers the full 
range of financial services. “The challenge now is to manage the 35,000-strong 
employee force, get the best out of them and attract talent,” says Naina Lal 
Kidwai. As responsibilities increase, hobbies like trekking have taken a back seat. 
But she makes it a point to go for short family vacations to wildlife sanctuaries. 

RACHNA MONGA 





UMESH GOSWAMI 


Neelam Dhawan 


48/ Managing Director/ Hewlett-Packard India 


My favourite life-after-work activity: | like going home and spend- 
ing time with my family. 

The best way to deal with a glass ceiling: | have never had any is- 
sues in any job because of the fact that I’m a woman. 


The biggest turning point in my career was: Choosing to do an 
MBA rather than a Masters in Economics was one of them. 


Mantra for maintaining work-life balance: | was helped 
immensely by a support structure when | was a young mother, 
but today, New Economy companies offer all employees, 

not just women, facilities that were not there earlier. 


N 1980, AFTER SHE GRADUATED FROM DELHI S ST 

STEPHEN’S College, Neelam Dhawan had to choose 

between the DsE and Delhi University's Faculty of 
Management Studies. After a chat with her brother, she 
decided that she wanted to be a career woman. “There 
is a change happening with women in the workforce; 
there were far fewer women earlier,” she says. HP has 
| £ been proactive in retaining women, who account for 30 
per cent of its workforce today. “Twenty years ago, this 
would have been unimaginable," says Dhawan who 
moved to HP from Microsoft. 


XIHSOQ VOI HSIL 


KUSHAN MITRA 
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Powerful 


In Indian Business 


Preetha Reddy 


91/ Managing Director/ Apollo Hospitals Enterprise 


HE SOFT-SPOKEN AND SELF-EFFACING MANAGING DIRECTOR OF APOLLO 

Hospitals firmly declares that she is not the first among equals 

among her siblings, (all are involved with the hospital), and that it 
is age rather than ability that has given her that commanding designa- 
tion. That done, she reveals her latest healthcare effort, which goes 
beyond the growth numbers. “We are working (through research and 
processes) to improve diagnostics by looking at the human body holisti- 
cally rather than in parts—back to the old approach. If we succeed, this 
will be a major step forward," she says with a glow in her face. 

NITYA VARADARAJAN 


Power to me means: A sense of fair play allowing people to grow and flourish. 


My most memorable experience at workplace: When the first heart transplant 
was done at Apollo—one Christmas day a decade ago. 


My favourite life-after-work activity: Spending time with family and friends. 
The best way to deal with a glass ceiling: Break it. 


The biggest turning point in my career was: Getting to join Apollo. Being the first- 
born daughter, | was a housewife before | came on board—and would have 
probably remained one were it not for the circumstances. 


Mantra for maintaining work-life balance: Be like a Buddhist—be dispassionate 
about all decisions, particularly the ones that involve a choice between the 
hospital's betterment and personal betterment. That way there will be no regrets. 
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Radhika 


94/ MD/ NDTV 


HE APPEARS TO COME WITH 

the trappings of the quintes- 

sential business tycoon—a 
super-connected family. Her sister 
is Brinda Karat, the first, and only, 
woman member of the CPI(M) 
Politburo, and her husband 
Prannoy Roy, who defined English 
news on TV. But Radhika Roy, 
Managing Director, NDTV, has in 
many ways slogged for every little 
bit of the success that is NDTV 
today. A former print journalist, 
Roy is known for exacting stan- : 
dards. “She’s a terrific person with 
a remarkable sense of strong- 
willed ethics and understanding of 
what is right and wrong.... I owe 
her a huge debt,” says Rajdeep 
Sardesai, Editor-in-Chief, CNN-IBN. 
Tales about her principled 
approach are legendary and insid- 
ers still recall her calm despite the 
pressures that the channel faced 
during the Gujarat riots. Roy lets 
reporters do their jobs without 
once questioning their coverage or 
reporting. The group, meanwhile, 
has launched several new channels 
and media platforms. This year 
has been big as it also forayed into 
the Hindi general entertainment 
space with NDTV Imagine. 

SHAMNI PANDE 


-— Q NI ` Sony recommends Windows Vista® Business 


Break the code. 


The new size of performance. VAIO Z. 


tx. 


Can you spot the difference between the two? Well, the new Z series is definitely far smaller 


Breaking the size code than the conventional 13 laptop, yet it unbelievably has similar screen size. With this revolutionary 


SZ Series New Z Series package of ideal size and outstanding features, Sony VAIO has broken the code, yet again. 
VGN-Z13GN/B 
: * Intel® Core™ 2 Duo processor P9500 (2.53 GHz) * Genuine Windows Vista" Business E 
33.2 cms * 13.1 (33.2 cms) WXGA++ * Weight 1.48 kg ° 5.5 hours battery 


* 3 years Domestic Warranty & 1 year International Warranty Free 


VAIO Notebook PC also available under DGS&D rate contract. 





Corporate Office: Sony India Pvt. Ltd, A-31, Mohan Cooperative Industrial Estate, Mathura Road, New Delhi-110044. For enquiries, call: Toll Free no. 1800-11-11-88 or e-mail: sonyindia.care@ap.sony.com or 
visit: http://www.sony.co.in/microsite/vaio, Regional Nos. Delhi: 26991205; Mumbai: 28231558; Bangalore: 25211050; Kolkata: 24858999; Chennai: 28292211. For corporate enquiries please write to b2bindia@ap.sony.con 
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Hama Bijapurkar 


51/ Independent Management Consultant 


Power to me means: The ability to get people to think differently about things. 
My favourite life-after-work activity: Being lazy, watching TV and reading fiction. 


The best way to deal with a glass ceiling: To ignore all the rules of the game and do what 
your gut tells you to. 


The biggest turning point in my career was: Being told by a psychologist friend—even as | 
complained about my high-profile employer not "getting it’—that "if there is a game that 
only you know how to play, then you will have to create your own playground to do so." 


Mantra for maintaining work-life balance: Merge the two worlds, do not have separate 
spaces... go to the beauty parlour on Monday mornings if you need to, and to meetings 
on Sunday afternoons if you want to. 


and its international edition, Winning in tbe Indian Market, made 

many bestseller lists and made her a household name. She is the most 
respected Indian consultant on consumer affairs and market strategies, and is 
on the boards of top companies like Infosys Technologies, ICici Prudential 
Life Insurance, Mahindra Holidays and Bharat Petroleum. 


Res BIJAPURKAR'S WE ARE LIKE THAT ONLY PUBLISHED IN NOVEMBER 2007 
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SUMAN LAYAK 


Renu Sud Karnad 


96/ Joint Managing Director/ HDFC 
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Power to me means: The ability to lead, to take decisions and to drive change. 


My most memorable experience at workplace: When HDFC crossed Rs 1 lakh crore 
in disbursements. 


My favourite life-after-work activity: Watching movies with my husband now that 
my son and daughter have left home, else it was mostly heading home to spend 
time with family. The last movie | watched was Rock On. 


The best way to deal with a glass ceiling: To be honest, work hard, do your job well 
and not ask for special favours as a woman. 


The biggest turning point in my career was: Getting hired in the right company, at 
the right time. 


Mantra for maintaining work-life baiance: I’m good at managing professional time 
but not phone time. 











SHEKHAR GHOSH 
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ENU KARNAD S FIRST JOB INTERVIEW WAS AT ICICI. THE THEN ICICI 

Chairman H.T. Parekh was setting up Housing Development 

Finance Corporation, and offered her a job with the new organisa- 
tion. Karnad has been with HDFC since then. Now, as the financial sector 
grapples with a global credit crisis, Karnad reminds us that HDFC is as solid 
as ever: “Our lending was always based on cash flows and not assets.” She 
finds the Indian sari her power statement. Married to strategic affairs 
expert Bharat Kainad, she spends several days a month travelling. 

SHALINI S. DAGAR 
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Women 
Renuka Ramnath 


47/ Managing Director & CEO/ ICICI Venture 


T ONE POINT, SHE ALMOST GAVE UP PLANS TO RAISE $250 
JA sie (Rs 1,150 crore) for ICICI Venture from third-party 

investors just after the Internet bubble burst in 2001. But she 
managed to convince domestic investors even as the foreign ones 
shunned her. “I believed in the strength of the ICICI brand,” says 
Renuka Ramnath. She has increased the awareness about private 
equity and shown the way—from management buyouts to invest- 
ing in real estate and new businesses. She remembers the buyout 
of the Tatas' stake in Infomedia India (Tata Press). *We did not 
have money to buy the stake initially, but believed in the business 
as it was getting cash into the company," she recalls. 

VIRENDRA VERMA 


Power to me means: The ability to improve the economic condition of a 
large number of people. 


My favourite life-after-work activity: Spend time with friends and family. 


The biggest turning point in my career was: Raising $250 million for ICICI 
Venture between 2001 and 2003 just after the Internet bubble. 


Mantra for maintaining work-life balance: Prioritise the needs depending 
on the situation. 


The hest way to deal with a glass ceiling: Perform at the workplace. 


My most memorable experience at workplace: Buy-out of Tatas' entire 
stake in Infomedia India. 


Business Friend: Shikha Sharma, MD, ICICI Prudential Life Insurance. 
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Shikha Sharma 


50/ MD/ ICICI Prudential Life 
Insurance Company 


Power to me means: The ability to influenc 
change. 


My most memorable experience at 
workplace: Setting up a debt and equity de 
at ICICI Securities. 


My favourite life-after-work activity: 
Watching Hindi movies. 


The biggest turning point in my career was: 
When N. Vaghul took charge of ICICI. 


Mantra for maintaining work-life balance: 
Prioritise, depending on the situation. 


HE'S THE START-UP QUEEN OF TH 
ICICI Bank group. Life insuranc 
consumer finance, equity and 
debt market desks... Shikha Sharma 
has been instrumental in scaling up 
these businesses from scratch. And 
don't forget that she never had any 
experience in any of these businesse 
Sharma remembers taking charge of 
the market desk at ICICI Securities (I. 
Sec) in the early '90s as a key point : 
her career; within three years, I-Sec 
was competing with leaders in the 
business, which included Citibank, 
DSP Financial Consultants (now DSP 
Merrill Lynch), JM Financials and 
Kotak Mahindra. Despite her sched: 
ule, Sharma still finds time to learn 
classical-singing with her daughter. 
VIRENDRA VERN 


DUCCESS IS ABOUT BELIEF AND PASSION IN WHAT YOU DO 


Dr. Khater Massaad, Advisor to H.H. The Crown Prince & Deputy Ruler of 
Ras Al Khaimah (U.A.E) and CEO of RAK Investment Authority. 


"The students of IFIM Business School are extremely fortunate to have access to the best- 
in-class infrastructure and support systems, academic ambience, faculty, pedagogic systems 
and processes. Students who have leveraged IFIM's resources are likely to be the best." 


To recruit from a breed of go-getters, visit www.ifimbschool.com 


BUSINESS SCHOOL 


GET AHEAD 


ir PGDM, PGDM-IB and PhD Programmes are accredited and approved by the AICTE, NBA, AIU and Ministry of HRD (GOI 
rid-class Infrastructure . Highly Qualified Faculty . 100% Placements . Ranked 26th amongst 1,400 Business Schools in India Outlook 1 


IM, (Opp. Infosys Campus Gate # 4), # 8P & OP KIADB Industrial Area, Electronics City 1st Phase, Bangalore-560 10( 
Tel: +91-080-41432888 Fax: +91-080-41432844 e-mail: placements@ifimbschool.com www.ifimbschool.com 
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Women 
Shobhana Bhartia 


51/ Chairperson & Editorial Director/ HT Media 


T HAS BEEN BUSINESS AS USUAL FOR HT MEDIA, AS THE COMPANY DELIVERED GOOD 

first quarter results this year, and the 51-year-old media baroness would have 

it no other way. Shobhana Bhartia, 51, Chairperson & Editorial Director, HT 
Media, known for her fierce time-and-agenda prioritisation, has been chipping 
away at her vision since the early '90s. Says Rajya Sabha Member Chandan 
Mitra, Editor & Mp, The Pioneer: “I was probably part of her first experiment 
to engineer change at HT. Way back in the '90s, the paper had forayed with a 
new segment on 'Infotainment and later launched its weekend lifestyle maga- 
zine... she has been very quick to spot trends and has been aggressive in pursu- 
ing change and growth." Mitra was Executive Editor at HT (1992-96). Bhartia 
knows what she wants and gets people to achieve results—the group has already 
seen key top-level exits, including that of two editors, in the last few years. 
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JITENDRA SHARMA 


SHAMNI PANDE 


| Sunita Narain 


47/ Director/ Centre for Science and Environment 


Power to me means: Making a difference and being humble. 


My most memorable experience at workplace: The Joint Parliamentary 
Committee (JPC) probe during the Cola-pesticide controversy when we 
were grilled about the bona fides of our organisation—it was only the 
fourth-ever JPC probe in India and its enormity took some time 

sinking in. 

My favourite life-after-work activity: Sleep, though | also do regular 
things like watching movies and reading—having just finished Amitav 
Ghosh’s Sea of Poppies. 


The best way to deal with a glass ceiling: Never to live under one. 


The biggest turning point in my career was: Travelling to the Chipko 
movement villages in the Himalayas in the early '80s and understanding 
the environmental connect of villagers with their eco-system. 


Mantra for maintaining work-life balance: Keep working. 


Closest friends in business: | think | have enemies, and may be 
associates but not friends in business. 

HE’S THE VIGILANT VOICE THAT INDIA INC. WISHES WAS NOT 

so shrill—raising questions about pesticide content in 

colas, groundwater depletion and the Nano project’s 
impact on Singur farmers’ livelihoods. “It’s a misconception 
that we are against industry—we want India Inc. to grow but 
that growth should be inclusive and benefit all sections of soci- 
ety,” says Narain. Initially hurt at the personal attacks launched 
against her, she has learnt to shrug them off. Her own manage- 
ment style is consensual—her organisation has 120 people on 
its rolls and Rs 7 crore in revenues. “We want to be ‘impactful’ 
and we want to be angry—and remain angry,” she asserts. 

TEJEESH N.S. BEHL 





Leading frame by frame 


CDI — South Asia's No.1 Film Animation Company — Redefining Entertainment 


At CDI quality lies in the standards we set for ourselves. We think change is an adventure and are prepared 
for the future. CDI, the largest animation film outsourcing company in South Asia is presently working 
on prestigious international assignments worth US$ 65.80 million. With a phenomenal growth of over 


493% in just 5 years, CDI is fast emerging as Asia's undisputed leader in the animation film industry 


GAMING ANIMATION MOVIES 


Compact Disc India Ltd. South Asia's 


SCO 856, NAC, Manimajra, Chandigarh - 160 101, India 
Tel +91 172 2734331 / 5076870, Fax +91 172 2733014 
E-mail ; infotocompactdisc.co.in | Website : www.compactdisc.co.in 


SINGAPORE MALAYSIA INDIA UNITED KINGDONM 
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Powerful 


In Indian Business 


Swati Piramal 


52/ Director/ Piramal Healthcare Ltd 


N JUNE THIS YEAR, SWATI PIRAMAL HAD MOVED L.K. 
Advani to tears with a few lines from 13th century poet 
Shiraz Sheikh Sadi’s poem Gulistan as she offered a vote 












of thanks at the end of a speech by the “Iron Man”. Sufi WE D 

poetry is one of her passions and one is sure to see more of PENG zo 

it as Piramal takes over as the President of ASSOCHAM next Pp" orit NS 

year. She will be the first woman to head an apex business A TRH die y 

chamber in India. Professionally, Piramal Life Sciences, of “ae oS ' PE, UR 

which she is the Vice-Chairperson, is hoping to deliver the e s e TU Pt 

first drug developed by an Indian research company soon. - E n UT 7 zd. Ji on 4 
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Power to me means: The ability to make a difference to people's lives; in < ç m" eta Th N. 

my work, my big dream is to help to reduce the burden of disease. = SA ie D. XX 

My most memorable experience at workplace: Meeting President Bill E. si à 

Clinton on his state visit in a small Irani restaurant and holding a one-on- VI f Ita Bali 

one conversation with him. It stopped Mumbai s traffic completely. 

My favourite life-after-work activity: Reading Sufi poetry, studying medieval 52/ MD/ Britannia Industries 

history and literature and sailing on my 116-year-old wooden dhow. ———————— 

The biggest turning point in my career was: My education at Harvard My most memorable experience at 

University in 1992. At Harvard, | learnt about management et al workplace: Having the opportunity to 

Mantra for maintaining work-life balance: Enjoy every moment, with a visit distant countries on work. 

smile and a sparkle in the eye. Do what you love, so work is a passion My favourite life-after-work activity: Working 

and relaxation. out and listening to Indian and western 


classical MUSIC. 


The biggest turning point in my career was: 
When | got the opportunity to work 
overseas in London with Cadbury’s early 
on in my career. 


Mantra for maintaining work-life balance: 
Look at work as life and vice-versa. 


EARLY THREE DECADES AFTER SHE 

served as an intern at the United 

Nations, Vinita Bali is headed to 
New York, this time to be a panellist 
on the Clinton Global Initiative. The 
reason for her presence: Britannia’s 
work with Global Alliance for 
Improved Nutrition (GAIN) on fortified 
nutrients for the malnourished. There 
are about 120 million children below 
the age of five in India, of which 
around 47 per cent suffer from malnu- 
trition, and Britannia decided to make 
a difference. “It is important for us to 
create a sustainable model for our 
business,” says Bali. 

RAHUL SACHITANAND 
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Delighting You Always 


MULTIMEDIA PROJECTOR 


LCOS SXGA+ 3000lm `< “hx Ua Network | USB/PictBridge 
AISYS | Resolution | Brightness Zoom-Lens | "In! ae Connection Connection 





Crush the Competition 


You rarely get a second chance in business. Communicate your vision effectively to Other available XEED Projectors 
your clients with the XEED SX80 projector. Experience the compelling difference with 
Canon's latest optical illumination system (AISYS) that packs superb performance in a 
compact body. Coupled with LCOS (Liquid Crystal on Silicon), SXGA+ resolution and XEED 5X7 





a brightness of 3000lm, you'll be amazed with its superfine images and seamless SXGA+ resolution (1400x1050) Uro-bight 4000 lun 
1.7x wide-angle zoom lens = 1000:1 contrast 
videos. Make your presentation in full confidence. Now, that's half the battle won. HD Ready» Supports Adobe RGB and sRGB Ci 





Enjoy crisp presentations and breathtaking | XEED SX6 

; | l Experience superb peformance | iri. 
movies with Canon's LCOS breakthrough.  . aea ít SXGA+ resolution (1400x1050) « Super-bright 3500 

er . in a compac O WI ide- om lens 00] contrast 

Combining both LCD and DaLP technologies, ig P a S ~ Ve sien oum nr S ohi 
| | i Canon's third-generation optical HD Ready = Supports Adobe RGB and sRGB (« 
pixels are aligned successively through an  , A oe 

| ; illumination system AISYS. 
ultra fine pitch to produce seamless images. 


Coupled with LCOS, the XEED 


` 
SX80 displays superior quality AIS (S XEED X/00 
spectual Illuminati 


presentations while keeping a System XGA resolution (1024x768) * Ultra-bright 40 
1.7x wide-angle zoom lens = 1000:1 contrast 


Supports sRGB Colour Space 





TRANSMISSIVE LCD PANELS LCOS REFLECTIVE LCD PANELS 
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*MTNL/BSNL landlines *Prefix your local city code when dialing from phone other than MTNL\BSNL landline 


very small footprint. 





Insist on warranty card issued by Canon India Pvt. Ltd. 


Call Canon: 1800 180 3366*/39010101" or visit us at www.canon.co.in 
Corporate Office: Canon India Pvt. Ltd., 2nd Floor, Tower A & B, Cyber Greens, DLF Phase Ill, Gurgaon- 122 
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Zarina Mehta 


46/ CEO/ Bindaas, Co-founder, UTV 


Power to me means: Nothing—no one can have real power over another. 


My most memorable experience at workplace: Creating India’s first local kids brand 
Hungama and now creating India’s first local youth brand Bindass! 


My favourite life-after-work activity: Reading in my veranda with my dog Sprite 
and a cup of tea. 


The best way to deal with a glass ceiling: To excel in what you do. 


The biggest turning point in my career was: Vipassana. It taught me the real meaning 
of hard work and how to find joy at work. 


Mantra for maintaining work-life balance: | do not work on Saturdays and Sundays. 
That's family time for me. 


(UTV) and CEO of its Bindass channel. At urv, she has produced some of 

the most popular shows. She was also behind Hungama, which became 
the top kids channel within 18 months of launch and was sold to Disney in 
2006. Declining an offer to head Disney's India operations, she came up with 
the idea of creating an iconic local brand for youth. *The minute everything 
is going well, I am bored to death," she says. Thus was born Bindass. 


/ 2» MEHTA IS ONE OF THE FOUNDER MEMBERS OF UNITED TELEVISION 
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ANUSHA SUBRAMANIAN 


Zia Mody 


52/ Senior Partner/ AZB & Partners 


Power to me means: Being an effective agent of change and to create a long- 
lasting institution of world class calibre. 


My favourite life-after-work activity: Spending time with my husband travelling. 
The best way to deal with a glass ceiling: To punch right through it on merit. 


The biggest turning point in my career was: When | won my first court case as a 
young junior in 1985. 


Mantra for maintaining work-life balance: | haven’t discovered the mantra for 
work-life balance—will be happy to learn the secret. 


Little-known fact: Plays the piano and had achieved distinction at the Royal School 
of Music. Also, at one point she wanted to be an air-hostess. 


N THE LAST ONE YEAR ZIA MODY HAS BEEN APPOINTED TO THE WORLD BANK 

Appellate Tribunal and the London Court of International Arbitration— 

appointments she is suitably proud of, as she is of the growth achieved 
by AZB & Partners, where she is a Senior Partner. The firm is probably the 
second-largest in India now—and advises major corporations on mergers 
and acquisitions. AZB has advised the Tatas, Blackstone, Carlyle and 
Lenovo, to name a few. Mody is daughter of India’s former Attorney 
General Soli Sorabjee and is a committed Baha’i by religion. 

SUMAN LAYAK 


SHRIYA PATIL 


90 BUSINESS TODAY OCTOBER 19 2008 
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MOI 


ON THE 
Power [rack 


HE 25 MOST POWERFUL WOMEN HAD BETTER WATCH 
out—they have some serious competition 
snapping at their heels. The Rising Stars range 
from the CEO of a foreign bank to legal eagles 
and marketing whiz-kids. Some stumbled into their 
dream careers by chance, some are entrepreneurs and 
there is even a bureaucrat. The 10 rising stars chosen 
by BT this year are the epitome of today's women, for 
whom nothing is impossible. 











a ORKING IN AN INDUSTRY WHERE 
Am isha Vo f a MW see are hard to spot, this 


Chartered Accountant from a 


42/ Group Joint MD/ Gujarati family started off as an equity 
Prabhudas Lilladher Group research analyst with JM Financials in 1988. 
— MÀ She joined the broking firm Prabhudas 

Power to me means: The ability to Lilladher in 2000 in the midst of a slow- 
make a difference in my areas of down and bearish market. As the market 
influence. sentiment changed for the worse in the wake 


of the Ketan Parikh scam in 2001, she and 
her colleagues took a two-thirds cut in their 
salaries. She helped the firm expand its insti- 
tutional client base from 21 in 2001 to 225 
The best way to deal with a glass in 2008. Vora also expanded its presence in 
ceiling: Your conviction in what you Corporate Advisory Services and set up a 
communicate and your persistence. non-banking finance company (NBEC). In 

The biggest turning point in my career 2007, she became a shareholder, owning 25 


My favourite life-after-work activity: 
A walk on the beach or in my garden 
with some music. 


was: When we started the Corporate per cent in Prabhudas Lilladher Group. But 
Advisory Business in September Vora has even higher goals. “I want to 
2005. Within 16 months, we helped transform the company into a respectable .. 
companies raise $1 billion through global brand,” she says. Vora, who travels 2 
private equity, among other things. 15-20 days every month, says it’s the sup- ° 
Mantra for maintaining work-life port of her husband and her 16-year-old < 
balance: Prioritising. son that keeps her going. = 
RACHNA MONGA Z 
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Anisha Motwant 


43/ Executive VP/ Max New York Life Insurance 


My favourite life-after-work activity: Spending time with children 
The best way to deal with a glass ceiling: Demonstrate subjec’ 
matter expertise. 


The biggest turning point in my career was: When | quit my jol 
six months. | accepted the choices | had made by being a careei 
woman. | became free of guilt. 


Mantra for maintaining work-life balance: Define priorities and be 
very clear about them. 


A little-known interesting fact: Wants to write a comprehensive 
book on the "Business of Understanding Life". 





ESS THAN A YEAR IN THE INSURANCE BUSINESS, AN 

Motwani, who was earlier with General Motors Indi 

believes that “in marketing, inputs are based on scien 
but the output is an art.” Her sector has shown a CAGR of 
27 per cent over the last five years, and over 20 player: 
compete for the consumer mindspace. She is quite clear 
that individual players can make inroads into this spac: 
only through consistent brand positioning that resonates 
with the core audiences. A mother of two, Motwani i 
among those modern women who have thrown ott th 
guilt of being a working mom, of course, ably supported 


a joint family. “I have not been a mother who gets up early 


and packs tiffin for my children, but I share a good unde! 

standing with them," she says. "And as they have grown 

they take pride in what I do,” she says. That certainly hel 
SHALINI 
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Bharti 4i Gupta Ramola 


49/ India Leader (Transactions Practice)/ PricewaterhouseCoopers 
N S A YOUNG GIRL, BHARTI GUPTA RAMOLA WANTED TO BE A DOCTOR, 


cy 


but changed her mind later when she realised that a doctor takes 

almost 10 years to become economically independent. Arming 
herself with a degree from Delhi’s St Stephen’s College, she was think- 
ing of the IAS exams, but the Emergency made her change her mind. 
She opted for an MBA from the Indian Institute of Management (IIM), 
Ahmedabad. Joining PricewaterhouseCoopers (PwC) in 1984, Bharti 
rose to a leadership position in a few years. “In 1992, I became the 
first female partner in PwC India,” she says. Very rare in those days. 

MANU KAUSHIK 


My favourite life-after-work activity: An avid reader of both fiction and 
non-fiction books, | like spending time with my daughter Divi, 22. 


The best way to deal with a glass ceiling: To think that it is not there, to aspire 
high and work at becoming the best. 


The biggest turning point in my career was: When | was given the 
responsibility to lead the Transactions & Sustainability Practices of PwC 
because | believe that this is a unique combination and enables me to 
focus on the sustainable growth of business and entrepreneurship in India. 


Mantra for maintaining work-life balance: Strive to clarify what you want 
most and prioritise life accordingly. 


A little-known interesting fact: My current passion, architecture. 





RACHIT GOSWAMI 





Deepa Misra Harri 


90/ Vice President (Marketing)/ 
Taj Hotels Resorts & Palaces 


My favourite life-after-work activity: 
Anything that de-stresses and 
recharges. Spending quality time with 
my family, doing yoga, writing or 
reading copiously (1 am a compulsive 
reader). 


The best way to deal with a glass 
ceiling: To imagine there is none. 


The biggest turning point in my 
career was: Three years ago when 
the company asked me to take up 
the marketing function. 


Mantra for maintaining work-life 
balance: Never to take your work 
home and vice versa . 


A little-known interesting fact: Was a 
features editor of Fashion Magazine, 
a Clarion publication. 


T WAS A CHANCE MEETING WITH 

an Executive Director of Taj 

Hotels Resorts & Palaces on an 
assignment that landed her a job 
offer in the hospitality industry— 
a career she had never planned. 
A Masters in English and Mass 
Communications, Harris has been 
with the Taj Group for 25 years. 
Starting off as a Sales Executive, 
she now heads the Marketing 
function across all four brands. 
Over the last one year, she says: 
“We have vastly improved the 
quality of marketing deliverables.” 

ANUSHA SUBRAMANIAN 
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.. Multi Tool Kit 
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Offer valid from 5th Sept. to 31st Oct. 2008. Conditions apply. 


* 1/1000 Second Chronograph * Lap Memo = Speed Display 
* World Time * Alarm * Timer * LED Light 
e Sapphire Crystal « Titanium * Water Resistant to 200m 
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Connaught Place - 41517519. Bangalore: Zimson Swiss Watch Boutique, Garuda Mall - 66141020. Also available at leading watch outlets across the country. 
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Meena Chaturvedi 


49/ Executive Director/ PFRDA 


< 


ue 


My favourite life-after-work activity: 
Spending time with my daughters. 


The best way to deal with a glass ceiling: 
| have never perceived it. Hard work 
is important. 


The biggest turning point in my career: 
The big moment is yet to come. 


Mantra for maintaining work-life 
balance: Don't feel guilty about being 
a working mom. 


A little-known interesting fact: Did 10 
years of street theatre under Badal 
Sircar before joining the government. 


Her advice to other women in public ser- 
vice: Hard work, honesty and neutrality. 


Long-term ambition: To set up a 
residential school for poor, meritorious 
children and provide alternative education. 





EENA CHATURVEDI BEGINS BY 

saying: *I have no stories to tell 

you as I have had it relatively 
smooth." But as the conversation pro- 
gresses, it is clear that the way to the top 
has been an arduous one. Chaturvedi 
has been at the cutting edge of second- 
generation fiscal reforms in the last few 
years—as Executive Director of the 
Pension Fund Regulatory & 
Development Authority (PFRDA) now 
and earlier as Director of the Budget 
Division during the passage of the Fiscal 
Responsibility & Management Act, and 
as Director for Commercial Audit in the 





AMIT KUMAR 


Comptroller & Auditor General's office. On deputation from the Indian 
Audit & Accounts Service in her present job, she says most of the PFRDA 

staff, like her, *believe passionately in pension reforms." Mother of two 

daughters, Meena is clear that bringing up her children is as important a 
job. “After all, I will give society two good quality assets," she says. 


IINVAASOD HSAWN 


SHALINI S. DAGAR 


Meera H. Sanyal 


46/ Country Executive-India/ ABN AMRO 


My favourite life-after-work activity: To have dinner with my family. 
The best way to deal with a glass ceiling: To be yourself. 


The biggest turning point in my career was: When | moved from 
Investment Banking to set up BPO operations in 2001. 


Mantra for maintaining work-life balance: To give your 100 
per cent, whether work or home. 


A little-known interesting fact: After graduation, she joined 
a journalism course. She also won an all-India short story 
writing competition. 


' EERA H. SANYAL, THE SECOND WOMAN CEO AT A 

foreign bank, is on familiar terrain nine months 

into her job, having been with ABN since 1992. 
Sanyal is not fazed by the turmoil in the global financial 
markets, the domestic slowdown and the formal integra- 
tion of ABN with Royal Bank of Scotland. (RBs is awaiting 
the Reserve Bank of India’s permission to re-brand ABN. 
“If we combine the two, you have real global power- 
house,” says Sanyal.) 

ANAND ADHIKARI 
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Women 
Pallavi Shroff 


52/ Partner/ Amarchand Mangaldas 


O THINK THAT SHE NEVER WANTED TO BE THE LEGAL EAGLE SHE IS 
IE Her father P.N. Bhagwati is a former Chief Justice of 

India, but she opted for a degree from Lady Shri Ram College 
in Delhi and an MBA from Jamnalal Bajaj Institute in Mumbai with 
her eyes set on a corporate career. Then she got engaged to 
corporate lawyer Shardul Shroff. *My fiancé... usually kept late 
hours in office," says Pallavi. *So I thought I may as well join him." 
After a law degree, she joined Amarchand Mangaldas, her husband's 
family firm. The rest is history. 

RISHI JOSHI 


LENE AN man nes 


My favourite life-after-work activity: | like to relax in my garden and listen 
to music. 


The best way to deal with a glass ceiling: Show your ability in a quietly 
aggressive way. 


The biggest turning point in my career: In 1991, a client was so keen | 
handle a matter that he chartered a flight for me to travel to Allahabad, 
something unheard of in those days. 


Mantra for maintaining work-life balance: Cut down on socialising to 
spend more time with my family. 


A little-known interesting fact: | am a student of kathak and have given 
several public performances. 
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Punitha 
Arumugam 


41/ Group CE0/ Madison Media 
My favourite life-after-work activity: 
Varies from “doing nothing” to 
travelling to gymming/swimming 

to movies to sleeping. 


The best way to deal with a glass 
ceiling is: Work like there is none. 


The biggest turning point in my career: 
Every boss | had, especially 

a former boss Lynn De Souza 

(of Lintas Media Group) and my 
current boss Sam Balsara. 


Mantra for maintaining work-life 
balance: “Live like there is a 
tomorrow” in work and “live like there 
is no tomorrow” in my personal life. 


A little-known interesting fact: Was 
doing her Masters in Forensic Science 
before switching to management. 


S GROUP CEO OF ONE OF THE 
Ar most powerful media 

agencies in India, Punitha 
Arumugam has added over 
Rs 800 crore of business in the 
last one year, pocketing new 
accounts and retaining the buying 
activities of Procter & Gamble, 
which was in danger of being 
shifted to JwT. She loves every- 
thing about her job— the 
numbers, the logic, the 
negotiations and the people. 

ANUSHA SUBRAMANIAN 





inds Windows Vista? Business. 


CARRY MORE IDEAS. 
AND LESS NOTEBOOK, 


The Lenovo ThinkPad X300: Fully-loaded, yet the thinnest ThinkPad ever. 


It's a razor-thin 18.6 mm and weighs only 1.33 kg. But, in its sleek carbon-fibre hybrid frame, the X300 packs 
just about everything a road-warrior needs. This includes an optical drive, built-in 3G wireless modem 
spill-resistant keyboard, roll-cage protection and a battery that runs for 10 hours on a single charge 
So, pack one and hit the road. You'll find you have more to think about and less to weigh you down. 








LENOVO THINKPAD X300 NOTEBOOK 
MTM: 6478-18Q 


Intel* Core'2 Duo processor SL7100 (LV) 
Genuine Windows Vista® Business 32 

2 GB RAM 

64 GB SSD 

DVD RW 7 mm Optical Drive 

Finger Print Reader 

Camera 

33.8 cms (13.3) WXGA+ 





[hinkPad. 
call 1800 425 3336 | 080 22108490/91/92 lenovo 


sms BIZTOOL to 53636 | www.lenovo.com/in 
:mail: think_in@lenovo.com 


\Lenovo 2008. All rights reserved. ThinkPad is a trademark of Lenovo. Intel, the Intel logo, Intel Core and Core Inside are trademarks of Intel Corporation in the U.S. and other countries. Microsoft 
egistered trademarks of Microsoft Corporation in the United States, other countries or both. Lenovo reserves the right to alter product offerings and specifications at any time without notice. Lenovo i 
hotographic or typographic errors. ThinkVantage Technologies are available on select models, not available on Linux/DOS models. MS DOS is not a standard inclusion in any of the products and | 
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Women 
omeeta Neogi 


40/ Head (Marketing)/ West side 


My favourite life-after-work activity: a and spending time with 
my daughter. Listening to Indian classical music—Bhimsen Joshi, 
Kishori Amonkar, Rashid Khan. 


The best way to deal with a glass ceiling: Assume that it is not there 
and it will not be an issue. 


The biggest turning point in my career was: Joining Trent. 


Mantra for maintaining work-life balance: When at work, focus on 
work, when at home, focus on home. 


ROM CLIENT SERVICES DIRECTOR AT AD AGENCY AMBIENCE 

and working on the West Side account, Smeeta Neogi 

Joined Trent as Manager (Communications) and Head 
(Research) in 2004. By April 2008, she was Head 
(Marketing) for West Side, the largest private label store 
chain in India with 32 stores. Neogi also helped create a sep- 
arate identity for the West Side brand, associating it with the 
Lakme Fashion Week and making designer wear available at 
the store. She has chalked up major expansion plans for 
West Side moving on to the Tier II and Tier III cities. 

SUMAN LAYAK 





UMESH GOSWAMI 


Vuppalapati Madhavi 


36/ Chairperson/ Prithvi Information Solutions 








The biggest turning point in her career: Losing my job for the 
third time in the US because of a market downturn. 


The best way to deal with a glass ceiling: Ignore it but if you 
think you are the rightful owner of place or position, then 
fight for it. 


A little-known interesting fact: My husband lives in Seattle, 
US. | travel between Seattle and Pittsburgh (where | am based) 
and India, always taking my two-year-old daughter along. 





HE WAS THE FIRST TO POSE A QUESTION TO US 

President George W. Bush when he met a group 

of entrepreneurs at the Indian School of Business 
(ISB) in Hyderabad in 2006. Vuppalapati Madhavi 
wanted to know whether he had a political strategy 
to balance the backlash against outsourcing. She was 
26 when she set up Prithvi Information Solutions (an 
IT solutions company) in 1998, armed with an M.S. in 
Computational Mechanics from Carnegie Mellon 
University, US. Prithvi’s revenues today: close to 
$300 million (Rs 1,380 crore). 





E. KUMAR SHARMA 
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@ 2008 KPMG, an Indian partnership and a member firm of the KPMG network of independent member firms affiliated with KPMG International, a Swiss cooperativ 


When thought, excellence and collaboration 
come together over 15 years... 


Clients People Presence Outcome 


Over 5000 Over 3000 In 7 Indian Cities A Truly 


Multi-Disciplinary Firm 





KPMG in India successfully completes 15 years. 


From modest beginnings to attaining industry prominence, 
KPMG in India has indeed come a long way. Starting out 
with a small team and core guiding principles, we have 
been on a high growth expansion curve and have accelerated 
this process through the path of organic growth. We work 
with over 5000 national and international clients and have 
expanded our footprint across 7 cities in India 


Today, we have over 3000 professionals across our Audit 
Tax and Advisory service lines. 


Through this journey, our people have shown an indomitable 
Spirit and tireless perseverance, and have always strived 
to contribute to our clients’ successes. 


Celebrating 15 years of Thought, Excellence 
and Collaboration... 


For more information, please visit us at 
in.k«pmg.com 





AUDIT = TAX =" ADVISORY 


KPMG/BT/0507 
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AWARDS 


recognising innovative organisations 


Inviting entries for the third 
Indian Innovation Awards 


Constituted three years ago, the EMPI - Indian Express Awards aims to identify and bring forward innovative 
organisations in India who through their innovative actions have introduced breakthrough changes in the 
Indian context and can become role models for others to emulate. 


Among award winners of the previous years are: * Genpact * Tata Motors * Keggfarms *Karnataka 
State Road Transport Corporation * MCX * HPCL * Midas Communication Technologies * Water 
Supply & Sanitation Dept., Govt. of Maharashtra * Mindtree Consulting * Tripura Forest 
Development & Plantation Corporation * LV Prasad Eye Institute * TCS * L&T-ECC Division and 
Mahindra & Mahindra. 


Nominate (other organisations) / Register (your own organisation) 


Submissions : Innovation Report / Case Study 


Sendto : Indian Innovation Awards Secretariat 
EMPI Group of Institutions, Campus P.O., CSKM Educational Complex 
Satbari, Chattarpur, New Delhi - 110 074 


Email to : innovation@empi.ac.in 


http://www.innovation.empi.in 


& The Indian EXPRESS 


#7 JOURNALISM OF COURAGE 





INSTITUTIONS 






1 '^ International Frontiers of Knowledge & Innovation: 
(^ MM Blending Emerging Technologies with Inclusive Development 
and Innovation December 1 - 3, 2008 


——— New Delhi 





— — -- 


- ICTPI 2008 Chairs | 





Supported by: 
National Knowledge Commission, National institute ‘of Scien Science: Technology and 
Government of India Development Studies, 


Council of Scientific and Industrial Research 


The International Conference on Technology Policy and Innovation (ICTPI), held annually in 
different countries brings together leading representatives of academic, business, government and other 
relevant sectors worldwide to present, discuss and assess current and future issues of critical importance 
for the use of science and technology to foster socio-economic and shared prosperity at home and abroad. 


ICTPI 2008 Theme 


The theme 'Frontiers of Knowledge & Innovation: Blending Emerging Technologies with Inclusive 

Development' recognizes that: - 

° Innovations to generate wealth and create social impact go beyond 'technical innovations’ and ideas 

i of individuals to planning and implementation of new ideas, processes and systems across the entire 

xd value chain of organizations and 

^ œ Development has to be inclusive to address core issues of Poverty, Employment, Health Care, 
Education, Food, Clean Energy, Gender Equity, Sustainable Development, Globally Connected 
Industry, Agriculture and Services, Good Governance grounded in local participative, traditional 
knowledge and empowerment contexts. 


ICTPI 2008 Topics 


The 11" ICTPI will discuss the Role of Knowledge, Technology and Innovation to meet the challenges of 
Inclusive Development under the following topics: - 








e Typology & Mapping of Innovations (innovations in governance, education, business, health 
services, technology), Indices of Innovations 
e National Innovation Systems for Inclusive Development 
_ o Leapfrogging Strategy for Inclusive Development using Emerging Technologies - Nanotechno- 
SPP n logy, Biotechnology, Information & Communication Technology (ICT), Space Technology, Clean 
ICTPI 2008 Dates | Energy Technologies 
eee x e Designing Structures & Facilitators of Innovations - High Technology Clusters, Globalisation of 
R&D, Open Innovation Systems, Role of Diaspora and Brain Circulation Networks 
e Formal & Informal Innovations - Traditional and Modern technologies, IPR 
è Inclusive Development & Talent Creation System - Reinventing Universities for the 21st Century 


Papers and presentations on innovative approaches that have demonstrated significant impact on 
—- the problems of inclusive development are especially welcome. 


_ ICTPI 2008 Venue | 
| š The IndianEXPRESS A a... BS isn" 


Loy Assessment NR 


MPI-Indian Express Indian | Z, 


^ 
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— Powered by: 
Apple Computer (India) 


IMPI’s CIEPRO 


'IEPRO- Centre for Innovation, Entrepreneurship and Intellectual Property) 
API Group of Institutions, P.O. CSKM Educational Complex, Satbari, Chattarpur, New Delhi-110 074 
x: 91-11-2665 4422, E-mail : ictpi@empi.ac.in 








Promoting a ‘Culture of innovation’ 
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ICROFINANCE INSTIT UTIONS (MFIS), IN INDIA AND ELSEWHERE, 
work mostly for poor women—those labouring in the 
informal sector, those who are self-employed and those who 
need a bit of help to become self-employed and survive. But, 
as the sector grows bigger and bigger, managements of MFIs tend to 
be parses, la by men for a variety of reasons. BT picks out six out- 
standing women who are at the top of their organisations. Almost 
all of them are highly qualified of could have ended up as white- 
collar professionals, but were drawn into microfinance. 

















(a. Padmaja Reddy 
40/ Managing Director/ Spandana 
sphoorty Financial 


| Eá x 
Organisation's key objective: To be the NIA 
leading service provider. a 
f^ PADMAJA REDDY ALMOST HAD TO [NS 
» Wind up her first venture in 1998 y 

J ! but was saved at the last minute b 

with a loan from the Friends of Dy ; 
Women's World Banking. Today, P 


Spandana disburses about Rs 10 crore a 
day. Recently, when it wanted to raise 
Rs 200 crore, it got the money from PE 
players, through word of mouth, in 15 
days. Spandana is now the second- 
largest MFI in India with 1.8 million loan 
accounts, covering eight states. Its aim: 
to be present in 15 states with § million 
clients and have loans outstanding of at 
least Rs 5,000 crore within three years. 
E. KUMAR SHARMA 


A. PRABHAKAR RAO 
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66/ National Coordinator, Self-Employed Women's 
Association 


Organisation’s key objective: To widen the scope for 
microfinance at SEWA. 


ETTING TO KNOW RENANA JHABVALA IS A GENTLY 

enlightening process, like the subtle screenplays of 

Ruth Prawer Jhabvala, her more famous writer- 
mother. The National Coordinator of SEWA has post- 
graduate degrees in Mathematics (Harvard University) 
and Economics (Yale University) and would have done her 
PhD had she not been hooked by sEwA's work. Over the 
years, she has helped set up many cooperatives of women. 
She has also been doing work in policy advocacy and 
formulation. “Offering small loans to people doesn’t help. 
You need a lot of other things,” she says. 

KAPIL BAJAJ 


WIHSOVA HSILVS 


Vijayalakshmi Das 


55/ Chief Executive/ Friends of 
Women’s World Banking, India 


Organisation’s key objective: Nurture 
Start-up microfinance institutions. 


NE CAN CONSIDER HER THE MOTHER 

of the microfinance industry,” says 

Sitaram Rao, a board member of 
sks Microfinance, India's largest micro: 
finance company. In 2000, when sks 
was still dependent on donors, Das, at 
FWWB India, gave it its first loan (FWWB 
India has done this with most successful 
MFIs). Armed with two post-graduate 
degrees, Das started off as a manage 
ment consultant but joined FWWB India 
in 1989. Fwwe India is now deep into 
issues like social responsibility of MFIs 
and creation of sustainable livelihoods. 
She feels microfinance is also about 
helping the poor take up sustainable 
livelihoods and create assets. 

E. KUMAR SHARMA 
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Jayshree Ashwinkumar Vyas 


55/ Managing Director/ Shri Mahila Sewa Sahakari Bank 
(SEWA Bank) 


Organisation’s key objective: To help poor self-employed women with 
financial services and guidance on building assets and businesses. 


Ed 


AYSHREE ASHWINKUMAR VYAS A.K.A. JAYSHREEBEN HAS BEEN 

devising and implementing innovative products for 19 years as 

SEWA Bank's Managing Director. Examples: an integrated social 
security scheme for women in the informal sector and a micro- 
pension for self-employed women. “Rather than look at pure credit 
needs, we have taken a life-cycle approach and address all the finan- 
cial needs of our customers," says Jayshreeben. Her goal: to increase 
her depositor base in Gujarat to 1 million from 3,50,000 now. 

E. KUMAR SHARMA 


Praseeda Kunam 


33/ CEO/ Samhita Community 
Development Services 
Organisation's key objective: Innovative 
provision of economic, primary health 
and essential social services. 


NE OF THE PRINCIPAL ARCHITECTS OF 

SKS Microfinance, Praseeda Kunam 

joined after picking up an MBA and 
Masters in information management 
from the Us. From sks, she moved to ABN 
AMRO Foundation to work for MFIs and 
then pooled her savings to set up 
Samhita Community Development 
Services in end-2007, at Rewa, Madhya 
Pradesh. Kunam is using open-source 
software to track her customer house- 
hold's performance. Her goal: take 
microfinance and primary health services 
to half a million poor households. 

E. KUMAR SHARMA 
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Kalpana Sankar 


44/ Managing Trustee & CEO/ 
Hand in Hand 


Organisation's key objective: 
Entrepreneurship, capacity building 
and training. 


DOUBLE DOCTORATE IN THEO- 

retical nuclear physics and 

women's development, 
Kalpana Sankar laments that India 
has many highly qualified profes- 
sionals but few in the field of 
development. The Tamil Nadu- 
based Hand in Hand, set up in 
1988, works in five intercon- 
nected areas. “We have so far 
organised about 326,000 women 
into 22,613 self-help groups,” 
says Sankar, who joined in 2004 
and helped scale up the organisa- 
tion. Hand in Hand is trying to 
consolidate its microfinance insti- 
tutions into a registered company. 

KAPIL BAJAJ 
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DOING THEIR 


Own Thing 


F YOU WANT IT, GO GET IT, AND NO EXCUSES LIKE AILING IN-LAWS 
or small children, please. This seems to be the motto of the six 
start-up women chosen by Br this year. Whether it is excellence 
in information technology (as exemplified by serial entrepre- 
neur Anupama Arya of Mobera) or an old idea packaged brilliantly 
(the luxury buses of sisters Shivani and Suparna Chopra), they 
are beacons of hope for thousands of women—and men?— 
who have similar «audae but lack a role model or simply need 
a prod to get going. 
























Anupama Arya 


40/ Co-founder/ Mobera Systems 


Previous work experience: Co-founder, 
VivExchange, US; Lucent Technologies, 
Synoptics/ Bay Networks. 


Started business at: 35 (first business at 32) 
Years as entrepreneur: 8 

Initial investment: Rs 1 lakh 

Number of employees: 100 (started with 6) 
Current Turnover: Rs 16 crore (2007-08) 


about Arya is her happy-go-lucky 

nature (helps tackle challenges). 
She and husband Puneet Vatsayan set up 
Mobera in Chandigarh after relocating 
from the US to be with her ailing mother- 
in-law. It was a humbling experience, 
not least because of her gender: people 
think *you are incompetent and a 
freeloader on your husband or a gate- 
keeper." But, as an MS in computer 
science handling the engineering and 
operations part, she could hardly care. 

TEJEESH N.S. BEHL 


T HE FIRST THING THAT STRIKES YOU 


ROHIT GUPTA 
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ohivani Chopra & 
ouparna Chopra 


Ages 28 & 26/ The Royal Time Machine 
Previous work experience: Shivani worked 
with Deutsche Bank 

Started business at: Shivani: 26 years 
Suparna: 24 years 

Years as entrepreneur: 2 

Initial investment: Rs 5 crore 

Number of employees: 15 


Current Turnover: Not disclosed (likely t 
be Rs 7.5 crore in 2007-08) 


HE WORD LUXURY IS NOT ENOL 
to cover the tourist buses of The 


Royal Time Machine launched by 
Delhi sisters Shivani (28) and Suparna 
(26) Chopra, In May 2006. T hey nave 
jazzed up the sightseeing with filn 
screenings and cultural programmes 
The cuisine, staff and decor are rem 
niscent of Indian history. MBAs both 
Shivani worked with Deutsche Bank 
before turning entrepreneur. “Thi 


Revathi Roy growth from a regular job wil! always 


be lower than that of a business plan 
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48/ For-She Travels & Logistics that clicks,” says Suparna. 
KAMYA 





Previous work experience: Proprietor, UP-VC Windows 
Started business at: 47 years 

Years as entrepreneur: 1 

Initial investment: Rs 14 lakh (from friends and family) 
Number of employees: 35 

Current Turnover: Not Willing to Disclose 





T WAS HER PASSION FOR DRIVING THAT LED HER TO START A 

pre-paid cab service for women and their families in 

Mumbai in early 2007. “It’s a service that is by women, 
for women and of women,” says Revathi Roy, Founder 
and Managing Director of For-She Travels & Logistics. 
Roy put together Rs 14 lakh to lease two cars and begin the 
service. Since then, a tie-up with Orix Auto Infrastructure 
Services has allowed her to expand the fleet to 21. She has 
also started drivers’ training academies in Mumbai, Delhi 
and Hyderabad to train women chauffeurs. Customers pay 
Rs 200 flag down followed by Rs 15 per km. Roy’s aim is 
to empower poor women and help the better-off sections 
by providing women chauffeurs. 


ROHIT GUPTA 


ANUSHA SUBRAMANIAN 
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Sapna Gupta 


36/ Founder and Director/ Air Hostess Academy 


——— PVT FI o ps s... A EE a a 


Previous work experience: Taught for 5 years as a 
travel and tourism expert 


Started business at: 26 years 
Years as entrepreneur: 10 
Initial investment: Rs 1 lakh 
Number of employees: 700 
Current turnover: Rs 80 crore 





HE THRIVING BUSINESS, SAPNA GUPTA IS QUICK 

to point out, was not given to her by her 

parents. “We put our hearts, blood and souls 
into it,” says Gupta proudly. She and her husband 
spotted the opportunity to ride the crest of a 
booming service sector economy. She now 
intends to open centres overseas, in addition to 
the 20 more in India, by the end of 2009. But it 
was not a cakewalk. “In the early years, it was 
difficult to explain the concept of AHA as there 
was nothing similar,” she says. Her daughter, 
now eight, and husband Akash Gupta were 
supportive. Did she feel any guilt pangs 
when her daughter was young? No, is the 
emphatic answer. “It is now that she needs me 
more for the tennis matches and the growing up 
phase,” Gupta adds. Her advice to other young 
entrepreneurs: just get going. 

SHALINI S. DAGAR 
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Shaleen Raizada 


39/ MD/ Sanshadow Consultants Private Ltd. 


Previous work experience: Academic at 
National Physical Laboratories 
Starting business at: 35 years 

Years as entrepreneur: 4 

Initial investment: N.A. 

Number of employees: 20 people and 40 consultants 
Current turnover: Not disclosed 


M À——— M ————ÀÀÁÁ— 


HEN I FINISHED MY MASTERS IN PHYSICS, | 

thought I knew everything there was to 

know in physics, and then, I started my 
doctorate and discovered I knew nothing at 
all," Shaleen Raizada jokes. However, by her 
own admission, she knew nothing at all about 
running a business when she set up Sanshadow 
in August 2004. *I had no clue what a cash 
book was,”she laughs. Today, she has angel 
funding and doesn’t need to dip into her hus- 
band’s bank account anymore. Sanshadow is a 
consultancy for intellectual property and 
Raizada believes that there is a lot of IP residing 
across Indian industry. 

KUSHAN MITRA 


OPEN SCIENCE CAN LIGHT A VILLAGE IN THE MIDDLE 0F NOWHERE. 


Open Science uses the power of collaboration to do extraordinary things. 44% of the Indian population is 
without electricity, but the promise of solar energy offers a solution. India receives the solar energy 
equivalent to 5,000 trillion kWh/year, far more than the country's current energy requirements. As part of 
its commitment to Open Science, DuPont is setting up a photovoltaic lab at the DuPont Knowledge Center 
at Hyderabad. This lab will work closely with India photovoltaic players to improve the lifetime and efficiency 
of photovoltaic cells, driving down the costs and helping to deliver clean, sustainable energy. We believe 
it's collaborations like this that can help solve the biggest challenges of our time. In other words, science 
that's open opens up possibilities for people everywhere. Learn more at dupont.com/openscience 


Career opportunities - e-mail: dupont.recruitment@ind.dupont.com / Business ities - email: info.india@ind.dupont.com and Tel:+91-124-4091818 
©2008 DuPont. All rights reserved. The DuPont Oval Logo, DuPont", The mi of science" and all brandnames are registered trademarks or trademarks of E. I. du Pont de Nemours and Company or its affiliates. 
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THE THOUGHT 


Leaders 


ON’T WORRY ABOUT THE ECONOMY: JUST GET THE GOVERNMENT 
to listen to these top-notch women thinkers, whose ideas 
and work have given Indian economists global respectability. 
But the rise to the top has not been nemo | of them 
ad to fight to gain credibility in a male-dominated world. The 
youngest in this listing, though, shot to fame overnight after 
coining the term, BRIC, which has gained worldwide currency; the 
oldest happily adjusted her career to be with her children. And what 
a difference they have made and are making! 




















Isher Judge Ahluwalia 


63/ Chairperson/ Board of Governors of ICRIER 


Indian economy’s biggest weakness: Expanding fiscal deficit—much of 
it off-budget, imported inflation and infrastructure and skills deficit. 


Indian economy’s biggest strength: A vibrant private sector plus the 
ability of governments to manage macro-economic risks. 


Biggest turning point in my career: My second book on industrial 
Slowdown which anchored me as a Serious economist. 


SHER JUDGE AHLUWALIA LIKES TO KEEP AN OPEN MIND AND AN 

empirical approach. If that was evident in her seminal 

work on industrial slowdown of the ’60s and the subse- 
quent productivity decline, then the same streak is visible 
in her current work, too—delivery of social goods and 
services in states with better infrastructure. Married to 
Planning Commission Deputy Chairman Montek Singh 
Ahluwalia, Isher has happily kept a flexible work schedule 
to be with their two sons, juggling a busy career with an 
equally busy personal life. “I’m quite unashamed of saying 
that unless you spend time with children when they need 
it, they just slip away. And for that you need to be around. 
[ts not an easy choice.” 


1ONEY SHARMA 


SHALINI S. DAGAR = 
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SHRIYA PATIL 


Ashima Goyal 


53/ Professor/ IGIDR 


Indian economy's biggest weakness: Not equipping 
people to realise their potential. 


Indian economy's biggest strength: Its people and 
their diversity. 


WARM AND SOFT-SPOKEN PERSON, ASHIMA 
Goyal's main focus is on using rigorous tools 


| la Patnaik to understand economic situations and arrive 
- at a solution. She is currently researching exchange 
44/ Senior Fellow/ National Institute of Public rate and monetary policy institutions, fiscal anc 


. : monetary policies, technology and labour mar 
Finance and Policy kets.... Goyal feels it has been a great battle for a 


woman from a developing country to establish 








Indian economy's biggest weakness: Infrastructure. credibility in this field. *But I hoped my contribu 


Indian economy's biggest strength: Entrepreneurship. tion could make some difference," she says. 
ANUSHA SUBRAMANIAN 


Biggest turning point in my career: Working as economic 
editor with a newspaper for two years. 





LA PATNAIK CAN SPOT A SLOWDOWN A FEW QUARTERS 

ahead of anyone else. The last time she did this was 

in 1996 when investment euphoria prevented anyone 
from believing her. She could spot the present down- 
turn ahead of others too. However, the prognosis is 
not as severe this time around as it was almost a decade 
ago. "Investments this time are in infrastructure, which 
is less prone to business cycles," Patnaik says. 

SHALINI S. DAGAR 





Hoopa Purushothaman 


29/ Head/ Future Capital Research 


What motivated her to move back to India: | started covering India more and 
felt that | needed to be here to do the type of research | wanted to do 


The biggest turning point in my career: When the BRIC's report took on 
global proportions. 

FTER SHE CO-WROTE THE RENOWNED ECONOMICS PAPER THA? 

coined the term BRIC (short for Brazil, Russia, India and 

China) during her first job at Goldman Sachs, this graduate 
from Yale and LSE came down to India to join Kishore Biyani s 
Future Group. So, what keeps her going? “I get to approach long: 
term development topics for the country, and address them in : 
unique light,” says Roopa. “At the end of the day, | like data and | 
love to write, and I get to do both in my day-to-day job,” she says. 

T.V. MAHALINGAM 
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Moisturises even 
the driest of tips. 


The sun and pollution dry your hair. 
Presenting Dove Dry Iherapy 

with moisturising milk. For soft, 
smooth, damadge-free halt 


that's irresistible to touch 


New 


Dove 
Haircare 


Shampoos | Conditioners | Treatments 
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A few ways to protect your hair 


from regular damage. 


Ironing 
Ironing dries your hair. Condition it 
with Dove Dry Therapy Conditioner 


and leave it on for two minutes at the ` 


tip. Its Repairing Serum will moisturise, 
making even the driest ends smooth. 


Rain 

Even a little rain causes a lot of 
problems. It makes your hair sticky 
and frizzy. And the high chlorine 
content in rainwater bleaches them. 
Dove Dry Therapy Shampoo evenly 
moisturises from the root to the tip, 
reversing the effects of rain. 


Dust 

Needless to say, dust dries your hair 
and damages its sheen and texture 
immensely. Thankfully, no one 
repairs damage like Dove. Its unique 
moisturising milk replenishes till the 
driest of tips. And makes your hair 
soft and lustrous again. 


New 


Dove 
. | Haircare 
Shampoos | Conditioners | Treatments 


Air-conditioning 

The cooling effects of air-conditioning 
prove very harmful for hair. They make 
them extremely desiccated and rough. 
Dove Dry Therapy Shampoo seeps in 
moisture to the very ends and gives 
hair its natural bounce. 


Colouring 

Hair colouring has chemicals that 
make your hair brittle and coarse. 
Especially when you highlight or streak 
till the tips. Use Dove Dry Therapy 
Conditioner to restore the essential 
nutrients again. 


Blow-drying 

Excessive blow-drying has damaging 
fallouts for hair — split ends. Split ends 
stunt hair growth hugely. Dove Dry 
Therapy Shampoo and Conditioner 
together moisturise the driest of tips to 
make your hair soft, smooth and 
split-end free. 


Dove Dry Therapy 
with moisturising milk. 
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HESE DAUGHTERS HAVE STRUCK OUT ON THEIR OWN—SOME 
following in their father's footsteps and some doing different 
things. But all have given business ideas a new twist, and not one 
Is content to stay in the family's shadow. All of them want to play 
an active role in the family business as they carve out a career for them- 
selves, and each one of them has a clear vision about the future. 





2007 DAUGHTERS 


The inheritors profiled last year. 


Lara Balsara 
26/ Business Development & 
Diversification Manager/ Madison 


Ashni Biyani 
22/ Design Manager/ 
Future Group 


schauna Chauhan 
Saluja 
31/ CEO/ Parle Agro 


Alisha Chauhan 
29/ Director/ Parle Agro & V3 


Nadia Chauhan Kurup 
21/ Director Marketing/ 
Parle Agro 


Bhairavi Jani 
28/ Director/ 
SCA Group of Companies 


Rangita Pritish Nandy 
27/ Creative Director/ 
Pritish Nandy Communications 


Meghna Ghai Puri 
29/ Director/ Mukta Arts 


Profiles appeared in 

Business Today dated October 7, 
2007 available at 

www. businesstoday.in 
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Anjani Kasliwal 


22/ General Manager-Luxury/ 
Brandhouse Retails 


The best advice my father gave: Keep smiling, so the world 
wonders what you are up to. 


10-years from now: | want to be a successful 
entrepreneur, juggling two bratty girls. 


If | wasn't in my father's business: | would be on the ramp. 





and, in fact, did her Bachelors in Media 

Management from Bombay University. So, 
what is she doing heading the luxury brands busi- 
ness at Brandhouse Retails, the de-merged brand- 
specific group company of apparel maker » 
S. Kumars Nationwide (SKNL). Brandhouse Retails is 
involved in setting up and managing exclusive 
brand outlets for various brands across India with a 
special focus on fashion and lifestyle. *I feel so 
strongly about what my dad does and I feel that I 
can take it on. I feel that I am capable of carrying 
his name in business forward," says Kasliwal. She 
currently manages two international luxury 
brands—Escada and Alfred Dunhill—as the 
General Manager-Luxury at Brandhouse Retails. It 
might be a while before she actually heads the busi- 
ness but she is happy shouldering responsibilities. 

ANUSHA SUBRAMANIAN 


^ LL OF 22, THIS CHIRPY GIRL LOVES FILMMAKING 


RACHIT GOSWAMI 





o0undarya 
Rajinikanth 

24/ MD and Chief Executive 
Ocher Studios 


The best advice my father gave: Set your goa 
gather information, bring together a great tean 
and never give up until the goal is achieved 
10-years from now: | would like to | 


redefining 3D and entertainment 
technology worldwide. 


If | wasn’t in my father's business: | ^ 
playing professional golf. 





MIHSOVA HSILVS 


Pooja Jain O TREADING THE BEAT! 


celluloid children for Soi 


32/ Executive Director/ Rajinikanth, the 25-yeat ] 
Luxor Grou younger daughter of Tamil superstai 
p Rajinikanth. She borrowed from bank: 
I ie to set up Ocher Studios, a 3D anin 


The best advice my father gave: Be positive 


post-production and visual effect 
and never give up. 


studio, in Chennai. As Managi 


10-years from now: | want to be recognised Director and Chief Executive. sh 
as someone who has made a difference to manages an 80-member team tox 
the lives of some people. Her biggest achievement has bee 
If | wasn’t in my father's business: | direct her father in a full lengt! 
would be in creative arts—dance animated film Sultan the Warrior 
and theatre. ANUSHA SUBI 


Ame ee ee EE Rt RT TO err am m T m e 


ANAGING THE OVERALL OPERA- 

tions of the stationery and 

writing instruments division of 
Luxor Group, Pooja Jain, at 32, is 
paving a new growth path for the 
company. With a group turnover of 
about Rs 1,100 crore, Luxor today is 
a Super Brand and a leader in the 
industry. A graduate from Lady Shri 
Ram College, Delhi, she went on to 
study at London School of Economics 
and joined the business in 1996. 
Working her way through several 
junior functions before taking over 
the reins of Luxor Group as Executive 
Director in 2006, she set up a B2B 
division, which alone has a turnover 
of Rs 23 crore. Jain also promotes 
literacy, and bought the playschool in 
which she had studied to allow poor 
children a chance. 

DHIMAN CHATTOPADHYAY 


KESHAV RAJ 
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THE POWER LIST ÎN RETROSPECT 


Designation 





Vinita Bali 
Shobhana Bhartia 
Ela Bhatt 

Neelam Dhawan 
Manisha Girotra 
Renu Sud Karnad 
Naina Lal Kidwai 
Chanda Kochhar 


Kiran Mazumdar-Shaw 


Zia Mody 

Amrita Patel 
Swati Piramal 
Renuka Ramnath 


Preetha Reddy 
Shikha Sharma 


Mallika Srinivasan 
Ashu Suyash 
Roopa Kudva 


Vishakha Mule —— 


Leena Nair 


Usha Narayanan 


Mala Ramakrishnan 
Akhila Srinivasan - 


Sangeeta Talwar 
Usha Thorat 


New entrants for 2006 and 2007/ 


Designation 


Managing Director, Britannia Industries 

Vice Chairperson & Editorial Director, HT Media 
Founder, SEWA 

MD, Microsoft India 

MD & Chairperson, India, UBS 

Executive Director, HDFC 

Group GM & Country Head (India), HSBC 
Deputy MD, ICICI Bank 


Chairman & Managing Director, Biocon 
Managing Partner, AZB & Partners 

Chairman, National Dairy Development Board 
Director, Nicholas Piramal 

MD & CEO, ICICI Venture Funds Management 


MD, Apollo Hospitals Group 
MD & CEO, ICICI Prudential Life Insurance 


Director, Tractor and Farm Equipment 

MD & Country Head, Fidelity Fund Management 
MD & CEO, CRISIL 

Group CFO and Treasurer, ICICI Bank 


Executive Director (HR), Hindustan Unilever - n 


Executive Director, SEBI 


Chief Commissioner of Income Tax, Mumbai 
MD, Shriram Life Insurance 


. Executive Director, Tata Tea 


Deputy Governor, Reserve Bank of India 


. Neelam Dhawan 


Designations for the respective years 


Shobhana Bhartia 
Renu Sud Karnad 
Naina Lal Kidwai 
Chanda Kochhar 


Vice Chairperson & Editorial Director, HT Media 
Executive Director, HDFC 

Deputy CEO, HSBC 

Executive Director, ICICI Bank 


Kiran Mazumdar-Shaw Chairman & Managing Director, Biocon 


Zia Mody 
Amrita Patel 
Swati Piramal 


Renuka Ramnath 
Preetha Reddy 
Shikha Sharma 
Mallika Srinivasan 
Vedika Bhandarkar 


Lalita Gupte 
Madhabi Puri-Buch 


Kalpana Morparia 
Vinita Bali 
Ela Bhatt 


Manisha Girotra 


Ekta Kapoor 


Punita Lal 


. Falguni Nayar 


Radhika Roy — — 
Preeti Vyas Giannetti 


Partner, AZB & Partners 
Chairman, National Dairy Development Board 


Director (Strategic Alliances & 
Communications), Nicholas Piramal 


CEO, ICICI Venture 

Managing Director, Apollo Hospitals Group 
CEO, ICICI Prudential Life Insurance 
Director, Tractors and Farm Equipment 


MD & Head (Investment Banking), 
JP Morgan India 


Joint Managing Director, ICICI Bank 


Senior GM & Country Head (Customer Delivery 
and Ops, Products and Technology and 
Brand Mgmt), ICICI Bank 


Deputy Managing Director, ICICI Bank 
CEO, Britannia Industries — 
Founder, SEWA 


. Managing Director, Microsoft India x 


Chairperson & Managing Director, UBS Tos 
Securities 


Creative Director, Balaji Telefilms 
Executive Director (Marketing), PepsiCo India 


Managing Director, Kotak Mahindra Capital - 


Managing Director, NDTV — 
CEO, Vyas Giannetti Creative 


Year-wise list since 2003 at www.businesstoday.in 


THE ESTABLISHMENT: The women who have featured in every list since 2003 
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Naina Lal Kidwai —— 
Chanda Kochhar 

Kiran Mazumdar-Shaw 
Amrita Patel 

Swati Piramal | 
Renuka Ramnath 
Shikha Sharma 

Mallika Srinivasan 
Shobhana Bhartia 


2008 


Name Designation 


.. Country Head, HSBC 
Joint MD, ICICI Bank 
Chairman & Managing Director, Biocon 
Chairman, National Dairy Development Board 

. Director, Piramal Healthcare : 

_ Managing Director & CEO, ICICI Venture — 

. MD & CEO, ICICI Prudential Life Insurance 
Director, TAFE | 
Chairperson, HT Media 


SAIN BOLT. 


pumaicom 
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a Wall 


After the turmoil of bankruptcies, 
sell-outs, drastic transforma- 
tions, the US financial services 
sector looks to lawmakers for a 
bail-out. Whatever happens 
from here, it's the death of blue- 
blooded investment banking as 
we knew il. RACHNA MONGA 





THE 
DOMINO 
EFFECT 


A fortnight that began 
with a cina 
led to a bail-out... . 











HE HEADLINE ABOVE COULD EASILY HAVE BEEN: 
Saving America. Or even Saving the Global 
Economy. The carnage on Wall Street hasn’t 
ended with Bear Stearns, Fannie Mae, Freddie 
Mac, Lehman Brothers, Washington Mutual, 
et al being felled by toxic securities that ate 
into their reserves. Many more venerable institutions 
will fall, even if the Bush administration’s $700-billion 
bail-out package gets the Us Congress’ green signal. The 
destruction on Wall Street, coupled with rising un- 
employment, plunging housing sales and an overall cut 
in business and consumer spending, will bring the us 
economy down to its knees. The recession there will 
spread rapidly to other economies. “I have never seen 
anything like this. It’s a fundamental crisis of confi- 
dence,” shrugs Raju Panjwani, Chairman & CEO, 
Epitome Global Services, a financial services out- 
sourcing firm. Panjwani should know. A former 
Managing Director at Morgan Stanley, he has spent 
nearly 22 years on Wall Street. 

So, is it just good old greed that veered out of con- 
trol that’s responsible for the collapse? Or is it poor reg- 
ulation? Marti G. Subrahmanyam, Charles E. Merrill 





Professor of Finance, Economics and Internationa! 
Business at Stern School of Business in New York, 


points out that the flaw is not in the broker-dealer 


model per se but in the revenue mix of these banks, 
which was tilted towards earning huge proprietary in- 
come. “Most of the major investment banks i 
heavy unhedged exposure to credit derivatives—both 
Collateralised Debt Obligations and Credit Default 
Swaps—which were not under the direct control of ei 
ther the Federal Reserve or the Securities and Exchange 
Commission. A free and an open market is good, but 
when it poses systemic problems of the kind we are wit- 
nessing today, there is a limit to how far you can ar- 
gue for an unregulated market,” says 


Ok 


Subrahmanyam. 


It is inevitable that the pendulum wil! 


swing in the other direction in the years 
ahead and us financial markets will 
become much more regulated 


Warren Buffeti 


[he US 
government shuts 
down mortgages 
giant Washington 
Mutual; its 
banking assets 


than today. Wall Street will says his firm are sold 
Berkshire to JPMorgan 
never be the same. Hathaway will s "T 2 
Chase for $1.9 
buy upio9 per billion. 


Morgan Stanley cent of Goldman 





stake to Japanese 
iman Brothers Struggling insurer American British Bank Goldman Sachs and The Bush bank Mitsubishi 
aks bankruptcy International Group (AIG) opts for Lloyds TSB saysit Morgan Stanley get Administration UFJ Financial 
tection, Bank a two-year revolving credit package will buy rival the go-ahead to asks Congress Group Inc. 
America says of up to $85 billion from the Federal HBOS plc, become bank holding fora$700bn — | 
vill acquire Reserve. If the loan isn't repaid, Britain's largest companies. The bail-out package. 
irrill Lynch. the US government could end up mortgage firm. investment banking ———— NI. 
—— — controlling most of AIG. 7777 ——— model is dead. 






agrees to sell a Sachs. 
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The Wall Street bug has spread far and wide, taking 
its toll on markets all over the globe. Back home, 
however, many of the US investment banks are in 
no mood to call it a day. RACHNA MONGA 





“The Asia-Pacific region, particularly India, is one of the most attractive 
places for growth. There’s a lot of wealth being created in India” 


John Thain, Chairman & CEO, Merrill Lynch, in Business Today in May 2008 


“We have been active in advisory, and in private equity (in India), where we 
have invested over a billion dollars over the past year... the thing that attracts 
us is not tbe size of an economy but tbe growtb of an economy" 
Lloyd Craig Blankfein, Chairman & CEO, Goldman Sachs, in Business Today in November 2007 


"Our management bas told me that, in a very controlled, healthy and 
gradual way, they would like to significantly expand the Asian 
operations’ 


David Martin Darst, MD, Morgan Stanley, in Business Today on September 20, 2008 


Merrill Lynch Goldman Sachs - 















Global status: = Global status: | 
Sold to Bank of America | 1 Loses investment banking status to become 
ndi ica: x a commercial bank; gains a $5-billion 
v on rima | lifeline from Warren Buffett 
Wealth management, equity capital | Goldman Sachs (India) Securities 
e markets (fund raising and mergers & — — Ñ Operations: ues EE 
Hemendra Kothari, 4°duisitions), asset management, non- ` Brooks Entwistle, ^ Equity capital markets, institutional broking, — 
Chairman,DSP banking finance company and institutional ^: CEO, Goldman asset management (in the process of being — 
Merrill Lynch broking. Also has an outsourcing division in — Sachs India setup), private equity; a captive outsourcing 
. Mumbai, Merrill Lynch (India) Technology ` ea, division in Bangalore called Goldman Sachs 
Services | Wl — Services Private Limited — Ian 
Holdings as an Fil*; — — Holdings as an FII*: 
Rs 9.136 crore | Rs 4,222 crore ae 
in 128 listed companies in 96 listed companies : 
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HEY CAME, THEY SAW—AND THEY EXPRESSED 

their faith in the India growth story, even as 

they took stock of the grim situation back 

home. Last fortnight, as Wall Street collapsed, 
with investment banks either going bankrupt or be- 
ing gobbled up or losing their blue-blooded status, 
their India operations—and, indeed, those in other 
emerging markets—assumed even more importance. 
Days after Bank of America snapped up a troubled 
Merrill Lynch for $50 billion, Chairman John Thain 
explained to analysts in a conference call how 
economies like India, China and Brazil will be criti- 
cal in making the Bank of America-Merrill combi- 
nation work. “On the investment banking, sales 
and trading side, over 50 per cent of our revenues 





come from outside the US, and we see very attractive 
growth opportunities in those faster-growing parts of 
the world. We have a very solid footprint in India; 
we are building our presence in Brazil; we see great 
opportunities in China; we have a small but growing 
operation in Russia; and we’re in the process of 
building our business in the Middle East. So, the com- 
bination here of our businesses and Bank of 
America’s, I think, will allow us to expand our 
international presence.” 

They’ve fallen like nine pins, but as Edward 
Naylor, Director of Corporate Communication, 
Goldman Sachs Asia LLC, puts it: “It’s business as usual 
for us in India.” Adds Narayan Ramachandran, 
Country Head & Managing Director, Morgan Stanley 
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“The Asia Pacific region, particularly India, is one of the 
most attractive places for growth. There s a lot of wealth 
being created in India” 


John Thain, Chairman & Chief Executive Officer, Merril 
Lynch, to Business Today in May 2008 


India: “The strategic importance of emerging markets 
has only increased and not gone down over the past 
year since the crisis in the West started. It gives any 
company confidence that emerging markets will 
remain a growth area for the long term.” 

Goldman, Merrill, Morgan and Lehman have 
been in India for over a decade, but it’s only in 
the past couple of years that these banks stepped up 
their India presence. Goldman, for instance, till 
2006 was just a minority partner in a joint venture 
with Uday Kotak. Now, as Chairman Lloyd Craig 
Blankfein had told BT: “We are unabashedly 
Goldman Sachs India.” Riding solo, Goldman today 
has operations across equity capital markets, insti- 
tutional broking, private equity and is the process of 
setting up its asset management operations. 

Ditto with Morgan Stanley, which, in 2007, 
had ended its joint venture with Nimesh Kampani’s 
JM Financial to start its own wealth management 
and investment banking operations. On the cards 
are forays into wealth management and infra- 
structure-focussed private equity. Merrill Lynch 
also reinforced its India operations lately after 
buying out a 50 per cent stake from its Indian 
partner Hemendra Kothari in 2005 (although 
Kothari continues to be 
Chairman, holds 10 per 
cent and the firm contin- 
ues to be known as DSP 
Merrill Lynch). In March, 
Kevin Watts, a Merrill vet- 
eran, became the Indian 
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“The whole industry sees Asian countries such as India, 
China, Japan, Korea, the Philippines and Malaysia as a 
marvelous growth opportunity” 


David Martin Darst, Managing Director, Morgan Stanley, 
to Business Today in September 2008 


arm’s first ever President. Lehman, which had ex- 
ited India in 1999, returned two years ago, and had 
big plans on the advisory and capital markets 
fronts. Led by Tarun Jotwani, Chairman & CEO, 
Lehman Brothers India, it acquired the institu- 
tional broking business of BRICS Securities. 

The future of Jotwani and the 2,400-odd 
employees at the Indian offices was uncertain at the 
time of writing (company officials declined to com- 
ment). Even as Barclays snapped up the Us part 
of Lehman, and Nomura the European and Asian 
bits, there was little clarity on who would end up 
with the Indian arm. A team from Royal Bank of 
Scotland (which had acquired ABN Amro globally 
earlier this year) was said to be interviewing senior 
bankers of Lehman Brothers last fortnight; and an 
Indian firm was reportedly ready to hire them at 
half their salaries. 

For Indian firms, clearly, this is an opportunity 
that doesn’t knock too often. In late-September 
Puneet Pratap Singh, Partner at Executive Access, 
an executive search firm, was busy placing two 
teams of Lehman Brothers with Indian as well as 
foreign firms. 

Merrill, for its part, has taken heart that it 
didn’t go bust. Also, duplication between Merrill 
and Bank of America, which will now have invest- 
ment banking too, is minimal. In India, Bank of 
America is small, with a deposit base of Rs 4,191 
crore as on March 31, 2008. It operates through 
five offices and has a total strength of 314 em- 
ployees. A subsidiary, Bank of America Securities 
India, is engaged in the corporate 
fixed income business. How the 
integration will pan out, or 
whether it will play out at all, 
wasn't clear at the time of writ- ‘yam 
ing—a DSP Merrill spokesperson Z 
told BT it was too early for clarity to F 
emerge—but the uncertainty is 
taking its toll. A psp Merrill loy- 
alist, Andrew Holland quit the 
firm last fortnight along with 
his institutional equities team 
and pitched tent with Ashok 
Wadhwa of Ambit Corporate 
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: i We're Not Relying on the | 


When Bus Todayn met 4 oy yi Craig Blankfein, 
Chairman & CEO, Goldman Sachs, late last year, 


-its fangs. Goldman, too, had begun to feel the 


oe predictive. Read on: 
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: Vor ec b HO! 


nsable p ople. 2 that something 
you say offen? - cd 
- [say things like that, bur don't slate 
say that—that’s too many syllables! 
My hobby, and what I studied in 
school, is history. Anybody who stud- 
ssed b y the lack of predictability, the 
hubris of people th > that growth will continue in a pattern... 
if history is full of something, itis full of isappoint 





ies eae has to x im] 








prises. I just know that there's. change around every corner, | 


there are threats, and one x I won't be sure of is what I never 
anticipated. I am not an i e person, but it is perfectly rational 


to be humble—not ide of insecurity— but because everybody 


knows that you are going to get th in thrown at you that are hard 
to handle... I can tell you that our present intentions are to do 
excellent things in the future. (1 








Here's something else that I say a Saa “At the cen of the day, al : 


we can do is the best we can do." 


ta vor karan bane E Sia eer 
plan for the worst.” In the light of the current tun moil in the US, 
that statement has an ominous ring to it... x 
There’s some arrogance in that statement. It hash its 5 basis in the 
fact that I can predict what the worst is. But the fact is that the 
worst is always what you can't predict. We prepare for the worst 
things we can think of. The message in that statement is that we 
are not relying on the world staying the same, and we are not 
relying on all conditions being good... x 

I think my job, in some ways, is to prepare and get the organi- 
sation equipped to deal with adverse conditions... The biggest 
responsibility I have is to ensure that the organisation does 
not get discombobulated by unforeseen events. In this period, 
when there are credit squeezes and credit crunches, the money 
you lose is not necessarily the ` worst ae 





For the full interview, log ees www. businesstoday. in 
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the credit crisis in the US was just beginning to bare | 


x Squeeze. Few, including Blankfein, however, - 
would have foreseen how bad it could get. BT 
| revisits the interview; in hindsight bits of what 
E Goldman Sachs CEO had to say are mea 


i like | ae graveyard is full of indis- 3 


Clearly, Wadhwa has been quick 
to seize the opportunity that has 
come his way. Nirmal Jain, CMD, 
India Infoline, a domestic financial 
firm, is another promoter who sees 
scope to grow market share across 
segments. That's not because the 
number of competitors will reduce 
but because the risk-taking ability of 
the Us banks will come down dra- 
matically. T.V. Raghunath, Executive 
Director & Head of Mergers & 
Acquisitions, Kotak Mahindra 
Capital, too, feels that with new 
ownership, competition will remain 
but sanity will return to the mar- 
kets. *The riskier deals may not be 
funded through leverage or debt." 

He argues that it's time Indian 
promoters, who are used to giving 
mandates to foreign banks because of 
their dual ability to advise and fund, 
change their mindset. There is an 
inherent conflict of interest in getting 
advice as well as finance for an ac- 
quisition from the same bank, feels 
Raghunath. 

The lower risk-taking appetite of 
the global banks may just be what the 
doctor ordered for homegrown firms 
that are foraying into a host of high- 
growth sectors of financial services. 
The bad news, though, is for the 
Indian equity market, which is heav- 
ily dependent on inflows from for- 
eign institutional investors (FIIs)— 
who have sold Indian equities worth 
$1.5 billion (Rs 6,900 crore) in 
September and a whopping $8.6 bil- 
lion (Rs 39,560 crore) since begin- 
ning of the year. 

Merrill, for instance, had invest- 
ments of over 1 per cent in 128 listed 
companies as of end-June 2008; 
Morgan had investments in 135 such 
companies. Clearly, investors will 
have to continue to contend with 
volatility in the short to medium 
term. For the us banks themselves, as 
well as for their Indian counterparts, 
however, there couldn't be a better 
time to step on the gas in the coun- 
try. Read about all the frenetic action 
in the following story. 


Beyond Or: 


At Uppal's, we've gathered our expertise through years of pursuing excellence in design, 
planning and impeccable execution. Our experience sets us and 


our structures apart from the ordinary. It's a reputation that we love living up to. 


Residential ICommercial ` IHospitality #SEZs 








bt Waman 


A host of players is foraying 
into a gamut of segments. 


Life 
Insurance General 
Insurance 





56 


Portfolio 
Management 


20 


Private 
Equity 


Investment 
Banking 


Numbers denote number of new players. (Sources: 5ebi/ market) 
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The US financial services sector may have been brought down to its knees, but back 
home, there's a mad scramble by a host of players to get a piece of the action in high-growth 
segments that range from mutual funds to private equity. ANAND ADHIKARI 


N 1997, WHEN A STRING OF SOUTH-EAST ASIAN 
economies hurtled into a tailspin after their cur- 
rencies collapsed, a 49-year-old Korean, Park 
Hyeon Joo, chucked a cushy job at Dongwon 
Securities to start out on his own. Braving the 
storm, Park Hyeon set up an asset management 
company called Mirae, which means “the future” in 
Korean. And what a future it has proved to be: Mirae 
emerged from the turmoil to become one of the world’s 
largest investors in Asian equities, with offices in Hong 
Kong, Singapore, United Kingdom, India and Vietnam. 
With the dark prospect of a recession staring most 
global economies in the face, the current crisis pales in 
comparison with that of 1997 in terms of its reach, if not 
intensity. Whilst the Wall Street crisis may not derail the 
long-term India growth story, it’s surely going to cast its 
shadow on Dalal Street in the nearer term. But, like Park 
Hyeon Joo, a clutch of entrepreneurs in the Indian 
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financial services space isn’t letting the sub-prime triggered 
woes alter their growth ambitions. “There is no good or 
bad time to start a long-term business. You just have to 
believe in the story,” quips Asit Koticha, Chairman, 
ASK Group. Koticha, whose current operations include 
wealth management and a real estate fund, has plans to 
start a mutual fund. For his part, he also knows when to 
exit a business—he sold his institutional equity trading 
arm to Nimesh Kampani’s JM Financials last May when 
the equity markets were still roaring. 

Koticha isn’t the only player in financial services who 
is looking to enter new high-growth segments. At last 
count, there were over a hundred players—domestic and 
global—who were preparing to foray into mutual 
funds, life insurance, general insurance, portfolio man- 
agement, private equity and investment banking. 

Sid Khanna, the torch-bearer of management con- 
sulting in India in the '90s, and the man who built the 


India operations of Accenture (formerly Arthur 
Andersen), now heads India Equity Partners, a pri- 
vate equity firm. He says there is a long-term structural 
shift of faster growth towards India, China and other 
Asian economies. “Investors and global funds that 
have long-term commitments to their investors—for ex- 
ample, pension funds in the us, the UK and Europe—are 
looking at high-growth economies for better returns,” 
adds Khanna. Over the next 5-10 years, the domestic 
savings pattern is also expected to undergo a change in 
India—from traditional avenues like bank deposits 
and postal savings to market securities. 

Seasoned Indian hands like Koticha and Khanna 
aren’t the only ones spreading their wings. A host of 
mega-corporations—including the Tatas, Reliance, the 
Aditya Birla Group, Bharti, Bajaj, Hero Honda, Dabur, 
Future Group, Rajan Raheja, Unitech, Apollo, HDIL, 
Indiabulls, Religare and DLF—has zeroed in on at least 
one if not more of these high-growth markets. For in- 
stance, in mutual funds alone, there are currently already 
34 players in the fray, and another 36 are waiting in the 
wings. Looks like a crowded house? Not really, the new 
entrants will tell you, pointing to the example of China, 
an economy twice the size of India, which has over 100 
mutual fund companies slugging it out. 

Says Sameer Kamdar, CEO & Managing Partner, 
ASK Investment Holdings: “The AMC (asset manage- 
ment company) space may look crowded in the short 
term due to the entry of several new players, but 
over the long term, there will be a large market for 
everybody to participate in.” Proof of this lies in the 
growth in assets under management (AUM) of the in- 
dustry—of over 30 per cent in the last six years. A re- 
cent Dun & Bradstreet study projects growth of over 
28 per cent between 2008-09 and 2011-12. “We 
expect the industry to mature. It’s a long-term business 
for us,” says Rujan Panjwani, President, Edelweiss 
Asset Management, whose twin liquid schemes mo- 
bilised over Rs 900 crore in September '07. The way 
forward is to diversify into new asset classes like 
gold, real estate and overseas equities; and also into so- 
phisticated products like capital protection and index- 
linked debentures. Kamdar believes that there is a 
vast market for newer asset allocation and capital 
preservation products in the high-net worth and 
mass-affluent segments. 

Product innovation will also be the mantra in the pri- 
vate sector life insurance industry. Over the past seven 


years, the process of change has already begun, with 
unit-linked insurance plans (ULIPs) completely over- 
shadowing the traditional endowment plans that were 
the sole preserve of Life Insurance Corporation before 
the sector was liberalised. Now may be the time for 
more innovation. Says Kapil Mehta, CEO, DLF Pramerica 
Life Insurance Co., which soft-launched in Delhi re- 
cently: “New product forms can be introduced, cus- 
tomers’ needs can be segmented more finely (by geog- 
raphy, income or occupation), and large affinity groups 
can be identified.” There is also an untapped oppor- 
tunity in smaller towns. “We are fully exploiting the ban- 
cassurance model as our key promoters have an ex- 
tensive network of branches in the country,” says G.V. 
Nageswara Rao, MD & CEO, IDBI Fortis Life Insurance, 
which commenced business in April this year. IDBI 
Fortis surprised the market when it mobilised Rs 100 
crore premium in just six months. “This is the fastest by 
any private sector insurance company,” beams Rao. 
The ongoing crisis in the Us, which announced a 
$85-billion bailout for insurance giant AIG, isn’t lost on 
domestic life insurers. Caution is the buzzword, along 
with growth. “It is becoming increasingly important for 
life insurers to remain steadfast in taking a long-term 
perspective,” says Mehta of DLF Pramerica. Jayant 
Khosla, MD of Future Generali Life, says: “If life 
insurers can ensure that they are selling the long- 
term savings idea to customers, volatile or 
tempered equity markets may 



















Industry: Mutual Funds 


Scenario: Thirty four players have 
combined assets under management of 
around Rs 5,45,000 crore. The top four 
players (Reliance, HDFC, ICICI Prudential 
and UT! Mutual Fund) manage half of those 
assets 


Prominent New Players: 
Indiabulls, Axis Bank, ASK Group, HDIL, 
Bajaj Allianz, Edelweiss, Bharti Axa 


Focus Area:The new players plan 
to focus on product innovations and 
improving service standards. Will 
introduce new asset classes such as 
gold, real estate and overseas equity 
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actually work in our favour.” Unlike most other 
financial services, life insurance is a highly capital-in- 
tensive and long-gestation business. For instance, 
even after seven years, except SBI Life, nobody makes 
a net profit in the life segment. 

The mood in the not-so-high-flying general insur- 
ance industry, which has been growing at 14-15 per 
cent annually, is also upbeat. “Even in these tough 
times, the growth rates are sustainable,” says Milind 
Chalisgaonkar, CEO, Bharti AXA General Insurance. 





Industry: Life Insurance 


Scenario: There are currently 15 companies in the private 
sector life insurance industry who collect annual premiums of 
over Rs 30,000 crore. The top two players—ICICI Prudential 
Life and Bajaj Allianz Life Insurance—dominate the market 
with a premium share of over 40 per cent. The existing play- 
ers have been mainly hawking ULIPs that account for more than 
80 per cent of the annual premium collection 


Prominent New Players: Fortis-IDBI, Future Generali, 
Religare-Aegon, Canara-HSBC-OBC Life Insurance, DLF 
Pramerica Life Insurance Company 


Focus Area: The traditional endowment and term plans are 
not marketed aggressively by the private sector players as buoy- 
ant stock markets attracted investors to ULIPs. But when 
markets cool down, demand for endowment products picks up 
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Kapil Mehta, CEO, DLF Pramerica Life Insurance Company — 





Industry: General Insurance 


Scenario: There are eight players in the private sector gen- 
eral insurance that generates premiums of over 
Rs 11,000 crore every year. The market is dominated by ICICI 
Lombard and Bajaj Allianz, while Reliance General Insurance 
has moved up fast to the third slot. The top three players have 
a 70 per cent share in the gross premium 


Prominent New Players: Rajan Raheja Group-QBE 
Insurance Group, Unitech Group, Shriram General Insurance, 
SBI General Insurance, Dabur India, Future Generali, Apollo 
DKV Insurance, Universal Sompo General Insurance Co. and 
Bharti Axa General Insurance 


Focus Area: Following detariffing last January, the rate war 
in motor insurance, which contributes the most in terms of 
premiums, has just begun. Health insurance is another big 
area for new players to explore 






— 


The reason for the high confidence is the low level of 
penetration in the non-life segment. “All the players are 
investing in building capacities for distribution and 
service over the next 4-5 years," he adds. The biggest 
incentive for new players is the falling rates since - 
detariffing last January. 

Also sniffing out opportunities in these turbulent 
times are private equity players and investment bankers. 
They argue that the way global events are panning out, 
the shift of wealth towards India will only accelerate. 
“The current market conditions 
offer an excellent opportu- 
nity for M&A and buyouts. 
The corporate sector will 
emerge leaner and fitter 1 
once the dust settles," be- 
lieves Shirish Saraf, President, 
Samena Capital, a special sit- 
uation fund. Ajay Relan, who 
recently quit Citi's private 
equity arm to start CX 
Advisors, is looking 
at a fund size of 
close to a billion 
dollars. Today, 
Indian companies 




















VINHVHS AINOW 


Many businesses limit their options when it comes to 
networking. But HP ProCurve Networking is opening up 
a new range of possibilities. With secure and reliable 
solutions that adapt to the changing needs of your 
organization, you now have the opportunity to optimize 
your network for business results. 


You have a choice, visit us at www.procurve.com/Choice 
or e-mail us at procurveindia@external.groups.hp.com 


Contact us: 080-25041844 | Toll free: 1-800-4254999 / 30304499 


© 2008 Hewlett Packard Development Company, L.P. 


O] 





ProCurve 


Networking by HP 


bt finance 


Industry: Investment Banking 


Scenario: There are over a dozen players in investment bank- 
ing, focussing on advisory services or fee-based services. There 
is no great use of balance sheet 

Prominent New Players: Anil Dhirubhai Ambani Group, 
HDFC Bank, Motilal Oswal, Edelweiss, India Infoline, Almondz 
Global Securities, Religare 

Focus Area: Fee-based services like loan syndication, M&A 
and restructuring advisory services 


“| believe it is better to start investment 


banking | 
operations by arranging debt rather than equity . 


especially in the current context" 
Harish Engineer, Executive Director, HDFC Bank 


offer a good investment opportunity in every stage of 
evolution of a company, right from early-stage to 
growth to late-stage to PIPE (private investment in 
public equity) to buyout. 

“I think conditions are right for more PIPE and 
growth-stage transactions,” says Saraf, whose “special 
situation” fund has mobilised $200 million (Rs 920 
crore). “There are sectors with huge demand-supply gaps 
like power, ports, education, healthcare and housing. 
There are also new areas like water and waste man- 
agement, etc,” adds Khanna of India Equity Partners. 
Meanwhile, even as the Wall 
á Street banks lose their place in 
JE 2 N the sun in the West, they are 
4 2 2 9 still in growth mode in India 

(see Hello, Dalal Street, page 
120). Domestic I-banks also 
see the current churn as a good 
opportunity to grow. "In India, 
investment banking is a very 
different concept at this 
stage," says Ashutosh 
Maheshvari, CEO, 
Motilal Oswal Invest- 
ment Advisors. The 
woes of the global 
I-banks have also 
provided their do- 
mestic counterparts 
with an opportunity 

to poach some expe- 

rienced’ hands. 





RACHIT GOSWAMI 








“With hedge fund and momentum money disappearing and with the IPO 
E naq, alasan u pu a Qs Š 


a Ajay Relan, Founder & Managing Partner, CX Partners — 





Ashok Wadhwa, CEO & MD, Ambit Corporate Finance, 
recently hired Nikhil Puri, a former Managing Director 
of Bear Stearns in Us, and Andrew Holland, till recently 
Managing Director of Proprietary Trading at DSP 
Merrill Lynch, to build his institutional equities and in- 
vestment banking operations. 

Also, just as ICICI Bank did in the past, IDBI Bank 
and HDFC Bank, too, have taken the plunge into I- 
banking. Says Harish Engineer, Executive Director, 
HDFC Bank: "I believe it is better to start investment 
banking operations by arranging debt rather than 
equity, especially in the current context." The recent 
blood-letting on Wall Street will hopefully ensure that 
for the desi I-banks, proprietary trading and balance 
sheet risk-taking are too hot to touch. 


Industry: Private Equity 

Scenario: There are over 300 players in the Indian private eq- 
uity space, who collectively did deals worth $17-18 billion 
last year. The industry is dominated by big foreign players like 
Warburg Pincus, Blackstone, Temasek, Chrysalis Capital, Actis 
and a few Indian players like ICICI Ventures 


Prominent New Players: Morgan Stanley Private Equity, 
Axis Private Equity, YES Bank Private Equity, Reliance ADA 
and foreign players like Apollo Global Management, Morgan 
Stanley Private Equity, Bain Capital etc. 


Focus Area: There are opportunities galore in the late- 
stage and buyout space. The SME sector also offers a big 
opportunity for PE players. The other big opportunity is in large 
infrastructure projects in roads, ports and airports 
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Here Comes the 


Pain! 


With a little over 40 per cent, 
or some $12.5 billion, of software 
exports coming from the BFSI 
sector, the debacle on Wall Street will 
hit Indian IT services where it hurts. 


T.V. MAHALINGAM 








EEN FOLLOWERS OF WORLD WRESTLING 

Entertainment bouts in the early part of this 

decade are likely to remember a 6 ft tall, 

285-pound prizefighter called Brock Lesnar. 

A three time WWE “champion”, with a no- 
holds-barred style of fighting, Lesnar used to be an- 
nounced into the ring with a signature punch-line: 
“Here comes the Pain!” 

If the world of IT services was a fighting ring, Brock 
Lesnar is well on his way. Reason: the chaos on Wall 
Street is likely to hit the bread and butter business of 
Indian IT services firms—the banking, fmancial serv- 


The Dark VNDE. a 


-———— .............................................................................-.... 


€ Slowdown sentiment could spread to fast-growing geographies like 
the UK and Continental Europe 


€ Job losses in these geographies could increase sensitivities to 
outsourcing, leading to a backlash 


€ Clients will push for all measures to lower costs, including contract 
renegotiations 


..and the Silver Linings 


° r= the longer term, in an attempt to cut costs, clients will offshore 
more work 


EE ee se 


@ The slowdown provides an opportunity for Indian companies to rework 
and focus on their business models 


————— mmm mmo como mco ooo ooo 


€ As financial institutions are likely to come under more scrutiny and 
governance, a long-term increase in tech spending may take place 


——— — — Áo 


€ |ndian companies are likely to strengthen their push into newer 
verticals and geographies in search of new revenue streams 
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"There will be some tentativeness but there's 
no need for paranoia” 


Premkumar S, vP (Financial Services), HCL Technologies 


ices & insurance (BFSI) sector. With a little over 40 per 
cent of Indian IT/ITES exports, pegged at $31.4 
billion in 2007, coming from that vertical, Indian IT com- 
panies are expecting plenty of agony over the next 
couple of quarters, at least. The questions on everybody’s 
lips are: how much pain is on the way? And, how long 
is the pain likely to last? 

“It’s too early to say what direct effect the problems 
at around AIG and Lehman Brothers will have on Indian 
IT services players. More indirectly, the fallout in some 
sub-sectors of the financial services industry—namely 
mortgages and associated activities—means that decisions 
on new contracts in some areas may be delayed, if not 
shelved indefinitely,” says Samad Masood, London- 
based analyst with Ovum, an IT services consultancy. 
Most IT companies cited silent periods or used “our ex- 
ecutives are travelling” lines and shied away from com- 
menting on the situation. Market watchers believe that 
the top tier of Indian IT firms, including Infosys 
Technologies, TCS, and HCL Technologies, had very lit- 
tle direct exposure to Lehman Brothers (less than 1 
per cent of their revenues). 

But rather than the fallout of a few banks going 
under, what might be a greater concern for the Indian rr 
services industry is the prospect of a recession—not 
just in the Us, but in other global markets as well. This will 
result in a slowdown in IT spending in markets like the 
UK and Continental Europe (along with the us), which 
have been major drivers of growth over the last couple 
of years. Exports to the US grew from about $8.7 billion 
in 2003-04 to $19.2 billion in 2006-07—that's a healthy 
growth rate of 30.2 per cent. During this period, exports 
to the UK grew by 43.4 per cent and to Continental 
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Europe by over 55 per cent. These markets are in dan- 
ger as clients become cautious or get gobbled up (as 
in the case of the recent acquisition of Halifax Bank 
of Scotland by Lloyds TSB). 

“Spain, the UK and Italy are officially in recession. 
France and Germany are about to join the club. Yes, 
a dip in IT services spending is likely. For vendors, the 
dip is probably to be expected in 2009 (given that 
budgets are usually decided in September and prices 
renegotiated in January). So, I think the IT services in- 
dustry will live on its long-term contracts until April 
'09," says Paris-based Dominique Raviart, Research 
Manager with Nelson Hall, a BPO research firm. 

Indian companies are not panicking; not yet. 
"There will be some tentativeness but there's no 
need for paranoia. Even the tentativeness will be in 
sentiment rather than in practice, at least over the 
medium term. Even when a standalone investment 
bank comes under greater reporting and gover- 
nance, it translates to more technology infusion into 
the organisation," says Premkumar S, Vice President 
(Financial Services), HcL Technologies. 

Som Mittal, President of industry body NASSCOM, 
believes that *non-discretionary" spends, which 
makes up about 70 per cent of rr budgets, will be un- 
affected over the long term. In the short term, deci- 
sions on discretionary spends (like new projects) are 
likely to be put on hold. Another area of concern for 
the industry during this bleak period is the increasing 
sensitivities towards "job losses" due to offshoring. 

Is this downturn likely to be as sharp as the one 
the industry experienced from 2001-04? “It’s hard to 
say. But overall, it probably won't be as bad," says 
Raviart. “But I think more work will be sent to 
software factories onshore, nearshore and offshore. 
There will be more demand for fixed price projects, 
steep price renegotiations and also more offshoring. 
So, clients will be using all the levers they've to 
lower their costs," he adds. 

Meanwhile, some see an opportunity in times of 
adversity like these. Mittal says: *When organisat- 
ions are growing at 30 per cent-plus annually, 
there is not too much time to review and change the 
way things are being done, let alone focus on issues 
like productivity and efficiency. This is an oppor- 
tunity to do that." He adds that the industry body 
will “wait and watch" for the quarterly numbers of 
Indian IT companies, which are due to roll out 
this fortnight before it takes a half-yearly call on 
whether the 21-24 per cent growth in exports it had 
projected for 2008-09 will be achieveable. Even for 
an industry that is used to living life quarter by quar- 
ter, the nerves will be jangling like they haven't in 
a long time in the days ahead. 
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From Bankruptcy 


The news last fortnight was dominated by 
this 1O-letter word—bankruptcy. But all's not 
lost even for the bankrupt —the economically 
bankrupt ones, at least. As these legends 
proved, bankruptcies may not be the end of 
the road, but the beginning of a new journey. 


Milton Hershey 


The Candy bar king declared bank- 
ruptcy not once or twice but four times 
in his life before getting the mix right. 





Walt Disney 


The iconic father of animation 
and the world's most popular 
mice (Mickey and Minnie) filed for 
bankruptcy after one of his main 
clients went bust in 1920. The 
company: lwerks-Disney 
Commercial Artists. This was, 
perhaps, an inspiration for one 
of Disney's most enduring char- 
acters—Scrooge McDuck. 








to Laughing All the Way to the Bank 


Henry John Heinz 


This German-American's busi- 
ness revolved around selling 
grated horseradish but it went 
bankrupt in 1975 due to an over- 
production of the crop and the 
collapse of his bank. Undaunted, 
Heinz launched a new company 
with more products, including its 
ever popular Tomato Ketchup. 


Donald Trump 


This motor-mouth businessman 
with the famous hairstyle and 
lifestyle has filed for bankruptcy 
for his casino business twice— 
in 1992 and 2004. At one point in 
time, Trump s personal debt was 
estimated to be in the region of 
$900 million and business debt 
at $3.5 billion. However, Forbes 
estimated Trump's wealth in 
2008 to be around $3 billion. 





® The debtor corporation also has to file various 


financial details and statements with the court, and | 


then propose a repayment plan to the court. 


re ee mee ee ee ee ee A ee me Fe LL me ee me dul 


€ The creditors are allowed to vote on the debtor’s 
proposal. It usually takes six months to a year for 
proposal to be cleared and a repayment schedule put 
in place. 


eee mee ee eR CODD LLL EE a OR RE LLL Ll 


® No shortcuts here: the debtors usually have to clear 
their tax obligations and secured debt in full, along 
with interest, and a part of the unsecured debt. The 
debtor gets up to six years to clear the payments. 


— mimm mom mon dm mo hcc momo mom mmm onm ee am m m mcm me m mo Re Re m m RE RR ee m n 


€ Corporations prefer Chapter 11 as it lets them run 
the show. 


ee ee ee We ee ee ee ee ee ee a RR RR RR RR ee 


® Chapter 7, on the other hand, is more ruthless: the 





P T Barnum 


The original Big B of showbiz, the 
world's first show business million- 
aire's self-stated goal "to put money 
in his own coffers" was not the eas- 
iest to achieve. Heavy real estate 
and other unwise financial invest- 
ments saw Barnum declare bank- 
ruptcy. However, he bounced back 
with the bestselling "the greatest 
show on earth." 


PET A BAITS C ACTER a | 


Botttomline 


Several other business legends got it wrong before they got it nghi 
Charles Goodyear (the founder of Goodyear tyres) was clapped 
into jail several times for non-payment of debts, at times as lit 


tle as $5. He died $200,000 in debt. But others were n 


fortunate. Examples, talk show host Larry King claimed bank 
ruptcy in 1978; look where he is today. Even more encouraging 
is the example of Ford Motors founder Henry Ford. His first ver 


ture, Detroit Automobile Company, went bankrupt in 190: 
he bounced back. And rest is history. 





company stops all operations and goes completely out 
of business. A trustee is appointed to sell the assets 
and the money is used to pay off the debts, which 
may include debts to creditors and investors. 


ee ee EE EE ER Re Ee er Ee we I me 


@ Most publicly-held companies file under Chapter r 
11 rather than Chapter 7 because they can still run 
their business and control the bankruptcy process. 


==“... ee eee ee ee anean RR RR He EE I SQláiLES 


@ The bankruptcy arm of the us Justice Department 
appoints one or more committees to represent the 
interests of creditors and stockholders in working 
with the company to develop a reorganisation plan. 


ee 


e During bankruptcy, bondholders will stop 
receiving interest and principal payments, and stock- 
holders will stop receiving dividends. 


Sources: US Securities & Exchange Commission, US courts. 
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Sunita Narain 
Director, CSE 
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Kalpana Morparia 
CEO, JP Morgan India 


Naina Lal Kidwai 
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Saluting the league of extraordinary women. 





Business Today and Dove Haircare congratulate the winners of the 
Most Powerful Women In Indian Business Awards held on October 1, 2008. 
These super achievers are a motivation to women and men alike. 


Also, many thanks to all those who joined their hands to applaud. 
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M&M's Anand Mahindra: 
Focus is to be a global player 
in utility vehicles 
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rowth Engines 


From two-wheelers to trucks, the auto and farm equipment major 
Is eyeing every slice of the automobiles pie. SUMAN LAYAK 


HEN PAWAN GOENKA QUIT HIS 
job at General Motors to join 
Mahindra & Mahindra (M&M) 
in 1993, it had 50 people 
working on product develop- 
ment. Today that number has gone up to over 
1,000. Goenka needs each and every one of 
them. That’s because the automotives and 
farm equipment major has four new product 
platforms under development, all of which 
are slated to hit the launch 
deck in the next two years. 
M&M will invest Rs 5,000 
crore over the next three 
years on products and 
manufacturing. 

Even as M&M charts 
through troubled waters 
of high raw material costs, 
high crude prices and 22» 
interest rates, and slu- wm 
ggish demand gro- § > 
wth, the man at the 
helm, Anand Mahindra, 
is staying focussed on his 
automotives strategy. 
M&M’s core focus is to be a 
global player in utility ve- 
hicles (Uvs). Around that 
core, Mahindra is branch- 
ing out into virtually every 
conceivable auto-segment, 
either with international 
partners in tow or via ac- 
quisitions. Let’s start with 
buses and trucks, for which 
M&M has a joint venture 
partner in Navistar 
International, the third- 
largest truck manufacturer 
in the Us. For cars, M&M 





Utility Vehicles 
Remains the core focus. After m 
Scorpio and Bolero, the 

Ingenio to be launched on a 
new platform 


— 


Two-Wheelers 
After the acquisition of 
Kinetic, M&M is likely 

to acquire global 
capacities 


M&M's Multi-Track Ride 





Trucks and Buses 
Will launch a full line of 
commercial vehicles 
through a joint venture 
with Navistar of the US 








has a joint venture with Renault. The latest 


entry has been in two-wheelers, where joint 
venture Mahindra Kinetic (Mahindra holds 
an 80 per cent stake) has bought the scooter 
manufacturing assets of Kinetic Motor and 
got a licence to use the brand. 

“As far as two-wheelers are concerned. 
we believe it cannot be lumped together witl 
our automotive business, and deserves a focus 
on its own. Hence a new sector has been 


established to house it. 
and it will independently 
design its strategy. While 
there are obvious com: 
petencies we possess in 
the mobility industry, 
and obvious synergies 
with both our automo 





Cars tive and farm equipment 
More vehicles from sectors, it is not simply 
the Renault stable an expansion of a core 
| M oaie focus area," says Mah 
- hatchback indra, Vice Chairman & 


Managing Director of the 
company that was co 
founded by his grand- 
uncle and grandfather. 





Goenka, who took 

over as President of 

M&M's automotive sec 

Three-Wheelers tor in 2005, said: “The 
Newly-launched idea is to have such 
three-seater likely to products (trucks, scoot- 
oo ers, cars) under our um- 


brella offering, without 
losing our focus (on Uvs). 
Between 2002 and 2004, 
| we had taken a clear call 


that we will aspire to be 
a global Uv company, 
spanning pick-up trucks, 
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sports utility vehicles (SUVs) 
and multi-purpose utility 
vehicles (MUVs).” Today, 


M&M VIS-A-VIS THE COMPETITION 


It's a leader in utility vehicles but has catching up to do 
in other segments. 


exquisitely-designed vehicle 
not only did wonders to the 
company’s bottom line— 


Mahindra is a leader in Uvs, 
with a 42 per cent share of the 
passenger utility vehicles seg- 
ment, much ahead of rivals like 
Toyota and Tata Motors. 

To consolidate that lead, 
M&M is set to unleash the 
Ingenio, a new MUV platform, 
by end-2008 (the name of the 
vehicle has yet to be finalised). 
With the Ingenio, M&M wants 
to play in the market that’s 
dominated by the Toyota 
Innova. “The MUV segment is 
almost one-third of the UV seg- 
ment and we did not have the 
ideal product for it,” says Goenka. 
The product will fill up the gap. 
The Ingenio will have higher 
engine power for its weight com- 
pared to the Scorpio. “It will be a 
people carrier, so the stress is on 
design and comfort. A large market 
will be the BPOs that need to trans- 
port their employees to and from 
home," adds Goenka. 

That there's a lot hinging on 
the Ingenio is evident in a recent 
research report from Indiabulls, 
which says that any delays in the 
launch of the Ingenio could emerge 








lata Motors (market leader) 





sports utility vehicle. 


UTILITY VEHICLES 


41,498 
21,411 


CARS 


Mahindra Renault 


Maruti Suzuki (market leader) 





LIGHT COMMERCIAL VEHICLES 





Bajaj Auto market leader) 


as a major risk factor for the com- 
pany. Goenka, for his part, is con- 
fident of launching it before 
December 31, 2008. This isn't 
Mahindra’s first tryst with the MUV 
market. A few years ago it 
launched the Voyager van, which 
was developed with the help of 
Mitsubishi of Japan. But sales never 
took off perhaps because M&M 
didn’t quite get the price-value 
equation right. 

M&M eventually did get it 
right with the Scorpio. Launched in 
2002, the high-performing and 


49,049 


54,176 


Figures are for April-August 2008. Figures for LCVs and UVs vary from M&M 
data as SIAM classifies the Maxxi truck as an LCV whilst M&M sees it as a 
Source: Society of Indian Automobile Manufacturers 


today the vehicles on the 
Scorpio platform account for 
roughly 30 per cent of M&M’s 
profits—but also to M&M's 
brand image. M&M is now at- 
tempting to recreate the magic 
all over again with an all-new 
Scorpio platform, which is ex- 
pected to be ready by 2010. 

M&M’s design and devel- 
opment skills aren’t restricted 
to the Scorpio but extend to 
less-glamorous segments as 
well. One such category is the 
pick-up (which can be config- 
ured to carry goods or pas- 
sengers). “We have already 
launched a 3-wheeler pick-up and 
will also come in with a new 4- 
wheeler pick-up platform next year 
(currently M&M has pick-ups built 
on the Scorpio platform),” says 
Goenka. “It will be somewhere 
between a sub-1 tonne pick-up and 
a 1.4 tonne pick-up.” 

Adds Mahindra: “We have con- 
sistently said that as far as four- 
wheelers are concerned, we will 
enter into the non-utility vehicle 
segments only 
with part- 





GLOBAL FURROWS, M&M will make tractors for overseas markets at Chinese cost structures. 








In August, Mahindra & Mahindra (M&M) announced the acquisition of Yancheng Tractors, the third-largest trac- 
tor manufacturer in China, through a joint venture. The transaction added 25,000 more tractors to the 
company’s annual capacity of 1,50,000 for 2007-08. That addition appears good enough to make 
M&M the world’s largest tractor maker, ahead of Deere & Co. of the US, which sold 1,60,000 trac- 
tors in 2007. Deere's latest capacity is, however, unknown, so it may be premature to anoint M&M 
with pole position. In value terms, however, there’s little comparison. M&M had $1.2 billion (Rs 
4.800 crore) of global sales from farm equipment in 2007-08. Deere & Co. (which owns the John 
Deere brand) had global sales of $24 billion (Rs 96,000 crore) last year, of which 51 per cent 
was from farm equipment. 

However, the Chinese acquisitions have brought something more than numbers for M&M. 
One is the ability to make tractors of higher power—up to 125 horsepower. The American com- 
panies sell tractors with 300-400 horsepower, while in India the market is largely limited to be- 
low 80 horsepower. The other benefit for M&M is that it can make tractors for overseas markets 
at Chinese cost structures. Anjanikumar Choudhari, President, Farm Equipment Sector, M&M (pic- 
ture on the right), says: “There is a 5-20 per cent price advantages on raw materials in China. With 
material costs making up 70 per cent of the cost cf a tractor, it is a significant advantage". 




























142 BUSINESS TODAY OCTOBER 19 2008 


MUMBAI | NEW DELHI | AURANGABAD | BANGALORE | CHENNAI | GURGAON | KOLHAPUR | KOLKATA | NOIDA | PUNE | SALEM | VELLORE 





For more information: www.db.com/india, 1 Ranking by !homson Financial r ali. l 2000 
(code C7L). 7 Ihe above accolades were awarded by Financ Asia a formal Bitch dimission es ideni Drocess calned out among financia 
in the investiien! banking market in Asia. This advertiseme nt has been approval Í y üOfamunicated by. Deutsche Bank AR eng a p" al! 


N 
eo i h 





9. S> 


" = 


4 





bt corporate 


ners.” The Navistar joint ven- 
ture, which M&M tries to look at 
as a separate business, is devel- 
oping heavier bus and truck 
platforms. It is likely to enter the 
40-49 tonne range of trucks. 
Then there is the passenger car 
play with Renault. Mahindra 
markets Renault’s Logan 
through a joint venture and the 
two companies are talking about 
bringing the entire range of 
Renault products to India 
using the same distribution 
route. The next likely launch 
will be a hatchback from the 
Renault stable, the B90. 
= The big picture for auto- 
mobiles is complete with the 
recent foray into two-wheel- 
ers. The company has created a 
separate division under Anoop 
Mathur as the Head of the 


NISHIKANT GAMRE 


GOENKA'S NEW PLATFORMS 


The Automotives CEO nas many irons in fire 


E 





A new platform for the Scorpio will 
be launched in 2010 


product our export percent- 
age will go up. Out of the 
3,000 Scorpios we sell every 
month, around 500 are ex- 
ports. That is 15 per cent. 
With Ingenio the percentage 
will be higher—we hope to 
take the Ingenio to the export 
market within a year and a 
half of the India launch,” 
says Goenka. 

M&M is in the midst of 
firming up its game plan for 
selling its Uvs in the us. It will 
launch a pick-up truck first, 
followed by the Scorpio in 
2009, in that market. The com- 
pany has narrowed its choice 
down to two locations for 
assembly. Distributors Global 
Vehicles USA Inc. is in the 
process of setting up a chain of 
350 dealers for M&M. “We 


Mini-truck: Launch of a new mini-truck/small 
pick-up is slated for the third quarter 
of next year 


Trucks/Buses: Slated for next year 


expected to be a niche player in 
the us. But the economic 
downturn and high oil prices 


division. A former Executive 
Director with Hindustan Lever, 
Mathur joined M&M a year- 


and-a-half ago as an advisor to 
Mahindra. Once the two- 
wheeler venture was an- 
nounced, Mathur was desig- 
nated as President to head the 
business. Other than the acqui- 
sition of Kinetic Motor’s brand 
and assets, M&M has also 
bought an Italian design house, 
Engines Engineering, which 
specialises in designing two- 
wheeler engines. There have 





| UVs Logan* 


PURRING ALONG 


M&M is managing the slowdown well. 





LCVs** 3 Wheelers 


been reports of M&M being in- 
š 4 mm August 2008 == August 2007 sw Year to August 2008 
terested in another Italian two- wm Yearto August 2007 Figures are no. of units 


wheeler company, Malaguti. 
However, with the Kinetic 
acquisition yet to be completed, 
M&M is not revealing its strategy for 
this segment, yet. Mahindra says: 
"Engines Engineering is a specialist 
in the two-wheeler field, but like all 
automotive engineers, they have a 
passion for four-wheeled animals as 
well. Hence, we will use them 
wherever in the Mahindra ecosys- 
tem that we see fit." 

Along with diversifications into 
new automotive segments, M&M 


*Mahindra Renault jt venture **Jt venture with Navistar Int. Source: M&M 


is also stretching its wings into 
more and more geographies, via 
exports. The company soon hopes 
to have the US on its exports radar. 
Europe is already a strong 
market, as are South America and 
Africa. M&M exports completely- 
knocked-down (CKD) kits to 
Brazil and Egypt for assembly. It 
exports completely-built-units (CBU) 
to Chile, South Africa and 
Australia. “With every succeeding 





Exports 


have opened up opportunities. 
The smaller pick-ups that we 
will offer are now in-demand, 
compared to the larger pick- 
ups that are popular in the us,” 
says Goenka. He adds that 
while Indian cars are aligned 
with European regulations, 
US rules are different. For ex- 
ample, instead of a single-stage 
air bag, which is mandatory in 
Europe, in the Us, M&M will 
have to install a two-stage air 
bag (single-stage air bags con- 
trol one detonator, two-stage 
air bags control two detona- 
tors). Specifications on seats and 
brakes are also different in the US. 
“While we are making these 
adjustments I am getting mails from 
people in the us who are eagerly 
awaiting our launch. It is 
heart-warming and we are very 
positive on our US entry," says 
Goenka. If M&M makes a mark in 
the West, life would have come 
full circle for this one-time General 
Motors whiz kid. m 
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HEN THE LANCO 
Group took 
over a 1,015- 
MW thermal 
power project 
in Karnataka 
from Nagarjuna 
Power in 2006, the first thing it did 
was terminate the existing Rs 2,500- 
crore engineering, procurement & 
construction (EPC) contract with the 
public sector Bharat Heavy 
Electricals (BHEL). It then gave the EPC 
contract to group company Lanco 
Infratech, which invited bids for the 
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invasion 


Attracted by lower costs and faster deliveries, 
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Indian power producers are opting for 
Chinese equipment even as the Power Ministry 
lobbies for Made in India. «x. 5ALASUBRAMANYAM 


project's guts—the boiler, turbine 
and generator (BTG). Even as a miffed 
BHEL stayed away, China's Dongfang 
Electric Corporation won the 
order for Rs 1,800 crore. 

Just as Chinese silk invaded the 
Indian market in the 1990s, China's 
power equipment manufacturers, 
leveraging their lower costs and 
shorter delivery periods, have 
begun hitting Indian majors like 
BHEL where it hurts most—and are 
walking away with orders worth 
thousands of crores of rupees. They 
are simply making hay while the 


sun shines—India’s plans to add 
90,000 Mw during the 11:h Five- 
Year Plan ending March 31, 2012, 
have electrified investors and man- 
ufacturers alike. 

Private developers focussed on 
profits were the first to catch the 
China fever, but government-owned 
utilities weren't too far behind— 
West Bengal and Haryana already 
have plants powered by Chinese 
equipment. This has begun to hurt 
BHEL. While Chinese companies 
have bagged contracts for an esti- 
mated 18,000-20,000 MW of equip- 





Ihe list keeps growing. 
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Sasan Power, MP 


Reliance Power 


























Krishnapattanam, AP 4,000 Reliance Power Shanghai Electric, China 
Mundra Phase |, Gujarat 660 Adani Power SMMEC, SFPML, China 
Mundra Phase II, Gujarat 660 Adani Power Kowa/ SFPML, China 
Mundra Phase III, Gujarat 1,320 Adani Power Shangdong Electric, China 
Durgapur Extn, WB 300 Durgapur Projects Dongfang Electric, China 
Sagardighi, WB 600 WBPDCL Dongfang Electric, China 
Rosa, UP 600 Reliance Energy Shanghai Electric, China 
Anpara, UP Lanco Power Dongfang Electric, China 
Jallipa Kapurdi, Rajasthan Raj West Power Dongfang Electric, China 
Sterlite, Orissa Sterlite Energy Shangdong Electric, China 
JSW Energy, Maharashtra JSW Energy Shanghai Electric, China 
Udupi Power, Karnataka Lanco Power Dongfang Electric, China 
Torangallu Extn, Karnataka JSW Energy Shanghai Electric, China 
DCR, Haryana Haryana Power & Gas Shanghai Electric, China 
Rajiv Gandhi, Haryana Haryana Power & Gas Shanghai Electric, China 
Essar Power Jamnagar, Gujarat Essar Power Harbin Power, China 
Essar Power, MP Essar Power Harbin Power, China 
CESC Haldia, WB CESC* Dongfang, Shanghai 
Kamalanga, Orissa GMR Energy Shangdong Electric, China 








BALCO, Chhattisgarh 


Source: Central Electricity Authority and media reports 


ment to be supplied over the next 8- 
10 years, BHEL’s market share actu- 
ally fell by a little over a percentage 
point to 63.68 per cent in 2007-08. 
So, why are Indian promoters 
rooting for Chinese manufacturers? 
After all, barring the odd case, few 
complain about the quality of BHEL’s 
equipment. But its delivery record is 
the culprit. Always patchy, the spurt 
in demand over the past few years 
caught it unawares—it had actually 
cut many jobs in 1999 and 2000 
when demand was slack. Today, its 
production lines are stretched and it 
often ends up paying huge penalties 
for delays, while the Chinese com- 
panies invariably deliver on time. 
Chinese equipment is attractive 
for another reason, as well. Project 


Vedanta Group 






Shangdong Electric, China 





* At bid stage only 


promoters can make huge savings 
right at the start. A report last year 
by CLSA, a brokerage firm, noted 
that Chinese equipment reduces 
capital costs per MW by as much as 
30 per cent. 

“The Chinese have an edge in 
costs and speed, while BHEL is limited 
by capacity constraints. Given regu- 
latory pressures to keep tariffs low, I 
cannot see Indian power producers 
having any option but to go to 
China,” says S.L. Rao, who was the 
first chairman of the Central Elec- 
tricity Regulatory Commission (CERC). 


Scurrying for Cover 

Sections of the UPA government are 
out to dampen the China craze. 
“We don’t want independent power 








“We don't want independent power producers to 
serve as a window for (Chinese) imports" 


Jairam Ramesh, Minister of State for Power 


producers (IPPs) to serve as a window 
for (Chinese) imports," Jairam 
Ramesh, Minister of State for Power. 
has been quoted as saying. Th: 
Power Ministry has moved th« 
Prime Minister's Office about the 
need for a policy that allows 
local manufacturers—including the 
Indian arms of foreign majors—to 
bid for projects. The ministry has 
also proposed that the government 
give domestic coal linkages only to 
projects being built with equipment 
made in India. 

According to one estimate, b 
McKinsey & Co., India needs 315 
335 Gw (1 Gw-1,000 Mw) b: | 
if it has to grow at 8 per cent over 
the next 10 years. In this background. 
the market for power equipment 
has become very lucrative and there's 
a lot of action taking place. BHEI 
has tied up with France's Alstom to 
make supercritical boilers, while 
Larsen & Toubro has partnered with 
Mitsubishi Heavy Industries to man 
ufacture BTG. Reliance Power, which 
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“We are not averse to the 
Chinese at all. When we go for 
international competitive 


bidding, anyone can participate" 
R.S. Sharma, 
Chairman & Managing Director, NTPC 


is developing 13 power projects with 
a combined installed capacity of 
28,200 MW, has roped in Shanghai 
Electric Corporation to manufacture 
BTG equipment. 

Shanghai Electric and Dongfang 
Electric did not respond to ques- 
tions e-mailed to them for this story. 


Performance Audit 
Some in the government feel that 
Chinese equipment does not deliver 
optimum results when fired with 
Indian coal. The concerns height- 
ened after the collapse of turbine 
blades supplied by Dongfang to the 
300 Mw Sagardighi project of West 
Bengal Power Development Corpor- 
ation. This prompted the apex 
power sector planning body, the 
Central Electricity Authority (CEA), to 
take up a technical audit of Chinese 
equipment and its report is expected 
soon. The entire power sector is 
waiting keenly for the findings. 
The CLSA report, referred to 
earlier, highlights that although the 
capital cost of BHEL’s equipment is 
higher than those supplied by 
Chinese companies, they are more 
competitive over the lifecycle costs. 
A CLSA team that visited China found 
that NTPC plants built on BHEL equip- 
ment have far lower power tariffs 
than Chinese power stations. The 
reason: the Chinese plants have 
higher running costs (excluding fuel). 
Independent observers are also 
not ready to give a blanket approval 
to Chinese products, considering 
that there are good and bad manu- 
facturers. Then, even if the best 
package is imported, a developer 
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MIND THE GAP 


Equipment manufacturing 
capecity* required for 
commissioning of 

300 GW by 2017. 
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*Based on Boiler Turbine Generator (BTG) dispatch, 18 months 
prior to date of commercial operations 

**Current announcements include, BHEL's capacity expansion, 
L&T-Mitsubishi Heavy Industries JV's plans and Thermax's plans 
to start production of large utility boilers by June 2010. 

Figures in GW Source: Literature search; McKinsey analysis 


could face trouble integrating or 
customising it. 

V. Raghuraman, Principal 
Advisor to Cll, notes that Indian 
manufacturing is quite mature and is 
capable of meeting the Chinese com- 
petition, so the threat perceptions are 
“srossly misplaced”. “China in due 
course will look to develop manu- 
facturing facilities in India," he says, 
adding: “BHEL will rejig its strategy 
and emerge stronger as a result of 
competition." 


Contract Concerns 

The biggest worry about Chinese 
companies is over the issue of en- 
forcing contracts. Government- 
owned agencies like the Rural 





Electrification Corporation (REC) 
and the Power Finance Corporation 
(PEC), which together account for 
two-thirds of the money lent to the 
sector, can recover their money only 
if the equipment performs and lasts. 
Both are said to be reluctant to fund 
projects that import equipment from 
China. In the event of a dispute 
over any performance guarantee, 
Chinese companies insist on arbi- 
tration in China, while European, 
American, Japanese and Russian 
firms are comfortable with arbitra- 
tion in India. 

Private banks, on the other hand, 
are not worried about the source 
of the equipment: all they want is a 
performance record. Somak Ghosh, 
Group President, Corporate Finance 
& Development Banking, YES Bank, 
says: “We will definitely be cautious 
if it is a new supplier from China or 
any other country.” The bank has 
funded projects of the Adani Group, 
Jindal Group, GVK Power and Essar 
Power, among others. 


Projects Can’t Wait 
Developers of large projects are in- 
terested only in performance—and 
schedules. “Anyone who meets our 
quality criterion is welcome. We 
are not averse to the Chinese at all. 
When we go for international com- 
petitive bidding, anyone can par- 
ticipate,” says R-S. Sharma, 
Chairman & Managing Director 
of India’s largest producer of power, 
NTPC, which has an installed 
capacity of 29,894 Mw. 

M.V. Subba Rao, Director, GMR 
Energy, which has awarded the EPC 
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contract for its 1,050 Mw Kamalanga 
power station in Orissa to Shang- 
dong Electric, does not doubt BHEL’s 
quality (“It is one of the best in the 
world”) but points out that it is 
overbooked, unable to deliver equip- 
ment on time and is costlier. “Power 
plants cannot wait," Subba Rao says. 
On quality, he says: “Chinese equip- 
ment is not at all bad... We have to 
suitably modify it to work in Indian 
conditions." The modifications will 
be superficial; the basic technology 
will remain intact. 

Some developers have opted 
for Chinese suppliers simply to 
build units with supercritical equip- 
ment and to keep tariffs low. 
Reliance's Sasan project, for in- 
stance, is committed to delivering 
power at Rs 1.20 per unit only be- 
cause it will have supercritical boil- 
ers. BHEL, too, has stepped into the 
space and has won its first order for 
supercritical boilers (2x660 MW) 
from NTPC for Barh Stage II (Ur) 
and has signed up with Tamil Nadu 
for its first 2x800 MW supercritical 
thermal power project. 

It is also taking other measures 
to face the challenge. ^We have 
taken several steps to compete with 
the Chinese. By December 2009, 
our annual manufacturing capac- 
ity will reach 15,000 Mw and we are 
introducing new-rating thermal sets 
such as 270 MW, 525 MW, 600 MW, 
etc.,” says K. Ravi Kumar, 
Chairman & Managing Director, 
BHEL. In response to the rising de- 
mand for equipment, manufacturing 


capacity will be further raised to 
20,000 Mw by 2011, he adds. 
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"We have taken several steps to 
compete with the Chinese. By 
December 2009, our annual 
capacity will reach 15,000 MW" 


K. Ravi Kumar, 
Chairman & Managing Director, BHEL 





Fears Premature? 

BHEL is fighting Chinese rivals 
by citing the performance record 
of its equipment. The government 
is yet to take a stand either way on 
the Chinese imports, but experts 
find its arguments untenable. Rao 
points out that China added 
100,000 Mw last year, while India 
created just 20,000 Mw over the 
past five years. “If anyone believes 
that the Chinese are going to put 
their economy at risk with equip- 


DWARFED 


Each of the top 3 Chinese manufacturers is 
3 times the size of BHEL. 
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COMPETITION SURGES 


Rivals—foreign and Indian—are eating 
into BHEL’s market. 
JU / -Ud 
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Based on figures of equipment capacity of already-placed thermal 
set erders in MW Source: Central Electricity Authority 








ment that will not last for 25-30 
years, they must think again," he 
says. Although now an Indep- 
endent Director on the board of 
Reliance Power, Rao clarifies that 
his views are those of an inde- 
pendent observer. 

CIPs Raghuraman, too, reckons 
the fears are premature. “The per- 
formance (of Chinese equipment) 
can be evaluated only over time," he 
says, adding that India will take at 
least three-to-five years to ramp up 
domestic capacities. 

Meanwhile, competitive quotes 
by the Chinese will spur Indian 
manufacturers like BHEL to tweak 
their productivity and be in a posi- 
tion to become global vendors. 
“BHEL’s market share will depend 
on its ability to expand and offer 
state-of-art technology solutions," 
Cis Raghuraman says. 

Analysts like Hiranyava 
Bhadra, Associate Director of 
KPMG India, which has done ex- 
tensive work on the subject, echoes 
him, saying that generalisations 
can be dangerous. *Such views 
can never be taken at a country 
level; to take a view that any sup- 
ply from that country (China) is of 
poor quality will send out a wrong 
signal," says Bhadra. 

Very few issues in the recent 
past have thrown up views as dive- 
rgent as the ones over Chinese 
power equipment. The coming years 
will determine whether Indian man- 
ufacturing will stand up to Chinese 
competition and protect/expand its 
market share in global business or 
simply give up. 8M 
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Who were IPL’s most, and least, 
valuable players? A B7-Vertebrand 
study answers this vexed question 
for the first time. TEJEESH N.S. BEHL 


T HASN’T BEEN A LONG TIME 
since UB Group Chairman 
and owner of the Royal 
Challengers Bangalore (RCB) 
team, Vijay Mallya, vented 
his ire in public against the non- 
performing assets in his team— 
obliquely pulling up captain Rahul 
Dravid for his apparent inability to 
adapt to the Twenty-20 format 
of the game. It wasn’t so much the 
lack of runs that was pricking 
Mallya. The hardnosed business- 
man was getting jittery about the 
$1.035 million (Rs 4.76 crore) 
annual salary he was paying to 


\ the batsman dubbed “The Wall”, 








[ who was leading his team to 

Rajastha = successive defeats. | 
> aM That resulted in the now infa- 
PRICE: pO l; x ey RS mous sacking of team CEO Charu 
PROFIT: $5 37,8 , Sharma. Remind Sharma’s suc- 
i A “a cessor Brijesh Patel about 


Mallya’s outburst and there’s 
distinct discomfort in his tone 
as he denies the entire 
episode. But Patel does add 
that some players who did 

not perform well, or 
according to expectations, 


WES. DHONI, 


SUM OF THE PARTS 


The Mumbai Indians returned the maximum 
negative ROI on player fees. 








Rajasthan Royals 
Kolkata Knight Riders 
Kings XI Punjab B 78,027 
Deccan Chargers | 23,581 


-1,081,925 


Mumbai Indians 


£ 
Delhi Daredevils 


Royal Challengers Bangalore o 


LEX 
-118,848 $ Chennai Super Kings MC oM 


Figures in $ are the net returns on investments taking into 
account the fees paid by individual franchisees to all its players. 
Source: Vertebrand 


now know what is expected of 
them, and so will perform better. 
"There's nothing wrong with the 
remuneration levels except that these 
are three-year contracts and there's 
no exit clause either for franchisees 
or for players. We will impress upon 
the Board of Control for Cricket 
in India (BCCI) to include an exit 
clause in the contract. After all, even 
at the national level, players are not 
selected for three straight years but 
only for a series," he points out. 
But some, like Mohit Burman, Co- 
promoter, Kings xi Punjab (KX»), 
have managed to insulate themselves 
to some extent at the start of the first 
season itself. *We have one-year 
contracts with several local players 
and these will be looked at by the 
coach," he discloses. 


The Real Heroes 

What is causing heartburn among 
team owners is their inability to 
reconcile the deficit in runs scored 
and wickets taken with the massive 
sums they have dished out—and 
are committed to dishing out for 


two more years—as remuneration 
to individual players. In fact, a de- 
tailed look at the player valuations 
and their worth to their teams points 
to some glaring inequities. The stal- 
warts of the game have not really 
done justice to their auction prices. 

According to an exclusive study 
done for Business Today by leading 
brand consultancy firm Vertebrand, 
both ageing warhorse Sachin 
Tendulkar, captain of the Mumbai 
Indians, who commanded a price 
tag of $1,121,250 (Rs 5.16 crore) 
and Yuvraj Singh, skipper of the 
Kings xi Punjab ($1,063,750 or 
Rs 4.89 crore) failed to live up to the 
hype around their names and, in 
fact, generated negative returns for 
their teams (see The Bottom Line). 
While Tendulkar's salary notionally 
“lost” his team $830,207 (Rs 3.82 
crore), Singh pushed his team into 
the *red" by $503,484 (Rs 2.31 
crore). Even other icon players, such 
as Kolkata Knight Riders’ (KKR) 
Sourav Ganguly and the Deccan 
Chargers' V.V.S. Laxman lost their 
teams' money. 

The study, the first statistically 
validated and mathematically rig- 
orous report on valuations of in- 
dividual cricketers who participated 
in the Indian Premier League (IPL), 
took into account the individual 
performances of 90 contracted 
cricketers, calculated the *impact" 
their performances had on the for- 
tunes of their teams and posited 
these against the price that fran- 
chisees paid for them to arrive at a 
notional return on investment, both 
at the level of individual players 
and the teams (see How We Did 
It). The study shows that franchisees 
incurred “losses” on almost 50 per 
cent of all contracted players. Profits 
and losses have been defined as the 
difference between a player's "ideal 
value" and his auction price. 


The first season of the IPL saw that only four of the 
eight teams clocked "profits" on player fees 





SACHIN TENDULKAR, Mumbai Indians 


PRICE: $1,121,250; Loss: $830,207 





RAHUL DRAVID, Royal Challengers Bangalore 


PRICE: $1,035,000. Loss: $721,577 








SOURAV GANGULY, Kolkata Knight Riders 
PRICE: $1,092,500; Loss: $569,852 








SHANE WATSON, Rajasthan Royals 





PRICE: $125,000; ProFit: $539,451 


OCTOBER 19 008 BUSINES 


THE BOTTOM LINE 


Who were the most valuable players, financially, in the inaugural IPL? And who were 
MOST PROFITABLE BUYS 


Sohail Tanvir 
Umar Gul 

S.R. Watson 
D.J. Bravo 
S.E. Marsh 

M. Ntini 

M.F. Maharoof 
Kamran Akmal 
L.R.P.L. Taylor 


M.E.K. Hussey 
L.A. Pomersbach 
T.M. Dilshan 
J.D.P. Oram 


A.A. Noffke 
Brett Lee 

Glenn McGrath 
Joginder Sharma 
D.N.T. Zoysa 





GLENN McGRATH 


S.R. Tendulkar 
Rahul Dravid 
S.C. Ganguly 

|. Sharma 

J.H. Kallis 
Yuvraj Singh 
R.V. Uthappa 
M.K. Tiwary 
Md Kaif 

M. Muralitharan 
. S. Sreesanth 

G. Gambhir 

I.K. Pathan 
K.C. Sangakkara 
R.P. Singh 


BIGGEST MONEY LOSERS ™-S- Dhoni 









HARBHAJAN SINGH / 


Mohammad Hafeez 


A.D. Mascarenhas 


RR 
KKR 
RR 
MI 
KXP 
CSK 
DD 
RR 
BRC 
KKR 
CSK 
KXP 
DD 
CSK 
RR 
BRC 
KXP 
DD 
CSK 
DC 


CSK 
MI 
BRC 
KKR 
KKR 
BRC 
KXP 
MI 
DD 
RR 
CSK 
KXP 
DD 
KXP 
KXP 
DC 
MI 
DD 
DD 
MI 





BATTING = 
PERFORMANCE 
SCORE — 


46.07 
60.06 
72.50 
50.94 
71.20 
32.04 
56.43 
58.55 
62.90 
38.40 
59.06 
66.88 
49.67 
50.08 
23.18 
18.79 
45.81 


WICKETS 
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17 
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BOWLING — WI( 
PERFORMANCE FIELDING PER 
SCORE SCORE 
80.44 33.60 
64.01 6.80 
69.00 20.20 
63.66 20.00 
0.00 16.70 
58.26 16.90 
72.18 23.50 
0.00 63.10 
0.00 6.80 
51.77 10.10 
0.00 6.60 
0.00 3.30 
66.62 30.10 
44.42 16.70 
58.47 0.00 
45.26 0.00 
56.22 16.70 
66.21 6.60 
54.80 26.80 
43.91 3.30 
0.00 40.20 
0.00 19.80 
0.00 13.40 
62.73 16.50 
48.88 6.60 
36.43 9.90 
52.61 43.50 
0.00 36.50 
0.00 16.70 
0.00 26.40 
55.44 13.20 
67.45 6.60 
0.00 6.60 
67.00 26.80 
0.00 26.80 
62.90 | 23.30 
60.33 20.20 
54.23 3.30 
43.95 43.90 | 
52.47 — 27.00 


Batting Performance Score (BPS): Normalised Score + Normalised Batting Average + Normalised Strike Rate + (100-Normalised Standard Deviation), contributing 25, 15, 40 and 20 per cent, respectively. 
Normalised Score — (Individual score of a player-minimum score among all players)/ Interval (Difference between highest score and lowest score among all players) * 100. Substitute score with batting average and strike 


rale for their respective normalised figures 


Normalised Standard Deviation (NSD) captures a player's consistency = Mean score of a player (runs/number of innings), subtracted from each individual score, divided by mean score and squared. Each such square 
is added and then divided by the number of innings, the square root of which gives the NSD. This is then subtracted from 100. The higher the figure, the more consistent the player and hence more valuable. 

Bowling Performance Score (BoPS): Wickets taken normalised + (100-normalised bowling average) + (100-normalised economy rate) + (100-extras (wide + no balls) normalised), contributing 30, 30, 30 and 10 per 
ent, respectively. Normalised figures calculated using same formula as in BPS, substitute score with wickets taken, bowling average, economy rate and extras, respectively—the last two to be subtracted from 100 to 


ive at the final figure 


Wicket Keeping Fielding Performance Score (WKFPS): Stumpings normalised + catches normalised + run-outs normalised, contributing 33, 33 and 34 per cent, respectively. Normalised figures calculated using same 


formula as in BPS, substitute score with stumpings, catches and run-outs, respectively 
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Batting Impact Score (BIS): 50s normalised + 100s normalised + proportion of runs from 4s and 6s normalised, contributing 20, 30 and 50 per cent, respectively. Normalised figures calculated using same formula 
as in BPS, substitute score with number of 50s scored, number of 100s scored and proportion of runs from 4s and 6s. 

Bowling Impact Score (BolS): 3-wicket (or more) hauls normalised + maiden overs normalised + number of hat tricks normalised, contributing 50, 30 and 20 per cent, respectively. Normalised figures calculated 
using same formula as in BPS, substitute score with number of 3-wicket (or more) hauls, number of maiden overs bowled and number of hat tricks. 

Returns Generated (RG): BPS + BoPS + WkFPS + BIS + BolS in the following proportion: 25, 25, 10, 20 and 20 per cent, respectively. 

ROI per $100,000: RG / auction price * 100,000. 

Proportion of Returns (POR): RG/returns generated by all players. ` 

Ideal Worth: POR * amount invested on all players. 

Profit/Loss: Ideal worth-auction price. 

Source: Vertebrand 
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SHAUN MARSH, Kings XI Punjab 
PRICE: $10,000; prorit: $476,833 








A D 


SHANE WARNE, Rajasthan Royals 
PRICE: $450,000; prorit: $176,589 











RICKY PONTING, Kolkata Knight Riders 
PRICE: $100,000; PRorir: $82,575 








M. MURALITHARAN, Chennai Super Kings _ 
PRICE: $600,000; Loss: $393,755 | 
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Ironically, former Australian 
paceman Glenn McGrath, who was 
virtually unwanted in the auction, 
and was "sold" at his base price of 
$350,000 (Rs 1.61 crore), gave a 
return of $249,423 (Rs 1.14 crore) 
for the Delhi Daredevils team. But it 
is the unheralded stars of IPL’s in- 
augural season—Sohail Tanvir (a 
profit of $597,861 or Rs 2.75 crore) 
and Shane Watson ($539,451 or 
Rs 2.48 crore) of the Rajasthan 
Royals, Shaun Marsh of KxP 
($476,833 or Rs 2.19 crore) and 
Umar Gul of KKR ($550,442 or Rs 
2.53 crore)—who “returned” the 
highest “profits”. 

Charu Sharma, former CEO of 
Bangalore Royal Challengers, cau- 
tions against going purely by statis- 
tics. “A player like Mahendra Singh 
Dhoni (who caused the highest 
“loss” of $1,128,660, or Rs 5.2 
crore, to his team), who bats lower 
down the order, may get only three 
to four overs to bat during which he 
could make a valuable 20-30 runs, 
or, he could play a supporting role in 
a partnership with an in-form player 
where his personal contribution 
could be small—so, to say that he 
didn’t justify his price of Rs 6 crore 
wouldn't be fair,” he argues. 

But the BT-Vertebrand study fac- 
tors this into its calculation. Anustup 
Datta, Partner, Vertebrand Manage- 
ment Consulting, says: “As the T20 
format is such a concentrated form 
of the game, ‘impact’ players are 
especially valuable, since short bursts 
of performance can turn matches 
on their heads. So, our method ac- 
knowledges high-impact perform- 
ances and gives credit for them.” 
This implies that in addition to stan- 
dard cricketing parameters like total 
runs scored and averages, parameters 
like 4s, 6s, run-outs, scoring rates of 
more than 100 per cent, 3-wicket 
hauls, etc., have been evaluated. 

Thus, it is this study, or 


variations of it commissioned by 
individual franchisees, that will 
determine player valuations and 
transfer fees when the transfer 
window opens later this year. 


Mutual Consent Necessary 
Lalit Modi, Commissioner, IP', 
points out that franchisees must be 
willing to transfer and release play- 
ers under duly negotiated terms ac- 
ceptable to both parties. “Players 
cannot be denied the amount that is 
due to them under the terms of 
their contracts. If a team wants to 
trade a player for a lower sum, it 
must bear the difference," he says. In 
fact, he adds, the trading window 
might see the prices of some players 
shooting up. But the amount over 
and above a player's contractual 
amount will, be pocketed by the 
franchisee. “Owning a team is a 
business and the trading of players 
will become a major revenue stream 
in future. So, just as in the transfer of 
Wayne Rooney from Everton to 
Manchester United, decisions will 
be guided by business logic," says 
KXP's Burman. 

Then, though none of the fran- 
chisees is saying it openly, many of 
them wouldn't mind renegotiating 
individual player fees. “We are not 
looking at discounting any players’ 
fees, but a lot depends on the rules,” 
says Jeet Bannerjee, MD, Gameplan, 
Associates to the KKR team. He, 
however, does add a caveat. “I don’t 
think you can draw a direct link 
between price and performance. 
There are other factors, such as a 
player’s ability to draw crowds, that 
determine his value to the team,” he 
says. 

That however, doesn’t mean the 
team owners are letting up the pres- 
sure on BCCI to change the rules. 
This includes a demand for raising 
the players’ fee cap from the current 
level of $5 million (Rs 23 crore). 


It wasn't the star players, but players like Sohail Tanvir, 
who returned highest profit ($597,861) for his team 
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XLRI Jamshedpur, q premier management institute, for the last 60 years has been shaping 
the minds and careers of several thousands of young men and women transforming them into 
world class professionals. XLRI announces admission to General Management Programme (GMP| 
which provides practicing managers the theoretical foundation and the practical insights that are 
indispensable in today’s corporate world. 


The Institute has excellent residential facilities for the students of the General Management Programme. 
The GMP residential complex has both self-contained air conditioned single rooms as well as family 
accommodation. 


Foreign exposure component includes an international cross cultural project. This helps the 
participants in learning techniques for undertaking challenging assignments in rapidly globalizing 
world. Executive Postgraduate Diploma in General Management is awarded to the participants who 
successfully complete all the requirements of this programme. 


Participants of the General Management Programme are recruited by diverse set of organizations 
for positions like Head of Strategy, Deputy General Managers, etc. 


Valid GMAT score (taken during January 1, 2007 - December 31, 2008) can be sent along with 
the GMP Form. Candidates appearing in XAT-2009 need to register before November 30, 2008. 
Visit www.xlri.edu and www.xlri.ac.in for more details. 


XAT — 2009 to be held on January 4, 2009 
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Tendulkar's salary “lost” his team $830,207; Dhoni caused the highest “loss” 


of $1,128,660 to his team 


“By my estimates and based on 
discussions with franchisees, we 
could be looking at a hike of $1.5- 
2 million (Rs 6.9-9.2 crore) in this 
cap. Discussions on this will be part 
of the agenda at the franchisee 
conclave to be held in Goa from 
October 16-18,” says Modi. 

Interestingly, the Br-Vertebrand 
study shows that only four of the 
eight teams clocked “profits” on 
player fees. Not surprisingly, the 
Rajasthan Royals, the most under- 
rated and cheapest team in the 
tournament, returned the highest 
profit of more than $1.5 million 
(Rs 6.9 crore) on this parameter 
(see Sum of the Parts). 


A Bigger Field 

There’s another imponderable that 
may influence player valuations in 
future. The availability of English 
players such as Kevin Pietersen and 
Andrew Flintoff, and also Australians 
like Michael Clarke and Mitchell 
Johnson may beat down the prices 
of other players. “Performance and 
market forces will determine a 
player’s valuation and the likes of 
Flintoff and Pietersen will obviously 


be in great demand. Importantly, 
with the transfer window open for a 
month, there should be some inter- 
esting developments in terms of 
teams looking for suitable replace- 
ments,” says Modi. 

Sharma feels BCCI may need to 
raise the cap on foreign players to 
10 per team from the current level 
of eight, though the cap of four 
foreign players in the playing 11 is 
likely to remain. And while he feels 
that high performers like Shane 
Warne and Shane Watson, who 
were bought at relatively low prices, 
might be more saleable than others, 
it's going to be a tough call for 
team owners to decide between 
short-term cash gains on the one 
hand and long-term team perform- 
ance and brand health on the other. 

Is this study the last word in 
player valuations? It probably isn’t. 
But it is by far the most authentic 
study of players’ valuations till 
date—and gives a very good idea 
about how much individual players 
are actually worth. So, the next 
time you go rooting for your 
favourite cricketer, just keep this 
report in mind. 








ANDREW SYMONDS, Deccan Chargers —— 
PRICE: $337,500; PROFIT: $136,701 











V.V.S. LAXMAN, Deccan Chargers 
PRICE: $375,000; Loss: $91,484 





HOW WE DID IT 


INCE THE IPL IS A SHORT-DURATION, 

high-impact game, we measured 
performance and the impact created 
by a player in the shortest possible 
time. A player's consolidated overall 
score is, therefore, a weighted average 
of his performance score and impact 
score. While batting and bowling have 
impact parameters, wicket keeping 
and fielding do not. 


Price Calculation 

Prices of foreign players have been 
adjusted on a pro-rata basis depen- 
ding on the number of matches they 
were available for. — 


Performance Scores 
Batting performance has been 
derived from runs scored; batting 
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average; strike rate and consis- 
tency—the last mentioned derived 
from the standard deviation of a 
player's individual scores. Bowling 
performance depends on number of 
wickets taken; bowling average; 
economy rate and extras (wide+no- 
balls). Fielding /wicket keeping per- 
formance is arrived at by considering 
the number of stumpings, number of 
run-outs and catches taken. 


Impact Scores 

Batting impact is derived from number 
of centuries and half centuries scored 
and the proportion of a player's total 
runs from sixes and fours. For bowling, 
the number of 3-wicket hauls, maiden 
overs bowled and hat-tricks taken have 


been considered. 


Weightages 

While perfomance has been given a 
weightage of 0.6, impact constitutes 
0.4 as performance matters slightly 
more than impact. Accordingly, weigh- 
tages for performance and impact 
parameters are: Batting performance: 
0.25; bowling performance: 0.25; 
fielding/wicket keeping performance: 
0.1; batting impact: 0.2; bowling 
impact: 0.2 


Return on Investment (ROI) 

This is calculated by dividing the returns 
generated by each player by the amount 
invested on him (or the player's auction 
price). Detailed formulae for scores and 
returns on page 154. 
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The 8th Teacher's Achievement Awards will salute achievers in Business, Sports, Process Validators 


Entertainment, Communication and for Lifetime Accomplishment. On the 8th of 
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CRICKET’S POOR COUSINS 


Olympic medals don’t impress advertisers. 


OU WOULD HAVE THOUGHT ABHINAV BINDRA, HE WITH THE FLASHY OLYMPIC 

gold medal, would have advertisers worshipping the very ground that he 

treads on. But you’d be wrong. He has signed no new deals since the 
Beijing Olympics, though his agent, Bonny Duggal, claims there are several offers. 
The dashingly handsome pugilist Vijender Kumar is somewhat better off on this 
front—he has managed to bag an endorsement deal with Bajaj Allianz General 
Insurance. “An Olympic medal doesn’t have a shelf life beyond a year; so, unless 
your sport is constantly visible on the electronic media, or you find some way to 
remain in the news not just for your sporting exploits but also for your off-field ac- 
tivities, it’s difficult to sustain the euphoria only on a medal,” says Anirban Blah, 
CEO, Globosport, a sports management company. 

Can these new-age sports stars, then, hope to match the aura of India’s cricketers? 
Probably not. “Even newcomers like Ishant Sharma may earn more than them,” feels 
Harish Bijoor, Managing Director, Harish Bijoor Consults, an independent brand 
consultancy firm. Also, he feels, individual sports may not harvest the same passion 
as team sports—this despite the fact that badminton’s Saina Nehwal has a higher 
potential brand value than football’s Bhaichung Bhutia. 
“But then, our standing in football at a global level is 
nothing to be proud of,” he elaborates. Interestingly 
though, Nehwal’s current three-year contract with 
Aspire India, a manpower solutions company, is worth 
Rs 8 lakh while another, with a cervical cancer aware- 

ness organisation, is worth Rs 3.58 lakh. 

Latika Khaneja, Director, Collage Sports, another 
sports management firm, adds: “Since the Olympics 
is a once-in-four-years event, you have to cash in on 
the moment and this where I feel both Bindra and 
Rajyavardhan Rathore have lost out.” She points out 
that Bindra’s handicap is that he lacks sex appeal, un- 
like, say, Sania Mirza, who despite plummeting to #92 
in the ATP rankings from the late-20s, has managed to 
retain her popularity on the endorsement circuit. 
“Sania seems to have modelled herself on Anna 

Kournikova—so, despite the lack of any Grand 
Slam titles, there’s no dent in her brand value,” she 
adds. Of course, as Bijoor points out, the contro- 
versies she gets embroiled in also help. 

Even Rajyavardhan Rathore, the 2004 Athens 
Double Trap Shooting silver medallist, admits 
that the euphoria over winning a medal doesn’t last 
too long. “One of the issues with me was that as 
a serving Army officer, I had to take approval 
from the authorities (which took a year in com- 
ing); so, advertisers who wanted to sign me 
immediately after I returned from Athens lost 
interest,” he recalls, though he has Hero 
Honda and Coca-Cola in his kitty. m 
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SANIA MIRZA 
Rs 1 crore per endorsement per year 
























ABHINAV BINDRA 


Rs 80 lakh to Rs 1 crore per | 
endorsement per year, but only if 
he capitalises now 
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VIJENDER KUMAR 


About Rs 20 lakh per deal, though 
given his looks and persona, he 
could rake in up to Rs 30 lakh 


SAINA NEHWAL 
About Rs 25 lakh 


D 
BHAICHUNG BHUTIA 
Rs 10-15 lakh 


RAJYAVARDHAN RATHORE ` 


Rs 25-35 lakh for the existing deals. 
He may not get any new deals 
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ANDY GREEN 
CEO/ Logica 
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OON AFTER HE SHIFTED TO A 
non-operational role at BT 
(formerly British Telecom) 
after a two-decade stint, 
ANDY GREEN was called up 
for active duty by IT services 
company Logica in January 
2008. Green, 53, bas a challenging 
task at band, despite bis impressive 
credentials as a buyer and seller of IT 
services and as the man who grew BT 
Global Services’ revenues from £4 
billion (Rs 33,956 crore) to £9 billion 
(Rs 76,400 crore) in the last four years. 
Green's predecessor in Logica, Martin 
Read, was forced to quit in May last 
year by angry sbarebolders, after an- 
nouncing profit warnings and "em- 
barrassing" cost overruns for a large 
UK project. Nine months into Green's 
stint, the global financial services 
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market is in turmoil and bobbled 
companies are delaying, postbon- 
ing or even cancelling contracts. The 
European IT market, Logica’s main- 
stay, is growing in single digits. While 
Green has managed to ensure short- 
term gains for Logica, more soft- 
ness appears to be around the corner. 
Unlike its North American peers, 
Logica has had mixed results with 
offshoring to India (and other lo- 
cations) in the last few years and 
its efforts are only just falling into 
place. As the global economy ap- 
pears headed for its worst slowdown 
in decades, Green discusses the road 
ahead and his plans for Logica with 
BT’s Rahul Sachitanand. Excerpts: 


Why did you join Logica? What was the 
attraction? 

My background is in services, espe- 
cially with telecom and network 
management wrapped around it. 
This is a great opportunity to lead 
Logica and I am really excited... | 
was acutely aware of the dynamics 
of that industry, where moving to 
a blend of offshore and onshore 
delivery is a much more complex 
issue than (it is in) North America 
or even the UK, because there are 
issues of language, culture and 
time. The model needed was of a 
company with a strong onshore 
presence—German people in 
Germany, Finnish people in 
Finland, French in France—work- 
ing as a single team with other 
teams in India, the Philippines 
and Morocco to drive IT services 
for clients. 

Personally, I saw it as a real 
opportunity. Although there is a 
strong feeling among many service 
providers that the story of the us 
and UK will be repeated across 
Europe, in practice, it is going to be 
much more difficult. 


The day you started at Logica, the com- 
pany’s share price jumped 10 per cent. 
Clearly, the market seemed to be happy 


having Andy Green on board. However, 
critics say there are things that need to 
be changed and the company needs 
some re-invention. What do you think? 
Look, there are things that need 
to be changed, there is no doubt 
about it. Logica is technologically a 
fantastic company, and delivers 
value for its customers. But, it’s 
not a great sales and marketing 
company. It definitely needs to sell 
and market itself much more. One 
of the things I have done is put in 
place a plan to reduce overhead 
costs, but increase substantially the 
money spent on sales and market- 
ing. We have committed to our 
shareholders to grow faster than 
the market. 

The other thing is that we 
started very well with the global de- 
livery mechanism—in 2005-06, 


services contracts. I was 


ilso 
responsible for managing the 
internal IT and network of BT. I have 
a long-term involvement with the 


Indian IT industry. I was at one time 
Infosys's and TCS's largest customer 
and I was responsible, along with 
Anand Mahindra, for really putting 


Tech Mahindra on the map and 
floating the company on the BSE. 
So, all these experiences put me in a 


good position to run Logica. 


The European market is growing really 
slowly and there have been some dire 
reports that project a decline in IT 
spending and even of companies cut- 
ting back projects. Where does the 
market stand? 

The (European) market is a good 
market for us. The first thing we 
must say is total IT spend in the Us 


“| WAS AT ONE TIME INFOSYS S AND [CS Š 
LARGEST CUSTOMER AND WAS RESPONSIBLE. 


FOR PUTTING TECH MAHINDRA ON THE MAP" 


the Bangalore centre grew from 
virtually nothing to 3,000 people, 
but in 2007, it had a poor year 
and did not develop that edge. I 
have energised that again and we 
have added 400 people this year. I 
am here in India to open our sec- 
ond India centre in Chennai and a 
mobile innovation centre in 
Bangalore. 


You were speaking about being both a 
buyer and seller of IT services at BT. 
What skills do you bring to Logica? 

I am really lucky. I have a really 
unique pedigree... at BT Global, I 
grew revenues from £4 billion to £9 
billion and won major contracts 
from the likes of Unilever, Reuters 
and the National Health Service. 
That gave me the experience of 
selling and managing large-scale 





and Europe has been declining for 
many years—in other words, it has 
grown less than GDP. But, on the 


other hand, IT services are grow- 
ing faster than GDP, because CIOs 
are giving more work to their ven- 
dors and doing less work in-house. 
Secondly, they favour the larger 
services companies, because they 
want to transfer risk. The larger 
service providers are growing mar- 
ket share. I think it is possible to 
grow 5-7 points above GDP as a 
large services provider in Europe. 


You seem to have kick-started growth 
for Logica, but there seems to be some 
softness predicted for the overall market 
in the next few months. Are you worried 
about that? 

We are sitting here today and have 
just heard that Lehman Brothers 
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may be going bankrupt (it has since 
filed for Chapter 11 bankruptcy 
protection) and of Merrill Lynch 
being bought by Bank of America. 
In these circumstances, any CEO has 
to be thoughtful about the future. 
We should be thoughtful about 
what will happen as people reset 
their budgets in 2009, we will see 
what turns out. This is a very 
uncertain market time. 


How do you think the IT market will 
evolve? On the one hand, you have 
the large North American players such 
as IBM and Accenture and on the other 
you have the Indian upstarts. Where 
does a company like Logica figure in this 
and are you getting squeezed out in 
the middle? 

Far from it; I don’t think so. We 
have 40,000 people and we’re 
focussed just on the European 
market, unlike the others who are 
globally dispersed. This is really 
important to understand. Many of 
the other players are spread across 
the world. The diversity of Europe, 
the language differences in partic- 
ular, gives us an opportunity to be 
closer to our customers. There is a 
definite place for Logica. In the 
European market, the Indian 
players are very small. Many clients 
don’t feel comfortable with the 
language and cultural differences, 
and hesitate to work with them. 
We take decisions close to cus- 
tomers. It is important to 
understand how fragmented the 
market is. IBM, the market leader, 
has a share of just 8 per cent. 


What is the mission to revitalise Logica 
all about? 

We are investing in areas where 
customers will see growth. The 
Spark Innovation Centre we opened 
in Bangalore, for example, is all 
about mobile solutions. We’re 
moving £5 million (Rs 42.45 crore) 
from the back office to front office 
from 2007-10. We are spending 
£8 million (Rs 67.9 crore) on 
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“WE ARE SPENDING 
ON OFFSHORE, 
OPENING A CHENNAI 
CENTRE AND 
EXPANDING IN 
BANGALORE” 


offshore centres, opening a Chennai 
centre and expanding in Bangalore. 
We want to be a cash generating 
business and we want to increase 
our net margin by 0.5 per cent next 
year and by about 1 per cent by 
2010. That will take us to being 
among the most profitable IT 
companies in the world, outside of 
those based in India. 


You have also spoken about inorganic 
growth and Logica has made two large 
acquisitions recently—WM Data and 
Unilog. Do you continue to look at this 
strategy? Will Logica itself become an 
acquisition target? 

Well that’s a big question. All CEOs 
would say: “We are here to serve 
shareholders.” There is an enor- 
mous opportunity in keeping Logica 
as an independent company. | 
intended to operate in the share- 
holders’ best interests to create a 
valuable property. Then, if someone 
wants to buy it, we will have to 
wait and see. In terms of our own 
acquisition strategy, we’re very 





much focussed on small deals to 
refine our business. We’re focussed 
on taking what we’ve got and turn- 
ing it into a profitable business. 


How well has India been able to grad- 
uate from being a low-cost vendor of IT 
services to a provider of high-value 
innovation? Can you give us some ex- 
amples of innovation by Logica in India? 
I think the growth is coming. You 
can see it in some American firms 
and you can see it in Logica. It is 
about innovative ideas and bringing 
together smart people to look for 
new ways to do business. At Logica 
Bangalore, we are working on tech- 
nology where vehicles can auto- 
matically intimate emergency 
networks when there is a crash. We 
are also working on payments on 
mobile phones and ads to phones 
using user-data from social 
networking sites such as Facebook. 


Given the chaos in the US financial 
services market, Indian companies see 
Europe as the next big frontier. How 
difficult do you think it will be for them 
to make the transition? 

It will be much more difficult than 
they think it is going to be. They 
should pick one country at a time 
and focus on it. Even I don’t pre- 
tend to operate everywhere; we 
don’t have a large business in Italy, 
for example. The UK is so like the 
US; it is easier to get confused into 
believing that you can extend your 
business across Europe. 


After 21 years with BT, everyone 
expected you to take the easy route 
and perhaps opt for a cushy consultant’s 
job and slowly seep into retirement. 
But you’re back in the limelight. How far 
away is retirement now? 

Retirement is now many years away. 
I tried to do that. My plan was to 
take the easy route out, but I really 
decided I love the cut and thrust 
of monthly results and quarterly 
ambitions. I’m enjoying my 
experience of revitalising Logica. m 
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PHOTOGRAPHS BY A. PRABHAKAR RAO 


On Farm Footing 


The Business Today-DuPont Sustainability Forum brainstorms some 
of the key issues and challenges involved in efforts to steer farming 
away from unsustainable practices and its consequences. 


E. KUMAR SHARMA 


The panellists: (From L to R) K.S. Raju, Chairman, Nagarjuna Group; Ajay Parida, 


Programme Director, Biotechnology, M.S. Swaminathan Research Foundation; William 
S. Niebur, Vice President, DuPont; S.N. Rao, General Manager, Special Projects, 
Paperboards & Specialty Papers, ITC; Arnab Mitra, Deputy Editor, Business Today 





T'S A FRIDAY EVENING IN 
Hyderabad, and an urbane 
set of people has gathered 
in the Kohinoor Hall at Taj 
Deccan. A distinguished- 
looking person in a churidar-kurta 
in their midst catches your eye, 
making you wonder who he is and 
why he has chosen to make such an 
appearance. But as the initial din 
subsides, the gathered people take 
their seats and a serious discussion 
ensues, the person’s attire strikes 
you as just appropriate for the 
occasion—a panel discussion on 
“Smart Farming—The Promise and 
the Problems” organised by the 
Business Today-DuPont Sustainab- 
ility Forum, the second in the series 
that kicked off in Delhi recently 
with a panel discussion on sustain- 
ability in an uncertain world. 
The man in churidar is K.S. 
Raju, Chairman, Nagarjuna Group 
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and Chairman and Managing 
Director of Nagarjuna Fertilisers 
& Chemicals, one of the four pan- 
ellists that included some of the 
best brains in the field of sustainable 
agriculture such as William S. 
Niebur, Vice President (Crop Gen- 
etics Research and Development), 
DuPont, S.N. Rao, General Man- 
ager, Special Projects, Paperboards 
& Specialty Papers, rrc, and Ajay 
Parida, Programme Director, 
Biotechnology, M.S. Swaminathan 
Research Foundation. The panel 
discussion, which began with a wel- 
come address by Business Today's 
Publishing Director Aseem Kapoor, 
was moderated by Br's Deputy 
Editor Arnab Mitra. 

Balvinder Singh Kalsi, President 
and CEO, DuPont India, the sponsor 
of the event, speaking of DuPont's 
own experience in sustainability 
through the decades, said: “In the 





'70s and '80s, we focussed on 
internal safety—on meeting the 
environmental and regulatory 
requirements. And as we moved 
into the late '80s and early '90s, we 
brought in voluntary footprint 
reduction and during this time, 
focussed on increasing shareholder 
value with a goal of zero safety 
and environmental incidents." 
According to him, the sustainability 
discourse today has expanded to 
include human safety as well as 
environmental protection, and 
while the focus on sustainability 
will continue, the pace will hasten 
or quicken now. 


Irreversible Trends 
Some of the trends, Kalsi said, are 
irreversible because the common 


DIRECT SEEDING OF RICE 


What Is It? 

Unlike the usual practice of growing saplings 
in nurseries and transplanting them to fields 
and ‘puddling’ them in water, paddy is directly 
seeded on to the field. 


What Is Its Sustainability Quotient? 

Direct seeding cuts water usage by up to 35 
per cent and reduces methane emissions by 
as much as 43 per cent. As 1 tonne of 
methane is equivalent to 21-22 tonnes of 
C02, this will help reduce global warming. 


Where Is It Happening? 

PepsiCo is piloting this method in Punjab. In 
2007, 100 acres of land was covered and the 
company is planning to introduce direct seeding 
across 1,000 acres in Punjab, Rajasthan, Tamil 
Nadu and Karnataka this year. 





denominator of all is the exploding 
world population, which was 
increasingly putting pressure on 
all kinds of resources—land, water 
and fossil fuels. Science, accord- 
ing to him, provides a solution—be 
it traditional sciences like physics 
and chemistry or newer ones like 
biotechnology or nanotechnology. 
“But for science to really work, it 
has to be first accepted, learnt and 
practised. What is also important in 
the current environment is the 
dimension of thinking with time 
compression in mind. If it was 
days, weeks and years earlier, it 
has to be seconds, minutes or hours 
today,” he said. 

In response to a question by 
Mitra on whether there is an ob- 
vious need for a paradigm shift in 
the approach to agriculture, 
DuPont’s Niebur, who himself 
grew up on a Texas ranch, said: 
“We are in a very different and 
very dynamic period today.” 
According to him, people started 
off in the 1990s thinking that 
biotechnology would be one way 
to raise agricultural productivity 
in a more sustainable manner, as it 
would protect the environment 
and reduce the amount of inputs 


- KS. Raju, 
.. Chairman, Nagarjuna Group 


. The corporate sector 

. needs to work with the 
_ farmer, resolving the 

- conflict of interest 


that would be used. However, the 
debate on the usefulness of biotech- 
nology has now been replaced by 
the question: *How do we re- 
sponsibly and sustainably use every 
technology and every tool that we 
have in our plant breeding tool- 
box to drive greater productivity in 
a sustainable manner, and to meet 
the demands that the world has 


SMART FARMING: A FEW EXAMPLES 


GREEN PACKAGING 


What Is It? 

Polylactic acid (PLA) thermoformed packaging, 
a renewably-sourced alternative to 
petrochemical-derived products. 


What Is Its Sustainability Quotient? 

PLA thermoformed packaging can withstand 
high temperatures during transport, storage 
and use. This means renewable packaging can 
be used for products other than chilled foods 
and beverages. 

Where Is It Happening? 

In food and non-food applications in the US. 
Rollouts in Europe and Asia planned in 2009. 


SULFONYLUREA TECHNOLOGY 


What Is It? 
A low-use rate/ high-efficacy herbicide 
technology, which is a DuPont proprietary. 


What Is Its Sustainability Quotient? 
Herbicides using this technology leave a 
minimal environment footprint—they are 
applied at rates as low as 8 gm per acre 
against the current industry use rate of 
500-1,000 gm per acre of other herbicides. 


Where Is It Happening? 


Wheat, rice and soyabean growing regions 
across India. 








placed on agriculture?" 

Niebur talked of a virtual acre 
or a virtual hectare with a clear fo- 
cus on working towards doubling or 
tripling productivity of that specified 
parcel of land with intelligent use of 
the same amount of inputs, energy 
and environmental impact without 
having the need to bring in addi- 
tional land into production. What is 
important, according to him, is the 
ability to deliver high quality seeds 
to every farmer and grower and 
combining that with the right inputs 
that respect and increase produc- 
tivity in a way that allows that seed 
to realise its full genetic potential. 

But it's not just science or res- 
earch that can make a difference. 
The corporate world, too, can con- 
tribute to sustainability. ITC is a 
good example of this. In this con- 
nection, Rao of ITC pointed out 
how the company's paperboard 
division has been able to improve 
the lot of some 75,000 farmers and 
how it has become self-sufficient 
In its own input requirements and is 
not dependent on any forests for 
pulp. ^When you talk of sustainable 
management of agricultural reso- 
urces, you cannot forget that its 
backbone is the farmer,” he said. 
















NEW BREEDING TECHNOLOGY | 


What Is It? 

Molecular breeding and other advanced plant 
genetics tools like Quantitative Trait Loci | 
(QTL), enable higher yield, higher disease and | 
insect tolerance. | 


What Is Its Sustainability Quotient? 

An example is hybrid rice. In India, hybrid rice 
cultivation can increase yield by 15 to 20 per 
cent. This means more production using same | 
area of land and reduced use of water | 
chemicals and fertilisers. 

Where Is It Happening? | 
Hybrid rice is now used in UP, Bihar, | 
Chhattisgarh, Jharkhand. | 
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William S. Niebur 
2 Vice President, DuPont 


. What is important is the 
ability to deliver high 
. quality seed to every 
` farmer with right inputs 


A Bigger Danger 

Ajay Parida of the M.S. Swamina- 
than Research Foundation drew 
attention towards a bigger danger 
facing agriculture today. He said 
very few people are looking to 
farming as an option for livelihood 
and sustenance. 

"Global estimates suggest that 
by 2020, we will have about 400 
million people going out of farm- 
ing," he pointed out. And that is 
not all. According to him, farm 
income is not sustainable today. 
Doing a back of the envelope cal- 
culation, he added: *For a farmer 
who is cultivating rice on one 
hectare of land, at the current min- 
imum support prices, he gets about 
Rs 20,000 to Rs 30,000 per 
hectare. If one were to deduct the 
inputs costs that he incurs, then 
the farmer is left with barely Rs 
4,000-5,000. This for an average 
family of 5-6 members is not 
sustainable." 

Parida said his single-point 
agenda or single-point recommen- 
dation would be to ensure that 
youth is attracted and retained in 
agriculture. ^That is the smartest 
way to achieve sustainability and 
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: S.N. Rao 
- General Manager, Special Projects, ITC 
. When you talk of 
sustainable agriculture, 
. you cannot forget that its 
- backbone is the farmer 


productivity." According to him, 
the Indian farming sector is facing 
several issues; it has to deal with 
technology fatigue and there is 
need to look at newer technolo- 
gies like biotechnology and nan- 
otechnology; then, there is yield 
fatigue and there is a need to pro- 
vide support to the farmer in terms 
of various support systems that can 
deal with soil health, conservation 
of water and yield; there is also 
policy fatigue as there are situa- 
tions where mere changes in mini- 
mum support prices become 
politically sensitive issues. He 
sought to make the point that tech- 
nology and science make only one 
component of sustainability, and 
this has to go hand in hand with 
public policy. As he said, ^We can 
develop a smart seed but the farmer 
needs other support systems, too." 


Contribution of R&D 

But for someone like Raju of 
Nagarjuna who, after the event, 
described his attire as that of a 
"smart farmer”, the current pace 
of growth is unsustainable and 
"someday it will all end". The in- 
tention, naturally, will be to stretch 
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that closing time. He does not ex- 
pect governments to play an active 
role in empowering the farmers. 
Giving example of how Nagarjuna 
Fertilisers had engaged with farm- 
ers, he said the corporate sector 
needs to work with the farmers, 
should not look at today’s gains at 
the expense of tomorrow and 
should try and resolve the conflict 
of interest between industry and 
the farmer. As for the contribution 
of research and technology, he felt 
that fundamental research was 
needed to stretch the life of plant 
nutrients and make farming more 
sustainable. 

Little wonder, DuPont’s Niebur 
felt that in today’s dynamic world, 
it is absolutely critical to think in 
terms of the ecosystem in which 
one operates. According to him, 
farming is no longer a hobby or a 
pastime. It is serious business. That 
is why, in order to attract the best 
talent to farming, it is important 
that it gets treated by all as a 
business that has a high premium on 
it. Increasing food security is the 
surest way to also drive greater 
political security and ultimately 
greater economic growth. i 
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What's Your Survival Strategy? 


A beaten-down market, falling asset prices, and a negative real return are 
hurting investors. How should you ride out the storm? K.R. BALASUBRAMANYAM 


OUSEWIFE KAMAKSHI JANAR- 
H dhan, 28, built a portfolio 

of software stocks in March 
2007 when the going was good— 
inflation was benign, industrial 
growth was robust and the econ- 
omy showed no signs of strain. 
Among the stocks she picked was 
Infosys Technologies, at Rs 2,010 
per share. In September 2008, the 
stock is down to Rs 1,445, having 
touched a low of Rs 1,255 earlier, 
and her overall portfolio is down 
25 per cent following the fall in 
stock prices. Janardhan had bor- 
rowed money to pay for a part of 
her portfolio. So, the falling market 
and interest payments were a double 
blow. But she's unperturbed. *The 
markets will bounce back in a few 
months," she says. 

The value of most asset classes 
has dipped in recent times. Even 
those who put their money into 
what many reckon to be a safe bet— 
debt instruments—have burnt their 
fingers. The real returns (nominal re- 
turns minus inflation) have been 
negative for a long time now. While 
inflation is hovering at more than 12 
per cent, investors are making a 
maximum of 11 per cent on their 
debt funds. On the other hand, ex- 


penses have gone up, resulting in 





lower savings for the investor. Gold, 
too, has dropped from more than Rs 
13,000 per 10 gm in mid-March 
2008 to Rs 11,500 before recovering 
to Rs 13,000-levels in the last week 
of September (see page 186). 

Not surprisingly, many investors 
are being squeezed in this market. 
But you should use these tough 
times to consolidate your position. 
Experts see opportunity in the 
current bout of calamity. Here are a 
few strategies that will help set you 
up for the next wave. 


Think 
Long-term 

The first thing 
a person playing 
the stock market 
should figure out 
is what he wants 
to be—an inve- 
stor, trader or a speculator. *Unfo- 
rtunately, most people are unable 
to make that distinction. When 
they want to be investors, they 
unwittingly end up being specula- 
tors," says Ashok Jainani, Head 
(Research), Khandwala Securities, 
Mumbai. Investors look for abso- 
lute returns from equity in a short 
time. But in the short-term, 
equity markets are volatile. 





Don't Shun 
Equities 


Just because mar- 
kets have tanked 
in recent months, . 
and consumer 
goods inflation is 
ruling high, it 

does not mean the macroeconomic 
conditions will remain like this for 
long. “Inflation will cool off from 
now on,” predicts Om Ahuja, 
Executive Vice President & Cou- 
ntry Head (Investment Manage- 
ment), YES Bank. He expects the 
volatility to continue for another 
six-to-nine months, and reckons 
it is time investors looked at in- 
vesting gradually. “Everyone 
should participate in equity irre- 
spective of the market scenario,” 
says Siddharth Bamare, Head 
(Investment Advisory), Angel 
Trade, Mumbai. Equity has, his- 
torically, delivered higher returns 
than any other asset class over the 
long term. “If you have knowl- 
edge and time, you can trade your- 
self. Otherwise, invest in mutual 
funds (Mrs). In these volatile times, 
one should invest for 6-12 months 
in a systematic investment plan 
(SIP),” he suggests. 


Do a proper asset 
allocation depending on 
the market scenario and 
your own risk profile. It 
depends on your age also 


| 





Siddharth Bamare, 
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Head (Investment Advisory), Angel Trade 


Revamp Your 
Equity Holdings 
Bad times are a 
good time to rid 
yourself of dud 
stocks and concen- 
trate on robust, 
profitable compa- 
nies with growth potential. These 
growth stocks also take a beating in 
a falling market. But that should 
spell opportunity for long-term in- 
vestors. Don't worry about booking 
losses on your dud stocks as they 
might take a long time to move in a 
recovery. Solid growth stocks will be 
the first to move, but take a stock- 
specific approach. Says Jainani: 
“Concentrate on large companies 
with strong businesses.” 

Then, investors can diversity 
their funds across portfolios within 
and outside the country. “That will 
help spread the risk, away from just 
one country. It is equally impor- 
tant to keep watching futures and 
options (F&O) market, which one 
must approach from a hedging per- 
spective,” adds Bamare. 


Try Debt FMPs 


Those unwilling to risk the markets 
have opportunities in Fixed Maturity 
Plans (FMPs). With interest rates 
shooting up, they can provide a 
higher allocation to such products. 
“Of course, an investor needs to en- 
sure a good portfolio of underlying 
papers in the FMP. Liquid funds are a 
good option and tax-efficient, too,” 
says Samir Bimal, Country Head, 
ING Private Banking, India. 

When markets swing wildly due 
to short-term events, investors must 
move into liquid funds, suggests 
Jainani. But Ahuja 
expects interest 
rates to come 
down over the next 
two-to-three quar- 

( s. ters, and, therefore, 
o2 feels that investors 
can consider park- 
ing their money in 


eu. i 








NISHIKANT GAMRE 


high-yielding deposits and debt in- 
struments like FMPs, which can give 
them good yield for 12-13 months, 
and tax benefits, too. While they 
may not beat inflation, they will help 
reduce the losses. 

“The time has come for investors 
sitting on cash to deploy it in high- 
yielding portfolio deposits and FMPs,” 
says Ahuja. 


Stick to Your 
Financial Plan 


If you already have 
a savings plan, 
don't deviate from 
its objectives. It's 
vital as it gives you 
the discipline re- 
quired to make investments in times 
of distress. You also need to keep a 
positive cash flow and spend less in 
tough times. Many savvy investors 
have used this extra cash to make 
aggressive investments. 

Also, don't forget your asset al- 
location. “Do a proper asset allo- 
cation depending on the market 
scenario and your own risk profile. 
It depends on your age also. 
Youngsters can take on more risk by 
increasing their exposure to eq- 
uity," says Angel Trade's Bamare. 


Consult Professionals 

One can, in fact, avoid messing up 
one's finances and meet targeted 
returns with professional help from 
outside. ^The advice of a profes- 
sional adviser/organisation is cru- 








Most people are unable to 
distinguish between 

investors and speculators. 
When they want to be 
investors, they end up 
being speculators 33 








Ashok Jainani, 


Head (Research), Khandwala Securities 


STAY ON TRACK 


Eight tips for a better tomorrow. 


m Don't attach much impor- 
tance to Short-term events 


m Keep your bank accounts in 
order; be credit-worthy 


m Clear old debts before its — 
late. High interest rates may 
haunt you later 


m Deploy surplus cash in i high- 
yielding deposits/instruments. 
You will get positive real 
returns when inflation eases 


m Pick value stocks trading at ab 
a discount for the long term 


m Seek professional helpand ` 


build an investment portfolio 
that suits you 


m Avoid freely offered stock 
tips. If everyone knows it, 
how can you make money? 


—— 


——  Á—À MX 


m Beclear in your mind on 
what you want to be: 
investor, trader or speculator 


cial to the investment decision mak- 
ing process," says ING's Bimal. 
Indians are the biggest savers in the 
world, but many get their calcula- 
tions wrong because they tend to 
copy a plan that best worked for a 
friend or a relative. *Avoid tips that 
are freely offered. These are for 
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The advice of a professional 
adviser is crucial to the 
investment decision making 


process gg 


Samir Bimal, 
Country Head, ING Private Banking, India 


speculators, carry high risks and 
there’s a higher probability of going 
wrong. How can you make money 
if a piece of information is known to 
everyone, and that too, before you?” 
asks Jainani. 

Bimal explains that an invest- 
ment strategy differs from person to 
person depending on one’s goals, 
risk tolerance, age, 
income, earning 
potential, etc. It’s 
- only after assessing 
j all these that a 
portfolio strategy 
can be created to 
help the investor 
achieve his finan- 
cial goals in a tax-efficient way. 

The current bout of uncertainty 
is unlikely to last for long, given 
that the Indian economy is still 
growing at a fast pace—the worst 
case scenario projects a GDP growth 
rate of 7-7.5 per cent. Oil prices 
are down. Inflation will dip even- 
tually. And demand should continue 
to improve. But before things 
change in the economy, it's time 
for investors to tweak their financial 
situation to set themselves up for 
future growth. 
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DOS AND DON TS 


CONOMIC CRISIS. MARKET MELTDOWN. RISING INTEREST RATES. RISING INFLA- 
tion... times are, indeed, tough. Here are 10 recommendations on 
what you should and shouldn't do to keep your financial health on track. 


What you should do 

m Follow the news. Swinging markets and new regulatory initiatives... 
things are changing quickly. Each development affects different sec- 
tors differently. Follow the financial media—and Business Today's 
Money section, for instance—to keep abreast of the latest develop- 
ments in India Inc. and for advice on how to profit from them. 


= Get your finances in order. There has never been a better time to 
make a budget and start paying off your debt and credit cards, per- 
sonal loans, etc. If possible, transfer your loans from a bank that's 
charging a higher rate of interest to one that promises a cheaper rate. 


m Rethink your plans to retire. If you're expecting to retire soon, con- 
sider holding off for a while, if possible, until things calm down. That 
Will give you time to reassess and, if need be, modify your plans. 


m Call your financial adviser. With end-of-the-year tax planning an 
annual ritual, now is a good time to make an appointment with your 
tax adviser, no matter what the economic outlook. He or she may 
have some advice on how to tweak your finances as you ride out 
the current storm. 


What you shouldn't do 


m Bail out. Dumping your stocks or equity mutual funds now, when 
values are especially low, will guarantee that you turn paper losses 
into real ones. Even if there's more downside to come, staying on 
course often pays off during times of economic uncertainty. 


m Stop saving. Those regular contributions you've been making to 
your savings or retirement accounts are an important part of good 
financial discipline, and there's no reason to stop them now. We've 
long recommended the virtue of making regular, monthly savings. 
Continue this habit, even if it means cutting down on other things— 
like the weekly family outing, or that after-office drink with friends. 


m Speculate. While lower prices of shares, create opportunities, 
speculation can get you into big financial trouble. Avoid it. 


m Take on new debt. Be careful about acquiring new debt. Economic 
downturns can affect job stability and investment incomes, making it 
difficult to determine how much debt you can handle. If you must 
borrow, say, to put a child through college or to buy a house, be 
doubly sure that you've examined all the options and risks. 


m Stop living. Although these times demand extra caution, there's 
such a thing as over-reacting. So, don't overreact. Reflect carefully 
and, where necessary, adjust. But don't stop enjoying the little things 
of life. You'll only make yourself sad. 
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GROUP 


SUSTAINABILITY 


FORUM 


Global oil prices have yoyoed dangerously over the last six months. 
Such volatility, driven both by rising demand and high levels of 
speculation, is causing great stress to the country’s fiscal position 
as well as to household budgets. 





It is critical for the world, and India, to quickly develop or find 
alternatives to oil. But the big questions are: Can Alternative 
Energy sources like the sun, nuclear energy, biofuels, wind power 
and fuel cells really help India secure its energy future? More 
importantly, given the levels of technology available at present, or 
likely to be developed in the foreseeable future, can they really 
offer economically viable alternatives? How can industry help 
speed up the development of alternative energy sources? And what 
must the government do to create an enabling environment for the 
development of these technologies? 


To find out answers to such, and many more, questions, Business 
Today, India’s leading business magazine, and DuPont, one of the 
world's leading providers of sustainable solutions, bring to you a 
series of Sustainability Forums. 


Come together on 
October 17th, 2008 at Hyderabad. 
And make this world a better place. 





Entry by invitation only. 
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bt, money 


Fine-Tune 
Your Portfolio 


The downturn in the stock market is a good time 
to review your portfolio. Here's how to do it. 





MANU KAUSHIK 


LUE CHIP INVESTMENT BANK 
B: Brothers has gone 

bust; leviathan Merill Lynch 
has been forced into a marriage 
with Bank of America; and insur- 
ance giant AIG Inc. has effectively 
been nationalised by the us gov- 
ernment—the global financial land- 
scape has changed overnight. As 
the wires reported the catastrophe, 
the BSE Sensex fell 738 points (5.3 
per cent) in three days (September 
15-18) to 13,262.90. Since then, 
it recovered well to cross the 
14,000-mark—onlly to fall back to 
those levels at the time of going to 


Revamp ` 
your Portfolio 


Financial experts recommend a port- 
folio that's in tune with the times. 
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press. Implication: there’s still plenty 
of fog in the air. 

Says Amitabh Chakraborty, 
President (Equity), Religare Securities: 
“Tt is difficult to predict when this will 
end; a lot more write-offs can hap- 
pen. Across the globe, investors are 
selling equities. Over the next 6-9 
months, some more big names may 
go the Lehman way.” 

For Indian investors, this 
global financial crisis is both an 
opportunity as well as a time to 
introspect on their investment 
strategies. The investment cli- 
mate is changing by the day. 
But if you follow a few meas- 


the current crisis, then you should be 
able to pull through and also set 
your portfolio up for the next 
upward cycle. 


Leverage Hurts 
The crash in stock prices has hurt all 
investors, but those who had bor- 
rowed money to invest in stocks 
have been hit even harder. Says 
Manish Sonthalia, Senior 
Vice President (Research 
& Strategy), Motilal 
Oswal Securities: “For 
investors, the crisis has a 
lesson: don’t over- 
leverage. When 
the going is 
good, leverage 
works fine, but 
when the tide 
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turns, it destroys wealth equally 
fast.” 

We are not out of the woods 
yet. The stock market seeks cer- 
tainty and stability. But if there are 
going to be more multi-billion- 
dollar bailouts, the market will get 
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unnerved. Says Hemant Rustagi, 
CEO, Wiseinvest Advisors: “The cri- 
sis in the US has severely dented 
investor confidence and the mar- 
ket is likely to remain extremely 
volatile over the next few months.” 

Besides, the expected economic 
recovery in India will almost cer- 
tainly stretch into the next year. Says 
Prateek Agrawal, Head (Equity), 
Bharti AXA Investment Managers: 
“The pace of recovery depends on 
the extent of proactive government 
policies and central bank action.” 
But till such time the economy 
bounces back, the fluid global situa- 


tion will keep the market on its toes. 

Says Chakraborty: “Liquidity is 
a problem. The Fils (foreign 
institutional investors) have been 
selling and domestic institutions 
have been buying, and, hence, India 
has outperformed other Asian mar- 
kets. But if the global situation wors- 
ens, FII outflows can increase 
substantially.” 

Investors must closely monitor 
market movements, both domestic 
and global, and even measure com- 


Age: 55 





















omy may cut-back on IT spending. 


Bargain Hunt 
The ongoing global credit crisis has 
had an impact on other sectors like 
commodities, manufacturing and 
services. Says Suhas Samant, Head 
(Portfolio Management Service), Asit 
C. Mehta Investment Intermediates: 
“The recent fall in global markets 
has brought down energy and metal 
prices sharply. This could enable RBI 
to bring down inflation and frame 
easier policies on interest rates. This 
will ease the pressure on margins of 
companies.” 

The market is now 
throwing up good buy- 
ing opportunities in 
certain sectors, and, 
hence, investors can 
bottom-fish for 
the long haul. 
Says Agrawal: 
“Defensive sec- 


Capital Market: “Fundamentals still 
support the fact that markets have 
bottomed out. However, despite 
this, investors may remain wary of 
the grim global situation.” 

Clearly, the definition of risk 
has changed over the last few years, 
making it harder to predict trends. 
Many investors think that the mar- 
ket will only go up, and, hence, 
feel this is the right time to invest 
aggressively in stocks. Instead of 
putting 20-30 per cent of their 
investment corpus in equities, they 
may end up investing almost three- 
fourths of their money in equities. 
This will be a big mistake. Says 
Rustagi of Wiseinvest: “One should 
design a well-balanced portfolio 
with investments in different asset 
classes. Rebalancing is more about 
risk than return. It is equally 
important to decide on a time 
interval, like once a year, and 
examine the portfolio then. If the 


magi rt asa tors like FMCG asset allocation shifts a little, there is 
EN 0 Dene and health- no need to bother. If it shifts by 
Figures in per cent care are more than 5 per cent, one should 
likely to  re-balance it. This can occur natu- 
outperform rally over time or following an 


pany performances against their 
peers. Indian companies have strong 
fundamentals. Over the next few 
months, the market will be influ- 
enced by the corporate perform- 
ance and earnings guidances. Says 
Sandeep Shenoy, Strategist, PINC 
Research: *The cautious approach 
of most investors could keep the 
market subdued or capped for an- 
other 2-3 quarters. But barring a 
few sectors, growth in earnings 
across companies will be robust. 
The market is expected to stabilise 
when these results are declared 
and that will signal the end of the 
bearish phase." 

So, you should keep an eye out 
for the stocks you own and assess 
whether they will be adversely im- 


the market. Consumer demand is 
expected to remain robust due to the 
normal monsoon. The healthcare 
sector is not only defensive but may 
also benefit from a depreciating ru- 
pee." Analysts suggest that investors 
should stay focussed on large-cap 
companies, as they are more re- 
silient to financial stress. Says 
Sonthalia: “For the short term, sec- 
tors that have lower earnings visibility 
and sectors that have huge capital 
requirements should be 
avoided. These include com- 
modities, real estate and 
utilities." Investors should 
also stay away from in- 
terest rate-sensitive sec- 
tors such as auto and 


banking. 








But the fundamentals of : * 


abrupt rise or decline in one or 
more asset classes." 

But any crisis gives you an 
opportunity to reshape your port- 
folio. If you can add to your hold- 
ings now little by little, and ride 
out the storm, you may have a 
lot to cheer about a few years 
from now. 
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pacted by the global financial crisis or 
the slowdown. For instance, IT stocks the domestic markets remain EQUITY. == Large Cap Stocks Mid Cap Stocks 
may not gain much from the Indian strong. Says Shahina Mukadam, DEBE s Fixed Maturity Plans Fixed Deposits 


Figures in per cent 
Head (Equity Research), IDBI ‘site aB 





rupee’s depreciation as the US econ- 
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A Shot of Cash 





Mutual funds are holding a larger part of their corpus in cash, waiting for the 
volatility to subside, and the strategy has worked. CLIFFORD ALVARES 


mutual funds is any 

indication, the stock 
market could see some 
buying over the next few 
months. Equity mutual 
funds, at the end of 
August 2008, had about 
Rs 13,737 crore in cash, or 
11 per cent of their corpus, 
that can be deployed in the 
stock markets, according to 
data from valuerearchon- 
line.com. This was slightly 
lower than the cash bal- 
ance of Rs 14,348 crore 
at the end of July 2008, as 
fund managers increased 
buying on dips. 

At the beginning of the year, 
cash as a percentage of the total 
overall corpus stood at 5.93 per 
cent. Usually, equity funds keep 
about 5-6 per cent of their total 
corpus in cash to manage day-to- 
day liquidity and also to bag any 
big buying opportunity. Since 
then, fund managers have been 
increasing their cash levels as a 
percentage of their portfolios. 
Given the carnage in the stock 
markets following the snowballing 
worldwide financial crisis, fund 
managers steadily increased their 
holdings this year. The cash levels 
peaked in May 2008 to Rs 17,664 
crore—about 12.38 per cent of 
the equity corpus—as fund man- 
agers anticipated a major fall in 
the market. As of August 2008, 
however, the cash levels as a per- 
centage of corpus dipped to 11 
per cent from 11.2 per cent the 
previous month. 

At the end of August 2008, 
there were six equity funds hold- 
ing more than 30 per cent of their 
corpus in cash. These include 


[: THE CASH POSITION OF 
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LIQUID REMEDY 


Higher cash levels have helped equity funds 
outperform the Sensex. 





YTD: Year-to-date 


ma Equity Funds em Sensex 
Figures.are returns in per cent as on Sept. 19, 2008 


CASH INFUSION 


Equity funds are holding a larger part of their 
corpus in cash. 
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funds like Reliance Equity 
and Reliance Tax Saver, 
which held about Rs 
1,403 crore combined. 
During the same month, 
14 equity schemes had 
cash holdings of more 
than 25 per cent of 
their corpus. 

But is the higher cash 
holdings affecting fund per- 
formances? So far, it seems 
that fund managers have 
marginally benefitted in this 
falling market and have 
managed to eke out a small 
out-performance. Since 
January this year, the 
Sensex dipped 30.8 per cent to 
14,042 (on September 19), while 
equity funds as a group fell 30.73 
per cent. But on a 3-month basis, 
fund managers did far better as 
equity funds dipped 7.78 per cent 
compared to the Sensex's fall of 
8.79 per cent, suggesting that the 
fund managers were better pre- 
pared to meet the bear onslaught. 
In a one-month period, too, a sim- 
ilar picture unfolds as funds dipped 
3.14 per cent against the Sensex's 
fall of 4.12 per cent. 

Cash management, of late, has 
become the key to a mutual 
fund's overall performance. As 
the stock market is trading in 
range-bound or lower levels, fund 
managers with higher cash in 
their portfolios manage to out- 
perform the markets. But in a 
bull market, the reverse is true. As 
stocks rise, fund managers with 
plenty of undeployed cash in their 
portfolios might find themselves 
lagging their peers. For now, the 
stock market can surely do with a 
little bit of cash infusion from 
fund managers. 


Secure Meters is India's leading energy metering company, it 
serves customers in more than 50 countries, with 11 overseas 
offices and the largest R&D team in the industry, worldwide. 
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The Bond of Gains 


Invest in capital gains bonds only if you want the stability of a fixed income, 
but you can get better returns on other instruments. NITYA VARADARAJAN 


gains bonds after, say, you 

have sold property? Most 
investors would be inclined to do so, 
considering that it helps save a bun- 
dle in capital gains tax. But among 
the many things you must consider 
before investing is what your even- 
tual pay-off will be, and how far 
away you are from retirement. 

Investors have to buy capital 
gains bonds within a period of six 
months from the date of booking 
capital gains. Under Sec. 54EC of 
the Income Tax Act, investors get an 
exemption from long-term capital 
gains tax on their investments. The 
investment, however, comes with a 
lock-in period of three years, but the 
interest rate is a lowly 5.75 per 
cent. The consolation for many 
risk-averse investors, however, is 
that the bonds carry a high rating 
and sovereign guarantees, which is 
considered very safe. 

In the market as of now, the in- 
terest rates on other fixed income 
products are hovering around the 
10 per cent mark. That is consid- 
erably higher than the 5.75 per 
cent interest rates on the capital 
gains bonds. Experts, however, 
reckon that since the rates are low, 
only those investors who are seek- 
ing a very high degree of safety 
should go for these bonds—these 
are especially suitable for retirees. 
Says Y.S. Suresh, Financial Advisor, 
Bajaj Capital: “Capital gains bonds 
are ideal for people nearing retire- 
ment or those who are extremely 
conservative in their outlook. But 
for those in the younger age group, 
there’s an option of investing in an 
equity mutual fund with a dividend 
option.” Suresh goes on to suggest 
that with the dividend payout, one 


S HOULD YOU INVEST IN CAPITAL 
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BONDS ON THE STREET 


Capital gains bonds can help save 
a bundle in taxes. 


Face Value* 10,000 10,000 
num Application* ^ 50,000 + 10,000 
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# Credit Rating: AAA/ Stable CRISIL 


can still pay the capital gains 
tax, and be left with a net gain 
that can be better than the 5.75 
per cent returns from the capital 
gains bonds. 

Another issue that investors must 


THE 360° VIEW — — 
The pros and cons of capital 
gains bonds. 


The Pros 


mg The bonds are offered on tap, but 
scheme closes after it mobilises 
full subscription 


m It frees up the saved capital gains 
tax for other investments, such 
as equities 


—M ——— — nt €, 2 oe a + —ÀÀ — 


m The bonds are safe and have a high 
credit rating; interest payments 
are made annually 


The Cons 


m The rate of interest on capital gains 
bonds is low, and is also taxable 


m The bonds have a long lock-in period 
of three years, so it's not liquid to 
that extent 


w The post-tax yield on these bonds is 
very low; investors can get better 
returns elsewhere 







*Figures in Rs 





UVAUVS NAWVY 


consider about capital gains bonds is 
that the interest returns are tax- 
able. So, if you are in the highest tax 
bracket of 30 per cent, you will 
have to pay Rs 1,725 as taxes on the 
interest of Rs 5,750 on 10 bonds 
with face values of Rs 10,000 each. 
This reduces the yield in the hands 
of investors. In real terms, the post- 
tax yield per annum works out to 
around 4.02 per cent on your orig- 
inal investment. “There is no free 
lunch,” says Pradeep Yuvaraj, 
Director, Finerva Financial Services, 
a wealth management company. 

Another option, particularly for 
conservative investors, is to buy 
another property to reduce the 
tax burden. Investors can buy an- 
other property within three years. 
Meanwhile, the surplus money 
can be deposited in a Capital Gains 
Scheme of Deposit Account with 
a public sector bank till such 
time that you use the money to 
purchase a property. 

So, considering the many situ- 
ations, choose your option that 
suits you best. If safety and a 
regular income are what you 
require, capital gains bond is 
your answer. 
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Winning with Analytics 





It’s time for companies to predicate their strategies to win on sound analytics. 





n serving their expanding, often transnational markets, 
businesses realised that their back-offices had become 
full of valuable data that could be analysed to generate 
insights into customer behaviour or fast-changing na- 
ture of the market; so began the use of analytics by businesses 
as a strategic tool to enhance their performance and score over 
competition, according to Thomas H. Davenport, Professor of 
Information Technology and Management at Babson College, 
Massachusetts, US. 

Speaking on the theme Winning with Analytics, on Sep- 
tember 12, 2008, in a seminar organised in New Delhi by 
Harvard Business Review South Asia and AbsolutData, Dav- 
enport had to share with the audience many insights into how 
businesses, particularly in mature markets of the US and Eu- 
rope, are employing analytics to optimise their businesses and 
serve their customers better. 

For Indians, whose analytical services companies (Abso- 
lutData, the organiser, for example, provides advanced ana- 
lytics and market research services to some of the top-notch 
American companies) are serving a growing list of global 
clientele, those insights need to be digested and then incorpo- 
rated into strategies that will win them a larger share of this 
nascent market. 


“My survey data suggests that about 5-10 per cent of mul- 


tinational companies are building their strategies around their 





Mr. Suhale Kapoor, 
EVP (India operation), AbsolutData, addressing the delegates 


analytical capabilities. In most major industries, there are one 
or two companies that have taken advantage of their analyti- 
cal capabilities," says Davenport. 

Proctor & Gamble, Wachovia, BestBuy, Starbucks, Hilton 
Hotels, Harrah's, and American Airlines are just a few exam- 
ples of the companies that have used analytics to build com- 
petitive strengths in the way they manage their customers, 
supply chains, and financial performance. 

Davenport believes many large American corporations 
lack the analytical skills and talent, handing Indian firms a 
mother lode of opportunities. Indian business process out- 
sourcing firms like Genpact have long been doing things like 
clients credit scoring and portfolio risk models, and have de- 
veloped analytics into a core capability. Then, there are pure- 
play analytics firms in India like AbsolutData, Mu Sigma, and 
Ugam Solutions. India's larger IT players like Infosys, Wipro 
and Satyam also see large opportunity in the market for ana- 
lytics services. 

As the market for analytical services matures, these com- 
panies will do well to develop higher-end analytical services 
like predictive modelling, optimisation techniques and even 
the automation of decisions. 

Davenport says while larger firms tend to have the unfair 
advantage over smaller firms in benefitting from analytics 
because of the former's vast information resources, the latter 
will gradually become savvier too. “Online firm like Google 
is a great example of an analytical start-up. It was first provid- 
ing advertising algorithms and now Google Analytics, which 
gives customers free access to analytical data. Amazon, Netf- 
liks, and eBay were analytical from the beginning." 

For companies that are decided on building their analyti- 
cal capabilities, it pays to build an ‘analytical culture’, rooted 
in the understanding of the potential benefits and leading to 
the practices that will allow use of sophisticated data in deci- 
sion making. 

Since analytics helps companies focus their resources, it 
could be a leg-up for businesses to weather the slowdown, be- 
lieves Davenport. 


*For example, an auto company can target its discounts 
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| As companies get better 
at using analytics, they 
can always broaden the 
applications. In early stages 
of analytical competition, 


however, there needs 





tobea focus T 


Prof Thomas Davenport with AbsolutData team 


where they really matter. Strategic pricing is the best way for In using analytics, it’s also important to b 
any company to improve profitability.” high-impact areas of business. For example. 

(On the other hand, Davenport frankly admits that many the focus could be on customer service and lo: 
American banks also made poor use of analytics, such as by grammes. 
building credit scoring models that wagered heavily on the There is little doubt that the age of analytics 


assumption that housing prices will continue to rise, to push It's time for companies to predicate their strategie 


them into situation that cause the subprime mortgage crisis.) ^ sound analytics. 





Prof Thomas Davenport giving his seminar presentation 
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NEWS ROUND-UP 


Glitter Is Back 


As investors hedge against the greenback, the outlook for gold is good. 


IGH GOLD PRICES MIGHT BE 
a dampener for festive sea- 
son shoppers, but for gold 


investors, it brings plenty of cheer. 
The rally in gold prices since 
November 2007 saw the yellow 
metal surge to a high of Rs 13,842 
(per 10 gram) on July 15, 2008 in 
the domestic market. Not many 
investors took it seriously then 
and dismissed it as the handiwork 
of speculators. Sure enough, gold 
prices dipped to Rs 11,110 (per 10 
gram) on September 11, 2008. 
But last fortnight, gold rebounded 
with a vigour never seen before. 
The price of the yellow metal shot 
up by an astounding $85 
(Rs 3,910) per ounce in just one 
day, the highest one-day rise in 
28 years in the international mar- 
kets. The domestic market, too, 
mirrored the international senti- 
ment as gold prices jumped by 
Rs 1,265 (per 10 gm) the same 
day. Currently, gold prices are 
hovering at above Rs 13,000. 
Investors are increasingly warm- 
ing up to gold and have started 
accepting the yellow metal’s 
capacity to deliver returns as an 
alternative asset class. Many are 
looking at gold as a store of value 
and not just as a hedge against a 
depreciating US dollar or the gen- 
eral weakening economic scenario. 
Even when gold prices were cor- 
recting in the post-July period, 
some long-term investors were 
accumulating the precious metal. At 
that time, financial uncertainties 
started rubbing off on Europe, 
which resulted in the dollar rising 
against the euro. Besides, crude 
oil prices corrected from its high of 
$147 (Rs 6,762) per barrel in the 
international markets, and gold, 
too, followed suit. Says Naveen 
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Investors are warming up to gold and have started accepting its 
capacity to deliver returns as an alternative asset class 


ON THE RISE 


Investors are lapping 
up gold. 


13,035 


Sept. 23, 08 


Figures are prices in Rs per 10 gm 


CHARGED UP 


Gold ETFs have delivered spectacular returns. 


1-YEAR RETURN (%) 





MON C ETER 3129 
Gold Benchmark = 3729 
3-MONTH RETURN (%) 

Kotak Gold 5.22 


CCT — —— — 472 
UTI Gold 4.62 
4.6 


Gold 3enchmark 















Relance Gold 4.09 


Mathur, Head (Commodities), 
Angel Commodities: “A rising 
dollar and declining crude prices 
gave the Indian buyers of jewellery 







a breather. Gold will be range- 
bound for now and no major 
rally is likely to take place in 
the near future.” 

For small investors looking 
to invest in gold, gold exchange 
traded funds (ETFs) are an easy 
option. ETFs hold the gold for you 
and issue you units that are cred- 
ited into your demat account, 
doing away with the hassle of 
keeping your gold assets safe. 
Devendra Nevgi, CEO, Quantum 
Asset Management, who manages 
a gold ETF, Quantum Gold ETF, 
says that gold will continue to do 
well in future. 

“Investment banks have made 
huge financial losses; there's 
uncertainty in the global market; 
and crude prices are rising again. 
Besides, inflation is not under con- 
trol and no new mining activities 
are taking place for gold. All this 
will continue to drive gold prices 
upward. Gold also works as a *port- 
folio insurance' against stocks and 
instruments such as ETFs," he says. 

NITYA VARADARAJAN 
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No More Cover 


Mutual funds will not bundle insurance with their 
schemes any more. 


A MANAGE- 
ment compa- 
nies (AMCS) will no 
longer offer their 
products bundled 
with free life 
insurance cover. 
These products 
have become very 
popular with 
investors as they 
offer an insurance 
cover against reg- 
ular systematic 
investment plans 
(SIPs). Of the four 
products, three— 
Reliance's SIP + 
Insure, Birla Sun 
Life's Century SIP and Kotak’s Star Kid—ended 
on September 30. The fourth, pws Tax Saving Fund, 
is a tax saver and, hence, comes with a three-year 
lock-in period. 

Mutual funds allegedly offer these products with- 
out any regulatory scrutiny. In fact, mutual funds 
were offering these products to counter the growing 
popularity of unit-linked insurance plans (ULIPs). The sip 
products, with a variety of insurance features, did 
manage to pep up sentiments. Srikala Bhashyam, a 
Bangalore-based Investment Strategist, not only rec- 
ommended these products to her clients, but also 
bought two products—one for herself, and the other 
for her 13-year-old daughter. Such offers, she says, 
don’t come by in a stable market. 

SIPs help individual investors save as well as 
invest regularly in specific schemes. The insurance 
facility was just an add-on feature under group term 
insurance schemes. The products provided free life 
insurance cover at no extra cost to a scheme’s sub- 
scriber. There were different schemes offered by the 
mutual funds, but all of them allowed the investor to 
take the maximum advantage of sips’ features of a 
regular saving coupled with insurance. 

For SIP investors, this is not good news. But 
mutual fund houses say they will come out 
with these products again once the air clears. Says 
Sundeep Sikka, Deputy CEO, Reliance MF: “If everything 
is all right, we will relaunch the product.” m 

K.R. BALASUBRAMANYAM 
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MF SCOREBOARD 





The top performers category-wise. 


DIVERSIFIED EQUITY 

1 Lotus India Contra | 
2 Escorts High Yield Equily 
3 HDFC Premier Multi-Cap 
4 Lotus India Equity — 

5 HDFC Core & Satellite 


ELSS 
1 Lotus India Tax Plan 
2 HDFC Tax Saver 
3 Reliance Tax Saver 
4 Canara Robeco Equity Tax Saver - 
5 HSBC Tax Saver Equity 


SECTOR FUNDS 

1 UTI Banking Sector Reg. 

2 Lotus India Banking Retail 

3 JM Financial Services Sector 

4 Reliance Banking 

5 Sundaram BNP Paribas Fin. Services 


BALANCED FUNDS 

1 HDFC Prudence 
2 Escorts Balanced 
3 FT India Life Stage FoF 30s 
4 Birla Sun Life Asset Allocation Moderate 
5 UTI CCP Advantage 


MIP 

1 ABN AMRO MIP 
2 Birla Sun Life MIP II Savings 5 
3 Templeton MIP-DM 
4 LICMF Floater MIP Plan B 
5 Tata MIP 


INCOME FUNDS 

1 DBS Chola Triple Ace 
2 Canara Robeco Income 
3 ICICI Prudential Income 





"n ae " E vt ic 
pP WIPE 


4 DWS Premier Bond Regular —— 
5 DSPML Strategic Bond Regular 
LIQUID FUNDS 
1 Quantum Liquid 1200 0 
2 Canara Robeco Liquid Retail 1538 — 






3 ING Treasury Management 1305 0 
4 HDFC Cash Mgmt Savings - 1763 08 
5 Taurus Liquid | 11.35 0) 


* Absolute returns percentage as of September 23, 2008 — Source: Valueresearchonline 
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GREATER HYDERABAD 


FUTURE PERFECT 


India is on the fast growth track and a greater part of 
it should be credited to the success of its dynamic 
cities such as Hyderabad. Once renowned as the 
capital of the richest ruler in the world, the Nizam, 
today Hyderabad proudly represents the IT might 
of India. Not unlike the famous Kohinoor Diamond 
which was mined here, this multi-faceted city is 


sparkling in as many ways as possible. 


Hyderabad owes its emergence, as one ofthe fastest 
growing Indian cities to the unprecedented 
development in Information Technology, 
Biotechnology, Infrastructural support and 
increased levels of investment. The healthy 
environment for all-round development is reflected 
by the influx of skilled manpower from all over the 
country and is being consolidated by the entry of 


foreign nationals in search of greener pastures. 


If the presence of MNCs is an indication of a city's 
importance, then Hyderabad's potential is truly 


astounding. With corporate giants such as 





Microsoft, IBM, Infosys, Wipro, GE, DELL, etc, 
setting-up shop here one can imagine the ground 
realities. What's more, most of the country's 
important defence establishments& research units 
are ensconced here with their state-of-the-art 


facilities. 


What makes Hyderabad so special? If one single 
factor could be the key, then it is the pro-active 
administration. Since decades Hyderabad has been 
fortunate to be administered by able leaders who 
have been futuristic in their planning. Though the 
various administrators have taken different paths, 
their ultimate aim has been one - prosperity of the 


region for the people. 


The constant endeavour to keep abreast with the 
changing times has brought many positive changes 
to the city. The new additions are the numerous 
flyovers, widened roads, modern healthcare, not to 
forget the ultra-modern Rajiv Gandhi International 


Airport. The latest development has been the 





We are bringing in the change. 
Towards a greener, cleaner and a more 
prosperous Hyderabad. 





HUDA is now HMDA. 
And with it begins an era 
of continuous growth & 

path-breaking initiatives. 


Hyderabad with its overall development will be the preferred destination for 
investments. With better infrastructure, purer environment and improved quality of life, 
Hyderabad is Growing Global. 


The Mission of HMDA HMDA Highlights 

* Develop Hyderabad as a model Metropolis in the € 7073 sq km, second largest Metropolitan area 
country in the country 

Promote active participation of the citizens in the «€ 849 villages across Ranga Reddy, Medak, 
process of planning and implementation of Mahbubnagar and Nalgonda Districts 
development plans e 5 Zonal Offices and 10 Service Centres 

+ Improve quality of life through planned growth proposed for better service to the public 
and development 

Contribute to the creation of a cleaner and 
greener city 


ME 
W 





hmda;? 


Growing Global 
Hyderabad Metropolitan Development Authority 


6-3-1190, Greenlands, Begumpet, Hyderabad - 500 016, India. Tel.: +91 40 2340 7293 








lempestadvertising.com 
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point indu. 
convergence of business enablers 
and conducive work environment 





Point Indu a notified IT/ITES SEZ is Hyderabad's largest green 
campus spread across 150 acres on natural land contours with 
lots of greenery with total built-up of around 8 million sft. Point 
Indu is adjacent to the new international airport, Shamshabad - 
the city's growth corridor. 

Point Indu is designed to conform to environment-friendly 
norms and meet the US Green Building Council's LEED Gold 
standards. 

The project is design & developed by HoK, US and M/s Uday 
Joshi Architects. 

With robust, failsafe infrastructure, scalable offices and built-to- 
suit facilities, Point Indu is ideal for business both big and small 
anda great place to work. 

The first phase of the campus will be operational by 
March 2009. An incubation facility of 50000 sft will be ready by 
December'2008. 

Adjoining the SEZ is 100 acres of residential, retail and 
entertainment spaces making for a vibrant ‘walk-to-work’ 
environment. 

Point Indu is a convergence of business enablers and a conducive 
climate that enhances productivity. 









The Value Proposition at Point Indu 
Total end-to-end solutions 
Green Buildings 

Campus Environs 

Built- to- suit facility as low as one lakh sft 
Commercial space available for occupancy 


Support infrastructure facilitating *Walk- to- Work” 
including service apartments 


About the promoters 

Indu Group 

Indu Group is a premier infrastructure company based from 
Hyderabad with operations spread across the country. The 
company develops and builds residential townships, shopping 
malls, office/IT parks, SEZs, Health cities, Logistic parks apart 
from core infrastructure projects in areas of irrigation, roads and 
power. For more details visit: www.induprojects.com 

Sun Apollo 

SUN-Apollo is a real estate private equity firm that brings 
extensive global real estate expertise to India. The firm's global 
real estate investment experience, extensive local network and 
long-term partnership orientation make it the best-in-class real 
estate investor. For more details visit: www.sun-apollo.com 


launching of the Hyderabad Metropolitan 
Development Authority, which shall change the 
face of Hyderabad forever as the second largest 


metropolis in India. 


The formation of Hyderabad Metropolitan 
Development Authority (HMDA) is an attempt to 
bring under its purview the extensive development 
activity and real estate projects undertaken outside 
HUDA’s earlier jurisdiction. Andhra Pradesh has 
expanded the jurisdiction of HUDA as the first step 


towards the constitution of HMDA. The primary 


and immediate objective of this expansion is to 





enable preparation and notification ofa Master Plan 
for the extended areas for which presently there is 


no Master Plan. 


The Chairman of HMDA is the Andhra Pradesh 
Chief Minister, Dr. Y.S. Rajasekhara Reddy. 
Dr. K.S. Jawhar Reddy, I.A.S is the Metropolitan 


Commissioner. 


The mission of HMDA isto: 


e Make Hyderabad a model metropolis in the 
country 


e Promote active participation of the citizens in the 
process of planning and implementation of 
development plans 
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An Iconic concept 

The living space of tomorrow is so 
much more than a mere structure. 
It is a reflection of achievements. And 
a springboard of aspirations. It is an 
environment that revitalises mind, body 
and spirit. And stimulates the senses. 


An Iconic living space 

From the moment one enters the wide 
tree-lined boulevard with its angular new 
age arches the luxurious life at the Iconia 
is apparent. 


Larger than expected, the interior space 
seems uninterrupted by the walls. Living 
areas are flooded in natural light from 
floor-to-ceiling glass walls. The living 
space is truly contemporary, elegant and 


s supremely luxurious. 
Exotic Jandscaping 
LR IE SI EROTEL R S EAER POS EET OE TER arm nnum 
Architects Bath & Kitchens fittings Interior Design Landscaping 
p 2 
ATKINS | KOHLER (s RS 
j NA werde 
UK USA Thailand Singapore 


Y l/ This project is a joint development of M/s Kondapur Towers Pvt. Ltd. and 
M/s P L Realtors Pvt. Ltd. 


al: +91 40 44558878 or SMS ICONIA «space» 5 to 56677 for a p 











Iconic residences at Hyderabad 


An Iconic location 

4 minutes from Gachibowli stadium at 
Kondapur. 

7 minutes from the Financial distric 

10 minutes from Hi-tech city 

30 minutes from the new airport 


Choose from the Signature Line 
5004 sqft. 5BHK duplexes te ! 
4 & 3BHK fully air conditioned residences 
ranging from 2925 to 1908 saft 
All designed by Atkins of UK, the creators 
of Burj Al Arab, Dubai. With interiors 
brought alive by DWP 
accessorized by Kohler headquartered in 
USA and landscapes by Site 
International, Singapore. 


Thailand 


Concepts 


BHARAT 


ors Ee 0, 


Redefining Skyscapes 


An ISO 9001:2000 certified company 


your dream home set in our sales lounge. 
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The concept of urban living is ever changing. And 


The Iconia at Hyderabad is all set to redefine it. This 
21-acre enclave is strategically located at Kondapur 
in Hyderabad, less than 10 minutes from Hi-tech city 
& the financial district, the IT hub of Hyderabad. The 
Iconia comprises of eighteen, twenty-storied 
residential high-rises offering 3BHK, 4BHK and 
The Signature Line (SBHK) duplex condominiums 
ranging from 1908 sqft. to 5004 sqft. The master plan 
includes a dazzling clubhouse — a six-storied glazed 
structure complete with recreation zones offering 
world-class gymnasium, spas, swimming pools, 


indoor game areas as well as an exotic roof top pool. 


The Iconia is a flagship project of Bharat Infratech 
Projects Pvt. Ltd., Hyderabad. Bharat has brought 
together the world's best in their respective fields to 
develop what promises to be an iconic statement on 
the skyline of Hyderabad. 


The Iconia is designed & engineered by Atkins of 
UK - creators of the Burj Al Arab, Dubai. Living 
spaces designed by DWP, Thailand - interior 
specialists. Accessorized by Kohler headquartered in 
USA - the world's leading name in bath and kitchen 
concepts. Landscaped by Site Concepts 
International, Singapore - one of the top experts. 
Services offered by Jones Lang Le Salle Meghraj - a 
leading name in facilities management. 


Only here you'll get to experience the best in urban 


living. 





e Prevent unauthorized developments in the 
interest of improving the quality of life 


e Contribute to the creation of a cleaner and 
greener city 





With this Hyderabad will be Growing Global to 


pave the way for many more futuristic projects, 
one of which is the Hyderabad Metro Rail 
project that is already on the right track. 
Undoubtedly, Hyderabad is fast emerging as 
the global destination of the future. 


Good real estate 
IS all about 
location, location, 


| 


location. 


x 

| 
Hyderabad. India's | Shamshabad. | Point Iñdu. 150 acres of 
fastest growing IT & | -Hyderabad's growth | green campus, 4 km from 
ITES hub, with pro-IT | corridor and home to the | the airport. A convergence 
governance and | city's new airport. With | Of business enablers and 
most conducive | state-of-the-art a conducive work 
environment to do | infrastructure, this is the environment. Ready for 
business. | destination for fit-outs: December 2008. 

| prestigious commercial 
and residential projects. | 


This is the place. This is the time. Make your move. 


Near Rajiv Gandhi International Airport, Srisailam Highway, 
Shamshabad; Hyderabad — 500 005. 
Cail’: 99633 33122 or Mail : info@pointindu.com, www.pointindu.com IT//ITES SEZ 
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REINVENTING CAREERS 


Time to Switch Sectors? 


Shortage of talent and demand for new skills is driving people 
to switch jobs across sectors. sAUMYA BHATTACHARYA 


EE 





° | 
; ? name: Kapil Mehta,40 — 

ADB eos canes: FMCG, consulting — 
x CURRENT JOB: Insurance 
CEO, DLF Pramerica Life Insurance 


REASON FOR JOB SWITCH: Initially the 
k: PIL MEHTA, CEO, DLF lure of “great apprenticeship" and a 





Y aja PU 


1 

|, mergers & acquisitions. 

| “I was helped considerably by 
was busy dirtying his hands | McKinsey’s culture that is woven 

i 

i 


Pramerica Life Insurance, high growth industry 


around mentorship,” he says. It 
took him a couple of years to be- 
come comfortable with these new 
domains. Three years into a career 
that was “very demanding on time 
and family”, Mehta started looking 
for a change and reached out to 
the partners at McKinsey who in- 
troduced him to many people 


rt mM Lever ne MEHTA's TIP: At the early stages of | 
nuever) for Six years Derore Joining š 

| : | your career, become a well-  ; 
McKinsey & Co. in 1997. This was rounded manager, get your | 


a big change for him and he spent eople skills in place; dirty your 
the first year adjusting, mostly ad- à p pes de 
ands. But at senior levels, it's 


: 
| 
vising CEOs in the consumer goods  . c: 
sector. He then decided to step out Important to build deep domain | 
expertise and specialise. f 

] 

i 


of his comfort zone and expand 
into new areas such as pharma and  'e=eww=eseseesesmmayaumunapesenacassusnapasnanasnspanpanaqis 





“Make your job switch carefully, acknowledge _ 
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across several industries. He 
zeroed in on insurance, an unex- 
plored territory. 

“Joydeep Sengupta, now a 
Director at McKinsey, introduced 
me to Tony Singh at Max New 
York Life. The move into life in- 
surance, he joined the company in 
2003, was initially driven by my de- 
sire to work with him,” says Mehta. 
Also, he was clear that he wanted to 
get back into a line function—where 
he could make things happen. “I 
had one foot planted firmly in strate- 
gic planning, an area that I was very 
comfortable with, and I took one 
baby step outside into the area of 
business development,” Mehta re- 
calls. In 2006, he moved to his pres- 
ent job, and feels he has made an- 
other successful transition, making 
the right moves at the right times. 

T.V. Mohandas Pai, Director 
(HR and Administration), Infosys 
Technologies, has made one of the 
most unusual switches across func- 
tions, which, he says, was brought 
about by the need to acquire the re- 
quired domain expertise and man- 
agement capability to manage 
broader roles. Pai, after becoming 
the CFO of Infosys in 1994, wanted 
a fresh challenge and approached 
Infosys’s Chief Mentor N.R. 
Narayana Murthy asking for some- 
thing different. “It is important to 
note that the basic skills for any 
manager are the same across func- 
tions. As the CFO of Infosys, I came 
across several reports and requests 
from HR, so I was well acquainted 
with its internal role and function- 
ing before I formally took charge.” 

There was a sea change in Pai’s 
thinking—from number crunching 
every employee’s worth to being 
more empathetic to the aspirations 
and needs of each Infoscion. “Your 
role also develops when you move 
across functions, departments and 
industries. At Infosys, I have had 





* 

N 

PREVIOUS CAREERS: Finance 

(moved across functions) 
Administration), Infosys Technologies 
REASON FOR JOB SWITCH: Wanteda — 


name: T.V. Mohandas Pai, 50 — 
CURRENT JoB: Director (HR and 
fresh challenge — 


PAI'S TIP: Move across 
functions. It is essential for 
senior executives to have 

a multi-faceted under- 
standing of the industry 
they operate in and the 
company they manage. 


ep SST AE BAAT A MAKINA A OSI SC Bat Xua 24 62; MCA dor SOR 3 OL aaa AI 


AAA AANAND ILD Bs or OR tr T si 


WHEN YOU CHANGE 


DAA Am A TEIN evi 74 v ma dii aire A y v Lr v M 


CAREERS 





@ First and foremost, understand 
that switching between industries 
is not an easy process 


€ Look for diversity. It can pay you 
rich dividends over the long term 


@ Once you decide to switch, 
start getting acquainted with the 
nuances of your new industry 


€ Ask questions, be willing to 
unlearn during the initial days 


€ Analyse your talent and 
decide what will work well in 
the new set-up 
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to learn the HR theories around 
which the company is built to 
beef up my own skill sets. 


Simultaneously, I have brought in 
capabilities from finance, too: 
crunch numbers and mine HR data 
much more today,” he says. 

Milind Pant, Chief Marketing 
Officer for Yum!, swears by this di- 
versity. In a career spanning 15 
years in Hindustan Unilever, he 
managed to not only work across 
businesses and functions but also 
across continents. “It gives certain 
diversity and experience,” he says. 
The itch for him was to look at an 
opportunity “where the canvas was 
not yet painted”. 

He found this unpainted canvas 
in food retail six months ago. Pant 
says the basic principles of industries 

o not change—how you build a 
business and how you attract and 
retain talent remain the same. He 
did find one big difference, though. 
“In this sector, there is only one 
moment of truth—when the cus- 
tomer is in the restaurant. The 
brand is built at that moment of 
truth, unlike in FMCG distribution 
where the shopper could be dif- 
ferent from the consumer.” 


we 


The Drivers 
So, is there a formula for hopping 
jobs across sectors? Replies 


that you need to learn, unlearn and re-learn " 
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R. Sankar, ED, Pricewater- 
houseCoopers (PwC): “There’s no 
magic bullet.” But that has not 
stopped business leaders like Mehta 
and others from moving across sec- 
tors. “We are seeing a lot more of 
this trend and several companies 
are encouraging it,” says Nina 
Chatrath, Senior Consultant, 
Korn/Ferry International. 

There are several reasons for 
this. First, industries like telecom, 
retail and insurance did not have a 
legacy talent pool, and so, had to 
poach talent from other sectors 
across levels; secondly, lateral 
entries from other sectors are 
unavoidable in the midst of a pan- 
industry war for talent. Most im- 
portantly, companies want fresh 
talent to bring in new perspectives. 
“That’s where talent from other 
sectors fits in,” says Chatrath. A 
case in point is DLF Pramerica Life 
Insurance, which has hired from 
across sectors. Its CFO is from the 
technology sector, its HR head from 
the consumer goods vertical and its 
Coo from the BPO industry. “There 
is a rationale for bringing in people 
from different sectors,” says 
Mehta. For example, the Coo 
needs to work closely with out- 
sourcing companies; his BPO back- 
ground makes him ideally suited 
for the job. 





196 BUSINESS TODAY OCTOBER 19 2008 


*) 

NAME: Zubin J. Irani, 36 
PREVIOUS CAREERS: Consulting — — 
CURRENT JOB: Airconditioning systems. 
Managing Director, Carrier 
Airconditioning & Refrigeration 
REASON FOR JOB SWITCH: Desire to move 
into an execution role 


inANI's TIP: Moving jobs is an 
individual decision. You need 
to follow your instincts. 
It's not such a scientific process 
at the end of the day. 


Change of Track 

If variety is the spice of life, 
Amitabh Jaipuria, Managing 
Director of Monsanto India since 
November 2007, epitomises it. He 
started his career in 1989 with 
Blow Plast and in 1998 moved to 
GE Lighting. Then, in 2002, he 
joined Reliance Infocomm as the 
Business Head for Cellular Phone 
Services for the Mumbai circle. In 
2005, he moved on to PepsiCo as 
Executive Director for the Western 
Market Unit before joining 
Monsanto as its Operations Head. 
These moves have been conscious, 
he says. And what does he look 
for? “A great company that has a 
great culture; the company is more 
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important than the sector,” he says. 
But, isn’t moving outside your com- 
fort zone a risk? “Business is busi- 
ness. Switches are in people’s 
minds. At the end of the day, your 
strategic values and sense of inno- 
vation do not change,” he says. In 
telecom, the gigantic size of the 
business excited him, while in his 
present job, it’s making a differ- 
ence to the lives of farmers that 
enthuses him. 

HR experts say that profes- 
sionals across levels are open to 
taking risks now with the objec- 
tive of trying to gain more in a 
shorter span. From the employers’ 
point of view, this bodes well. 
Although stability in management 


*) 
NAME: Amitabh Jaipuria, 41 
PREVIOUS CAREERS: Luggage 


. manufacturing, lighting systems, 


FMCG, telecom 

CURRENT JOB: Agricultural solutions. | 
Managing Director, Monsanto India — | 
REASON FOR JOB SWITCH: Inherent 
risk-taking capability and 

confidence of bringing value to 

the new company 


yatpuria’s TIP: LOOK for a great 
company, be confident of 
your ability to add value 
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and lower attrition rates work well 
for the employer, the flip side is 
that managements can tend to 
become insular. “A mix of lateral 
and home-grown talent is always 
useful,” says PwC's Sankar. This is 
particularly apparent when out- 
siders are brought in for a fresh 
perspective during turbulent times. 


Learnings and Unlearnings 
An IIT Kanpur and MIT alum, Zubin 
J. Irani left McKinsey & Co. in 
end-2004 and joined Carrier 
Airconditioning & Refrigeration, a 
United Technologies Corporation 
company, in early 2005 as Head of 
Marketing & Strategy, Asia 
Pacific Office, Singapore. In 
early 2006, he moved to the 
National Capital Region to head its 
India operations. 

Irani made the change from 
consulting to airconditioning as 
he not only wanted to develop 
strategies, but also execute them. 
“The excitement is in taking deci- 
sions and seeing if they work. If 
they don’t, you face the conse- 
quences,” he says. That is possi- 
ble in a general management role. 


198 BUSINESS TODAY OCTOBER 19 2008 


NAME: c Milind Pant, iS - 
PREVIOUS CAREERS: FMCG (moved. across 
-functions and geographies) — 
CURRENT JOB: es | 





: hemes Ae al importance w^ 
‘ India for the es aa a 


PANT's TIP: Keep looking for 
diversity in experiences. Look 
for roles, challenges where 
others may not raise 

their hands. 
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McKinsey was a good training 
ground, especially since he is not an 
MBA. Irani had a clear logic in mak- 
ing a shift from consulting. *It was 
the company (United Technologies 
Corporation) and not the sector 
that was the deciding factor. 
Secondly, I knew the company 
puts people in roles that stretches 
them. Then, when you are learning 
your first general management role, 
it helps if you are in a growing 
market," he stresses. 

Irani's learnings were more in 
terms of people and the way busi- 
nesses are run. “When I was in 
McKinsey, I thought I had all the 


elements to carry out the job. 
When I came to India, I realised 
that people development, which I 
had underestimated, was also very 
important. I now spend close to 
50 per cent of my time on that. 
In a place like India, the most 
important role for a business 
leader is people-centric." Carrier 
Aircon, incidentally, has an 
attrition rate that is “lower than 
the industry". 

Job switches work differently 
for different people. The success 
depends on how quickly one 
adapts to the new role. For that, 
a lot of learning and unlearning 
has to take place. Irani, for exa- 
mple, learnt that developing 
strategies is only 20 per cent of 
the job; execution accounts for 
the balance 80 per cent. For Mehta, 
partial unlearning took place in 
terms of the pace at which work 
happens—a one-week delay is 
sacrilegious in consulting. *When 
you go to the real world, you 
need to take a realistic view. 
Projects can take months to exe- 
cute successfully," he says. 

While the jury is still out on 
the existence of a *magic bullet" for 
re-inventing careers, what has 
worked for these business leaders is 
an assortment of dictums. *If you 
are considering a move across sec- 
tors, first acknowledge that you 
need to learn, unlearn and re-learn. 
Also, you must understand the old, 
established rules of the new indus- 
try," says Sankar. 

A word of caution, though: 
make your job switch carefully. A 
“rolling stone” lacks credibility. 
That means you shouldn’t change 
careers every two years. Asks 
Sankar: “What can a person con- 
tribute or achieve in short stints 
spent across many industries? The 
industry is not only looking for tal- 
ent and competence, but also a 
track record.” 

ADDITIONAL INPUT 
BY RAHUL SACHITANAND 
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A Prescription for Growth 


The healthcare sector is growing, fuelling demand for IT jobs. 


NDIA’S SHARE OF THE GLOBAL 
| earn industry pie is increas- 
ing. With private healthcare players 
charting robust growth rates, the 
demand for IT professionals in 
healthcare is also witnessing an 
increase. Says Yeshasvini Rama- 
swamy, MD, e2e People Practices, a 
human capital development firm: 
“According to the government’s 
National Health Policy, the size of 
the health sector in India stands at 
$17 billion (Rs 78,200 crore), and 
accounts for approximately 5 per 
cent of GDP. This is expected to 
grow 13 per cent annually for the 
next five years. With such growth 
figures, the industry needs support to 
sustain itself.” 

Such high growth rates are sus- 
tainable only on the back of a sound 
technology platform. The Ir plat- 
form can be as basic as building 
employee databases to managing 
critical data. “Currently, the Indian 
healthcare sector is adding about 
10,000 jobs for IT professionals every 
year,” she adds. 

Fortis Healthcare is one of the 
healthcare players hiring IT profes- 
sionals to drive its ambitious 
expansion plans. “We have 14 hos- 
pitals today; and we plan to take 
that figure to 40 by 2011. To keep 
up the pace of growth, we need the 
right systems in place. This support 
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h.l 
IT in healthcare: High demand of IT 
to fire the healthcare expansion plans 


Is coming in the form of IT serv- 
ices," says Pankaj Mittal, vP (HR), 
Fortis Healthcare. 

The IT piece is spread across 
functions—right from having a 
unique ID for every patient to having 
software like PACS (Picture Archiving 
and Communication Systems) for 
the storage of images on a common 
server to integrating all the hospitals 
through MedTrak application. 

The healthcare sector is looking 
at talent and skills in systems (the 
softwares they are operating on and 
tech support), development, process 
management and implementation, 
and training. According to the 
Insurance Regulatory & 
Development Authority, the Indian 
healthcare industry can potentially 
grow at the same exponential rate 
that the software and pharmaceuti- 
cals industries have grown over the 
past decade. Says Ramaswamy: 


WHO'S HIRING: 
Healthcare players such as 
Apollo Hospitals, Fortis 
Healthcare and others. 





WHO'RE THEY HIRING: 
Developers, people with experience 
in process management, ERP. 


AT WHAT LEVELS: 
Software Engineer, Programme 
Manager, Systems Analyst. 


AT WHAT SALARIES: 

Software engineers (up to 3 years 
experience) get between Rs 4 lakh 
and 5 lakh per annum; Programme 
Managers (10 or more years of 
experience) get Rs 20 lakh 

per annum. 


WHAT ARE THE NUMBERS LIKE: 
The healthcare industry employs 
between 150,000-200,000 IT 
professionals. This is expected to 
grow at 25-30 per cent over the 
next three to four years. 


“Only 10 per cent of the market 
potential has been tapped till date 
This is a pointer to future g 
prospects." Adds Kris Lakshmi 
kanth, founder CEO & MD. The 
Headhunters India: “Healthcare 
(facilities), unlike banks, wi 
shut down. If at all, only the growth 
may slow down." 

Since growth in healthcare is 
driven by technology, it could well 
turn out to be the next big thing 
for IT professionals. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Airvana India, Sr. Mgr, Bangalore, 
10-20 years, Job ID: 4646569 


You will be responsible to prepare and present 
summary for phase review meetings, chair 
phase entry and exit reviews, responsible for 
compliance to phase process, project 
Planning: Program Plan including resource 
plans, schedules, budget, etc. 


Applied Materials India Pvt Ltd., 
GM, Bangalore, 8 - 12 years, 
Job ID: 6147963 

Manage and develop personnel and projects 
for the Product Marketing organization. 
Manage risk exposure to the division. Position 
division products within each account/region 
in line with customer specifications. 


Aptech Ltd, Director, Mumbai, 
Pune, 15-25 years, Job ID: 6136489 
Incumbent will be responsible for quality 
delivery of AICTE approved Courses, ensure 
availability of permanent teaching staff & 
guest faculties, onducting exams & declaration 
of results as per given timeline, and more. 
Ashima Ltd, Area Sales Manager, 
Chennai, Hyderabad, 5 - 7 years, Job 
ID: 6165896 

Candidate should be a graduate and having an 
experience of about 5 years of selling fabrics 


in AP market. Candidates based at Hyderabad 
would be preferred. 

Aviva Life Insurance Company 
India Ltd, Head - Valuation and 
Group Reporting, Gurgaon, 
7 -10 years, Job ID: 6095641 

The jobholder will be responsible for leading a 
team of actuatial analysts, managers and 
trainees in the team. He/She would be 
primarily responsible for valuation and 
reporting and will have the responsibility to 
assist the Appointed Actuary. 

Ujjivan Financial Services Pvt Ltd, 
COO, Bangalore, 5 - 10 years, Job ID: 
5707905 

The job will be overall operational 
responsibility of the entire operations of 
Parinaam which will include - Developing 
& managing the various micro finance + 
programs and Overseeing the associated 
support functions like HR, audit, etc. 
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CA (India) Technologies Pvt. Ltd., 
Software Architect, Hyderabad, 


12-15 years, Job ID: 6075641 

Aspirant will gather and analyze technical 
specifications from clients, product owners 
and design team members, fully 
understanding requirements to ensure a high 
quality solution is produced that matches the 
customer requirements. 


Chemplast Sanmar Ltd., Head 
Safety -Mettur/Karaikal, Mettur, 
Karaikal,4 - 14 years, Job ID: 6095959 


Candidate must possess Diploma in Industrial 
Safety from Regional Labour Institute/ME 
Industrial Safety from NIT, Trichy, with 
experience in Safety Function from 
Chemical/Petrochemical/Fertilizer. 


Denave India Pvt Ltd, Director, 
Bangalore, 9 - 15 years, 
Job ID: 6145950 


You will act as a Subject Matter Expert in 
designing complex system 
interactions/applications utilizing Web 
Services and Messaging technologies. 


Enkay Technologies, Head - 
Finance, Mumbai, 10 - 15 years, Job 
ID: 5662909 

Incumbent will be responsible to handle day — 
to — day operation of all Branches across 
India, responsible for Income Tax / Sales Tax 
/ Audit & other statutory matters, preparation 
of daily / monthly / quarterly / annual MIS, 
preparation & maintenance of A/C books. 


International Road Dynamic South 
Asia Pvt Ltd, Project Manager, 
Bangalore, 10 - 15 years, Job ID: 
6147434 

Candida:e should be BE/B.Tech, MBA with 
min 12 yrs of exp. in project managment. 
Should be good in project payment tracking, 


installation tracking, client interaction, etc. 


Kernex Microsystems India Limited, 
GM, Hyderabad, 9 - 19 years, Job ID: 
6130128 

Incumbent should have wide experience of 
Planning, Organising, Resourcing, Control 
and Monitoring exp. of Projects. Candidates 
with 'vigour and go' in them are required to 
keep up schedules and meet the targets. 


To know how to apply for these jobs, go to finance jobs listing page. 


re 


Kewal Kiran Clothing Ltd., Chief 
Finance Officer, Mumbai, 
13-15 years, Job ID: 6135734 


Aspirant should have min, 15 years of core 
Finance & A/C function in 
Manu./Retailing/Textile enterprise. The Prof. 
needs to be strong in preparing Annual 
Financial Budgets, Annual Reports, formation 
of Annual P&L Accounts; and more. 
Mangalayatan University, General 
Manager, Aligarh, 8 - 10 years, 
Job ID: 6099544 

Candidate will be required to establish & head, 
corporate relations cell of the University in all 
major cities i.e. Delhi, Mumbai, Bangalore, 
Chennai, Hyderabad etc., placements of 
students of all streams. 


Mindcrest India Pvt. Ltd., Head - 
Quality Assurance, Pune, 6 - 13 years, 
JobID: 6111526 

Aspirant will be responsible to create and 
document the Process Architecture and 
Process Model while driving implementation 
of Process Management in line with business 
needs and priorities, Develop a process 
excellence plan; and more. 

Prospects Global, DGM - Corporate. 
Strategy, Mumbai, 8 - 12 years, 
Job ID: 6117617 

Candidate will be responsible for formulation 
of strategies across all sectors of the group. To 
explore, identify and develop new business 
options either adjacent to the current business 
or in entirely new areas. 


The Tata Power Company Ltd., 
Head - Construction, Jamshedpur, 
12-18 years, Job ID: 6171341 


Responsible for timely initiation of 
construction activities at the project site 
starting from Boundary Wall construction. 
Responsible for the successful progress and 
completion of the civil construction. 


Truemen, President, Coimbatore, 16 
- 20 years, Job ID: 6122885 


You will advise the CEO on strategic business 
development and key corporate planning 
issues and make recommendations on major 
business decisions, Keep the CEO informed 
about business activities, potential threats, 
opportunities, and recommended actions. 
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ACL Wireless Ltd, Senior Manager, 
Noida, 6 - 10 years, Job ID: 6169609 

You would need to evolve UI concepts that 
lrive translation of business and functional 
'equirements into design deliverables, Drive 
he user experience in line with business 
»bjectives and goals and build design talent. 
Virvana India, Module Lead, 
Jangalore, 3 - 10 years, Job ID: 
1850498 

fou will understand customer requirements 
nd contribute to the architecture of the 
Jniversal Access Gateway product; Design, 
mplement and test solutions and support 
hem through the test cycles and guide the 
uality assurance team to generate the 
ppropriate test strategies and test plan. 
Mlerin Technology, Business Analyst, 
Aumbai, 1 - 4 years, Job ID: 6171677 

is a Senior Business Analyst, candidate will be 
esponsible for requirements gathering & 
ocumentation, interacting with clients, 
reparation of functional specifications and 
nplementing solutions. Candidate will have 
»manage the entire SDLC of the project. 


MC Corporation, Programmer, 
iangalore, 4 - 11 years, Job ID: 6113769 
he individual will be a Software Quality 
ngineer working on new products in the 
DI group. The individual will play a key role 
t developing the test harness as well as the 
‘st plans. Excellent QA skills required. Ability 
) define the test cases based on marketing and 
agineering requirements. 


'CS Software Solutions Ltd., Sr. 
oftware Engineer, Mumbai, Pune, 
-6 years, Job ID: 6171423 

spirant should have good communication 
tills and leadership skills, should have good 
am management experience and should be 
;le to design application architecture; choose 
esign patterns, frameworks, tools; write 
yde; review code; refactor code etc. 

flex solutions Itd., Software 
ngineer, Mumbai, Pune, 3 - 8 years, 
yb ID: 6167988 

andidate should have working exp in Core 
va, J2EE, Servlets, JSP, JDBC, Exp in any 
DMS (SQL server/Oracle/DB2) is 
isential/Application Server (Websphere, 
leblogic), Prior exp working on Flex cube. 


Ignis Technology Solutions Pvt Ltd, 
Graphic Designer, Bangalore, 
4-6 years, Job ID: 5767206 

Required a candidate with 4-6 yrs of exp and 
should have a very good knowledge in Flash- 
Action scripting. Skillsets: - CSS2.0, XHTML, 
FLASH — Action Scripting, Photoshop, 
Dreamweaver, Javascripts, AJAX. 

IPsoft India Pvt Ltd, Networking 
Specialists, Bangalore, 4 - 14 years, 
Job ID: 6032709 

IPsoft, the fastest growing MSP in the USA is 
looking for Networking Specialists with exp in 
Routing, Swiching, Security, QoS, MPLS.nice 
to have CCNP, CCIP, CCIE .exp in Large 
environments is a plus. 

Zylog Systems Ltd, Java Analyst, 
Chennai, 7 - 10 years, Job ID: 6168502 
Required Technical knowledge (Java, 
J2EE) to deliver effective high 
performance, scalable software 
atchitectures using elements of service 
orientation, web services, etc. 


Nextwave, System Test Engineer, 
Chandigarh, 5 - 7 years, 
Job ID: 6170492 

Incumbent will be involved in Pre customer 
delivery verification of system 
documentation, customer deliverables and 
requirements compliance for WiMAX mobile 
subscriber and base station modem platform 
evaluation kits and products; and more. 


Patni Computer Systems Ltd, Tech 
Lead, Hyderabad, 7 - 10 years, Job 


ID: 6168966 

Individual should have exp. With the 
following technologies: BizTalk 2006 — dev., 
XSLT, XML, .NET and web services, 
ASP/JavaScript, SOL Server 2005, Message 
queuing tech. such as EMQ or MQ Series. 
Perfomix Technologies Intl (P) Ltd, 
Systems Developers, Kochi, 2 - 5 
years, Job ID: 6168217 

Candidate should be self-motivated with 
passion for delivering elegant, scalable server 
applications, Quick and eager learner who 
stays on top of the latest tech., Logical 
thinking and quick problem solving abilities, 
etc. 


Procentris India Pvt Ltd, Project 
Leader, Mumbai, 6 - 10 years, 
Job ID: 4468594 


Play techno functional responsibilities as 
he/she will be managing the team and will 
guide the team to solve any issues. Will have to 
work directly with clients. Will develop web 
applications as well as lead teams. 


SIEMENS PLM Software, Software 
Developer, Pune, 0 - 5 years, Job ID: 
5955027 

Job responsibilities include requirements 
analysis, developing detailed design, code 
construction and integration for NX 
development projects and maintenance. 
Steria (India) Limited, Peoplesoft 
Consultants, Noida, 4 - 10 years, Job 
ID: 6041375 


Consultants with 4-10 years of experience and 
willing to work in Pune. Technical, Functional, 
Techno Functional, Testers DBA's on 
Peoplesoft. 

Symbian Software India Pvt Ltd, 
Principle Engineer - System Test, 
Bangalore, 2 - 5 years, Job ID: 
6138439 

A Test lead with good C++ programming 
skills and knowledge on testing concepts, 
design concepts and requirement analysis with 
an exp. of have derived test strategies, build 
test stubs & had technically lead the team, 


Symphony Services, Engineer- 
Product Support, Bangalore, 2 - 3 


years, Job ID: 6171044 

Candidate should have sound knowledge in 
Networking and Linux OS, willingness to work 
on night shifts in a 24X7 environment. Prior 
experience in ITES & KPO is an added 
advantage, CCNA, RHCP, MCSE certification 
will also be an added advantage. 

Unisys Global Services Ltd, Project 
Lead, Bangalore, 5 - 9 years, Job ID: 
6169025 

Candidate should have 
knowledge, Good understanding of 
Relational Databases like Oracle, SQL Server 
etc, 5-6 yrs experience with .Net/ java 
Framework, good understanding of SDLC, 
UML, RUP, SOA and OOAD; and more. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ace Data Devices Pvt Ltd, Executive 
Business Development, Gurgaon, 1 - 
4years,Job ID: 6172562 


The person will be responsible for the sales 
promotion activities within a specified 
domain or area. The profile includes meeting, 
nurturing and developing clients. 
Adaequare Info Pvt Ltd, Business 
Dev. Executive, Hyderabad, 2 - 4 
years, Job ID: 5431432 

Candidate will be responsible for 
development of New Accounts: Map the IT 
industry in specification to the technologies 
and establish contacts, Identify in line with our 
deliverable competence and build business 
relationship, etc. | 


Areva T&D India Ltd., Sales Mgr., 
Chennai,3-5 years, Job ID: 6170265 


You will need to prepare and review the targets 
during the year considering the evolution of 
the market, Implement the strategy defined 
for each project, Tender process in line with 
the process / guidelines of the company, 
Prepare the commercial offer, etc. 


Bajaj Capital Ltd, Marketing 
Consultant, Coimbatore, Tirupur, 0 


- 3 years, Job ID: 6173160 

Candidate will need to achieve individual 
targets fixed by the venue manager,achieve 
distinction of 75% in individual appraisals and 
check and collect all relevant document from 
the clients and ensure issuance of the policy 
within a stipulated time frame. 


Coromandel Infotech India Ltd., Sr. 
Executive, Chennai, 4-6 yearss, Job 
ID: 6162326 


The incumbent will be responsible for 
ensuring growth of business through 
activities such as pre sales support, consulting, 
product support, customer relationship 


management etc. 


Idola Fori, Business Development 


Mgr., Hyderabad, 5 - 10 years, Job 
ID: 4748592 

Aspirant should have min 5 years relevant 
selling experience in IT enabled services with 
international clientele, preferably in 
engineering verticals. Candidates must 
possess ability to meet revenue targets and 
possess excellent communication skills. 





Integrated Property Management And 
Services Ltd, Asst Manager, Bangalore, 4 


-6 years, Job ID: 6168145 

Incumbent should have Bachelors Degree in 
any discipline + MBA (Marketing) with 4-6yrs 
experience in Business Development in 
Facility Management/Hospitality. Identify 
new clients and market Facility Management 
activities. 


Juniper Networks Inc., Presales 
Consultant, Bangalore, 5 - 12 years, 
Job ID: 6164830 


The position involves educating the customer 
on Juniper products and solutions, preparation 
of technical proposals, competitive 
advantages etc., Good understanding of 
Routing and Security solutions and 
demonstrate the product capability in POC 
and customer site demos. 


Kritikal Solutions (P) Ltd, Sales 
Manager, Bangalore, Hyderabad, 5 - 


15 years, Job ID: 6169855 

Candidate will be responsible to draw up a list 
of Immediate & long-term perspective clients 
ideally suited for our Security Products 
offerings, To arrange and execute client calls 
and meetings and to convert them in sales. 


Mobile Tech Services India, Presales 
Consultant, Bangalore, Mumbai, 
5 -9 years, Job ID: 6171969 


You will develop converged solutions for 
different applications; Relationship with 
solution partners relevant for industry, engage 
with customer teams to maximize share of the 
wallet for company, deal with channel partners 
in the region to help them to design solutions. 


Newgen Software Technologies Ltd, 
Account Manager, Delhi, 3 - 6 years, 
Job ID: 5353909 


Responsible for research resulting in an 
understanding of the targeted geography and 
segment. The growth and potential business 
possibility from the segment in the geography, 
conduct a database research for organizations 
in the focused segment. 
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KPIT Cummins Infosystems Ltd., Sr 
Managerx, Bangalore, 5 - 10 years, 


Job ID: 6165296 

Incumbent will be incharge of Sales in South 
India region, lead a team for achieving sales 
target successfully 


Next Retail India Limited, Product 
Manager, Mumbai, 3 - 7 years, Job 
ID: 6170418 

The Incumbent must be an MBA with intense 
hand on experience in Product Sales or ir 
Channel Sales, should have handled TI 
Product Sales, Consumer Durable, Retail, IT 
Hardware Sales Industry. 


Panoramic Group of Companies, 
Team Leader, Mumbai, 5 - 10 years, 
JobID: 5538933 


Entrant will be responsible for making 
optimum use of the data base and providing 
ample field appointments for sales staff by 
achieving the daily appointment target team. 


Prospecta Soft Pvt Ltd, Busines 
Development Executive, Gurgaon 
0-3 years, Job ID: 6167728 

Incumbent will need to develop new account 
by initiating and nurturing effectiv 
relationship with existing and potential client 
in corporate organizations, make timely an 
effective follow-up to a closing decisior 
acquire new business, doing market researct 
and more. 


Sobha Developers, Senior Sale 
Executive, Bangalore, 1 - 4 years 
Job ID: 6172966 

Aspirant will be responsible for selling hig 
value superior quality apartments to high ne 
worth clients and achieving sales target: 
People working within the same domain woul 
bean added advantage. 


UB Engineering Limited, Busines 
Development Manager, Delhi 
7 -8 years, Job ID: 6170498 

Candidate should have minimum 5 to 10 yeai 
experience in Business Developmen 
Estimation & Tendering activities. Especial] 
in Electrical business of Power Generatio 
and distribution, sub station, Rur: 
Electricification etc. 


To know how to apply for these jobs, go to finance jobs listing page. 


Submit your resume on monster.com 


and let monster work for you 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description 





Apple, Inc., Finance Mgr, Bangalore, 
7 - 10 years, Job ID: 6160735 

You will responisble to optimise business 
model to maximise revenue and profitability, 
Forward-looking analysis, Profitability and 
productivity analysis, Business risk 
assessments and controls, Business planning 
analysis and reporting, 

Areva T&D India Limited, Cash Mgr., 
Chennai, 8-10 years, Job ID: 6169309 
Aspirant will be responsible for - outbound 
logistics, documentation for desptaches, 
payment collection from customers, collection 
of Statutory forms, Bonds and realisation of 
Penalities & Contracts closure. 


Athenanet India Pvt Ltd, Sr. Process 
Associates, Chennai, 3 - 4 Years, Job 
[D: 6169625 

Candidate should be graduates B.Com / 
M.Com, have good analytical, written & 
rerbal communication skills and atleast 3 
irs of relevant experience in Accounts 
Receivables and Payables. 

Aviva Life insurance Company India 
Ltd, Manager , Gurgaon, 6 - 8 Years, 
lob ID: 6148381 

candidate will successfully mentor the 
issigned quality projects for the designate 
‘unctions: ensure all business processes 
we aligned with identified quality 
itandards, ensure all quality standards are 
idhered to, develop a quality audit process 
o identify and track errors; and more. 
Basix, Audit Executive, Ranchi, 1 - 3 
Year, Job ID: 6169715 

ncumbent shall plan and review audit 
ichedules, ensure and coordinate for 
imely completion of audit as per 
'ompany policy. Provide support to 
emove constraints in maintaining online 
ccounting and book keeping, etc. 


Jobseekers - To apply for above jobs 





|. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs” box on the 


homepage 
3. Click the “Go” button 





Gujarat Pipavav Port Ltd, Accts 
Officer, Gujarat, 0 - 2 Years, Job 
ID: 5211019 


You will be responsible for supervision 
of work of subordinates, accounts 
reconciliation, Debtors & creditors 
control, Co-ordination with Auditors, 
MIS and Statutory compliances, TDS, 
VAT & Excise/Service Tax. 

Idola Fori, Accounts Executive, 
Hyderabad, 1 - 4 Years, Job ID: 5611497 
We are looking for an Accounts Executive 
with the below qualifications: exposure in 
Tally, Book keeping, Payroll, TDS, PF, 
Ms-Excel, etc. 

McDonald's India, Asstt. Mgr, Delhi, 
Noida, 0 - 4 Years, Job ID: 4232050 
Supervising timely preparation of 
statutory books of accounts, financial 
statements and annual financial reports, 
Ensuring compliance of Accounting 
Standards, 

Mobile Tech Services India, Manager, 
Delhi, 4 - 8 Years, Job ID: 6167901 
Candidate will be responsible for creation 
of Provisions, track and monitor the 
same against actual and coordinate with 


regions to close all overdues, formulate 


effective risk management tools to 
enhance timely receivables, High analysis 
of all sales, etc. 


Secon Systems, Accountant, 
Chennai, 3 - 6 Years, Job ID: 6173763 
Candidate will be responsible for 
vouchers Entry (Data Entry), preparation 
of BRS, MIS, preparation of Monthly 
TDS statements for E - Payment, 
preparation of Quarterwise FBT 
Statements, etc. 
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Sobha Developers, Senior Executive 
Audit, Bangalore, 3 -6 Years, Job 
ID: 6160866 

Responsible for handling statutory audit and 
internal audit, handling VAT Returns, Excise 
and Custom Duty, Preparation of audit 
reports, Financial projections, etc. 

Sri Krishna Group, Accounts Head, 
Hyderabad, 10 - 15 Years, Job ID: 
5647788 

Candidate must be a qualified CA with 


around 10+ years of work experience 
(Post CA) in the area of Construction 
Accounts. Candidates with lesser 


qualification like CA Inter or M.Com or 
B.Com (First Class) having 15+ years of 
similar work exp may be considered. 

Star India Pvt Ltd, Senior Exec - 
Finance, Mumbai, 3 - 4 Years, Job ID: 
6163902 

Incumbent will be responsible for basic 
accounting, Statutory payouts, Monthly 
closings, Taxation, Fixed assets, Regular 
MIS of Budgets, Liasoning with banks. 


Steria (India) Limited, Commerical 
Manager, Noida, 6 - 9 Years, Job ID: 
6002743 

Aspirant should have 6 - 9 years of work 
experience, background in Commercial 
Mgmt including Contract Mgmt, etc. 
Tata Chemicals Ltd, Manager, 
Mumbai, 5-7 Years, Job ID: 6162359 
Entrant will be responsible for cash Flows 
& fund Flow preparation & its monitoring 
on a periodical basis, Treasury MIS, all 
overseas subsidiaries related transactions 
& funds movements, Corporate Rating & 
its compliance and Banking Limits 
monitoring, etc. 


Employers - To buy Monster products and services 
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Now Search jobs on mobile, SMS jobs <keyword> to 53030 


Search for a job with Monster 
by your side 


Monster has the best employers hiring online... 
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` Vote of Defiance 





Low 


b» People Power: Villagers 
voting in the referendum 





VIRENDRA VERMA travels to villages in Raigad district of Maharashtra to 
get a first-hand account of a unique referendum on the Reliance SEZ. 


SEPTEMBER 21, 2008 
10.50 a.m. Village Vashi 


ARLY SUNDAY MORNING, 
WE (BT photographer and 
I) are in Pen taluka, on 
the Mumbai-Goa high- 
way. Our destination is a cluster 
of villages that are about to wit- 
ness a unique event—a first-of- 
its-kind referendum in India—to 
decide whether the villagers want 
their 22 villages spread over 
3,000 acres to be included in the 
Mumbai Special Economic Zone 
(SEZ) proposed by Mukesh 
Ambani and Jai Corp. in the 
Panvel, Pen and Uran talukas. 

In the first village, Vashi, polling 
has already begun at a local school 
amidst tight security: 15-odd vil- 
lagers are awaiting their turns to 
cast the votes. Polling is slow and 
peaceful, and villagers are busy 
giving sound bytes to TV channels, 
including a French TV crew, telling 
the world why the villages should be 
excluded from the proposed SEZ. 
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11.45 a.m. Village Vathe Vadav 
The next village, Vathe Vadav, is 
the centre of frenzied activity, 
thanks to the presence of major TV 
channels covering the referendum. 
The villagers of Vathe Vadav are 
divided in their views on the issue. 
Some are saying they do not want 
to give away their lands while oth- 
ers are equally adamant that the 
crux of the matter is the value of 
the land. “I’m not against giving 
up my land, but this land has value. 
If offered the right price, I’m will- 
ing to sell my land," says Vithova 
Madve, who owns four acres. 
Madve, who works as a driver for 
the Maharashtra State Transport 
Corporation, says the price offered 
by the Reliance Group is not acce- 
ptable to him. 

Mumbai Special Economic Zone 
has offered Rs 10 lakh per acre 
and an additional Rs 10 lakh per 
acre as rehabilitation charges to 
these villagers. It has also proposed 
to allocate 12.5 per cent of devel- 
oped land to the landlosers, in pro- 


portion to their holdings, at a price 
to be decided by the state govern- 
ment. *This 12.5 per cent 
developed land will have higher 
value for the farmer in the next 
10 years," says Anand Jain, 
Chairman, Jai Corp., which holds a 
10 per cent stake in the SEZ. Among 
other SEZ dole-outs is free technical 
and vocational training to one 
member of each family that sells 
its land. Jain says the SEZ has also 
offered Rs 2 crore per village to 
create basic facilities. 

Before the referendum, the 
Reliance Group had moved the 
Bombay High Court opposing the 
Maharashtra government's decision 
to hold it. At the time of going to 
press, the case was yet to be heard 
by the court and the outcome of 
the referendum was not yet out. 

However, villagers are unlikely to 
relent. *This land has been owned 
by our family for more than 100 
years; I will not sell out regardless of 
the price Pm offered," says Dev 
Ram Narain Thakur Borje, who 
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Villagers are unlikely to let go of their land: 
slogans against land acquisition and SEZ 


works for the Railways in Mumbai. 
Borje, whose children are also 
employed in various government 
departments, says his relatives in 
nearby villages are also not willing 
to part with their lands. *Once the 
water from the Hetavane dam starts 
flowing, the produce from my fields 
will increase multi-fold," he says. 
Borje grows paddy and rainwater is 
the only source of irrigation. 

By noon, agitated villagers form 
a group and start shouting slogans 
against the acquisition of land. 
Social activists are busy doing their 
bit *helping" farmers. *We are 
against these 22 villages in Pen 
taluka being included in the pro- 
posed SEZ, as it is fertile land,” says 
Ulka Mahajan, an activist with sEZ 
Virodhak Sangarsh Sanghathan. 
Once the Hetavane dam becomes 
operational, the region will get 
water for irrigation, she says, adding 
that this will bring good times for 
farmers and their land. The 
Hetavane dam, incidentally, was 
proposed in early '80s and is yet to 
be completed. That leaves the farm- 
ers in the region critically depend- 
ent on rainwater for irrigation. 

The dam itself hasn't been with- 
out its fair share of controversies. In 
2004, three villages—Kalve, 
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Protesting villagers shouting 


Sonakar and Udaoli—had written 
to the state government demanding 
that canals from the dam should 
not pass through these villages. 
Their argument: the canal water 
will keep the land around it wet 
throughout the year, leading to 
lower productivity in the fields. 
Raigad District Collector Vinayak 
Nipun tells us: “The matter (pro- 
posed canal) is being looked into by 
the state agriculture department 
and the report is awaited." On the 
referendum, he says the opinion 
of the villagers is being analysed 
and a final report will be sent to the 
state government in the first week 
of October. 
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Hope remains: Dev Borje finds it 
worthwhile to hold on to his land 
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Voice of dissent: Ulka Mahajan doesn’t 
want the villages to be part of SEZ 


3.30 p.m. Village Kalesbri 
As we move to village Kaleshri, vill- 
agers warn us not to go to the polling 
booth as we could be mistaken for 
Reliance representatives and attacked. 
On investigation, we realise the vil- 
lagers in Kaleshri are opposing the 
move to acquire their lands. What 
has upset them is that the head of the 
village panchayat has spoken in 
favour of the inclusion of the vil- 
lage in the SEZ in a local paper. 
While most villagers are defiant, 
a Jai Corp. executive says the plans 
for the SEZ will not be affected. 
This is because in the first stage, 
the Reliance Group and Jai Corp. 
plan to set up the Navi Mumbai 
SEZ, for which 4,500 acres of land 
has already been acquired. For the 
Maha Mumbai sEz, close to 5.000 
acres of land is under possession, 
which excludes the 22 villages that 
participated in the referendum 
Back in Mumbai, we try to gauge 
the villagers-versus-sEZ stakes. V.N. 
Dhoot, Chairman, Videocon Group, 
says farmers should get their due 
while selling their lands and that 
land acquisition should be based 
on mutual agreements between buy 
ers and sellers. *If a farmer is not 
willing to sell the land, you cannot 
do anything,” he says. m 
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bt bookend 


The Decline 
and Rise of India 








Economist Sanjeev Sanyal's book should serve to 
sell the reforms agenda well, says Bibek Debroy, 
but the author ought to write another on “India Whining'. 


ANJEEV SANYAL WRITES 

well. Had the book been 

written today, the opti- 

mism might have been 

more muted. But it was 
written in the days of 9 per cent, 
not 7.5 per cent, GDP growth. And 
regardless of cyclical downturns, 
the core reasons behind the India 
Shining trajectory remain valid— 
savings/investment rate increases, 
demographic transition, sectoral 
shift away from agriculture, in- 
creased efficiency in use of capital 
and the performance of the external 
sector. Notwithstanding constraints 
(institutions, infrastructure are 
flagged), the underlying thesis in 
the Sanyal argument is a bullish 
one. There are nine chapters and 
barring the first two, the others 
are about contemporary India— 
entrepreneurial revolution, great 
Indian middle class, poverty/in- 
equality, two revolutions (demo- 
graphic and in primary education), 
institutional reform, change 
(urbanisation, westernisation) and 
the inevitability of India’s rise. The 
second chapter is about the period 
from Independence to “freedom”, 
interpreted as the start of economic 
reforms in 1991. Though written 
by an economist, this is not an 
economist’s book a la Arvind 
Panagariya (The Emerging Giant). 
Therefore, if one is looking for a 
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THE INDIAN 
RENAISSANCE 
India's Rise after 
a Thousand Years 
of Decline 


Sanjeev Sanyal 
Penguin/Viking, 2008 
Pages: 230 

Price: Rs 499 


comprehensive description of 
antecedents and consequences of 
liberalisation, or of the pending 


agenda, it is to Panagariya one 
should turn. However, Panagariya 
is heavy-duty stuff, consciously so. 
And Sanyal is light-duty stuff, con- 
sciously, too. The target audiences 
and writing styles are different. 

The Indian Renaissance is more 
anecdotal and less pedantic and 
places change in a broader socio- 
cultural-civilisational setting. 
*However, there is nothing 
inevitable about India's rise. 
Demographic change and growing 
literacy are but enabling factors. In 
the end, what matters is that India 
has the confidence to take advantage 
of the opportunity. This calls for a 
mental attitude that requires to be 
actively promoted. Human history is 
full of civilisational dead-ends and 
India's own history shows how 
things can unravel. The decline of 
Kolkata, the city of my birth, should 
serve as a warning that even the 
most cosmopolitan of societies can 
lose their way." 

An anecdotal account of 
Kolkata's decline then follows and 
there is nothing one can substan- 
tively disagree with, just as there is 
nothing one disagrees with in the 
quote given. But academic training 
results in one being careful and less 
prone to sweeping generalisations, 
even if a book is deliberately written 
in a style that is popular rather than 
academic. Since Sanyal's quality of 
training is not in dispute, I think 
the author has made an error in 
judgement. There is a book Sanyal 
has written and one Sanyal could 
have written. The one he has written 
will do well, because the style and 
content are popular and topical. 

But it isn't a book that will 
leave a lasting impact. It won't 
even be quoted and referred to in 
the way Edward Luce (In Spite of 
the Gods) is. Consider the first 
chapter. “The picture of ancient 


As an economist, Sanyal is more anecdotal and less pedantic 
[than Arvind Panagariya] in a broader socio-cultural-civilisational setting 
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India is of a society that 
encouraged innovation 
and risk-taking.” That 
culture of openness went 
into a decline in pre- 
Muslim India and the 
Golden Age didn't last. 
That's an interesting 
proposition, which 
merits probing and one 
could have written a 
book directly linking this 
hypothesis in the first 
chapter with the rest of 
the book on contempo- 
rary India. Sanyal will 
argue that's exactly what 
he has done, focusing 
on openness. But he has 
used a shotgun and cho- 
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| | Braudel. Some day, we 
will find one. But mean- 
while, Sanjeev Sanyal has 
lost out on an extremely 
good book he could 
have written. Going 
back to the book he has 
actually written, there is 
little in the nature of 
commission one can 
complain about. 

The thrust is pro- 
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reform and one can’t 
complain about that. 


sen a canvas that is too na Khemariya However, there is a 

wide. That sweeping Necklines: trendlines, political economy of 

span of three thousand Sourav and cricket—and | reform, or resistance to 
| n lek Read it 


years requires more 
focus and care. You can 
imagine where Nayan Chanda 
(Beyond Borders) would have gone 
with that hypothesis, retaining the 
popular flavour without sacrificing 
rigour. India still lacks a Fernand 


it. And there, one can 
complain about omis- 
sions. The book would have been 
richer had there been more com- 
prehensive sections on agriculture 
and the rural sector (even though 
the point about increased urbani- 


| 


sation and reduced role of agricul- 
ture is valid) and regional and inter- 
state disparities. For instance, con- 
trol examples in education could 
have been reinforced with those 
from agriculture and issues of rural 
infrastructure more directly ad- 
dressed. And there should, perhaps, 
have been a discussion on federal is- 
sues, since most pending reform 
areas are state subjects. There is a 
point to the India Whining story, 


The book would have been richer had 
there been more sections on agriculture, 
the rural sector and inter-state disparities 


except that it misinterprets symp- 
toms and prescribes wrong cures, 
having mis-diagnosed the disease. 
Any book on the Indian economy 
that doesn't address these issues is 
likely to be accused of being pro-ur- 
ban and elitist. That will be a pity, 
because this is a good book that 
should serve to sell the cause of 
reforms, especially to Generation 
Next. However, Sanjeev Sanyal 
should write that other book, too. 


REVISITING THE CLASSICS 


Poof! Another company goes under, is taken over or fades out... Read 


this book before it is too late for your company. 


WAWI THAW CHE IHLOEN ERIT tee 


rate landscape, and check out 
their validity. Collins’ and 
Porras' research showed that 
the built-to-last companies 
almost always have a set of 


BUILT TO. 


LAST 


SUCCESSFUL HABITS OF 
VISIONARY COMPANIES 
JIM COLLINS 
(Bete cuther à 6609 tQ GNE AT) 
JERRY i. PORRAS 


(Harper Collins, 
1994) by Jim Collins 
and Jerry Porras 





Was big because: The 
authors first set out a defini- 
tion of what a visionary com- 
pany should be, combing 
through Fortune 500 lists 
and other lists to pick up 

18 such candidates—each 
of them founded before 
1950—buttressed with feed- 
back from a thousand CEOs. 
To put their findings in per- 
spective, they compared 

and contrasted each of the 


selected companies with a 
leader in its sector that was 
good but had not made it 

to that level. The result of six 
years of research, the book 
is extremely readable. 


Why read it now: 

None of the companies listed 
has disappeared—so far. 
Apply the core findings of the 
research to the ones that are 
disappearing from the corpo- 
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core values and in-house 
talent farming, apart from the 
BHAG or big, hairy, audacious 
goals that distinguish them. 
The built-to-last companies 
don't HAVE to be founded 

by visionary leaders or on 
visionary products, or have 
master plans and prima 
donnas. Like the companies 
listed by the authors, 

it seems one can put the 
book in the same class. 
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Agents 


The new dynamics of 
the life insurance 
industry is forcing life 
insurance agents to 
re-invent themselves. 
The story is unfolding 
across India. 


IFE INSURANCE IS A 

matter of solicitation. 

However, the rules 

of this "solicitation" 

game are changing 
rapidly and fierce competition is 
becoming a way of life. At last 
count, there were 21 life insur- 
ers operating in the country and 
a handful of others were waiting 
in the wings. The industry is 
getting into a frenzy—players 
are pushing hard to partake a 
share of this market. The onset 
of competition also means that 
the role of the ubiquitous life in- 
surance agent is evolving, ex- 
panding and, in some cases, wit- 
nessing a complete turnaround. 
Increased competition and pro- 
liferation of products are com- 
pelling agents to innovate and 
spend greater amount of time 
understanding competing prod- 
ucts. With new products from 
mutual funds and insurance 
companies hitting the market 
every other day, the new-age 
agent is armed with knowledge 
not just about his own portfolio, 
but also about financial products 
from competing firms. Here's 
how life insurance agents across 
the country are re-inventing 
themselves. 
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SHEKHAR GHOSH 


The Deft Adapter 


Shalini Kohli, 38/ Max New York Life 


HALINI KOHLI HAS A UNIQUE DISTINCTION WITHIN HER COMPANY. SHE 
has been known to sign up at least 10 fresh insurance policies 
every month for the past 89 months. In insurance, where the prod- 
uct has to be sold, this makes her a star performer. For Kohli, . 
joining Max New York Life (MNYL) as an agent in 2001 was a tough 
call as it went against the wishes of her extended family. But she has 
managed to fulfil the changing requirements of her customers. 
“Earlier, they were concerned about whether we would run away with 
their money. Now, they know about most of the products. However, 
the preoccupation is heavily with the unit-linked plans." And that is 
a product that MNYL started selling only in 2004. Earlier, the emphasis 
was on traditional insurance products. In tandem with her company's 
new positioning—Karo Zyaada Ka Irada—loosely translated as 
*Decide to Have More", Kohli is on her toes as she spends an hour 
or so everyday on sharpening her skills. 
| SHALINI S. DAGAR 


"Earlier, customers were concerned about whether we would run 
m away with their money. Now, they know about most products" 


Trusted Trajectory 


M.B. Nanjappa, 33/ 
ING Vysya Life Insurance 


B. NANJAPPA WAXES ELOQUENT 
Mon inflation, markets, econ- 
omy etc., in fluent English befit- 
ting an upwardly-mobile Banga- 
lorean. This Advisor (as private 
companies call their agents) with 
ING Vysya Life Insurance sees a big 
difference between an insurance 
agent of yore and an Advisor of 
today. Today’s clients expect the 
agent to correlate the product with 
broader economic trends. “On 
many occasions, I may have vis- 
ited a client just to sell my product, 
but have ended up helping him 
with his overall financial planning. 
They are concerned, not so much 
about which company I represent, 
but about whether I can be available 
to them in their hour of need,” 
says Nanjappa, who’s been in the 
profession for seven years. 

The first two years of his 
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insurance career were the most 
challenging. He spent most of his 
time explaining to people that ING 
Vysya, like LIC, sold policies. That 
problem—of an information gap— 
has ended in cities, but hasn’t in ru- 
ral areas. His phenomenal success 
in selling policies has taken him, so 
far, to 11 countries on incentive 





tours. Nanjappa can now afford 
the luxury of being choosy; he 
meets up with just one or two 
clients a day. “Half of my deals 
come from people I have dealt 
with before. They reach me, valu- 
ing the trust we share in each 
other,” he says. 

K.R. BALASUBRAMANYAM 


The client is concerned, not so much about which company | come 
from, but about whether | am available to him in his hour of need" 
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Ahead of the Curve 
Priti Kucheria, 45/ 
ICICI Prudential Life Insurance 


HAT STARTED AS A TRIAL 
M exercise seven years ago has 
turned out to be a passion for the 
Priti Kucheria, one of the top agents 
of ICICI Prudential Life Insurance 
Company in Mumbai. A graduate in 
biological science and a housewife 
for 16 years, Kucheria was persuaded 
by her husband to appear for IRDA 
examinations (a mandatory exam 
for life insurance agents) in 2001. 
“It was fun to go back to the 
classroom,” she says. And this edu- 
catiori continues. Kucheria has ap- 


peared for AMFI certification, which 
is mandatory for selling mutual 
funds. Last year, she 
became a Certified Financial Planner 
(CFP) and this year, cleared the begi- 
nners’ module of the National Stock 
Exchange's Certification in Financial 
Markets (NCFM). 

Kucheria became a Million 
Dollar Round Table (MDRT) quali- 
fied agent within 4-5 months and 
it's been an upwards journey for 
this super-achiever . Her mantra? 
“The idea is to be well-prepared for 
any kind of queries from clients. It 
gives me a kick when Pm able to 
do that," she says with marked 
confidence. 


also 


RACHNA MONGA 


"The idea is to be well-prepared for any kind of queries from 
clients. It gives me a kick when I’m able to do that" 
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Ramesh Chordia, 44/ LIC 


4 


AMESH CHORDIA, A MATHEMATICS GRADUATE, WAS 

no stranger to financial planning—vehicle fina- 
ncing is his family business. His tryst with insurance 
began when he took an LIC policy for himself for a 
sum assured of Rs 10 lakh in 1999—considered high 
in those days. This also set him thinking about 
becoming an agent himself. In 2001, he was ranked 
7th among LIC agents across India for the number of 
policies sold, and came within the top 25 agents 
under the “Highest Sum Assured” and “Highest 
Premium Earned" categories. 

Chordia has had to reinvent himself at every 
step. “Even when I was being given awards by the 
LIC directors, I knew that I had to live up to the 
pressure of performing better. The only way this 
can be done is by keeping abreast of everything 
that happens in the financial world," he says. 
He took sub-brokerships with larger distributors 
and has broadened his portfolio of offerings 
beyond LIC (which today accounts for half his 
annual income of Rs 12 lakh). 

Chordia is planning to start an independent 
insurance broking firm (both general and life) by 
applying to IRDA for a licence—but that will be 
later. Right now, he is busy selling LIC policies to the 
most conservative, and pointing out risks, expenses, 
advantages and disadvantages of ULIPs to others. This 
exercise is proving to be invaluable. *People trust an 
agent if he does well by them. Otherwise, they 
could just go to a bank and buy the insurance 
product the bank sells them," he says. 

NITYA VARADARAJAN 


"People trust an agent if he does well by them. 
Otherwise, they could just go to a bank" 
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The Old New Biz 


Dara Sridhar, 53/ LIC 


ARA SRIDHAR HAS BEEN IN THE BUSINESS FOR THE 
D last 13 years and has been witness to how cus- 
tomer and professional expectations have changed 
over this period. Till eight years ago, there was 
only one main player, the state-owned Life Insurance 
Corporation of India. “That meant fewer compar- 
isons in products," says Sridhar. The nature of 
products has undergone a sea change since those 
days. *Compared to earlier, when there were mostly 
regular policies, which resulted in annual policy 
renewal commissions for agents, there is now greater 
spread of mutual funds or single premium policies 
with little scope for renewal commissions," he 
adds. Subsequently, the way he transacts business has 
undergone a complete change. 

Demanding clients have spelt long working 
hours for him, which now stretch to 8-8.30 p.m. 
from 5-5.30 p.m. earlier. Increased competition 
also means the need to spend greater amount of time 
understanding competing products. Sridhar turns to 
his LIC branch manager for advice on competing 
products and then decides on the right portfolios for 
his customers. “It is important that people divide 
their total investment corpus—keeping one part 
for life-risk cover and the other for investment 
through mutual funds," he says. One thing, however, 
remains unchanged for Sridhar: he still starts his day 
by making calls to his customers reminding them of 
their policy renewal details. 

E. KUMAR SHARMA 


"Customers should divide their corpus into 
life-risk cover and investment through MFs" 
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In the past few years the economies of 
— A South Indian states have registered higher 

k. than the national average decadal growth. 
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Catch the special telecast on 
11th Oct. at 5:30 PM 
12th Oct. at 2.30pm & 6.30pm 
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Sponsor: 
SOBHA Developers Ltd. & Karvy Online www.utvi.com|SMS utvi to 59995 
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oing Flat 


Here’s all you need to know about flat screen televisions 
before you hit the electronics mall this festive season, and 
buy yourself this season’s must-have wall accessory. 
KUSHAN MITRA 





Full HD or HD Ready? 

Full high-definition (Full HD) televi- 
sions allow for a full 1080 lines of pro- 
EXAM gressive vertical resolution (1080p), 
which, in layman’s terms, means that the Tv can 
support playback from all next-generation video 
game consoles and Blu-ray disc players (if you have 
the cables). HD Ready Tvs support lower resolu- 
tions, usually 768 lines of vertical progressive reso- 
lution (768p), which, incidentally, produce images 
that are a lot sharper than existing standard defini- 
tion signals (which only have 480 lines of resolu- 
tion). Keep in mind, however, that no broadcaster 
distributes content in any HD format in India today, 
unlike the Us or Europe, which are switching over 
to HD signals. But output from current generation 
game consoles, such as the Xbox 360 and the 

Playstation3, are 

eee high-definition 

| Standard Def | 480p | "9, Ct 

latest DVD play- 
ers “upscale” 

their standard 

definition output 






















HD Ready 





ICT TETTE. 10 Gort of high- 
Lo ee eens definition. 
Is the USB Port Any Use? 


Early flat-panel Tvs with a USB port could only play back JPEG pictures, but some 
= USE a ofthe latest flat-panel Tvs can actually play back MPEG or AVI (DivX) movie files 


straight from the pen drive on your TV. Do ask your retailer about this. 
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Big, Bigger or Biggest? 

How big a television should you buy? Well, the simplest answer 
would be to buy the biggest Tv you can, within your budget. But 
there is a simple rule of thumb: if your viewing distance is about 
10 feet, a 30- or 32-inch TV is just fine. For every five feet of dis 
tance that you add, add five inches to the screen size. So, if you 
are viewing from 20 feet away, a 30-inch TV is too small, but a 
40-inch television is perfect. 












RCA, Component Video and HDMI? 
ME RCA Cables: The rca cables are the 


standard cables that you get with set-top 
boxes and pvp players. The red and whit 
leads are for stereo audio and the yellow 
cable feeds standard definition video 


Component HD: This cable uses the same 
audio leads as RCA cables, but video is fed through 
three leads for high-definition video playback. 


HDMI: The High-definition Multimedia 
Interface (HDMI) lead is a single cable for 
high-definition video and provides extreme 
high quality signals. HDMI cables are expe 
sive, but are becoming increasingly popula 


LCD or Plasma? 
The answer to this has become complicated 


as there is next to no difference in price or 
expected lifespan between the two. Plasma 
screens usually display better colour (better 
contrast ratio) and have a faster response time, but are slightly 
more expensive and consume more electricity. LCD sets have a 
slightly higher lifespan, though both sets usually have a prom 
ised 50,000-hour life, easily over a decade of regular usage 





What Is a Good Price to Pay? 

Em. Large electronic retailers will have fantastic deals out there, but you can get a 40-inch 
HD-ready (768p) high-contrast plasma Tv wearing a major brand in the Rs 50,000 rang: 
Full-HD 40-inch televisions with high-contrast ratios will start at about Rs 70,000. 





OCTOBER 19 2008 BUSINESS 213 


bt treadmill 





The I-Hate-the-Gym Workout 


A S EDITOR OF MEN S HEALTH, | AM OFTEN FACED WITH QUERIES FROM GUYS WHO COMPLAIN THEY JUST DON'T 








have the time to go to the gym. Then, Í am expected to offer instant solutions. "Join a gym that has a 
Bipasha Basu lookalike,” I often tell the guys jokingly. “Maybe then the motivation will take care of it- 
self." But seriously, when the paucity of time is unavoidable, I suggest setting up a home gym. No, not an 
elaborate one that requires money and space, just a small purchase of a bar and couple of weights is enough. 
Once the equipment is in place, try the following full-body workout thrice a week, resting at least a day 
between sessions. Do two sets of six to eight reps of each exercise and rest of 60 to 90 seconds between sets. 
This *hybrid workout", which blends two exercises into one movement, can work wonders—guaranteed! 


1. Hang Clean/ Front Squat 


A. 


4. Barbell Push-up/ 
-Barbell Rollout 








Lower yourself into a squat and Shrug your shoulders as you pull the bar Keeping your elbows high, lower 
hold a bar at arm's length in front straight up and rise on to your toes. As the your body until your thighs are 
of your shins with a shoulder-width, bar approaches chest height, bend your parallel to the floor, then push x Load 10-pound plates on a bar and 
overhand grip. knees and wing your elbows forward to back up and lower the bar. | get into push-up position with your 
“catch” the bar in the crooks of your fingers. , hands on the bar, directly beneath 
| your shoulders. 


2. Bent-over Row/ Back Extension 


= 7 
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EccL 


Do a push-up. 





Stand holding a barbell with an .. Keeping your lower back naturally Once it's there, drive your heels 
overhand grip, knees slightly bent. © arched and your elbows flared out, —— into the floor and stand up without 
Bend forward at the waist until your — ^ pull the bar up to your chest. allowing the bar or your elbows to 
torso is almost parallel to the floor. — sag. Then lower the bar. 


3. Split Squat/ Shoulder Press 


$ 









B | Then, lower your knees to the floor... 


Bend both knees 90 degrees to 

drop your hips straight down 

(your back knee should be just | 
off the floor) as you simultane- 

ously press the bar overhead till 

your arms are fully extended. | D 


Stand up and lower the bar. 


Stand with one foot approxi- 
mately three feet in front of 

the other and hold a barbell 
just beneath your chin. 





— Č 











F ] And roll the bar out as far as you can 

 MensHealth | E JAMAL SHAIKH while keeping your arms straight and 

Jamal Shaikh is Editor, Men's Health. You can get in touch with him at jamal.shaikh@intoday.com. | rele A ees 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers should exercise | and return to push-up position. 


caution and consult a physician before attempting to follow any of these, | 
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THE WORLD-RENOWNED MURDER MYSTERIES 
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USE THE COUPONS BELOW TO AVAIL OFFERS — Hurry, limited stocks available 
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Sarah Palin's Indian Technocrat 


THIS INDIAN-AMERICAN TRIO HOLDS A UNIQUE DISTINCTION. EACH ONE IS THE TOP- 
level technocrat or CIO of his state: ANAND DUBEY in Alaska, VIVEK KUNDRA 
in Washington D.C. and ANEESH CHOPRA in Virginia. Dubey, 36, is the first 
Indian in the job, which, he says, is not just about technology. *Technology 
is easy. As a CIO, the job is about leadership, money and people," says the 
Director of Enterprise Technology Services for Republican Vice-Presidential 
candidate Sarah Palin's state since October 2007. People in the us are finally 
taking Indian leadership seriously in policy making, he says, and his 
appointment stems from this. On Governor Palin, who selected him for 
the role, Dubey says: “The biggest learning from Sarah Palin is leadership. 
She has given the opportunity to young leaders to be a part of public 
service and lead. If you feel strongly about something, you go out and 
do it." Alaska is pre-dominantly a White state and has 900-odd 
Indians among its population of 700,000. The long-term goal for 
Dubey is to be an entrepreneur in India. This country is also central to 
the scheme of things for other technocrats. Kundra, 34, and Chopra, 
36, cite India as their inspiration. Kundra wants to "take lessons 
Anand Dubey from India and apply them in the US". For Chopra, who is the first 
(ee q^ Indian-American Secretary in Virginia, collaborations with India are 
Technology Services high on agenda. *In fact, the Virginia Conference on World Trade in 
Alaska/ US October will exclusively focus on India,” says Chopra, who de- 

| clares great affection for his Punjabi heritage. 








Vivek Kundra | Aneesh Chopra 
CTO Cabinet Secretary 
District of Columbia/ US | Virginia/ US | 


| 





.. FIVE MONTHS AFTER WIPRO CHAIRMAN | AZIM PREMJI REJIGGED [HE 
appointed two ‘Chief xecutives—Suresh Vaswani and Girish IS s de — a exits 
. continue at the soaps-to-software conglomerate. The latest to join this increasi gly 

. list is SUDIP NANDY, 48 , Wipro’s former M&A marksman and President of the firm's $1 

me 4,600 crore) Telecom, Media and Technology unit. Twenty-five years after he joi D 
— an irr-Kharagpur and IIM-A alum, is now prer ar 
king a ay hows after a 25-year career with Wipro and then re-joining the rr 
[: quisitions at Wipro he may need to be aa 
| the curren oe conditions. d 
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Tracy Clarke Kathleen Taylor 
Group Head of HR .. President and COO 
Standard Chartered Bank/ UK Four Seasons Hotel/ US 


























In the Line of Power 


WHILE BUSINESS TODAY WAS PUTTING TOGETHER ITS LIST OF MOST POWERFUI 
Women in Business in India, a set of power women was making waves 
worldwide, some while on their visits to India. One of them is the most 
powerful woman on Madison Avenue—and one of the most prominent 
businesswomen in New York. SHELLY LAZARUS, 61, the Chairman anc 
of Ogilvy & Mather Worldwide, was in India to celebrate BT's specia 
sue on the Most Powerful Women in Indian Business. Lazarus is a frequent 
speaker at industry and leadership forums, not only promoting the power 
of brands, but also commenting on leadership, women in business and 
career and life issues—something she speaks from experience as a wife an 
a mother of three grown-up children. 
On a visit to India for the official launch of Four Seasons 
Hotels, KATHLEEN TAYLOR, 51, President and coo, says: 
"Four Seasons is special because of its people. The em- 
ployees make it special." She should know as she is credited 
with a key role in the hotel's growth and success. For 
TRACY CLARKE, 41, Group Head of HR, Standard 
Chartered Bank, the India visit translated into a trip | 
to the global shared services centre in Chennai. She 
says: "The HR function is moving beyond traditional 
administrative work. Most CEOs have started 
taking the HR function seriously and realise 
the value the HR function can bring about 
in driving growth in an organisation." 
Another corporate honcho in the lime- 
light, ELLEN J. KULLMAN, 52, has achieved 
the distinction of being the first woman 
President and CEO in the 206-year his- 
tory of chemical giant DuPont. Her 
upward trajectory at DuPont started 
in 1988 in its medical imaging busi- 
Ellen J. Kullman | ness. Power women surely are taking 
President and CEOS centrestage the world over. 
DuPont/ US 


. Shelly Lazarus 
Chairman and CEO 
Ogilvy & Mather Worldwide/ US 


CONTRIBUTED BY SAUMYA BHATTACHARYA, RAHUL SACHITANAND AND ANUSHA SUBRAMANIA? 


bt leadership spotlight  Vol.17, No. 21, for the fortnight October 6-19, 2008. 
Released on October 6, 2008. 
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"] NAME: MASAHIRO TAKEDEGAWA 
AGE: 53 

DESIGNATION: CEO č č 
COMPANY: Honda-Siel Cars India 


€ iPhone 3G 


The iPhone you've 
been waiting for. 


Now avaible | Mr Adaptable 


| ASAHIRO TAKEDEGAWA IS NOT YOUR TYPICAL EAST-ASIAN EXPAT EXECUTIVE; HIS 

I | relaxed demeanour and excellent command over English makes him more acc- 

A Airtel E | essible than most. Soon after moving to India for the second time in 2005, he 

f | revealed to BT that it was because of his proficiency in English that he was sent abroad by 

Honda Motor Company as a young man. His first major assignment outside Japan 

| was to assist in the establishment of the Hero Honda joint venture in the early '80s. 

Takedegawa’s experience taught him a lot about India, and today, although he jokes about 

the dramatic changes over the last quarter century, he realises that in India, things don’t 

always happen with the clinical efficiency of his homeland. As Honda was inaugurating 

its new factory at Bhiwadi in Rajasthan, Takedegawa kept the assembled guests in good 

spirits as they waited for the Chief Minister of Rajasthan, Vasundhara Raje, who was two 

hours late. This adaptability is what marks him out among the crowd of expat CEOs. Then, 

Takedegawa’s excellent relationship with the Munjal family, the Indian promoters of Hero 
Honda, has prevented the sparks from flying between the two partners. 

His three years in charge of Honda-Siel have seen the company grow from strength 

to strength. Honda’s products have established a strong base for themselves. So much so, 





RAJKUMAR 





The new iPhone is here. 


Widescreen iPod, Internet, that the launch of the all-new Honda City took place in India barely two weeks after it was 
and phone. Allin one super | first unveiled. His transparent management style ensures that he gets along with the 
fast 3G device. local management and that his workers stay in good humour—especially important 


following Honda’s labour problems at its motorcycle unit in Manesar a few years ago. 

Takedegawa is also very clear about setting and achieving goals. It was at his initiative 
that Honda is bringing forward its entry into the small car segment by over a year to 2009. 
He also managed to persuade his superiors in Japan about the need to do more devel- 
opment work out of India. But with Honda now planning to dive into the small car seg- 
ment, Takedegawa might face his biggest challenge yet, as he takes on his Japanese 
For more information, | rivals at Maruti Suzuki. 


log on to www.airtel in/iphrone3g 





KUSHAN MITRA 
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www.cartier.com 
Cartier Boutique opening soon at DLF - Emporio Mall, New Delhi. 
artier Authorized Dealers: Mumbai: Time Avenue, Pallazzio, Ethos (INORBIT), New Delhi: Johnson & Co (Connaught Play 
Kapoor & Co (South ext., Greater Kailash, Gurgaon), The Regent Watch & Jewellery, Gurgaon: Kapoor & Co, 
Chennai: Helvetica, Kolkata: Exclusive Lines, Chandigarh: Talwar Jewellery House, Bangalore: Rodeo Drive, 
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IMPACT PROMO 


Over the last century and a half, the House of Dewar’s 
has perfected the art of brewing world-class Scotch 
whiskies; going on to win over 200 awards and 
medals in addition to the Royal Warrants issued by 


every British Monarch since Queen Victoria. 


The exceptional smoothness of this world-class 
Scotch is a result of the unique marrying process 
that creates one exquisite blend from a selection 
of over 40 whiskies. It is then allowed to 
mature in exclusively reserved vintage 

old casks for a further period of six months. 
Thereby resulting in the balanced and 


refined scotch that is - Dewar’s 12. 


So enjoy an experience that is sublime 


and rarefied, brewed especially for 


the connoisseur of Premium Scotch. 





